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mercial stationery dealers and many of the 
largest corporations in the United States. It also 
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tries who deal in American office equipment. 
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ADVERTISEMENTS 
A 4 ‘ P ae ' yi . 
These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 












customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
A F Kinetic Novelty Co., Inc 240 Pittsburgh Cut Wire Co 231 
Acco Products, Inc. 236 Fastener Corp 195 King Posture Chair Co 241 Plastic & Wood Products Co.....239 
Ace Fastener Corp. 131 Fisher Pen Co 239 Koh-I-Noor Pencil Co 229 Precisa Distributors In« 179 
Ace Loose Leaf Bindery Co 243 Foree, William A., & Co 223 Kores Carbon Paper & Premier Supply Corp 228 
Acme Publishing Co. 240 Franklin Metal Products Co.....226 Ribbons Mfg. Corp 114 Protectall Safe Corp 233 
Adirondack Chair Co. 239 Free Hand Binds Co 242 Krueger Metal Products 219 
Advanco Products Div. A.S.B...208 Fritz-Cross Co., The 228 Krylo Ine. 189 Q 
Aigner, G. J., Co. 237 I Mark Equip. Co 220 K h, Walter E., Co 239 Quality Park Envelope ( 192 
All-Steel Equipment, Inc. 83 Queen Ribbon & Carbon Co.....161 
Allen, R. C., Business G L 
Machines, Inc. 93, 94 Gelle > = 235, 239, 243 Lang Equipment Sales Co 240 R 
Alma Desk Co. 177 General Fireproofing Co., The 55 La Salle Products Co 227 Regal Typewriter Co 230 
Aluminum Seating Corp. 176 General Lamps Mf Co 211 Leopold Company, Th« 173 Remington Rand Inc 71 
Amberg File & Index Co. 135 Gift Craft Leather Co 200 Little, A. P., Ine 96 Reyburn Mfg. Co., Inc 136 
American Automatic Globe-Wernicke Co., The 61 ! Metal Products, Inc 109 Rite-Line Corp 233 
Typewriter Co. 160 Graff. George B.. Co 232 Roberts, Weldon, Rubber ‘o...183 
American Carbon Paper Grand Rapids Leather Mol > - aes Rockwell-Barnes Co 128 
Mfg. Co. 108 Furniture Co 232 CARN Ses VO ove Royal Metal Mfg. Co 244 
American Evatype Corp. 219 Guardsman Safe Co 235 Manifold Supplic 8.0 4% Royal Typewriter Co., Ir 57 
American Hair & Felt Co.......164 Guide System & Supply Co 162 Marble, The B. L., Chair Co.....111 
American Map Co., Inc. 218 Gunlocke, The W. H., Chair Marchant Caleulat ng s 
American Photo Laboratories....207 Co 123 - ae Co a Safeguard Corp 220 
Ames Supply Co. 221 arn 0. «40 Scerbo, Frank, & Sons, Inc 150 
Annike Sales & Equipment H Markwell Mfg. Co., Ini 117 Schwab Safe Co., The 228 
Co, 113 Hall-Welter Co 21 Masland Duraleather Co So Security Steel Equip. Corp 166 
Arrow Fastener Corp. 124 Halverson Specialty Sales 20 Maso Steel Products 213 Seng Company, The 156 
Art Metal Construction Co. 89 Hamilton Mfg. Corp 101 Maste r Addresser C« 100 Sengbusch Self-Clos 
Art Steel Sales Corp. 76, 77 Hardboard Fabricators, In« 226 Master Mfg. Co 212 Inkstand Co 210 
Associated Cellulose Harding, Milo, Co 214 Meilink Steel Safe Co 133 Service Products Div. Woodall..224 
Products Corp. 231 Hart Mfc. Co 200 Metal Office : I urn. Co 134 Shaw-Walker Co., The 193 
Automatic Pencil Sharpener Harter Corp., Th« 182 Meyercord Co., Th 230 Sheaffer, W. A.,. Pen Co 194 
Co. . 132 Haskell Mfg. (x Ir ys Midwest Folding Products 240 Shelton Tack Co 240 
B Hedges Mfg. C« 238 + oe oe ~ vo 216 Sheppard, ‘ E., Co., The 184 
. “iwest Naturlite Co 223 Shipm: are . ‘7 915 
Bankers Box Co. 158 os : , . — 7 vin Safe Co nd Miles Reproducer Co., In« 217 — eats , 102 + 
Barealo Mfg. Co. 129 —s ees “ _— Miller, Herman, Furniture Co...222 Smith. L. ¢ & Coror pie 
Barkley, C. L., & Co. 120 Higgins Ink Co., In = Minnesota Mining & Mfg. Co...178 wy savthion ere 
p ” sis ‘ High Point Bend & Chair BUCS NINE ¢ e . ’ Type writers 49 
Barrett Adding Mch. Div. 215 : Mittag & Volger, Inc 167 c K P; t 24 
Bassick Co., Div. S-W 148 Ve 201 Multistamp Co., Th 234 ae eee or 
. Hoggson & Pettis Mfe. Co 241 = ” « Southworth Company 204 
Bates Mfg. Co. 99 , Myrtle Desk Co 159 adh Mies Cain nots 
Beach Publishing Co. 239 Home-O-Nize Co., The 241 ri, : c= ’ : ap 
Bentson Mfg. Co. 237 Hunt, C. Howard, Pen Co 218 N a a , 4 , on _— 
Berger Mfg. Div. Republic 169 National Blank Book Co 97 Sead 7 ster Asta = 
Blaisdell Pencil Co 238 I National Business Plein per ongy o ’ 
Bright Chair Co. 211 Ideal School Supply Co 227 Show Co 142, 143 ; _ Bis ; ae om oat 
Browne-Morse Co. 181 Imper Desk Co 157 Neubauer Mfg. Co 241 Stanl —y lee im 
Brush-Punnett Co. 237 Imperial Leather Fu Co 242 Niemann, In 238 Sts ti rs I Leaf ¢ 214 
Buckeye Ribbon & Carbon Co..217 Imperial Methods Co 151 at Ciietaliadta ss Cn 243 a conan oy eR o a1 
Burroughs Addy. Machine Co..141 Ink Specialties Co., In 202 Northern States Envelope Co.....196 ea "Prod sae ose 
Cc eee Se tele Trading Co + oO Stein Bros Mfx Co 119 
C-Thru Ruler Co. 204 Int’l Cash Reg Parts 243 Oakville Co. Div. Scovill 163 Stempel Mfr Co 216 
Caleulator Equipment Corp. 217 Invincible Met: Furn. Co 185 Odhner Sales In« 218 Ste wart, R. A., & Co 191 
Cameron Mfg. Co. 91 Office Furniture ome, H. H.. Co a 
Cardinal Sales, Inc. 122 , Wholesale Distributors 241 Sturgis Posture Chair Co 202, 203 
Cardinell Corp. 242 ee ’ 146 Office Industries of Ame 219 Sunen, < A., Corp., Th 226 
Carter's Ink Co. 58, 59 Mee das Desk ( 196 Old Town Ribbon & Swift Business Machines Co... 73 
Central Can Co. 227 "elle ci neta Carbon Co. 106 T 
Chicago Saddlery Co. 230 Ta . a er ty oo +H Oxford Filing Supply Co 110 - 
Clarotype Co., Ine. 230 7 wF 6 " : me ‘ Be Tape, Incorporate d- 131 
Clary Multiplier Corp. 165 lon _ ‘ ay 7 os P Taylor Chair Co., The 152 
Codo Mfg. Corp. 188 - i : 7 Paillard Products, I: 105 Technygraj h Co., The 210 
Collier-Keyworth Co. 168 Panama-Beaver i7 Thomas Furniture Co 7 
Colonial Carbon Co. 233 K Parker Steel Products, In« 212 Tubecrafters Sales Div 15 
Colson Corp., The 102 Kahn, Da I 86, 87 Peerless-Imperial Co., In« 170 
Columbia Ribbon & Carbon Kali 75 Peerless Steel Equip. Co 222 UV 
Mfg. Co., Ine. 79 Keystone Stes aq Co 209 Phillips Process Co Inc 237 Underwood Cory; Back Cover 
Columbia Steel Equipment Co...145 U. S. Typewriter Ribb 
Commercial Institute 243 Mfg. Co 229 
Compco Corp. 234 — Upholstery Leather Grou; 127 
Convoy, Inc. 218 Vail Mfg. Co 213 
Cook, H. C., Co., The 187 HH] ,Y N , 7 ‘ y T ‘ T Valeo Company 144 
Copy Right Mfg. Corp. 243 i T H E S E R v I c E B U R I A U Van Dyke Industries, Inc 153 
Corona Typewriter 19 Vanguard Engineering Co 234 
Corry-Jamestown Mfg. Corp... 95 Office Appliances is maintained for the exclusive Victor Adding Machine Ce 125 
Cotterman, I. D. 241 ; e aol ; — Victor Safe & Equipment Co...116 
Cramer Posture Chair Co 997 4S¢ ibscribers and advertiser It answers by Vogel-Peterson Co 228 
+ ers ny Doge Ine 149 | personal letters all inquiries upon matters germane to - 
urrier xr. Co. 39 , 
Cushman iy ereee Mfg. Co. 17] the field, supplies names of manufacturers of any office Warshaw Mfg. Co., Inc 172 
atsor ; oO P +) 
> article wanted, puts man and job together, aids for- nao os * sendin 86 - 
Darnell Corp., Ltd. 126 eign dealers in securing U. S. A. lines, and in many Weber Addressing Mach. Co...239 
Davenport, A. C., & Sons, : ‘ Weber Bros. Metal Works 236 
Tae. 994 other ways performs useful service, all without charge Webster. F. S.. Co 2 
Dayton Stencil Works 242 Subscribers in every land have made, and are making, Weis Mfg. Co of, GS, SY, 69 
Dick, A. B., Co. 15 ‘ ae Wells Chair Corp 65 
Dixie Chrome Products, Inc. 81 good use of this bureau. Manufacturers in this field Westcott | Co 234 
Dixon, Joseph, Crucible Co. 115 L, . ' . : : 4 Wiggins, J. B., Co 242 
Doppelt, Charles, & Co., Inc. 175 have evidence of its Pp oved value. Wilson J s Co 5 
Wolber Duplicator & 
E iH Supply 174 
Elbe File & Binder Co 219 WII ba Worden Company, The 199 | 
Exline, Wm., Inc. 240 HHH Wright Duplicator Div. Hart..200 
Ezyindex Products Co. 231 Write, Incorporated 112 
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PASSIFICATIONS 


r the benefit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 


usiness office are represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 


with the service 


Adding Machine Parts 
: Compar 


Adding Machines 
4 | 


Adding Machines, Rebuilt & Used 


Addressing Mact 


Adhesives 


Air Cireulators & Conditioners 
S oO T 


Arch & Clipboard 
‘ « 


Bank Supplie 


Bankers, Note 


Billing Mact 
i 


Binders. Cataloe & Periodical 


Binders, Permane St age 
Blackboards 


Blankbooks 


Biue Print & Plan F Cabinets 
Bond Bo 
Bookcases 


Bookkeeping Ma 


& Zipp 


OFFICE APPLIANCES, 


without obligation. 


Built te Order Office Furniture 
Watson Mfg. Co., Inc 


Bulletin Boards 
Davenport, A. C., & Son, In 


Stanley Mfg. Co 

Sturgis Posture Chair Co 
Taylor Chair Co 

Upholstery Leather Group, The 
Wells Chair Corporation 


Business Forms 


. Chairs, Posture 
rner, G. J., Company 


Aluminum Seating Corp 

Art Metal Construction Co 
Bright Chair Co. 

Cramer Posture Chair Co 
Dixie Chrome Products, Inc 
Fritz-Cross Co. 

General Fireproofing Co 
Gunlocke, W. H., Chair Co., The 
Hamilton Mfg. Corp 

Harter Corp 

High Point Bend. & Chair Co 


» 


Exline, William, Ine 


Caleulating Devices 
pman-Ward Mfg. ¢ 
V w Safe & Equipment 


Caleulating Machines 
Allen, R. C., Business Met I 
Barrett Add. Machine Div 
Burroughs Adding Machine (« 
Clary Multiplier Corp 


Marchant Cale. Machine C« Imperial Jeather Furniture (« 
Odhner Sales Inc Jasper Chair Co 
I’recisa Distributors, In Johnson Chair Co 


Smith, L. C., & Corona Typs King Posture Chair Co. 
Swift Business Machines Corp Marble, B. L Chair Co., The 
Victor Adding Machine Co Royal Metal Mfg. Co 


Sturgis Posture Chair Co 
Cafeutating Machines, Used Taylor Chair Co 
lator Equipment Corp Wells Chair Corp 


n-Ward Mfg. Compan 

. == ' Chairs, Tablet Arm 
Adirondack Chair Company 
Jasper Chair Co 

Wells Chair Corp 


Cheeks, Stamped Metal 


Carbon Papers 
See Ribbons & Carbons 


Card Index Boxes & Trays 
All-Steel Equipment, Ine 


4 File & Index ( Dayton Stencil Works 
Art Metal Construction ¢ Force, William A., & Co 
Art Steel Sales Corp : 

Bentson Mfg. Co., The Cheeckwriters and Signers 


Hall-Welter Co 


Berger Mfg. Div. Republi 
P Safeguard Corp 


( Steel Equipment C: 

( a Steel Equip. Co Clipboards 

‘ Jamestown Mfg. Co ean 

G Fireproofing Co See Arch & Clipboard Files 
0G Wernicke Co, , The Coat and Hat Racks 

G le System & Supply (« Vogel- Peterson Co 

H es Mfg. Company 

lfome-O-Nize Company, The Coin Bags, Trays, Wrappers 
Imperial Methods Co Exline, William, Inc 
Invincible Metal Furniture C« 

Metal Office Furniture Co Copyholders 

*arker Steel Products. Inc sone Suna, Ine 
remier Supply Corp ankers Box to 

Rockwell- Barnes C Copy Right Mfg. Corp 
Shaw-Walker Co Hall-Welter Co 

+ Mfg. Company Rite-Line Corp 


Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Cards, Business Corry-Jamestown Mfg. Corp 
B pa Currier Mfg. Company 
- General Fireproofing Co 
Cash Boxes Gift Craft Leather Co 
Art Steel Sales Corp Giobe-Wernicke Co., The 


Card Index Files, Revolving 
Novelty Company 


( ral Can Co., Inc Hedges Manufacturing Company 
( Steel Equipment ¢ Imperial Methods Co 

General Fireproofing Co Maso Steel Products 
Globe-Wernicke Co., The Peerless Steel Equipment Co 

G le System & Supply ( Premier Supply Corp 

Peerless Steel Equipment (« Security Steel Equipment Co 
Rockwe Barnes Co 


Sengbusch Self-Cl. Inkstand (« 
Service Prod. Div. Woodall 
Shaw-Walker Co 
Stempel Mfg. Company 
~~ Re gisters Valeo Company 

hs Adding Machine ¢ Weis Mfg. Co 
Wells Chair Corp 


o- Ropister Parts 
Register Parts ¢ 


Casters, Caster Bearings, Slides 





Bassick Division Stewart -Warner Costumers 
‘ Corporation, The Globe-Wernicke Co., The 
Darnell Corp., Ltd La Salle Products Co 


Master Mfg. Co Peerless Steel Equipment Co 
Royal Metal Mfg. Co. 


Ce ater Drawer hy - Trays Security Steel Equipment Co 


Me Products ¢ Tubecrafters Sales Division 
Valeo Company 
—_ oa " ae Vogel-Peterson Co 
! ewar rr Wells Chair Corp 
( ler- Keyworth Company 
S ( any, The Crayons 


Chair Mats Dixon, Joseph, Crucible ¢ 
H b 


Fabricators, Inc 


Dating Stamps 


or ij niture Whse. Dis Rates Mfg. Co 

Se e Prod. Div. Woodall Force, William A., C« 

s el Mfg. Ce Fulton Marking Equipment C« 
Chairs Folding Desk Lamps 

Adirondack Chair ¢ pans General Lamp Co 

Krueger Metal Products Midwest Naturlite Co 

Lyon Metal Products, Inc Wells Chair Corporation 

RK Met Miz. Co 

We ‘ r Corporatior Desk Name Plates 


Force, William A., & Co 
Chairs, Office Kutch, Walter E., Company 
Aluminum Seating Corp Plastic & Wood Products C« 
Annike Sales & Equipment ( 
(rt Metal Construction ( 


Desk Pads & Tops 








R Company Gift Craft Leather Ce 
Brig r Co Office Furniture Whee. Dist 
Crame ire Chair ¢ Wilson Jones Ce 
Dixie Chrome Products, I 
Fr Cross Co Desk Pen & Ink Sets 
G ral Fireproofing (« Gitt Craft Leather Co 
Grand Rapids Leather Furn. ¢ Sengbusch Self-Cl. Inkstand C« 
Gunlocke, W. H., Chair Co., The 
Harter Cort Desk Side Files 
High Point Bend. & Chair Cc Amberg File & Index Co 
Imper Leather Furr ire ¢ Cole Steel Equipment Co 

er é rCo 

r Seating (« Desk Trays 

nson Chair Co See Correspondence Trays 
Marble t L., Chair The 
Metal Office Furniture ¢ Desk Work Distributors 
Miller, Herman, Furniture ¢ Advanco Prod. Div. A.8.B 
Niemann, Ine. Globe-Wernicke Co., The 


toyal Metal Mfg. Co Lyon Metal Products, Inc 
Scerbo, Frank. & Sons. Ir Victor Safe & Equipment (x 
~ Ww ker (¢ Wileon Jones Co 
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bureau, through which the information will be promptly and cheerfully furnished by letter 


Desks 
Alma Desk Company 
Annike Sales & Equipment Co 
Art Metal Construction Co 
Bentson Mfg. Co., The 
Browne- Morse Co. 
Cardinal Sales, Inc 
Corry-Jamestown Mfg. Corp 
Cron-Kills Co., Ine 
General Fireproofing Co 
Globe-Wernicke Co., The 
Haskell Mfg. Co., Ine 
Imperial Desk Company 
Invincible Metal Furn, Co 
Jasper Desk Co 
Jasper Office Furniture Co 
Leopold Co. 
Metal Office Furniture Co 
Miller, Herman, Furniture Co 
Myrtle Desk Company 
Peerless Steel Equipment Co 
Scerbo, Frank, & Sons, Inc 
Security Steel Equipment Co 
Shaw-Walker Co 
Standard Furniture Co. 
Victor Safe & Equipment Co 
Wells Chair Corporation 
Worden Company, The 


Diaries 
(See Memo Books) 


Dietating Machines 
Miles Reproducer Co., Inc 


Diectating Machines, Used 
Shipman-Ward Mfg. Company 


Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp 
Haskell Mfg. Co., Inc 


Duplicating Machines & Supplies 
Ames Supply Co. 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp 
Colonial Carbon Co 
Columbia Rib. & Carb. Mfg. Co., Inc 
Dick, A. B., Company 
Harding, Milo, Co. 
Hart Mfg. Co 
Heyer Corp., The 
Ink Specialities Co., Ine 
Manifold Supplies Co. 
Mittag and Volger, Inc 
Multistamp Company 
Old Town Ribbon & Carbon Co 
Peerless-Imperial Co., Inc 
Queen Ribbon & Carbon Co 
Smith, L. C., & Corona Types 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Wright Dupl. Div. Hart 


Duplicating Stencil Files 
Halverson Specialty Co 


Envelopes 
Gilobe-Wernicke Co., The 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfg. Co 
Wilson Jones Co. 


Envelopes, Plastic 
Aigner, G. J., Company 
Markilo Company 


Eradicators, Ink 
Carter's Ink Co 


Erasers, Rubber 
Ames Supply Co 
Blaisdell Pencil Co 
Dixon, Joseph, Crucible Co 
Koh-I-Noor Pencil Co 
Roberts, Weldon Rubber Co 


Expense Books 
Beach Publishing Co 


Eyelets & ae Fasteners 
Bates Mfg. Co. 


File Boxes, Fibre 
Rankers Box Co 
Globe-Wernicke Co. , The 
Guide System & Supply Co 


Filing Cabinets, Insulated 
Herring -Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Shaw -Walker Co 
Victor Safe & Equipment Co 


Filing Cabinets, Metal 
Advanco Prod. Div. A.8S.B 
All-Steel Equipment, Inc 
Annike Sales & Equipment Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Rentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Browne-Morse Co., The 
Cardinal Sales, In 
Cole Steel Equipment Co 
Columbia Bteel Equipment Co. 
Corry-Jamestown Mfg. Corp 
Geller, J. R 
Genera! Fireproofing Co 
Globe-Wernicke Co., The 
Guardsman Safe Co 
Invineible Metal Furn. Co 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Office Industries of America 


(Continued on page 





(Continued from page 5) 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Remington Rand, Inc 
Rockwell- Barnes Co. 

Security Steel Equipment Corp 
Shaw-Walker Co 

Victor Safe & Equipment Co 
Watson Manufacturing Co., Inc 
Weis Mfg. Co. 


Filing Cabinets, Wood 
Gilobe-Wernicke Co., The 
Imperial Methods Company 
Weis Mfg. Co 
Wells Chair Corporation 


Filing Supplies 
Aeco Products, Ine 
Advanco Prod. Div, A.8.B 
Aigner, G. J., Company 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne - Morse Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co. 
Imperial Methods Co 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell- Barnes Co 
Security Steel Equipment Corp 
Shaw-Walker Co 
Smead Mfg. Company, The 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Weis Mfg. Co 


Finger Pads 
Speed Products Co 


Fountain Pens 
Kahn, David, Ine 
MeLennon Pen Co 
Sheaffer, W. A., Pen Co 
Wearever 


Glasses, Magnifying 
Franklin Metal Products (¢ 


Gummed Cellulose Tape 
Minnesota Mining & Mfg. ¢ 


Gummed Cloth Rings 
Reyburn Mfg. Co., Inc 


Gummed Tape & Sealing Machines 
Minnesota Mining & Mfg. Co 
Reyburn Mfg. Co., Inc 

ape, Incorporated 


Honor Rolls 
Kutch, Walter E., Company 
Plastic & Wood Products Cx 


index Card Signals 
(See Signals, Index Card 


index Tabs 
Aigner, G. J., Company 
Amberg File & Index (« 
Associated Cellulose Prod. Cor; 
Barkley, C. L., & Co 
Ezyindex Products Company 
Globe-Wernicke Co. The 
Graff, George B., Co 
Guide System & Supply Co 
Markilo Company 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, CC. E., Co 
Speed Products Co., Inc 
Victor Safe & Equipment ¢ 
Warshaw Mfg. Co., Inc 


Inks, Adhesives, ete. 
Carter's Ink Co 
Colonial Carbon Co 
Higgins Ink Co., Inc 


Inkstands 
Cushman & Denison Mfg. (: 
Sengbusch Self-Cl. Inkstand (+ 
Labels 


Imperial Methods Co 
Lang Equipment Sales Co 
Oxford Filing Supply (+ 
Reyburn Mfg. Co., In 
Warshaw Mfg. Co., Inc 
Weis Mfg. Co 


Ladders, Library, Stores & Vauit 
otterman, I. D 





Leads for Mechanical Pencils 
Dixon, Joseph, Crucible C« 
Kahn, David, In 
Wearever 


Leather Goods 
Chicago Saddlery Co 
Doppelt, Charles, & Co 
Stebco Products 
Stein Bros 


Letter Trays 


(See Correspondence Trays 


Library Equipment 
All-Steel Equipment, Inc 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 


Lockers & Storage Cabinets 
All-Steel Equipment, In« 
Art Metal Construction Co 
Berger Mfg. Div. Repubii 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Invincible Metal Furn. Co. 
Keystone Steel Equipment Co 
Lyon Metal Products, Inc 
Parker Steel Products, Inc 
Security Steel Equipment Corp 
Shaw-Walker Co 


6 


Loose Leaf Books & Devices 
Ace Loose Leaf Bindery Co 





A erg F & Index ¢ 
S rd. (. E.. Cor 
Standard Loose Ls & B 
Stat rs Loose Leaf ¢ 
We Bros. M Work 
WwW n Jones ( 


Loose Leaf Books & Systems 
A G. J f [ 
N ' B Book ¢ 
Loose Leaf Metals 


} H 


Loose Leaf Ring Binders 
Bi 


Loose Leaf Sheet Covers, Plastic 
4 ‘ Cor 
Vie ‘ ; 


W ne " 
Mail Distributors 
> A, 7 I 
Safe & I ‘ 
Map Tacks 
Graft, G a 


Maps, Globes. ete 
‘ M ‘ 


Marking Devices 
I W \ \ 


VN 
\ ( 


Matched Office Suites 


Mechanics & Repairmen Available 
{ I 


Memorandum Books 
\ Blank B 

Ror B 

WW lon ( 


Memorandum Devices 
BR Vif ‘ 
‘ Vir { 
Mending Tape 
Vi Mi 
R Mi ( 


Metal Badges, Checks, Tokens 


Moisteners 


Numbering Machines 
| Mire. ¢ 
} W \ ( 


s n. A., & 


Office Partitions & Railings 
W ke ¢ I 


{ I 


WW WN 


Office Printing Outfits 
r \ \ 


& ( 

| M kit } ‘ 
Pads, Figuring 

\ H 

W ‘ 
Paper 

R I 

> ( 
Paper Clamps 

‘ ' 

\ Per . ‘ 

‘ & Ih Ml ‘ 

cH Pen ¢ 

Paper Clips 

i 7. } ‘ i 

‘ & pD ul ‘ 


0 ( 1 < 
\ 


Paper Fasteners & Washers 
‘ 


Paper Fastening Machines 


\ I ( 

\ I ( I 

\ P S ‘ 

| M ‘ 

I ( 

uM M ‘ 

x & ¥ ‘ 

Paste 


Pen & Ink Sets 
S ’ \"\ 
\\ \ 
Pencil Sharpeners 
\ I’ Ss ‘ 
iH (. Hew 


Pencils. Mechanical 


7 \\ \ 
Pencils, Paper Wound 
I ( 


Pencils, Wood Cased Lead 
R | | 
D ‘ ‘ 
kK I-Noor P ‘ 


Penholders 


Pen Refills 


Pens, Steel 
! ( 


Hu Howar I ‘ 
Pins & Pin Containers 
0 e Compat D ~ 
\ Mfg. Cc 
Plaques 
K Walter E ( 
Pla & Wood P ‘ 


Plastic Sprays 
K Incorporat 


Platens, Typewriter, ete 
Ame Supply Cot i 
~ in-Ward Mfg. ¢ 
s & Stands 


Posting Tray 
I ( 


Presentation Covers 


File & I ( 
Price & Sign Markers 
t W la \ «& t 
I m Marking F ( 
S R. A., & 


Punches 


Ribbons & Carbons 
Ame bor 


can r \l ‘ 
A Supt ce 
i e Ribbon & ¢ ‘ 
( eron Mf ( 
‘ ' Ink ¢ 
‘ Mi ( 
( Ribbon & ¢ M 
I 
Ca Pape & RK \ ( 
SS An 
| be | ‘ 
M & Vole I 
“ Tow ti m & ( i 
Imperial ¢ I 
Proc | I 
( Rit n & ¢ nm‘ 
R rypewriter ¢ 
I n Rand, I 
I I ewr ( 
Ward M ( 
s H. M., ¢ 
I wd ¢ 
8. 7 er vl ( 
\\ i. ae 
\W I 


Rubber Bands 
t We 


Kn 
Rubber Stamp & Plate Mfg. Mchs 
\ i I ef 
Rubber Type 
I W 
KR. A & ¢ 


Rulers, Transparent 
( ! K ‘ 


Rulers, Yardsticks 
WW 


Kn ‘ 


Safes, Office 
M 


\ ‘ t ( 

I I’ ( 
‘ ~ I ( 
( sl I ‘ 
( Wer ke ¢ I 
( Safe ¢ 

i H M ~ ‘ 
I e Me } ‘ 
Mi Steel Safe ¢ 

I Safe ( 

K R I 

s Safe Cor 

> Walk ( 

\ Safe & Eq ‘ 


Sand Urns 
( ( 


Scrapbooks 
( 


W , ‘ I 
W Vl ‘ 
\V ( 
Shelving 
ALL-S | 
I Box ¢ 
I Mi 1) K 
Nl ‘ 
( Ni ‘ 
( K 
| , P 
Mi ‘ 
Shows & Exhibitons 
‘ B t = ( 
Signals, Index Card 
‘ b i. ¢ ‘ 
(y ’ ty N he i 
\ Safe & | ‘ ( 


Signs & Name Plates (Decalcomania 


Signs, Changeable Letter 


I 1. * S 


Signs, Office Identification 
' } ‘ 


Smoking Stands, Office 
~ P ( 


R Metal Mfg. ¢ 


Sorting Devices 
\ g I & I 
i Vi ‘ 
Spindle Files 


W i 





Stamp Pads 


Bates Mf ‘ 

Ca sl ( pa 

I e, W A.. &¢ 

t M g Equipn ‘ 
Pt ps Pro ( I 

St R & ( 


Stamps, Duplicating 
Multista ‘ 


Stamps, Rubber 


See R Stamp 


Stands for Office Machines 
S Eq er li 


Staples & Stapling Machines 
Ace tt 


( 


tates Mf ( 

Paste ‘ Mr 
Mark I Co 
Sp | i I 
\ I ( 


Stationery Racks 
Ha n Spe 


Stencils, Brass 
Da s \ 

Stenographer's Notebooks 
Na 1] Blank Book ¢ 


Rock Barnes ¢ 


Stools 
Harter ¢ 
Royal M Mfg. ¢ 
We ‘ ‘ 


Storage and Transfer Cases 
\IL-S Ex ent, I 


\ 
Art Metal ¢ ( 
are 


I 
Barkle c. 2 & ¢ 
Ber mn Mfg. ¢ T 
Berge Vif I) Re 
B e-M ‘ 


suide & & Supply ¢ 


( 
( 
( 
Cor l 
‘ 
( 
( 


Hert H Mar Safe ¢ ' 


Vangua I ‘ 
W M ‘ 


Store Fixtures & Equipment 
\ Steel } I 


Strong Boxes, Fire Protected 


Hert H M | 
Me k S Safe | 
Pr ll Safe ¢ 
\ s = ‘ , 
Tables 
\ M ( ‘ 
Brow M ‘ 
(Car = ) 
‘ M ( 
Giol W ‘ I ; 
Hlask M ‘ I 
I Ml I 
Ma s 
K il M \ ‘ 
- I s ‘ 
Shaw-W ‘ 
4 ' i 
\ = . | ‘ ‘ 
We ‘ ‘ j 
Tables, Folding | 
M I ] 
Tabulating & Statistic Machine 
B r \ M ( 
Ke t I 
Tags 
Re M ‘ I 
Tax Records & Forms 
\ Lax i 
Telephone Accessories 
B M : 
\ Safe & 
Thumb Tacks 
Graff, ‘ 
Oak ‘ ) s 
she I 
\ ‘i ‘ 
Ticket Holders 
\l { 
Time Clock Supplies 7 
Acme P ‘ 
Time Clocks & Recorders 1 
Trimming Boards 
Amet 
I is os ‘ 


(Continued bottom page 
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WANTS AND TOR SAL 


The rate for classified advertisements is twelve cents a word, minimum 
charge $2.40, payable with order. Add six words if box address is used. 

















SITUATIONS WANTED WANTED EXPERIENCED TYPEWRITER-ADDING MA- 
== CHINE and/or Accounting Machine Salesman. Have very 
SAl Ss H EXCELLENT RECORD as territory rep- unusual opportunity representing Underwood Sales Agent 
h manager and sales manager, desires to in Southern Indiana. Box S-58, care Office Appliances, Chi- 
ecialty manufacturer in the San Francisco cago 6 
} \ rcquainted with Northern California busi- 
‘apable of doing good sales job. Good refer ~ > —_ 
\ 120, care Office Appliances Chicago 6 > HELP WANTED 
HICA‘ \ TH UNIQUE ACQUAINTANCE in industry SALES CORRESPONDENT 
sires t dealers for manufacturer of commercial . . . psa el , ~- hat = 
( ipment. Interested in Chicago and vicinity WANTED GOOD CORRESPONDENT, accounting or systems 
groul , Middle West preferred but not essential background, experienced mail order selling. Old established 
We produce desired results. Address E-121 manufacturer N. Y. area. Resume and salary expected. Box 


ces, Chicago 6 S-59, care Office Appliances, Chicago 6 














UNG MAN OLLEGE GRADUATE, B.B.A.,, desires per ~- — - - 7 
ent t where knowledge and aggressiveness MECHANICS AND REPAIRMEN WANTED 
. ive years’ experience purchasing, mer ABOVE AVERAGE COMBINATION service man. Plenty of 
sales. Not subject to draft, presently service contracts and business—a chance to buy in. Can 
stationer. Box E-122, care Office Appli- work on profit basis or will guarantee salary and commis- 


sion. Twenty-five years of service and best lines obtainable. 
Real opportunity! Phone or write Hicks Office Machine Co., 




















YPEMW MECHANIC available, with sixteen years Vincennes, Indiana. Phone 550 
el é rs location in Texas, Arkansas or Ter! 
' care Office Appliances, Chicago 6 EXPERIENCED SUNDSTRAND CLASS “D” Mechanic. This 
= company will pay top salary, plus profit sharing plan. Give 
EXECUTIVES AVAILABLE full details in first letter. Large Underwood sales agent 
— : ocated in Southern Indiana. Box S-60, care Office Appliances, 
ORTH! ; \LIFORNIA SALES AGENCY desired by Chicago 6 
served that area well as branch manager “ eae — : : - 
‘ ppliance manufacturer. Capable of han- WANTED—EXPERIENCED UNDERWOOD and Sundstrand 
re flice specialty including those requiring service-man as shop supervisor Permanent job, must be 
ge of systems or accounting. References reliable and sober. Give complete information and reference. 
Address E-124, care Office Appliances, Box S-61, care Office Appliances, Chicago 6. 





————— ia Se WANTED TYPEWRITER MECHANICS Adding Machine 


qos a —_ Mechanics—Calculating Mechanics—Ediphone or Dictaphone 
EABCUTIVES WANTED Mechanics—Time Clock and Time Stamp Mechanics, inside 














“—-~ or outside work. Young Office Machines Co., 170 N. LaSalle 
FFICE 1 RE DEPARTMENT MANAGER WANTED St., Chicago 1, Illinois 
A t for an experienced Office Furniture mat 
our expanded Office Furniture Depart- COMBINATION SERVICE MAN—Typewriters and Adding 
building located in Middle West city Machines, Cash Register helpful, with sales ability. Perma- 
Excellent opportunity for right man nent, salary and commission, or straight salary. Williams 
s: age, education and experience, refer Typewriter Service, Lamesa, Texas 
ite photograph Write S-55, care Office - - 
\ o 6 SERVICE MAN WANTED— $100 per week if you can qualify 


SALESMEN WAN’ 
SALES 1 ENTATIVE—One of ¢ 


irbon papers and inked ribbons is seek 








for the position. Must have car. Burgauer, 109 West Jack- 
son,, Muncie, Indiana. 


older and larger GOOD TYPEWRITER MECHANIC WANTED by Midwest 
Royal Dealer. Box S-62, care Office Appliances, Chicago 6. 




















ies reprensatative 05 Spennes i Ox SALES REPRESENTATIVES WANTED 

MANUFACTURERS AGENT, now contacting retail commer- 
cial stationers, business machine dealers, etc., various open 
which is a territories. Supplement present lines by representing manu- 
facturer nationally known office device Box 8-63, care Office 
Appliances, Chicago 6 





nan should have some successful sales 
‘ n an allied line This is not a job 


tion with an organizatior 


he person selected will enjoy i very 








i highly remunerative commission 

full employee benefits Write to Box ROTARY FILE MANUFACTURER has several territories 
liances. 100 East 42d St N , 7 open for ¢ xperienced office equipment manufacturer's rep- 

ap ‘se ew York 1 resentative. Give states you are now covering, other lines 
irself with regard to business experi handled, time spent in territory, and type of accounts reg- 
any information you feel would help ularly contacted. Write Ferris Manufacturing Company, 244 

ppreciate your qualifications. Our en Great Meadows Road, Stratford, Conn 
1d DISTRIBUTORS WANTED 





7 : at SEVERAL STATES are open in various parts of the United 
( FICE s SALESMAN offered side line opportunity States for a franchise on a new Ribbon Inking Check Writer. 








ns Sell nationally avers office List price $60.00. Very liberal discount. Box 8-64, care Office 
every Stenographer ane typist and 4 pl s - A 
’ : : iances, Chicago 6 
Multiple sales. T. H. Wenstrom, Sales — 
ice, New York 7 CHOICE TERRITORIES OPEN for salesmen with following 
: 9 RE gg epg « = ape aaa negate in office supply field and non-conflicting lines, to sell the 
\LESMI kl)—Established office machine and sup wonderful ROTODEX Rotating File that retails for $5.75. 
experienced salesman with car. 60% of Rotodex Company, 3005 Elm St., Dallas, Texas 
demonstratior materials furnished = 
ffice Appliances, Chicago 6 WANTS AND FOR SALE, Continued on Page 8 
mtinued from page ¢ Typewriter Cushion Keys Typewriters, Rebuilt & Used Visible Systems Equipment 
Type, Typewrite \ Supply ¢ Regal Typewriter Co Aigner, G. J., Company 
a Peerless Imperial Co... Ih Shipman-Ward Mfg. C« Art Metal Construction Co 
= an-W Mfg. ¢ Globe-Wernicke Co., The 
Speed Key Cory Upholstered Furniture National Blank Book Co 
writer Clea Ma 1 Speed Pt ts Ir Barcalo Mfg. Co Remington Rand, Inc 
Bright Chair Co Shaw-Walker Co 
ag me 7 . — Cardinal Sales. In Stationers Loose Leaf (« 
~ 1" i Mf ; Cor Dixie Chrome Products In Victor Safe & Equipment Co 
, Grand Rapids Leather Furn. ¢ Wilson Jones Co 
Typewriter Tables Imperiai Leather Furniture C« 
See Sta for on Mact Kalistron Wardrobe Racks 
Niemann, In Tubecrafters Sales Divisio 
i Aer A ’ Royal Metal Mfg. ¢ Vogel-Peterson Co 
. : ts, af Scerbo, Frank, & Sons, In 
Typewriters, Importer o Stanley Mfg. Co Waste } vee ‘ 
Typewriter Cover Inter-Cor ntal Trading ¢ Stationers Manufacturing Co Art Steel Sales Corp 
Thomas Furniture Co Cole Steel Equipment Co 
Typewriters, Mfrs. of Upholstery Leather Group, The Corry -Jamestown Mfg. Corp 
Typewriter Cushion Bases & Knobs Alle R. ¢ Business Machine Wells Chair Corporatior Franklin Metal Products Co 
(me an Automatic Typewr ‘ Genera! Fireproofing Co 
K neton Rand. Ih Upholstery Materials Globe-Wernicke Co., The 
K Typewriter ¢ Kalistron Security Steel Equipment ('« 
Ss I, ¢ & Corona Ty Masland Duraleather Co., The Shaw -Walker Co 
wood Cort Thomas Furniture Co Wells Chair Corporation 
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WANTS AND FOR SALE, Continued from Page 7 








SALES REPRESENTATIVES AVAILABLE 





WEST COAST REPRESENTATION available Salesman 
covering eleven western states for desk lamp manufacturer 
has capacity for one additional office equipment or supply 
line. alls regularly upon commercial stationers, office fur- 
niture dealers, and leading department stores. Interested 
only in responsible company with quality merchandise. Con- 
vincing references. Address E-125, care Office Appliances, 
Chicago 6. 


JOBBER ITEMS WANTED—Smaller office supply items and 
supplies wanted to distribute along with the Print-O-Matic 
machines and supplies in Minnesota, Dakotas and surround- 
ing territory. Donald F. Rossin Co., 423 So. 5th St., Minneap- 
olis 15, Minn. 





MANUFACTURER’S REPRESENTATIVE AVAILABLE for 
Pennsylvania, New Jersey, Delawars Maryland and District 
Columbia. Well known to Commercial Stationers, College 
Book Stores and Blue Printing Trad: Interested in repeat- 
ing lines on exclusive basis. Box E-126, care Office Appliances, 
100 East 42nd Street, New York 17, N. Y 








DISTRIBUTOR-JOBBER wants office supply items and close- 
outs for West Coast and Northwest area. Stationery Supply 
Co., 702 W. 6th St., Los Angeles 17 





RETAIL BUSINESS FOR SALE 





OFFICE SUPPLY, STATIONERY and Equipment Store, old 
established, in prosperous business community of Chicago 
Excellent store business and outside industrial accounts 
Modern store and fixtures; experienced staff; leading fran 
chises. Price about $55,000, based on inventory to be taken 
Owner retiring. Box S-67, care Office Appliances, Chicago 6 





OFFICE EQUIPMENT RETAIL STORE—Owner willing to 


sell a leading office machines equipment store because of 
health. Handles all the main lines of equipment, have ex- 
clusive franchises in 5 counties. Thi store s doing the 
largest service business in the community with plenty of 
room for expansion if supply business is desired. Now gross 
ing over $100,000 per year in a long established business 
located in an outstanding city in the Northwest. $25,000 plus 


Associated 
eton, Spokane 13, Wash- 


inventory. Good terms availabl Jusiness 
Brokers of Spokane, 1825 N. Wash 


ington. 





RETAIL BUSINESS FOR SALE—Well stocked office machine 
and supply store. Complete stock sells for cost plus freight 
Will sell and discount accounts receivable if desired. Terms 
if necessary. A good return of investment for right party 
Details upon request. Inquire S-68, care Office Appliances, 
Chicago 





SSTABLISHED 25 YEARS—Stationery and Printing susi- 


ness, Washington's fastest growing suburban area Lone 
term lease, will sell for $85,000 to $90,000, depending on 
inventory, convenient terms. Box S-69, care Office Appliances 


Chicago 6. 


OFFICE SUPPLY AND EQUIPMENT STORE located in 





West Texas city of 55,000 Established over six years 
Present lease has two and a half years to run. Top location 
in heart of city. Grossed over $40,000.00 last year exclusive 
of machine agency figures. The machine agency is not for 
sale. Company says no competitive lin o store is for sale 
Good lines are carried by store Actual investment is price 
asked. Write Box S-70, care Office Appliance Chicago 6 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk 


Pens, Pencils, etc. Repaired at standard prices time now 
averages 5 to 21 days and improving. We especially feature 
“CONKLIN,” SWAN, WATERMAN WAHL PARKER, 
WELTY, SHEAFFER, MOORE, etc., but can repair all othe: 


makes. We feature Gold Pen Points and Repairing Mail 
all makes to ONE place for better service ASK ABOUT 
NEW WELTY PENS, $1.50 to $10.00 LIST. Welty Pen and 
Repair Co. (Est. 1904), 38 So. State St., Chicago 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Ca ilating 
Machine Parts available. Quotation furnished on specific 
parts upon request. I. A. Dehn, J! 1643 101lst Ave., Oakland 
Calif. 








FOR SALE AND WANTED TO BLY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and 
Calculating Machines, Comptometers Electromatic Type 
writers, and fanfold machines, bought and sold. Chicago 


Office Appliance Co., 1930 West 21st St Chicago 





WANTED TO BUY—Sundstrand bookkeeping mac! es, Mod 
els A and C. Give complete model number, serial ize car 
riage and whether front feed or back feed International 
Office Appliances, Inc., 29-31 East 22d St., New York 10, N. Y. 


WANTED—AIl makes calculators and adding machines. 

State make, model, serial number and adding capacity. In- 

ternational Office Appliances, Inc., 29-31 East 22d St., New 
[ ¥ 


York 10, 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington 
Accounting Machines, and everything in the office machinery 
line. State model, serial number and we will quote highest 
cash prices. International Office Appliances, Inc., 29-31 East 
22d Bt New York 10 i We 








WANTED—Burroughs or N.C.R. Bookkeeping and Billing 
Machines, Calculators, Comptometers, Adding Machines, etc., 
any style. Quote complete description and best price 
AMERICAN BUSINESS MACHINES, Inc., 573 Broadway, New 
York 12, N. Y 





ELLIOTT-FISHER machines, calculating machines, adding 
machines—all office equipment bought and sold Ww : 
Crowley Company, 906-908 N. Water St., Milwaukee 2, Wis. 





WANTED TO BUY Late model Elliott-Fisher bookkeeping 
ind billing machines. Must be over 250,000 serial number 
Accounting Machine Service Co., 605 W Washington St 


Chicago 6 








BURROUGHS PRODUCTS our specialty, get our higher cash 
prices for calculators, bookkKeepers, billers, comptometers 
A. L. Steen, 547 So. Dearborn, Chicago 5, Il 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Book- 
keeping Machine Comptometers, all makes calculators 


bought and sold Dorrell Office Machines Co. (Inc.), $3 8S 
lith, Minneapolis, Minn 





WANTED—Rough Adding Machines and Calculators. Give 
make, model, serial, capacity, etc Ford Adding Machine 
Service iS Warren St., New York 7, N. ¥ 





ELLIOTT-FISHER AND SUNDSTRAND machines Comp- 
tometers Surroughs, Friden, Marchant, Monroe Calculators 
Klectromatic typewriters. Adding machines and all office 
machines bought old, rented, rebuilt Teeter-Warsh Co 
S49 N. 3d St., Milwaukee 3, Wis. 

BURROUGHS BOOKKEEPING MACHINES All Models, 
Bought and Sold. Give serial number and model in request 
for quotation Business Equipment Co 160 W Larned, 
Detroit 26. 








tROUGHS ACCOUNTING MACHINES Bought and Sold 
Dearborn Equipment Company, Inc., 301 West Lake Street, 
Chicago 6 








TYPEWRITERS SELECT ROUGH mostly Underwoods five to 
ten dollars over manufacturers regular allowance ALT- 
MANN’S, MARQUETTE, MICHIGAN 





—_——_$-_ 


WANTED ALL TYPES of Bookkeeping Machines, Kardexes, 
National Cash Registers, 2000 and 3000 class. PAN-AMERI- 
CAN, 1225 So. Olive St., Los Angeles 15. California 





WANTED BURROUGHS or N. C. R. Bookkeeping machines 
all makes of calculators, comptometers, adding machines 
Advise serial number, model, features, ete. OFFICE MA- 
CHINES INC., 619 Pine Street, St. Louis 1, Missouri 





00 USED SAFES for DEALERS, all makes, refinished like 
new Write for price list or tell us your needs EMPIRE 
SAFE COMPANY, 245 Canal Street, New York—Canal 6-2255 


SIX NORCROSS GREETING CARDS DISPLAY RACKS, neon 





lighted. Several counter and window greeting cards racks; 
also stock of greeting cards $450 takes all Write E R, 
Conner & Co., 1313 Houston, Fort Worth, Texas 





ADDRESSOGRAPHS WANTED—CLASS 1900, H-R 300 and 
700. Also, 3400 and 3700 for C or EE plates. Business Equip- 
ment Co 160 W. Larned, Detroit 26, Mich 





FOR SALE—7000 Flat Document Envelopes 4%”x8%” made 
fron 150 Ib Manila Tag, $4.50 per hundred 500 same as 
above except 1%” expanding, $6.50 per hundred Jack R 


Laws, 2008 South 


‘ifth St., Springfield, Il] 








VISIBLE EQUIPMENT bought, sold and exchanged We 


specialize in rebuilt Kardex, Acme and International Visible 
Factograph cabinets, as well as other makes. Write and tell 
us what Visible Equipment you need or have for sale. Spe- 
i ! to dealers. Heineman Office Equipment Co., Dept. 


OA, 4 N. Sth St., St. Louis, Mo 





KARDEX, ACME, a makes used visible filing equipment 
Thousands of reconditioned cabinets, panels, books, always 
on hand. Special service and prices to dealers for purchase 


or sal Get our quotations Chas. S. Nathan, Ineé 548 
Broadway, New York 12 ie 3 





VISIBLE FILING EQUIPMENT 


OLDEST ESTABLISHED dealer specializing in rebuilt Kar 
lex, Acme, Postindex, ete. We offer full co-operation to the 
dealer on sales and purchase Write us in full confidence 
that our twenty years of experience gives us the know how 
you require, Commercial Card System Co., 135 Grand Street, 
New York 13, N. ¥ 
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Patents 


»pies of patents can be obtained from the Commis 
ioner of Patents, Washington, D. C., for 25 cents each 
Stamps and personal checks are not accepted.) 


Granted March 6, |95! 


2,543,865. Multiple Catalog Binder. Conrad J. Panfil, Sr.. Milwaukee, W 

; t Milwaukee, Wis. Illustration. 
2,543,866. Removable Loose-Leaf Binder. Conrad J. Panfil, Sr.. Milwaukee 

’ nC Milwaukee Wis 
2,543,899. Keyboard Arthur H. Dickinsor enwich, Conn assigr 
‘ P ac c New ¥ ‘ N ¥ 
2,543,919. Feeding Mechanism for Writing Machines. Car! R Mat 
. f " Haae * Lewist N y assignors ¢ M 
ra Falls. N Illustration 


2,543,924. Adjustable Seat Support for Chairs. Peter Mondy, Detroit, M 


2.543.926. Retractable Office Lamp André M jue, Paris, France ; 
t j Etat rr ts Paris, France 
2,543,935. Re ntroiled Recording Apparatus. Edward J. Rabenda 
yhk k Furman, End tt, N.Y assignors to Internationa 
/ N Ww ¥ rk N 
2.544.126. Ca sting Machine. Richard Eve t Baldwin, Coulsdon, England 
t A ng Mact Ltd., London, England 
2,544,319. Pencil Sharpener. Harry Horowitz, Brooklyn, N. Y 
2,544,426. Visible Setting Control Mechanism for Calculating Machines. C 
hk ie ini sssignor ¢ tina’’ Buro-und Rechenma 


Granted March 13, 195! 
2,544,998. Attachment for Typewriters or Like Printing Mechanisms for Pro- 


ducing Offsetting of Printed Impressions. M fees Washinaton, f 
2,545,014. Magnifying Index Tab. Nie Yde Andersen, Snyder, N. Y > 
} n . Buffa N T 
2,545,026. Molded Key Cap for Writing Machines. erald K. Geerlinas, New 
? Remington Rand New York, N. Y 
2,545,071. Typewriter Attached Manifold Gripping Device. Burton U. Den 
' istration 
2,545,133. Typewriter and Like Separably Interfitted Stem and Molded Cap 
Keys t N. Y., assignor to L. C. Smith & Corona 





2,543,865 





2,543,919 








dai 2,545,071 
2,545,500 
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2,545,779 2,546,483 
: a eal - 
“ : aa 
cH EAA 
3 = aw J 








2,546,738 











ypewriters, Inc., Syracuse, N. Y. 

2,545,221. Pencil Sharpener. Harry Le Roy Adams, Denver, Colo., assignor 
f one-tenth to Veda G. Jones. 

2,545,253. Typewriter Desk. Maria Bergson, New York, N. Y. 

2,545,372. Magazine Closure for Tacking Machines. Kenneth F. Morberg, 
hicago, Il assignor to Henry A. Torstenson, Chicago, Ill. 

2,545,375. Type Lever Arrangement for Stenographic Machines. George 

Ww sm Nunn, Surrey, England. 

2,545,397. Stapling Device. Melville E. Wampler, Chicago, Ill. 

Granted March 20, 1951 

2,545,500. Dispenser. Alexander J. Stanley, North Brunswick Township, Mid 
jlesex County, and James Shane Nicholls, Jr., Kingston, N. J., assignors to 
justrial Tape Corp., a corporation of New Jersey. Illustration. 

2,545,501. Luggage Frame Locked by Slidable Handle. Leo Stein, Chicago, 


2,545,515. Vertically Adjustable Table for Office Appliances. Wright K. 
snnett and Gifford M. Mast, Davenport wa, assignors to Le Febure 
rp., Cedar Rapids, lowe. Ilustration 

2,545,540. Fountain Pen Holder. Coin J. Beuck, Belden, Nebr 

2,545,550. Calculating Machine. Kurt Jordan, Brunswick, Germany, assignor 

to Brunsviga Maschinenwerke Aktiengeselischaft, Brunswick, Germany 


2,545,555. Pocket Adding Device. Fiorindo J. Per Tucson, Ariz 


2,545,582. Page-End Indicator for Typewriters. George G. Knieriem, Jr., 
3 Beach, M 

2,545,636. Printing and Punching Means for Accounting Machines. Oscar J. 

Sundstrand, West Hartford, C sssignor to Underwood Corp.. New York, 


A 
VY. Y 


2,545,742. Portable Typewriter Carrying Case. Eugene E. Mogensen, Bayside, 

N.Y 

2,545,779. Electric Pencil Sharpener. Riva R. Harr Monument Beach 

Mass. Illustration 

2,545,839. Page Turning Device. Bram Blez, Tel Aviv, Israel, assignor of 
e-half + Alex Morr le Benjamin Israe 

2,545,949. Desk Elevator. Martin Fox, Chicag sssignor to The Seng Co 

Granted March 27, 1951 

23,349. Staple Feed Mechanism for Fastener Applying Implements. Herber' 

W. Marano, Brooklyn, N. Y., assignor to W n-Jones Co., Chicago, Iii 

2,546,143. Universal Support for Typewriter Paper. Alvin Z. Bailey, Yellow 


oh 
J 


pring 

2,546,483. Telephone Dial Index Attachment. Joseph J. Venters, Oklahome 
ty, Okla. Ulustration. 

2,546,738. Postage Stamp Dispenser. Le endernalik, Anaheim. Calif 

INlustration. 





Still “Those Pages” 


ETRACING the trail of the office 

equipment industry and its 
trade journal OFFICE APPLIANCES 
from their beginning in _ 1904, 
through the 47 succeeding years, by 
turning the pages of bound volumes 
of the publication one is an onlook- 
er of a panoramic parade of office 
equipment. The many machines, 
large and small and supplies there- 
for, systems in their wide range of 
application from a single index card 
to loose leaf accounting; furniture 
for every business requirement from 
the single drawer desk card file to 
the “office beautiful.” And in the 
line the hundreds of genera! office 
tools, simple and complex. 


Under the caption 

“New Machines 
and Services’ — now somewhat 
changed in phrase (first depart- 
ment of the kind to appear in the 
trade press of the field served) all 
new inventions were pictured and 
described. Many of them having 
been first brought to the attention 
of the journal’s readers by reprints 
of patent office drawings. 

With these marvels of ingenuity 
for convenience, economy and dis- 
patch in the world’s business on 
parade go, in sketch and portrait, 
many of the industry’s personnel. A 
personnel that has, by principle and 
practice, established the industry in 
a high place among the nation’s 
industrial operations. 

The industry and the journal are 
twins; born at the same time of the 
same set of circumstances, the sig- 
nificance of which circumstances 
inspired the founder of the journal 
to establish his publication and to 
urge that all engaged in the pro- 
duction and distribution of office 


10 


Being a review of some 
events at the start and 
in the progress of the 
OFFICE EQUIPMENT 


INDUSTRY 


and its trade journal 


OFFICE APPLIANCES 





utilities join forces to make the 
most of the opportunities presented. 

One effect of the circumstances 
referred to was an exposition of 
office equipment, the first ever 
staged, a “business show” put on in 
New York in 1904 by two competent 
young men assisted by Mr. Patter- 
son, in personal recommendation 
and appeal and in his Typewriter 
Trade Journal (to appear after the 
first year under the title OFFICE 
APPLIANCES) urging displays of office 
utilities and ending with an appeal 
for interest in the important enter- 
prise with “LET A BROTHERHOOD 
BE FORMED—LONG MAY IT 
WAVE.” 

What came of these two appeals 
and the resulting development of a 
great group of trades into an indus- 
trial entity has been recorded in 
previous sections of the “Trail.” This 
further mention of the beginning is 
made to add to the record an impor- 
tant part of the arrangement of 
that first business show, omitted 
from previous accounts 


In the idea 
of a “business show,”’ 
its formation and promotion, 
neither manufacturer nor distribu- 
tor of office equipment utilities had 
any part. The announcement of the 
exposition was the first mention of 
any concerted activity of the num- 
erous detached trades engaged in 
the field. 
The managers of the “show” 
grouped the trades in three divisions 
office machinery trades, office 
furniture trades and commercial 


stationers, in which last mentioned 
were represented more than a hun- 
dred trades. Arrangements were 
made for headquarters of the three 
trade groups at different hotels. One 
evening of the week a special dinner 
with an outstanding member of the 
group as speaker would be given. 
At the end of the week a special 
dinner with all members of the 
three groups in attendance would 
be addressed by one from each 
group upon the importance of the 
business in which all were engaged 


What a plan 
to promote the de- 
velopment of a great industrial 
entity! And to set afloat a new 
banner among the nation’s great 
industrial groups, THE OFFICE 
EQUIPMENT INDUSTRY. 

Because of some circumstances 
the hotel plan for the groups was 
not put in full execution but the 
“show” was successful, resulting in 
the Business Show being institu- 
tional for many years. 

Although the concept of an in- 
dustrial entity was not established 
as a result of that single move in 
its direction, OFrricE APPLIANCES 
commissioned itself special repre- 
sentative and set out at once to fly 
the banner “Office Equipment In- 
dustry” to the world’s chief market 
places. And there it flies in many 
places in both hemispheres. 

In the “panoramic parade” men- 
tioned above goes, with the manu- 
factures of the industry, portraits 
of many of its personnel. 

OFFICE APPLIANCES’ cameras and 
its publisher’s concept of business 
in the world order (see Aside) 
brought another feature which 
made OFFICE APPLIANCES unique. The 
press of the stationery and furni- 
ture trades, following trade press 
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custom of the time presented but 
few portraits. But OFFICE APPLI- 
ANCES, having suggested the idea of 
an industrial entity of the many 
trades engaged in a common cause 
nd a “brotherhood” of that indus- 
had an important 
mission TO ESTABLISH THAT 
IDEA IN FACT AND TO PROMOTE 
FRATERNITY AMONG ITS PER- 
SONNEL 
To this effect appeared many 
Portrait Section” pages of branch 
managers in many cities and pic- 


try’s personnel 


tures of company outings, dinners 
and other social events. 

The journal’s type and picture 
contents covering activities of many 
trades devoted to common purpose 
with reports of trade organization 
meetings have through the years 
dramatized the office equipment in- 
dustry in its true dimensions. 

At a western trade meeting some 
years ago a speaker, the president 
of the National Stationers Associa- 
tion, was urging his auditors to at- 
tend the NSA (now NSOEA) con- 


vention soon to be held, when a 
dealer interrupted good naturedly 
with “Why should we when OFrFrice 
APPLIANCES will bring the conven- 
tion to us?” 

OFFICE APPLIANCES does “take the 
convention in completeness, by type 
and picture, to the great number 
who must stay on the job, and also 
for those who have the good for- 
tune to attend but cannot partici- 
pate in all activities.” And for an- 
other reason, to embalm what there 
occurs in the history of the industry. 





Abide 


Gg. A SECTION of the “Trail” 


several months ago were quoted 
a few paragraphs of an article of 
favorable comment upon this jour- 
nal in a contemporary publication 
serving the industry. The article 
referred especially to the high con- 


cept of business held by the pub- 
lishers of Orrice APPLIANCES. The 


concept being heartily approved. No 
events of the years between the 
journal’s birth and this issue have 
changed that concept 


To be warmed, 
fed, clothed and 


sheltered, man must labor. Legiti- 
mate business is man’s essential in- 
dustry organized for the most ef- 
fective production of mankind’s 
necessities, conveniences, comforts 
and vanitte 

Every man is a businessman. The 
activity by which he gains his liveli- 
hood is his business: “Butcher 
baker and candlestick maker, doc- 
tor, lawyer, merchant, chief.” 

Commerce is a term denoting all 


activities concerned with the sale or 


exchange of all products of man’s 
industry, from the tools which re- 
placed the wood prong and yoked 
oxen for tilling the soil to the great 


which to sweep the 
sky for charting the planets. And 
between the two, in practically ev- 
erything by which mankind is fed, 
warmed, clothed and sheltered is 
Any article 

1 milk bottle is as 


telescopes with 


> 1 7 > 
the work of men 


the paper cap 


good an example as the most costly 
thing produced. Architect, chemist, 
miner, woodman, bricklayer, stone 
mason, grocer, tanner, belt maker, 
glass maker, engineer, fireman, but- 
ton maker, clothing maker, etc., etc., 
etc. And butcher, baker and light 
bulb maker—and more, etc., etc. 

Commerce, man’s essential indus- 
try in full operation, is one of the 
determining factors in the well be- 
ing of nations. 

“Uneasy rests the head which 
wears a crown” or occupies the 
presidential chair, if the business of 
the country is not in good condi- 
tion. 


“The public becomes powerful in 
proportion to the opulence of pri- 
vate men” said Hume, the Scotch 
philosopher. 


We here reprint from OFFICE 
APPLIANCES the view of the Honor- 
able Calvin Coolidge (honorable in 
every way) expressed April 11, 1916, 
before the Brocton Chamber of 
Commerce: 


“Where commerce 

has flourished, 
there civilization has increased. It 
has not sufficed that men should 
tend their flocks and maintain 
themselves in comfort on their in- 
dustry alone, however great. It’s 
only when exchange of product be- 
gins that development follows. *** 
The advance of our own land has 
been due to our trade; and the com- 
fort and happiness of our people 
are dependent on our general busi- 
ness conditions. It is only a figure 


of poetry that “wealth accumulates 
and men decay.” Where wealth has 
accumulated, there the arts and 
sciences have flournished, there 
education has been diffused, and of 
comtemplation liberty has been 
born. The progress of man has been 
measured by his commercial pros- 
perity. *** It is not enough for the 
individual or the nation to acquire 
riches. Money will not purchase 
character or good government. Man 
must work for more than wages, 
factories must turn out more than 
merchandise, or there is naught but 
black despair ahead. If material 
rewards be the only measure of suc- 
cess, there is no hope of a peaceful 
solution of our social questions, for 
they will never be large enough to 
satisfy. But such is not the case. 
Men struggle for material success 
because that is the path, the pro- 
cess, to the development of charac- 
ter. *** The measure of success is 
not the quantity of merchandise, 
but the quality of manhood which is 
produced. *** Let us dismiss the 
general indictment that has all too 
long hung over business enterprise. 
While we continue to condemn un- 
sparingly, selfishness and greed and 
all trafficing in the natural rights of 
man, let us not forget to respect 
thrift and industry and enterprise. 
Let us look to the service rather 
than to the reward. Then shall we 
see in our industrial army, from the 
most exalted captain to the hum- 
blest soldier in the ranks, a purpose 
worthy to minister to the highest 
needs of man and to fulfill the hope 
of a fairer day.” 
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The State of the Industry 


Defense Business 
May Be Overrated 


Fear Takes Its Toll 
in Present Economy 


NSOEA Attendance 
Reflects Interest 


See Fewer Bans on 
Office Equipment 


Sales Prospects 
Reported Good 
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Brief interpretations of significant facts and trends 


e FROM WASHINGTON comes the information that at the rate or- 
ders are now being placed, defense business will not exceed 15% 
of the total production volume of the U. S. in 1951. Even with 
the anticipated acceleration of defense order placement next 
year the total will be only 20% of the entire volume. With 80 
to 85% of production going into civilian channels, concen- 
tration of all effort on defense business is certainly not war- 
ranted. 


e THE FEELING grows that present prosperity is based too much 
on fear. The demand is higher than supply because of scare 
buying. Deliveries from manufacturers are slow but their is 
a noticeable slackening up in purchases by consumers. Fear of 
inflation, fear of taxes, fear of labor shortage, fear of mer- 
chandise shortage—all are taking toll on clear thinking of 
managements. Perhaps it would be well to remember that worry- 
ing is a negative action. Positive planning can overcome many 
of the ills and fears of the present situation. 


e INCREASED attendance at the two NSOEA regionals held prior 
to this writing showed the biggest gain to be among the dealers. 
This situation reflects a healthy interest in the latest in- 
formation on price controls and other government regulations. 
Forum discussions appear to be the most popular sessions on 
the regional agenda. 


e THE PART-WAR economy seems likely to require few of the spe- 
cific bans against office machine output that were invoked 
during World War II, declares the latest office equipment sur- 
vey by Standard & Poor's Corporation. This analysis points 
out that to save steel and other metals, specific restrictions 
were, during the last world conflict, first placed on furni- 
ture output in 1941, and subsequently extended to all or part 
of the output of other equipment and machines. However, the 
Government had to allow an increasing production of many de- 
vices, eSpecially bookkeeping, accounting, calculating and 
payroll machines, to meet domestic and foreign needs. Man- 
power shortages and rising industrial production were behind 
the easing of restrictions. 


e STANDARD & POORS Corporation therefore includes that "sales 
prospects for the industry size up as favorable under a part- 
war economy, and earnings should not drop much from the 1950 
experience. With prices frozen at the highs reached between 
December 19, 1950, and January 25, 1951, defense business is 
likely to be priced more closely than displaced civilian ship- 
ments, and wage and other operating costs up, margins may con- 
tract somewhat." 
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e THE NATIONAL emergency is declared to highlight the moderate 
long-term growth prospects of the industry rather than the 
reverse. These prospects are favorable because: 

1. The needs of business organizations for record compiling 
and record-keeping machines and equipment have been augmented 
by a greater amount of paper work in modern business and the 
expanded requirements for statistical information to comply 
with Federal and state legislation and union demands. 

These greater needs basically reflect a 17% population in- 

crease since 1939, especially in cities; the larger number of 
business establishments (3,986,000 on June 30, 1950, against 
3,300,000 in 1939); and a rise in the ratio of office help to 
total employed (13.3% on March 31, 1950, against 4% in 1930). 
2. Inflexibility of general wage costs, together with the 
spread of the five-day week, will continue to place a premium 
on labor-saving devices for office and factory use, short of 
a major business recession. 
3. Research and development work is steadily broadening poten- 
tial markets, by improving design and performance of equipment, 
by widening applications of many machines; by introducing new 
devices, particularly those operated electrically and elec- 
tronically; and by generally making machines do an increas- 
ingly complicated job at lower cost per dollar of investment. 
4. Industrialization of backward countries, accelerated by the 
war, will call for large exports of office devices. 


Make Long-term 
Industry Forecasts 





Good Reading This Month 


e THE STATIONERY and office equipment 
industry is confronted with Government 
regulations that are subject to change mo- 
mentarily. With the help of NOFA and NSOEA, 
Office Appliances presents many of the reg- 
ulations affecting this industry. This is 
timely information even though it is often 
transitory. Page 15. 


e SELLING yourself to the customer is an 
important part of selling your store and 
your stock, declares Betty Lee Gough in an 
article on page 17. She advises that 
friendliness must be felt from the heart. 


e EVERY RETAILER is interested in more vol- 
ume. But such volume without profit won't 
help keep the dealer in business. V. N. 
Vetromile, one of Office Appliances’ top 
writers, on page 19 provides informative 
reading that should be a "must" in this 
issue. "The cost of merchandise plus the 
selling costs, can not exceed one-half of 
the daily gross dollar intake if a retail 
business is to prosper," declares Vetro- 
mile. 

e WALTER MILLER of Otto Ulbrich Company, 
Buffalo, N. Y., is the author of "Today's 
Merchandising Problems and the Key to Their 
solution." Page 21. This is a reprint of an 
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informative address made by the successful 
dealer. He pinpoints the customer as the 
person who is in reality the boss of the 
retailer. 


e IT IS NECESSARY these days for the pro- 
fessional salesman to think in terms of 
service to the buyer instead of immediate 
profit for himself and his company. This 
means thinking in terms of doing more for 
the buyer instead of less, advises the au- 
thor of an article appearing on page 23. 


e FRED MERISH on page 25 tells how to ease 
the profit squeeze. We're back in a war 
economy again, with higher taxes and higher 
costs on the agenda. The dealer will want 
to escape from being "pinched" and Mr. 
Merish provides some timely tips on how to 
escape such a situation. 


e OFFICE APPLIANCES this month presents 
its thirteenth annual section on school 
equipment and supplies. Beginning on page 
28, office appliance dealers are told how 
they may help plan school programs and how 
they can check school needs closely for 
Success in the sale of supplies. It's a 
section packed with information and pro- 
vides good reading this month. 
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ZAC SMITH HARRY. FELLOWES 


Zac Smith Stationery Co. Bankers Box Co. 
NSOEA President Vice-pres. Mfrs. Div. 


(We regret that portraits of L. W. 
Miller and J. A. Saunders, both of 
The General Fireproofing Com- 





PAUL BURBANK H. H. SUENDER WILLIAM GOVE pany were not available. Mr. Mil- 
NSOEA General Manager General Fireproofing Co. Minn. Mining & Mfg. Co. ae pike Mion 


NSOEA Thonpers 
~~ Spring Regional Circuit 


Ln ee is i heynote of the talks 


now being given by ew yrien al re- 
gionals throughout the country. Shey 


are fo be reniiiaded or i unsparing 
MW as th iderable fi 
e orl as we as the constderabte lime 


sail is devoting fo assure the SUCCESS 


of the 14 district conventions. 
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GOVERNMENT REGULATIONS 
that affect the office equipment industry 


OVERNMENT regulations af- 
G fecting the stationery and office 
equipment industry are subject to 
change momentarily. Even at this 
writing the National Office Furni- 
ture Association reports that its 


NOFA Washington Affairs Com- 
mittee met March 27 with officials 
of the Office of Price Stabilization 


that a new regulation 
released placing office 
equipment and related merchandise 
under ceiling price Regulation No 
7, the margin pricing regulation 

In the event that Regulation No 
7 prevails, retailers will be allowed 
price tags on all cov- 
which they offered for 
February 24, applying 
markups to. invoice 


and learned 


is soon to De 


to put nev 
ered goods 
sale after 


percentage 


costs. The pricing chart which each 
retailer must file with OPS is a way 
of making the retailer calculate his 


percentage markups based on his 
price experience of February 24. It 
also gives OPS a permanent record 
of the markup 


Members of this 

industry are 
warned, however, not to fix prices 
according to Regulation No. 7 until 
such time as it is formally an- 
nounced as applying to the office 
equipment i related merchandise 
field. When and if such a time 


comes, retailers should contact local 

OPS offices to secure the guides to 

this ceiling price regulation 
Meanwhile, there are many reg- 


ulations which do apply to the in- 
dustry and NSOEA is doing a real 
service to members in making 
through a series of 

Government Reg- 


them available 
bulletins headed 
ilations 

OFFICE APPLIANCES reprints a num- 
ber of these important regulations 


and orders, namely: 
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Roundup of orders and amendments 


currently applicable to dealers 





MANY DO-97 RATINGS 
CANCELED 


NPA Regulation No. 4, which au- 
thorizes business firms, institutions and 
government agencies to use "DO" 
rated orders to procure maintenance, 
repair and operating supplies, and 
minor capital additions having a 
total cost of not more than $750 was 
amended on April 16 to prohibit the 
use of DO-97 ratings on orders for 
packaging materials and containers, 
paper and paper products, and pa- 
perboard and paperboard products. 
The prohibition also extends to all 
items appearing on List A of NPA 
Order M-47, as amended on April 4, 
1951. List A includes office furniture 
and store and office fixtures made of 
steel as follows: desks, bookcases, 
shelving, tables, filing cabinets, trans- 


fer cases, chairs, stools, benches, 
clothing racks, costumers, lockers, 
partitions, display cases, counters 


and ornamental store and office fix- 
tures. Also included are smokers’ 
articles, paper weights, desk trays, 
letter openers, pens and mechanical 
pencils. 

All DO-97 rated orders for the 
above listed products not filled by 
April 16, immediately lost their DO- 
97 rating. The cancellation of the 
DO-97 rating does not cancel an or- 
der carrying the DO-97 rating. 





by staff member 


Executive Order 10160—Requires 
that every concern who sold or de- 
livered goods or services between 
May 24, 1950, and June 24, 1950, 
preserve their records on _ these 
transactions. 

Regulation W as amended—Re- 
stricting consumer credit the reg- 
ulation applies, in general, to any 
person extending installment credit 
in amounts of $5,000 or less. 

NPA Delegations Nos. 1, 2, 3, 4, 6 
and 8 as amended—Orders author- 
ize certain governmental agencies 
to use “DO” rated orders for procur- 
ing commercial office equipment 
and supplies. 

NPA Order M-12 as amended— 
Limits both production and con- 
sumption of copper, copper-base al- 
loys and brass mill products for 
non-defense purposes to 85% in 
January and February and 80% in 
March, 1951, of their average 
monthly consumption during the 
first six months of 1950. Copper con- 
sumption for non-defense purposes 
during the second quarter of 1951 
is limited to 75°% of the base pe- 
riod consumption. Production and 
use of copper foundry products is 
limited to 100% of base period dur- 
ing the first and second quarters 
of 1951. 


Use of copper 
products in items 
listed in order is prohibited after 
April 1, 1951, or until copper inven- 
tory on hand on April 1, that can 
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be used for no other purpose, is 
used up. Copper ordered during the 
first quarter, and delivered before 
May 1, 1951, may be used in produc- 
ing items on the prohibited list 
until supply is exhausted. 
Prohibited list includes shears, 
book ends, smoking accessories, 
paper clips, non-functional parts of 
fountain and ball point pens and 
mechanical pencils, loose leaf bind- 
ers, Office staplers, desk accessories, 
office supplies, pens and pen holders. 


Manufacturers of items not on 
the prohibited list who use less 
than 1,000 pounds of copper in any 
one quarter are exempt from the 
cutback provisions of the order. 

NPA Order M-7 as amended 
Prohibits use of aluminum in items 
listed in order after April 1, 1951, 
or until inventory on hand on April 
1, 1951, is used up. 


Prohibited list 

includes ash trays, 
book covers, book stacks, typewriter 
ribbon boxes, calendars, calendar 
pads and parts, caster cups, wheel 
casters and glides, desk pads, fur- 
niture, furniture hardware (except 
functional parts), pen holders, led- 
ger books, letter openers, maps and 
globes, price markers, label foils, 
paper clips, rulers and _ waste 
baskets. 


NPA Order M-14 as amended 
Restricts use of nickel. Included in 
the prohibited list are pen and 
pencil parts (except fountain pen 
nibs and separate pen inner caps), 
index book binders, luggage hard- 
ware, and decorative parts on all 
commercial furniture. 


NPA Order M-8 as amended—oOr- 
der prohibits use of tin or alloys 
containing 1.5% or more of tin after 
March 1, 1951, in list of items which 
includes paper clips, office staples, 
paper fasteners, coated paper, labels 
and seals, and advertising novelties. 


NPA Order M-2 as amended—Re- 
Sstricts rubber consumption. Per- 
centage of natural rubber allowed 
includes: casters (under four-inch 
diameter), 0%; floormats, 0%; 
typewriter pads, 0%; erasers, 10%; 
pen sacs (natural rubber latex only) 
and rubber bands, 75%. 


NPA Order M-4 as amended 
Listed types of commercial con- 
struction can be built only with au- 
thorization from NPA. Included in 
list are office buildings, banks, print- 
ing and duplicating establishments 
(except those printing regular news- 
papers, books or periodicals), retail 
stores and warehouses. 


General Ceiling Price Regulation 


as amended—Prohibits sellers from 
pricing items higher than the high- 
est price charged by them during 
the base period December 19, 1950 
to January 25, 1951. 

General Wage Stabilization Regu- 
lation No. 1—Freezes all wages as 
of January 25, 1951. General regu- 
lation No. 5 as amended authorizes 
individual wage increases based on 
merit, length of service, or promo- 
tion, provided they are in line with 
wage policies in effect prior to Jan- 
uary 25, 1951. General Regulation 
No. 6 authorizes employers to in- 
crease any employee’s wages up to 
10% above the wage he received 
January 15, 1950. 


NSOEA is informing 

its members 
that the General Ceiling Price Reg- 
ulation, issued January 26, 1951, re- 
quires concerns to prepare five 
different types of records. These 
need not be filed with the Office of 
Price Stabilization but instead are 
to be available for examination. 
The different types are: 

1. Records showing the prices 
charged by you (the retailer) for 
commodities or services delivered, 
or offered for delivery, during the 
base period, December 19 to Janu- 
ary 25, 1951. 


2. A statement showing the cate- 
gories of commodities and services 
you delivered, or offered for delivery, 
during the base period. 


3. A ceiling price list on every 
item and service sold, or offered for 
sale, during the base period, to- 
gether with a description or identi- 
fication of each commodity or 
service. 


A retailer may 

use manufac- 
turers’ price lists or catalogs for 
this purpose if they reflect prices 
that are no higher than the prices 
at which he offered for sale or sold 
these items during the base period. 
The ceiling price list requirement 
may also be satisfied by recording 
on his purchase invoices covering 
the commodities delivered, or of- 
fered for delivery, during the base 
period, the prices at which the 
items were sold, or offered for sale, 
during the base period. 


4. A statement of customary 
price differentials for terms and 
conditions of sale and classes of 
purchases which were in effect dur- 
ing the base period. 

5. Current records showing the 
prices at which items covered by 
the regulation are sold must be pre- 


served for two years. Records must 
be kept on the methods used in de- 
termining ceiling prices for items 
not sold or offered for sale during 
the base period. 


A retailer must 
include purchase 

invoices for these items on which is 
noted the initial selling price and 
the section of the regulation under 
which the price was determined. 

NSOEA strongly recommends that 
any concern that is directly affected 
by any of the various orders obtain 
copies of them from a local Depart- 
ment of Commerce field office or by 
writing the United States Depart- 
ment of Commerce, Division of 
Printing Services, Attention: E. E. 
Vivian, Room 6225, Washington 25, 
D. C. This office will, at the retail- 
er’s request, place him on a regular 
mailing list to receive all regulatory 
material issued by the agency. 

Orders issued by the Economic 
Stabilization Agency may be ob- 
tained either from the local ESA 
office or by being placed on the list 
to receive free copies of the ma- 
terial put out by this agency. Re- 
quests to be put on the mailing list 
should be sent to Public Informa- 
tion Division, Economic Stabiliza- 
tion Agency, 4th and Adams Dr., 
S.W., Washington 25, D. C. 


At press time, OFFICE APPLIANCES 
is in receipt of some new Govern- 
ment Regulations, through the cour- 
tesy of NSOEA. 

NPA Order M-7 as amended now 
provides that aluminum may be 
used in the following items on the 
prohibited list if the Armed Forces, 
including the U. S. Coast Guard, 
specify its use: Typewriter ribbon 
boxes, furniture, furniture hard- 
ware and rulers. 

NPA Order M-54 prohibits use of 
platinum after April 1 or until in- 
ventory on hand on April 1, 1951, 
is used up. Included in prohibited 
list are pencils and pens (except 
pen point tips), and leather goods. 

NPA Order M-14 as amended pro- 
hibits the use of nickel bearing 
stainless steel, and so forth, in pen 
and pencil parts, except fountain 
pen nibs, separate fountain pen in- 
ner caps and other functional parts, 
index book binders, luggage hard- 
ware and decorative parts on all 
commercial furniture. Also pro- 
hibited are fans, knives, fountain 
pens, ball point pens, mechanical 
pencils (prohibition applies to high 
nickel alloy only), commerciai fur- 
niture (prohibition applies to nickel 
plating only). 
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HOW TO SELL 


yourself to your customers 


HY IS IT that the office equip- 
ment dealer who offers the 
best stock, good service, and whose 
prices are strictly competitive—in 
the dealer who has the most 


short 


to offer the ustomer—sometimes 
makes a bare profit, while a com- 
petitor down the street, whose stock 
and service may be inferior, pros- 
pers greatly 

Situation h as this occur fre- 
quently. Whe they do, it is a 
collars to dimes bet that the dealer 
who packs tl istomers in despite 
the fact that he offers less is an 
expert in himself to the 
ustomer 


It is not enough 
to have the best 
enough—if you’re 
oming business—to 
ervice, even at com- 
tthroat prices. Mr 
rtunately, buys at 
likes. His likes are 
me extent on the kind 
ent he buys. But to 
a greater extent his liking for a 
particular stems from his lik- 
ing for its owns 
Selling 
is an import 


store and } 


stock No! 
aiming for 
offer the be 
petitive and 
Custome! 
the place 
founded to 


¥y say , 
of office equl 


to the customer 
t part of selling your 
tock. Just as mer- 
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Friendly attitude is primary factor in 
establishing personality for your store 


chandise salesmen are made as well 
as born, so are salesmen who know 
how to sell themselves. It’s not hard 
to learn. 

The first thing is to create a per- 
sonality. This sounds complicated, 
but it is not. The aim is to build 
a reputation, a character, a person- 
ality that customers will like—and 
to make it a well-known personal- 
ity. It is not necessary to make 
over your ways and your whims. 
This sort of personality can be 
created out of a few tricks that are 
easy to master. 


The outstanding 

feature of the 
personality you want to create must 
be friendliness. Humans all tend 
to like the guy who likes them, and 
makes his liking apparent. So 
the first thing is to be friendly. 
Being friendly does not call for 
hearty slap-on-the-back tactics 
with everyone you meet. Nor does 
genuine friendliness consist only of 
a grin and a false handshake for 


by Betty Lee Gough 


the people with whom you come in 
contact. 


Friendliness must be 

felt from the 
heart. You must truly like people. 
If you have never made it your 
business to carry a heart on your 
sleeve for every Tom, Dick and Joe, 
don’t let that worry you. If you’re 
a man who can genuinely like only 
the qualities he admires, you al- 
ready have the personality for 
building friendliness between your- 
self and your customers. All you 
have to do is look about you to find 
things to like about the people you 
meet. 

Everyone, even the worst of us, 
has some likeable quality. No per- 
son is all bad or all obnoxious. So if 
you look for the likeable things 
about every person you meet—and 
such good qualities can be found— 
you will find yourself slipping 
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naturally into a friendly attitude. 

Of course, you have to work at 
it, too, in addition to simply find- 
ing things to like about your 
customers. The smart office equip- 
ment dealer makes it his business 
to know every customer by name 
if possible, and to greet him per- 
sonally with a “Good morning, Mr. 
Jones,” whenever he enters the 
store. 

A friendly attitude toward people 
is the first requisite for selling your- 
self. There are other things 
mechanical tricks that you can 
practice—that help to create a 
friendly personality whom every- 
one likes and from whom a great 
number buy. 


One of the things 

you can do 
to demonstrate your good will 
toward the customer is to help him 
get maximum benefit from the mer- 
chandise you sell him. The average 
dealer contents Himself with mak- 
ing a sale, say “Thank you,” and 
is through with Mr. Customer until 
he makes another sale. More con- 
structive thinking would be to help 
the customer enjoy what you have 
already sold him. Then, when he 
again needs office equipment he 
will think of you first—as the 
friendly dealer who went out of his 
way to help. 

You can do this by thinking 
through on each sale. Ask your- 
self, “What will the customer use 
this for?” Find the answer and 
help him to get maximum use from 
what you have sold him. You'll be 
making a friend and selling your- 
self to the customer, even though 
you do not make any immediate 
profit from the help you have given 
him. 

Simple? Yes. But often over- 
looked. 


One office 

equipment dealer 
sends congratulatory letters out to 
all newlyweds, to couples on their 
anniversaries, and to mothers of 
newborn babies. He picks the 
names from the society pages and 
vital statistics columns of his morn- 
ing newspaper, so the cost of find- 
ing addresses is low. The letters 
are simple and chatty. They exude 
good cheer and good will. In them 
he makes no effort to sell anything 
—except himself. 

The results, he reports, have been 
excellent. “By selling myself to 
these potential customers as a 
friendly guy who genuinely wishes 
them well and rejoices in their joy, 
I’ve brought in a_ tremendous 
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volume of new business. It doesn’t 
cost me a lot. The letters are forms 
which I have filled in with the 
name and address by a good secre- 
tary who can do a matching job. 
The names are simple to find. The 
postage is low, and so for peanuts 
I have a very effective method of 
selling myself to the customer.” 


Another sure-fire 
way to sell 
yourself as a right guy (and in the 
process, sell your store and your 
stock) is to be a _ civic-minded 
joiner of clubs and leader of drives. 

Being civic-minded pays off in a 
number of ways. First, it gets your 
name into the newspapers and into 
word-of-mouth discussions. It sells 
you as a man who cares sufficiently 
about his town and his fellow cit- 
izens to put his time and money 
into working for the things that are 
needed. 

Next, it brings you into contact 
with civic leaders. These men often 
influence the buying of many 
others, as do leaders in every field. 
The store in which Joe Blow, presi 
dent of the Exchange Club, buys 
is very likely to be patronized by 
lesser civic lights because the great 
Mr. Blow thinks it good 


In addition to civic 
leaders, the 
lesser lights with whom you come 
in contact can be sold on you 
and in the process, on your store 
through the civic work you do. The 
members of civic clubs usually total 
a sizeable body of potential cus- 
tomers 
“Sponsoring” events can be a 
powerful tool for selling yourself to 
the public. Some office equipment 
dealers have gone so far as to spon- 
sor special sporting events. Many 
have sponsored softball, basketball 
and other semi-professional teams 
Still others sponsor less expensive 
events, such as club meetings (pro- 
viding a few drinks or a spread on 
the house), dances and get-to- 
gethers. 


The list of sponsorship 

possibil- 
ities is endless. With such large- 
scale things as_ sports’ events, 
sponsorship pays off in a flood of 
publicity that helps tremendously 
to sell you and your store to pos- 
sible customers. 

If you have any spare space, 
donate it to civic drives. This will 
earn you the applause of almost 
every citizen, and help to make him 
think, “This office equipment dealer, 
Jim Doe, must be a pretty right 


guy. He gives his space freely to 
important things such as the Com- 
munity Chest.” 

Similarly, donating advertising 
space to these drives can be an 
effective means of selling yourself 
to the customer. The time you 
donate to serving on charitable 
boards and helping charity collec- 
tion campaigns pays off in public 
acceptance as a friendly person- 
ality. 


Do plenty of 

favors. Don’t be 
afraid to go out of your way to help 
the customer, even if he’s a one- 
time buyer of small amounts. He'll 
be back. They always come back 
to visit the businessman who 
demonstrates his genuine friend- 
ship. 

Here is a trick that many very 
successful salesmen have found 
effective: Have the customer do you 
a favor. Ask him for some small 
thing, a favor that will take prac- 
tically no effort. You’ll find this 
almost an unfailing friendship- 
builder. 


Another way to sell 

the idea of 
a friendly personality is to person- 
alize your advertising. Instead of 
advertising specials from Jones’ 
Office Equipment Store, advertise 
them as “Harry Jones’ specials.”” In 
all of your advertising efforts, use 
your name. Write chatty, personal 
copy that the reader can picture as 
coming from a good friend 

One office equipment dealer used 
this idea to advantage by running 
a weekly column devoted to advice 
on how to do simple jobs about the 
house. They appeared weekly in the 
daily newspaper of his community. 
Each ad was signed with a facsimile 
of the dealer’s signature. The copy 
style was somewhere between a 
column and that of a friendly let- 
ter. Each ad dealt with a problem 
that people find themselves faced 
with about the house, and told how 
to do the job in jig time. 

The result was not only a high 
readership for the advertisements, 
but an excellent reader-identifica- 
tion of the dealer’s name. The 
dealer soon became a well-known 
character in his community. People 
dropped into his store to find out 
how to fix a crack in the wall, or 
how to mend broken china. “Sure, 
answering these questions took 
plenty of my time,” he relates, 
“but it paid off. People came back 

Turn to page 26, please) 
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BE SURE MORE 


volume brings more profit! 


ANY DEBATES in the councils 


of retail business management 
have centered on the argument as 
to whether! large profit margin or 
an unusually large volume at a 


modified profit mark-up is the more 
vital consideration in the financial 
tail enterprise 


success OI a fre 


Every intelligent stationer is in- 
terested in more volume—especially 
if it can be achieved without in- 
reasing his established overhead 


transacting more busi- 
achieving more net 


But merely 


ness withou 


gain is nothing but a mockery on 
sane merchandising Therefore 
those two words more profit, be 
‘ause they necessarily mean more 
profit-containing business, express 
the chief purpose of every sta- 
ioner’s endeavors in sales promo- 


has sufficient brains 
| instinct to warrant 
his continuing in business, he nec- 
essarily understands what profit is 


ina comme! 


in the ret investment formula 
He realize that the only true 
profit is thi profit whether he 
selling pianos, automobiles, or 
ffice machines and office furniture 
The consensus of the best discus 
ions I have heard on this impor- 
tant subject is that a statloner can 
eve | é much volume, so 
yng as his resale prices contain 
itisfact profit. Any person 
vith the lition for commerce 
an see why this is true, because 
very re é restricted by a 
mbil factors that deter- 
nine the prices that he can obtain 
in the competitive selling of stand- 
rd-price-a value merchandise 


He can improve 
this anticipated 


iormal nly to the extent 
that he i nore efficient in the 
economi« isiness administra- 
) tha control of his over- 


id and sal promotion costs 
merchandisers 
lustration, may be 


an ies 1Die 


ending er sums for advertis- 
ing, rent, or payroll without obtain- 
omme tely increased value 
from those bursements. 
Broadly idered, this is the 
simple explanation of the well- 
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Sound pricing methods 
avoid profitless profits 


known fact that there are some 
stationery firms grossing $100,000 a 
year which succeed in earning a 
larger net profit, by from three 
to five per cent, than other 
stationery firms in the same trade 
area can extract from gross annual 
transactions of $110,000 to $115,000. 
The extra net gain may be called 
the premium upon more compre- 
hensive knowledge of the financial 
phases of retail business investment 
and more skill in over-all manage- 
ment and sales promotion. 


In today’s markets, 

practically 
al] stationers in a given bracket of 
capital investment and gross annual 
dollar volume buy their merchan- 
dise at the same prices, quantity 
for quantity. They resell that mer- 
chandise at standard prices that 
are usually prefixed by the manu- 
facturers and are advertised na- 
tionally so that all regular buyers 
of the merchandise know the cur- 
rent prices. 

A stationer and appliance dealer 
can not, therefore, predetermine 
upon the same “juicy” profit mar- 
gin for himself as could an inventor 
of some exclusive and highly tech- 
nical mechanical specialty of uni- 
versal sale and having no competi- 
tion. 


While no business 

can hold out 
very long without earning a prov- 
able profit, the profit requirements 
of certain types of business 
whether wholesaling, manufactur- 
ing, or retailing—vary to some de- 
gree. In exceptional instances in 
which only three or four articles or 
machines are sold (and even some 
of these few products or appliances 
have only a seasonal market) finan- 
cial success requires a mark-up that 
anticipates a net gain of at least 
15 to 20% 

For illustrations, expensive jew- 
elry and furs do not have the same 
rate of stock turn as do groceries 
and footwear. The profit margin in 
such wares must, therefore, be at 
least twice the ratio of the rate of 
stock turn for jewelry and furs as 


by U. 0. Vetromile 


feature writer 


compared with groceries and foot- 
wear. 

The economic life-breath of most 
kinds of retail business, however 
(at least in down-to-earth normal 
conditions, minus inflation), is a 
net gain of only about eight per 
cent on average current inventory. 
In fact, in the industrial field, the 
principal railroads, as a _ group, 
haven't been able to maintain net 
annual earnings of six per cent 
throughout the last 15 years. 

Net returns of five and six per 
cent are not sufficient for any busi- 
ness because they contain no mar- 
gin for contribution to reserve capi- 
tal funds which are necessary for 
the improvement in, and extension 
of, service, as well as for replace- 
ments in the physical property and 
appurtenances of the business. 


Eight to nine 
per cent net an- 

nually is satisfactory for a large 
annual dollar volume. Fourteen 
per cent is rated excellent in any 
kind of trade or industry because 
it is sufficient to provide for at 
least five per cent annual “plough- 
back,” or reconversion of profit to 
reserve capital assets accumulated 
for modernization or expansion of 
the business 

In stationery establishments that 
are outstanding for their financial 
success, as typified by most of the 
large full-line and combination 
wholesale-retail outlets of the in- 
dustry, there is, as a general rule, 
an annual conversion of at least 
three per cent of the over-all net 
earnings of the investment into an 
accumulative reserve capital ac- 
count. This reserve capital asset 
guarantees these investors economic 
preparedness for making timely im- 
provements in their operational set- 
ups so as to keep abreast of mer- 
chandising progress. 

I am convinced that in many 
instances, where there is no prob- 
lem with regard to sufficiency of 
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the capital structure and the only 
real problem is one related to man- 
agerial policies or to some wrong 
slant in sales promotion, the imme- 
diate correction of that problem 
could so strengthen a basically 
sound stationery business, operated 
in an assured-demand market, that 
the annual net profit could be in- 
creased from six or seven per cent 
to nine or even ten per cent. 

Naturally, it conduces to more 
profitable operation to operate a 
store or factory business to the limit 
of its normal facilities and capacity 
on an economical sound stabilized 
overhead, but before the recent war 
there were many business firms of 
all types which were, according to 
report, able to “break even” so long 
as they were able to operate at two- 
thirds of capacity. 


This was owing 

to the greatly 
reduced cost of materials a year or 
two before the war, but it was also 
attributable in even larger measure 
to the lower level of wages which in 
most lines of manufacture have 
since ascended to such unprecedent- 
ed high figures that they are now 
double all the other fixed charges 
of business operation combined. 

In some of these industries, the 
pay roll, judged in totality on an 
annual basis, is unquestionably too 
large a percentage of the total phy- 
sical property investment to permit 
a dollar to be appropriated for re- 
serve capital if the products of such 
manufacturers can not be sold at 
increased prices in a competitive 
market and the investors are to 
receive any dividends. 


Today, only 30% 

of retail houses 
could make both ends meet at the 
two-thirds point, while department 
store management avers that it 
must operate up to at least 77 to 80 
% of maximum capacity to break 
even and begin to earn a profit. 
No wonder department stores must 
avoid “pay roll imbalance” in the 
economics of their investments! For 
that matter, so must the typical 
Stationer, because certainly he can 
not afford to expend $1,000 in wages 
each month to sell $10,000 worth of 
merchandise. 

No stationer should get excited 
about “more volume” merely as 
such. The important considera- 
tion is that the gross annual 
dollar volume of a retail business 
shall return to the investors a satis- 
factory net profit in computing 
which every proper charge against 
business operations has been in- 
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cluded, with nothing left to con- 
jecture. 

Careful, foresighted financial 
management means always leaving 
enough of earned profits in the per- 
manent capital structure of the 
investment so that the store can be 
operated properly on a modern 
competitive basis, and improve- 
ments can be made as soon as 
necessary and paid for out of a 
reserve cash appropriation accumu- 
lated during prosperous years. 


Profits will be 

variable, naturally, 
according to the national economy 
of the times, the excessiveness or the 
intensity of competition, and sev- 
eral other influences. Therefore, 
ambitions for elaborate equipment 
or greatly enlarged capacity should 
be carefully regulated by the finan- 
cia] blood pressure of the business. 
Aside from its reprehensible na- 
ture so far as trade ethics are con- 
cerned, price-cutting as a volume 
stimulant is always a ruinous fal- 
lacy, economically. The “cuts” must 
obviously be financed either out of 
the potential profits that are sacri- 
ficed or out of capital resources. 
How could any dealer, therefore, 
make money out of cut-price vol- 
ume unless his original prices con- 

tained an excessive profit? 


Actually, a five 

per cent cut in 
price (the smallest “cut” that would 
make a talking-point) requires a 
25 % increase in sales to even re- 
store the original anticipated profit, 
and if the dealer intensifies the 
fallacy by spending money to ad- 
vertise the cut-price goods, he will 
have to sell about 40 % more mer- 
chandise before he begins to make 
a penny. In fact, he virtually gives 
away 10 to 15 % of what he “sells,” 
according to technical economic 
analysis! 

When, however, the mark-up 
margin is correct and _ sufficient, 
the importance of quick selling and 
amplified volume of transactions 
every week or every month is ex- 
emplified by this one fact, even if 
there were no other proofs: If the 
entire stock of any one of a sta- 
tioner’s numerous staple items is 
turned over every week, and he 
takes a two per cent cash discount 
on each of his purchases of that 
item, he can achieve a yearly ertra 
gain of 104% (52 times 2) of his 
investment in that article or line of 
wares! 

Volume and profit are interde- 
pendent. Without a certain amount 
of day-to-day volume—a reason- 


ably assured minimum in excess 
of daily overhead expenses—it 
wouldn’t pay any stationer to un- 
lock the front door of his store each 
morning. So far as dollar volume 
is concerned, it comes from two 
sources—more sales and sales of 
larger dollar value. 

Every article sold is supposed to 
return at least a nominal or “sus- 
taining” profit, as distinguished 
from the goods that are known as 
“plus-profit” producers in every line 
of retailing. The larger the average 
dollar unit of sale is, naturally, the 
more profitable the day’s transac- 
tions are sure to be. 


There are two ways 

in which to 
achieve this better daily dollar in- 
take. The first is to sell more of the 
higher-priced sundries and appli- 
ances; the second is to sell more of 
the mill-run of items at all prices. 
Obviously, if a stationery outlet 
handled, on an average, 1,000 trans- 
actions a day and the average sale 
was only $.40, the gross daily re- 
ceipts would be only $400. This cer- 
tainly would not be financially im- 
pressive for a large store and, in all 
probability, investigation would 
confirm the opinion that the man- 
agement must be paying too high a 
scale of wages for a grade of selling 
ability that is, apparently, deficient 
in building up the average sale or 
in fostering acceptance of merchan- 
dise in the higher brackets of price 

and value. 


In other’ words, 

a  stationer 
shouldn’t be paying as much wages 
to the caliber of salesman whose 
sales volume is predominantly in 
$.35 to $.45 items as to the fellow 
who is capable of ringing up sales 
of checkwriters, desks, chairs, type- 
writers, and filing cabinets with 
noticeable frequency, notwithstand- 
ing the obvious truth that one 
could not expect purchases of these 
“heavy” or long-life accessories and 
appliances of the office equipment 
industry to be as numerous during 
any given period as the sales of 
fountain pens and desk sundries. 

Whereas $400 a day might look 
like a good business in a small city, 
this gross dollar intake might off- 
set only the daily overhead expenses 

depending upon the size of the 
establishment, the capital invested, 
the rent, and the payroll—in a New 
York, Boston, or Chicago stationery 
business of full-line scope. 

It is true, nevertheless, that if the 
average sale in this imaginary $400- 

(Turn to page 26, please) 
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TODAY'S PROBLEMS 


PERCIIAS 





ACH OF US TODAY is faced with 

many problems in our busi- 
ness — problems of buying, prob- 
lems of financing and problems of 
merchandising. Some will say that 
the problem of buying is our biggest 
difficulty today, and perhaps rightly 
so. But I maintain that in good 
times or bad times, the problem of 
merchandising our business and its 
goods should be the biggest single 
undertaking in our business life 
The customer must be pleased. 

So here we go—to talk about peo- 
ple 

Yes, people and ideas—and what 
makes them buy and what are we 
going to do about it? 

Let’s take Mr. and Mrs. Customer 
and see what makes them buy, why 
they prefer one item to another, 
why they go to one store in prefer- 
ence to another—why they like one 
salesperson instead of another. 

People get ideas, they get ideas in 
their mind. And how do they get 
these ideas—mainly by the sense of 
sight and sound, sometimes by 
taste, touch and smell. But we are 
concerned first about the ideas that 
accumulate in a person’s mind 
through sight and sound. 


Let’s examine 

the mind of Mr 

and Mrs. Customer. Some minds 
have a series of pigeonholes where 
ideas and impressions can be sys- 
tematically filed away. But isn’t 
the average mind more like a spin- 
dle on which humans stick an idea 
from time to 
So, let’s take this spindle mind of 
our customer and as he or she reads 
an advertisement in one of the 
leading periodicals, an idea strikes 
him. He tears out a page figura- 
tively and spears it on the spindle 
in his mind. If it happens to be for 
a product we sell, so much the bet- 
ter for us. Yes, our customer goes 
through Time Life tearing out 
pages, ideas, and impressions to put 
on this spindle in his mind. He 


time? 
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finds them in Esquire and the Sat- 
urday Evening Post. They are seen 
in the Ladies’ Home Journal and 
Good Housekeeping. They are seen 
in the farm journals and the busi- 
ness magazines. Day after day, 
countless hundreds, thousands — 
yes, millions of these impressions 
are being torn out of national mag- 
azines and stuck away in the minds 
of our customers. 


And on the radio, 
once again mil- 
lions of impressions, mental notes 
if you will, are filed for future ref- 
erence waiting for the day when 
the ideas will be converted into 
concrete form. 
And in your daily newspaper— 
manufacturers and dealers are sow- 
ing the seed to reap a future har- 


vest. Impressions — impressions — 
ideas—and ideas going onto the 
spindle. 


And in car cards on the street 
cars and buses and on billboards 
throughout the country, more mes- 
sages shout for attention and thou- 
sands more of mental notes are 
made. 

Yes, your direct mail campaigns, 
your letters, your catalogues, your 
envelope enclosures all meet a re- 
ceptive mind—the spindle is getting 
crowded. 

So Mr. and Mrs. Customer decide 
to come downtown. He is conscious 
of these impulses, these ideas he has 
been putting away and as he pauses 
in front of your show window, he 
puts one more impulse on that spin- 
dle and now it’s full to the top. 

So into the store he comes, with 
his mind crammed full of ideas and 
the impulse to buy. And he comes 
up to your counter. Here is the 
point we and the manufacturer 
have been trying to reach. All these 
mailings, all these printed adver- 
tisements, all these newspaper ads, 
all these radio commercials, all 
these car cards and billboards have 
been planned to get him to come 





by Walter H. Miller 


Otto Ulbrich Company, 
Buffalo, N. Y. 


(This informative and practical address by 
Mr. Miller, NSOEA governor of District No. 2, 
was made before a meeting of the Buffalo 
Stationers Assn.) 


into our store and up to your coun- 
ter with the desire to buy this mer- 
chandise. But is it as easy as all 
that? Does he automatically pick 
up this item for which he had the 
desire and then lay down the re- 
quired cash and walk out—or is 
there something more to it? 

Very definitely, the job begins 
here. 

At this point, we have need of a 
magic key, a magic key to unlock 
this mind so that the ideas and im- 
pressions locked therein will come 
forth. 

Just as any key must be filed and 
fit to the tumblers of a lock to open 
it, so must this magic key of ours 
be filed and fit to the lock of our 
customer’s mind so that it can be 
opened, for as you open the minds 
of these customers, you have found 
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for yourself a magic key to your 
future as well. 

Let us start with a blank key 
the kind the locksmith starts with, 
and piece by piece we shall fit it to 
the tumblers as we find them. 

The first tumbler is one called 
interest. 

Yes, the key to your future must 
have interest, interest in your job, 
interest in your associates, interest 
in your customers. Do you really 
enjoy your work, is it satisfying so 
that you put forth your best efforts 
in its interest? Do you want to find 
out more about the work opportu- 
nities—have you the desire and the 
interest to learn more about the 
merchandise you offer? 


Of most importance 
f is interest in 
the customer. Recognize that this 
customer, this person with the im- 
pressions on the spindle in his mind, 
is in reality your boss. He does and 
should demand your interest in his 
needs. By your immediate and 
friendly approach—by your sympa- 
thetic listening to his requests and 
by your quick, pleasant willingness 
to be at his service, you show him 
of your interest and your lock is 
now partially opened. 

Another piece comes off to fit this 
lock and that is called customer 
need. 

Can you—do you—will you—make 
it a point through the interest first 
shown to learn the immediate need 
of this customer, by discreet ques- 
tioning and by intelligent listening, 
so put yourself in the position of 
being able to show and to furnish 
that which the customer needs 

It could be the difference between 
a plain cheap manila file index, or 
a sturdy celluloid top pressboard 
one, that will outlast many of the 
cheaper ones with far greater cus- 
tomer satisfaction. Learn the cus- 
tomer need. 

It could be the difference between 
a cheap three-ring notebook at $.75 
or the more satisfying one at $3.50 
Learn the customer need. 

It could be the difference between 
the sale of a dollar fountain pen or 
the prestige of top quality. Learn 
the customer need. 


It could be 
the difference between 
an ordinary four-drawer file or an 
insulated fire file. Learn the cus- 
tomer need. 

It could be the difference between 
the sale of a most inexpensive paint 
set or a more advanced set for a 
budding artist. Learn the customer 
need. 

Yes, apply this to any item in any 
department and you will find that 
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by learning the customer need, one 
more tumbler in this lock will fall. 

Again our key goes to the file and 
we bite off the next piece, a section 
called knowledge 

Knowledge of 

your merchandise 
means what it is made of—how long 
will it last, why is it better than 
others—why it is worth the price 
you ask for it and what it will do. 
That requires study and question- 
ing. Read the catalogs and sales 
literature that is available about 
this product, ask questions of the 
salesman who sold it, or of your 
buyer who purchased it, or of your 
associates who work with you at its 
point of sales. Yes, and to you store 
owners here tonight, is it necessary 
to suggest the practice of having 
Sales classes using as base material 
the excellent training courses pre- 
pared by our national office. 

Curiosity, we know, killed the 
cat, but I know of no one ever being 
hurt by trying to find out more 
about the merchandise they have to 
sell. 

And after you have absorbed this 
knowledge you must give it an ac- 
curate presentation of the facts. 

Yes, this knowledge without its 
accurate presentation to the cus- 
tomer is of little value. It is not 
what we know that counts, it is 
how well we use what we know. 

Along with our accurate presenta- 
tion we must have persuasion 

Persuasive selling 

is not high 
pressure, but an honest and sincere 
presentation of accurate product 
knowledge embellished with persu- 
asive words and manners. 

Let’s take two eggs. They both 
look alike, yet one may be fresh and 
the other may smell to high heav- 
ens. One may be hardboiled, or one 
may be soft. One may be infertile 
or one may go on to a long life of 
scratching around the barnyard 
one may turn out to be a rooster 
and one may turn out to be an old 
maid 


But does the customer 

who is to 
buy this egg know? Eggs look alike 
But you know this one is strictly 
fresh because it has been candled 
And you know, too, because you are 
selling these eggs, that it pays to 
accurately and persuasively demon- 
strate the fresh egg. When it is 
dropped in a hot skillet in a pool 
of bubbling butter or bacon fat 
and the edges begin to brown and 
curl up crispy—and you dip your 
spoon in this liquid velvet and pour 
it over the top of the egg—then it 
gains that iridescent beauty that 


defies description. Finally, as a 
crowning glory, this egg is nestled 
in a ring of bacon on a breakfast 
plate. Madam, when your husband 
sees that halo of bacon and this 
wonderful product of untold cen- 
turies of care by the farmers of the 
world—well, that’s the time to put 
the bite on him for that new mink 
coat. 

Now that might not be the exact 
way to sell stationery and office 
supplies nor, for that matter, eggs. 
But, if we can only glamourize and 
dramatize by the proper selection 
of words, we can make our custom- 
ers so desirous of acquiring that 
particular item we hope to sell 
them, that this other item, this less 
expensive one of inferior quality, 
may have nothing to offer in its 
defense and so we can just forget 
all about it. 

Well, that’s another entrance to 
this lock and here is another com- 
ing up—courtesy. 


Yes, courtesy 

in selling is so ob- 
vious that it is hardly worth men- 
tioning. But how many of us in 
the rush of business forget the little 
niceties of a genteel refinement. A 
pleasant “good morning,” a sincere 
“thank you” even if the sale is not 
made, a warm “come in again, we 
are ever so happy to see you” and, 
above all, a friendly smile—all this 
pays. 

What is a smile and what is its 
value? 

I read something recently about 
a smile. 

It costs nothing, but creates 
much. 

It enriches those who receive, 
without impoverishing those who 
give. 

It happens in a flash and the 
memory of it sometimes lasts for- 
ever. 


None are so rich 
that they can 
get along without it and none are 
so poor but are richer for its bene- 
fits. 

It creates happiness in the home, 
fosters good will in business and 
is the countersign of friends. 

It is rest to the weary, daylight to 
the discouraged, sunshine to the sad 
and nature’s best antidote for trou- 
ble. 

Yet it cannot be bought, begged, 
borrowed or stolen, for it is some- 
thing that is no earthly good to 
anybody, till it is given away. 

There it is, and certainly a smile 
has opened many a locked door. 

By this time, we should have the 
mind of the customer unlocked, but 

Turn to page 27, please 
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EXPRESS sales features 
as values to individual buyer 


N ANALYSIS of sales made and 
A lost will usually reveal that 
most of the objections raised by 
buyers as to price, terms, condition 
of the sale and other factors spring 
from failure on the part of the 


salesman create a sufficient ap- 


preciation in the buyer’s mind of 
the real values in the “package.” 

Your own sales attitude deter- 
mines to a large extent the success 
in building this sense of value in 
the buyel! mind. The first re- 
quirement 1. creative and positive 
sales attitude which can only result 
from the consistent application of 
your best effort to each sales situa- 
tion. It is necessary these days 
for the professional salesman to 
think in terms of service to the 
buyer instead of immediate profit 
for himself or his company. This 
means thinking in terms of doing 
more for the buyer instead of less, 
as has been the custom in recent 
years in instances. The fact 
of the matter is that most sales- 
men can testify truthfully that one 
sood customer will be the source 
of many recommended deals 


As a professional 

salesman you 
business for yourself 
appearance and 


are truly 


Your personal 


manner, the small courtesies you 
show your customer, the smile in 
your voict help to build in the 
customer a sense of value. I once 
asked a friend of mine why he 
bought from one salesman when he 
had been considering several other 
proposals offered by other companies 
He thought a bit and then said, 
Why, I guess I bought what came 
in my _ doo! After all, these 
products were pretty much alike, 
but the man from whom I finally 
bought made the best impression on 
me as an individual of some intel- 


ligence haracter.” 


An important portion 


of your 
sales attitude is the habit of look- 
ing for “values” in your customer 
As an individual he has a certain 
inherent worth. He has a certain 
amount of common sense, personal 
integrity intelligence. He is 
intendins buy for a normal pur- 


pose. He may be expected to live 
tract he signs. Your 
f his personal “‘values”’ 


ip to any 


recognitiol 
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Customer satisfaction springs 
from personalized service approach 


will make an important contribu- 
tion towards creating in his mind 
an appreciation of the value in the 
product or service you are offering 
to him. 


Finally, in developing a successful 
sales attitude you need to organize 
yourself for service. This means 
forming personal habits of efficient 
self-management, organizing your 
time, organizing your calls on pros- 
pects and your travel time, and it 
also means organizing the infor- 
mation you wish to convey to pros- 
pective buyers 


Avoid at all costs 

haphazard ways 
of running your business. Don’t 
waste your time or unnecessarily 
burden your mind with details. 
Time may be saved by making up 
a daily call list and attempting to 
cover it systematically before the 
end of the day. Make appointments 
wherever possible and thus avoid 
delays due to finding people unable 
to see you or being absent when 
you call. Above all, keep your 
appointments on time. 

Many industrial or commercial 
sales, especially those of any size, 
involve a great many details and 
develop slowly over a period 
of time. You will no _ doubt 
be working on several such deals 
at one time and will probably be- 
come hopelessly confused unless you 
adopt and use some method of 
recording all the details of each 
deal. A simple card system or 
tickler file usually serves the pur- 
pose and will relieve your mind 
of a lot of these details. It is well 
to remember that the professional 
salesman is in business for himself, 
and his enthusiastic and successful 
sales attitude depends to a large 
extent on how well he is organized 
personally to conduct that business. 

There are three main aspects to 
the problem of expressing product 
or service sales features in terms 
of value to the buyer: 

1. Building personal values (your- 
self) 

2. Building a realization of use 
values 


by £4. Mottershead 


special writer 


3. Building an understanding of 
profit opportunity values 


1. Building Personal Values in 
the Mind of the Buyer 


Few prospects will appreciate the 
value of what you are trying to do 
unless it is apparent that you sin- 
cerely like what you are doing and 
have a true appreciation of what 
you are selling. Enthusiasm is prob- 
ably the most important single 
characteristic of a successful sales- 
man in any line of work. It is 
difficult for any prospect to have 
much faith in the salesman who 
apparently is disinterested or un- 
happy about what he is doing. 
After all, the professional sales- 
man is not primarily in business 
to make money for himself, but as 
an individual he performs a socially 
useful task in bringing together 
the man with a particular need and 
the product with a particular use. 


Try to do more 

than just enough. 
The salesman who will take special 
pains in keeping appointments, in 
making it easy for the prospect to 
understand a point, or in giving 
the prospect additional information, 
history, background detail and 
other facts about the product will 
find that he receives a warm re- 
ception from the prospect. The 
salesman who takes the trouble to 
find out something of the personal 
history of the man with whom he 
is dealing, his family problems, his 
children, his hobbies, friends and 
other interests will find his atten- 
tion to detail is rewarded with 
loyalty long after the sale is con- 
summated. 


As one sales manager put it, 
“You never get fired when you are 
fired with enthusiasm.” Actually, 
you never can do too much work. It 
is the worry over your own per- 
sonal problems and over factors 
which you may feel are beyond your 
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control that shortens your life and 
raises your blood pressure. One 
of the chief sources of anxiety, ac- 
cording to many physicians, is the 
habit of leaving unfinished a multi- 
tude of small details. The simple 
trick of cleaning up the tag ends 
of each sale as you go along will 
do much to relieve your mind of 
worry and permit your natural en- 
thusiasm to inspire a like response 
from the buyer. 


2. Building Up Use Values in the 
Mind of the Buyer 


Numerically, 

probably the great- 
est number of people who purchase 
anything at all are users. Probably 
the greatest proportion live in small 
towns or suburban areas. In recent 
years these people have been re- 
sponsible for the beginnings of sub- 
divisions and sections which have 
later developed into thriving com- 
munities with high real estate 
values. Generally speaking, these 
buyers are not people of substantial 
means. Any purchase is an im- 
portant decision. This is equally 
true of the merchant buying for 
resale or the small businessman or 
industrial purchasing agent buying 
for his company’s use. Naturally 
they are careful and avoid rushing 
such an important decision. 


There are 

a number of factors 
which help make any sale. Prob- 
ably the most important of these 
to the many purchasers is liberal 
financing, because with such a deal 
the product becomes useful to him 
simply because it is within his 
means. 


Other factors which are of some 
importance in making a sale of 
any product is its design, its cost, 
its relationship to other products 
the buyer uses, its durability, and 
so on. The list of such features is 
endless, and it is up to the pro- 
fessional salesman to discover as 
much as possible about his buyer's 
needs and habits in order to point 
out wherein the product he is sell- 
ing will be of most use to him 


Another means 
of building up a 
serise of usefulness and value in the 
mind of a buyer is to capitalize on 
the national advertising of the 
manufacturers. Thus the prospect 
knows that he is getting the best 


that can be obtained on the market 
for his particular purpose. 


3. Building an Understanding of 
Profit Opportunity Values 


The professional 

salesman who is 
selling to the industrial or com- 
mercial buyer who is interested in 
profit must not only have complete 
command of the facts about the 
product, including costs, expenses 
of upkeep and maintenance, income 
and probable net income, but he 
must also have a good analysis of 
business conditions, prices, mer- 
chandise trends, changing popula- 
tion elements in the community 
and be able to project for a reason- 
able period of time in the future a 
profitable picture for the buyer. 


Such buyers, 

of course, are pro- 
fessional in every sense of the word 
and, in some instances, are more 
familiar with this business than 
the salesman who is selling them. 
He knows materials, market condi- 
tions, and keeps himself well posted 
on the whims and desires of the 
public. Naturally, this type of buyer 
in some ways is the easiest to deal 
with; he has a quick appreciation 
of what you are trying to do. At 
the same time he presents the 
greatest challenge to the average 
salesman in collecting evidence of 
value and presenting it successfully. 


In the case 

of the average person 
who buys for profit, it is usually 
well not to lay too much emphasis 
on any immediate profit to be made 
in the purchase of this particular 
deal. It is true, of course, that all 
of us have a certain gambler’s in- 
stinct, but most of us have sense 
enough to realize that far more 
gambles result in loss than in 
profit. Unless it is well apparent 
that the buyer has larceny in his 
heart, it is usually best to lay more 
stress on the long pull and the 
assurance of a steady and un- 
spectacular increase in income 
rather than in any opportunity for 
immediate profit. 

While it is true that buyers tend 
to fall into certain classes and have 
certain basic common desires, it is 
also true that each individual is 
different from every other individ- 
ual and will have peculiar traits, 
quirks of character, and _ indi- 


vidual circumstances and needs 
which differentiate him from all 
other buyers. Once you have 
learned what his particular needs 
and desires are you have a golden 
opportunity to impress upon him 
the specific values your product 
holds for him. 


CHECK LIST 


CAN YOU EXPRESS THESE SALES 
FEATURES IN TERMS OF 
BUYER VALUES? 


1. Your personal values 

The age of your company 

The reputation of your com- 
pany 

Its financial standing 

The integrity of your organi- 
zation 

Your personal experience and 
background 

Your loyalty to your client 

Extra services you can give 
your buyer 

Your attitude of friendliness 

Your record for dependability 

Your hospitality 


2. “Use” values you can stress 

Quality of materials 

The character of your manu- 
facturing 

Is the product distinctive? 

Is it modern in design? 

What extras are “built in’? 

How does it fit into the pros- 
pect’s needs? 

What elements of durability 
are present? 

What have been the experi- 
ences of other people with 
Similar products? 


3. Investment and profits oppor- 
tunity values 
What is the present market 
trend? 
What basic need does the 
product serve? 
What are the facts about the 
cost of operation? 
What is the short-run profit 
picture? 
What is the long-run profit 
picture? 


The above list of sales features 
which you can express in terms of 
direct value to your customer is 
merely suggestive. Add to it any 
others which you find apply to the 
particular product or service you 
are selling. 





A leader must have a few very simple ideas, acquired from experience and 
confirmed by putting then into practice. 
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HOW to ease the profit squeeze 


E’RE BACK IN a war economy 

again, with higher taxes and 
higher costs on the agenda. Present 
is the likelihood of controls of one 
kind or another, and shortages, all 
ganging up to put the squeeze on 
profits and making it necessary for 
the office appliance dealer to man- 


age his business with maximum 
efficiency in order to keep in the 
black during this hectic period. No 


one can predict what the outcome 
of the “police action” will be, never- 
theless it is wise to be prepared for 
any emergency. These suggestions 
will help the dealer keep “heads 
up” in these unstable times. 


1.—According to 
the Consumers’ 
Price Index the 1939 dollar was 
worth 100.2 cents. In 1949, a war 
intervening, it was worth 59.1 cents. 
This should indicate a further de- 
crease in the value of the dollar if 


this “police action” turns into an 
all-out war. If the dollar declines 
further in value, liquidate your 


fixed indebtedness, if possible. In 
this field, mortgages on business 
property are in this category. They 
were incurred with higher priced 
dollars. Pay them off with cheaper 


dollars. The merchant will also cut 
interest expense by paying off his 
fixed liabilities, and he needs every 
operating economy he can scrape 


up to get through this critical pe- 
riod with a profit 


2.—Keep swinging 
the axe on tax. 


Stiff as the income tax rates have 
been, they will cut deeper into the 
profits of businessmen. Every dollar 
saved on tax will represent the net 


profit on $20 worth of business, fig- 
uring the net amount at 5% on 
sales. The merchant who can net 


5% as pocket profit on_ sales 
from now on will have to do a 
topflight job of business manage- 
ment. With higher taxation, even 
if costs remain the same, the “take 
home” net will be much lower than 
it ever had been before. To keep on 
the black side of the ledger, the 


merchant must take every legiti- 
mate deduction he can get, and to 
do this, he must consider tax an 
all-year-roul expense that bears 
additional watching the same as 
any other item of overhead. He can 
no longer consider tax expense an 
unpleasant chore that must be done 


Pay off liabilities with cheap dollars, 
watch stock control to come out ahead 


only around March 15 each year. 


3.—If you need 

fixed assets—busi- 
ness property, equipment and fix- 
tures—and your working capital is 
more than you need, in other words, 
some of it is “sleeping capital,” then 
buy with the lower-priced dollars. 
Even if you have to buy on credit, 
you beat the gun in an inflationary 
period, if the dollar drops between 
the time of purchase and the time 
of payment because you pay with 
cheaper money. Eventually, when 
the dollar moves the other way, you 
win. 


4.—If goods become scarce 
through restrictions and the dollar 
goes down, the monetary value of 
your stocks will increase. With 
stocks scarce and high in dollar 
value, the merchant is under great- 
er compulsion to keep stock control 
records because stock losses through 
damage, errors, breakage and theft 
will be more costly than in periods 
when the reverse is true. Few mer- 
chants use stock control records, at 
least few operating the small and 
moderately-sized establishments use 
them. In the hectic period ahead, 
losses on inventory may run high if 
stock control records are lacking. 


5.—Put your accounting 

system 
on the carpet and if it needs an 
overhauling, do it now. This is not 
only to make sure that you record 
your operating figures accurately, 
but to bear witness to your true 
costs if price control is put into 
effect. During the last war, certain 
commodities were permitted price 
increases to cope with increasing 
costs, but the businessman had to 
justify his increased prices by his 
records. If his books were inade- 
quate or badly kept, he was often 
turned down when he appealed for 
the right to increase prices. ‘This 
may happen again to the fellow who 
has a slaphappy bookkeeping sys- 
tem. So, put yours through the 
wringer now. Bookwork, on the 
whole, can stand improvement in 
this field, particularly in the small 
and moderately-sized  establish- 
ments, and they can lose a lot of 
money if their books do not reflect 
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operating 
adequately. 


results accurately and 


6.—Keep enough 

“seed money” 
on hand to meet business require- 
ments. There is a tendency to stock 
up heavily at times like this. If you 
do stock up, make sure that you 
have the funds to pay because the 
American Bankers Association has 
advised all bankers to restrict credit 
when it appears that businessmen 
are over-buying. This means that 
you must pay for what you buy 
with your own money and it is un- 
wise to shorten your liquid funds 
to such an extent that you can’t 
pay “on the button.” Then, too, the 
government is cracking down on 
credit, which indicates that, despite 
increased spending in a war econ- 
omy, there will be a tighter rein on 
credit than there has been since 
the last war ended. 


Check your working capital or 
“seed money” monthly. See that 
the current ratio is around 2 to 1 
during this war economy, $2,000 in 
current assets for every $1,000 in 
current liabilities. When your books 
show this ratio, you should be in a 
good liquid position today and not 
over-buying haphazardly. 


7.—Collect promptly. 

If we re- 
turn to a seller’s market, if the dol- 
lar decreases in value, there will be 
a tendency to be lax on collections 
on the assumption that money will 
be comparatively easy to get, hence, 
the hazard of loss through non-pay- 
ment of receivables will assumedly 
be negligible. You should remember 
that if inflation comes, you get 
cheaper dollars than you gave for 
the goods you sold and you can’t 
replace as much merchandise with 
these dollars as you passed to cus- 
tomers on credit. For this reason, 
get your collections in as fast as 
possible to beat the decrease in dol- 
lar value so that you can buy ap- 
proximately as much replacement 
merchandise as you gave to the 


. 


OFFICE APPLIANCES, May, 1957 25 





4 
. 


credit customers who paid you 
8.—Keep your receivables in safe 
ratio to sales. Even though the gov- 
ernment and banks are restricting 
credit, this does not mean that the 
total of the outstandings on a mer- 
chant’s books will also be restricted. 
Rather, it means, if inflation comes 
and money flows more freely he will 
probably experience an increase in 
dollar outstandings because he will 
be inclined to give more credit. In 
which case, even if he collects his 
outstandings promptly, he will find 
himself with too much money 
“frozen” in receivables. 
As soon as 
he collects the out- 
standings on his books, other receiv- 
ables of an equal amount or more 
will take their place. When the total 
accounts receivable on the books 
at any given time are more than 
25% of total sales, the merchant 
had better cut the dollar value of 
outstandings to a lower level or he 
may run short of working capital 
or have a heavy carry-over of re- 
ceivables that will be hard to col- 
lect at the end of our war economy. 


9.—Departmentize so that you 
know how much you earn in each 
department. Even though price 
control is put into eeffct and you 
are limited on ceilings, you should 
know your departmental profit so 
that you can take steps to apply 
correctives where they are needed 

Losing money in a department or 
on one line and making it up else- 


where is an old story in the realm 
of retailing. With higher taxes de- 
pressing profits; it is a more costly 
malpractice in a war economy than 
in a more normal atmosphere. From 
our field studies, we estimate that 
only about 30% of the establish- 
ments in this field departmentize 
their book work. If they expect to 
get through this war economy in 
the black all dealers had better 
break down their sales to enable 
them to determine the profits 
earned in each department or on 
each line sold 

10.—Prepare a profit and loss 
statement monthly. More than 60% 
of the retailers in this field pre- 
pare operating statements covering 
longer periods than one month and 
they are vulnerable to losses that 
could be prevented with monthly 
analysis. Merchants who prepare 
statements over longer periods than 
one month are sticking their necks 
out. They work on overhead ratios 
that may be too low and they don’t 
know it until the statement is made 

In the meantime, they may have 
lost considerable money. This ex- 
plains why merchants are often dis- 
appointed with profits when they 
assumedly have been using satis- 
factory overhead ratios in comput- 
ing their costs or when pricing mer- 
chandise. The galloping overhead 
tramples down their net profit. De- 
spite the desire of the government 
to freeze prices and wages, they 
push upward in a war economy and 


the merchant must therefore watch 
his operating costs far more intent- 
ly today than at any time when 
there is no shooting war on. It is 
no secret that during the past war 
many merchants not particularly 
skilled in business management 
earned substantial profits. But, his- 
tory may not repeat itself in this 
war economy. The inefficient in 
business today may find themselves 
all washed up before or after the 
“police action” is ended unless they 
step up their operating efficiency. 
Even those practical 

businessmen 
right away. Even those businessmen 
who are habitually efficient in man- 
aging their affairs must exert every 
effort for improvement because, 
with a heavy backlog of government 
debt and higher taxation looming 
than in the last war, it will be 
mighty hard to keep out of the Rus- 
sian zone—red, that is. Getting out 
of this war economy and its attend- 
ant inflationary spiral without hav- 
ing your profits shot full of holes 
demands the best in business man- 
agement. Sales will not be hard to 
make, but earning a profit on sales, 
with costs and taxes on the in- 
crease, will be an achievement that 
only efficient management can ac- 
complish. The suggestions con- 
tained herein are based upon the 
experiences of office appliance re- 
tailers as we reviewed them from 
the standpoint of an accountant in 
the World War II economy 





How To Sell Yourself To Your Customer 


(Continued from page 18) 


when they wanted office equipment 
They came back because I had be 
come a friend. 

There are many ways in which 
you can personalize your advertis- 
ing. One southwestern company did 
it by running at the top of each 
ad “comments” on the state of the 
world, the cost of living, and other 
topics in the news. These miniature 
editorials were “signed” by the 
owner of the company. They 
helped to build a distinct personal- 
ity for him (and, in the process, 
for his business). 

If you would like to run per- 
sonalized advertisements like this, 
however, you must be careful 
There are two pitfalls. One is pan- 
ning people, ideas and _ things 
When you pan, you may be risking 
a libel lawsuit. The other pitfall 
is the possibility of offending po- 
tential customers. If you discuss 
topics of the day, a strong stand 
en one side or the other is bound 
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to earn enemies for you rather 
than friends. Sticking to the mid- 
dle, you can be sure no one will take 
offense 





Be Sure More Volume... 
Continued from page 20 


a-day stationery outlet could be in- 
creased from $.40 to $.60, a good 
profit-bearing average sale will have 
been achieved, variable however 
according to the ability of manage- 
ment to keep down expenses. 

The big achievement is to keep 
selling—to sell more and more goods 
and to sell them profitably—and to 
hold down the percentage of selling 
cost in ratio to the gross dollar 
value of the volume of sales. If, 
therefore, he would be sure that 
“more volume” is to mean “more 
profit,” the open-eyed stationer will 
keep in mind this fact and apply it 
as a test: 


The cost of merchandise plus the 
selling costs, can not exceed one- 
half of the gross daily gross dollar 
intake if a retail business is to 
prosper. Rent, pay roll, interest on 
capital expenditures, insurance, 
taxes, and advertising must come 
out of the gross profit spread. Only 
the most capable management can 
usually make a_ satisfactory nel 
profit out of what is then left in 
the mark-up formula. The stationer 
should remember that a retail busi- 
ness investor is not supposed to be 
working merely for a salary 

The stationer who knows how to 
treat his employees, his customers. 
and his competitors, and then 
knows how to advertise his store in- 
to public acceptance, should be able 
to achieve that volume of continual 
business sufficient to insure a net 
annual profit commensurate with 
his daily overhead expenses and his 
capital investment 

He should, furthermore, be able 
to maintain that volume on a 
profitable basis, strengthening the 
good will value and the economic 
integrity of his business. 
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Bank financing of installments 
leaves cash for added stock 


by James P. Ward 


Shipman-Ward Mfg. Co. 


Fac: OVER may be illustrated by or $5.00 per day 


the peddler selling bananas from The same examples apply to the 

a push cart. Let’s say he buys $10.00 office machine business—the faster 
worth of bananas and sells all of a dealer turns over his original in- 
hem the same day for $20.00. He vestment, the greater are his prof- 
makes $10.00 gross profit. If he its. For instance, if a dealer buys 
repeats this every day for six days, 10 new portables which cost $56.00 
he TURNS OVER his original in- each wholesale and sell for $89.59, 
vestment of $10.00, six times at a he has an investment of $560.00 
profit of $10.00 each day, or a total with a retail value of $895.00. If he 
profit of $60.00 on an investment of sells all 10 machines for cash 
only $10.00 within a month, he makes a gross 
However, if he buys $10.00 worth profit of $335.00 in one month. 
of bananas and it requires two days However, if it requires two months 
sell them for $20.00, and the to sell the ten machines, he has a 
same thin ecurs every two days, profit of only $167.50 per month on 
then at the end of six days he has his original investment of $560.00. 
TURNED OVER his original invest- This is a TURN-OVER of his orig- 
nent of $10.00 only three times, at inal investment of only once in two 
1 total gross profit of only $30.00 months. If it requires three months 


to sell all ten machines, then he 
has a profit of only $111.66 per 
month on his original investment 
of $560.00—a TURN-OVER only 
once in three months. 


If a dealer sells 10 portables a 
month on payments of $10.00 down 
and $5.00 per month and carries his 
own installment accounts, he does 
not get back all of his first month’s 
investment until the end of the 
ninth month—his original invest- 
ment TURN-OVER only ONCE in 
nine months. He does not begin to 
receive the first payment on the 
profits of the sales until the tenth 
month. 


In the meantime, he has up to 
$2350.00 of his working capital 
frozen in machines. While all this 
working capital is frozen in install- 
ment accounts he has to keep pay- 
ing out money for rent, labor and 
other expenses. This is one of the 
reasons some dealers find them- 
selves continually short of ready 
cash. 

Instead of carrying the install- 
ment accounts himself, if the dealer 
will finance them through a bank, 
finance company or portable man- 
ufacturer, he will find that he will 
TURN OVER his investment the 
same number of times as if he had 
sold the machines for cash. He can 
use this cash to buy 10 more ma- 
chines instead of having his work- 
ing capital tied up in long-term 
installment accounts. 

In this way he can TURN OVER 
his investment NINE times instead 
of only once in nine months. 

It works—try it and see! 





gotten in, looks awfully good, 
doesn’t it?” “Say, let me show you 


Today’s Problems 


Coutinued f n page 22 


something.” “Better take home an 

ion’t you know that some locks extra one.” Power of suggestion, 
have an extra safety feature, the tactfully used without the appear- 
night lock? That is the plus fea- ance of pressure, results so often 
ture. We'll call it the plus sale. And in the sale of additional goods that 
that’s what this one is! the customer didn’t intend to buy. 

It’s the extra notch, the plus sale It can be the extra $.25 for a 
notch, the one to open the hidden bottle of ink with a fountain pen 
recesses and when we pass that sale. 
tumbler by, then we can really It can be the name imprinted on 
enter in a box of stationery. 

What is a plus sale? I do not It can be a roll of scotch tape at 
need to remind you of that, it’s the the close of a sale. 
extra item, the idea that may be It can be a box of thumbtacks 
way down at the bottom of the with the purchase of drawing paper. 
spindle that didn’t get off. It may It can be a box of crayons for the 
be a wholly new idea. Whatever it kiddy. 
is, get at it. The most powerful of It can be presenting a new nov- 
all single influences is just the elty that just came in. 
power of suggestion. “Have you An extra greeting card so you 
seen this Here is something won’t have to run out when you 
new, isn’t it beautiful?” “Here is need one. Oh, you’d better take 
something fresh that we have just several 


OFFICE APPLIANCES, May, 19517 


Yes, every salesperson in every 
department has the opportunity to 
use this feature of your key. Use it 
every time. The result will surprise 
you. 

Now, will each of you take out of 
your pocket or bag your own per- 
sonal keys. 


Within your hand, you have the 
key to your personal security, the 
key to your house, the key to your 
possessions, the key to your store. 


That is yours and yours alone, to 
admit whom you wish and when 
you wish. No government, no police 
force may enter without due process 
of law if you decide to lock them 
out. It is a security given you by 
your constitutional government. 


So as we go home tonight, and as 
you insert this key in your door, 
thank God you have this right and 
this privilege. It is yours because 
you are an American. 
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13th annual featuring of 


SCHOOL EQUIPMENT & SUPPLIES 





DEALERS 


may help plan school programs 


ANY SCHOOL SYSTEMS throughout the United 

States are embarking on an extensive building 
program, and schools, before they can be used, must be 
equipped with desks, chairs, and the many modern ap- 
pliances that are required for an up-to-date school 
building. This fact affords office appliance dealers a 
considerable volume of business as well as an oppor- 
tunity to build good will for both the present and the 
future. How may this be done? Let us take a specific 
example. 

The city schools of San Bernardino, Calif., voted a 
bond issue some months ago which authorized the ex- 
penditure of $3,500,000 for the building and equipping 
of a new senior high school, two new junior high 
schools, and the modernization of several of its second- 
ary buildings. 

The initial planning was done by architects, adminis- 
trators, department heads and teachers and a part of 
that planninz included careful attention to the types 
of equipment to be used in the new buildings. In plan- 
ning for equipment these groups did not trust to their 
own judgment but worked in close co-operation with 
representatives of office appliance firms in the city 
Minimum needs were first established and a supple- 
mental list of other desirable equipment was set up to 





Detailed knowledge of equipment makes 
retailer much sought-after authority 


by Lillian €. Miles 


special correspondent 


be purchased if, and when, funds were available. In 
each special field, such as agriculture, science, mechan- 
ical drawing, shop and commercial work, the particular 
needs of the department were listed by the committees 
appointed to determine those wants. 

For the general office furniture, and it will be re- 
called that in a modern school plant there are num- 
bers of offices such as the principal’s, the deans’, the 
counselors’ and the attendance office, a standardization 
of desk chairs, secretaries’ posture chairs, desks and 
files, mimeographs and typing stands were deter- 
mined upon. No attempt was made to select the 
most expensive equipment, but durability and adap- 
tation to need were determining factors in making 


ie nse ae » 
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STUDENTS WORK ON VARIOUS MACHINES. IN BACKGROUND IS MARVIN G. BILLINGS, INSTRUCTOR. 
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(Photo by Harry D. Gill) 


OFFICE APPLIANCES, May, 1951 





—_ as ~ ks FA fa 


_3a @ 


«- a of o = &® ee we 
am © [= —_— 


re 





the selection. Also, harmony in color was sought to 
give the finished classroom a pleasing and inviting 
appearance. Briefly, the bid descriptions were as fol- 
lows: 

Desk chairs: Arm rotary chairs, either aluminum or 
steel, similar to or equal to the General Fireproofing 
Company’s No. 3327, with two-inch soft tread ball- 
bearing swivel casters. 

Secretary's posture chair: Similar to the G-F No. 
2213 with 2-inch soft rubber ball-bearing swivel casters. 

Principal's desk: 60-inch island base, steel desk, 
equal to the Shaw-Walker Company’s No. 7060 with file 
drawer pedestal 

Secretary's desk: 60-inch island base, pedestal type- 
writer desk, similar or equal to the Shaw-Walker No. 
7060 PLH 


Counselor's desk: 60-inch steel desk, leg style, similar 
or equal to the Shaw-Walker No. 6034. 

Desk for Attendance Clerk: 60-inch steel desk, leg 
style, equal or similar to the Shaw-Walker No. 6034U. 

Files listed were 3 x 5 Art Steel Sales Corporation's 
No. 3352, 2-drawer units; 5 x 8 two-drawer sections, 


similar to the Shaw-Walker No. 1514 equipped with a 
No. 1500 top, with 3000 card capacity per unit of two 


drawers; two-drawer desk-height file for both principal 
and secretary, V-1271-F, Shaw-Walker; a four-drawer 
legal size locked file, V-1071-F, Shaw-Walker; letter 
size locked files; letter size unlocked files; stencil files 
and Kardex files. Also provided in the general office 
area are a model No. 435 A. B. Dick electric mimeo- 
graph, a model No. 4, A. B. Dick mimeoscope, and 
Tiffany model S raising and lowering typing stands. 


The full list is 
given as an indication of what one 
school system considers the minimum essential in office 
equipment for the various offices. This, of course, does 
not include specialized equipment for classrooms, such 


as drafting tables and demonstration tables for science 
rooms 

In planning for the commercial department at the 
new senior high school, teachers in the commercial de- 
partment as well as dealers in office appliances helped 
to plan the arrangement and types of equipment to be 


installed. The philosophy which influenced their plan- 
ning was a study of the community to determine the 


types of work that are required to carry on the life of 
the community. The dealers’ help was invaluable be- 
cause they had an intimate knowledge of the types of 
equipment that are in common use, and they also knew 
the new equipment in the field which may affect office 


practices in the future. For example, when it was found 


that many business houses are using electric type- 
writers, money was allocated for the purchase of a few 
electric typewriters so that students might have ex- 
perience in operating them. The fact that commercial 
students who leave school to go into the business world 
may need to know how to operate dictaphone machines 
justified the purchase of this type of equipment. 

The arrangement of the bookkeeping and office prac- 
tice rooms is simple and effective. There is provision 
for ample lighting and for storage cupboards which are 
an important phase of commercial training. The office 
practice room has a specially designed area for dupli- 
cating machines and for a PBX practice switch board. 
A full-length mirror will be installed for special use of 
students of distributive education. 


For the commercial 

office practice room, typing desks 
are the Hammond No. 140, 36 x 20 x 30. Duplicating 
machines will include a liquid Ditto, model D-15. Copy 
holders from the Standard Copyholder Sales & Distrib- 
uting Company of Los Angeles will be used. A Line-a- 
Time typewriter copy holder from Remington Rand will 
also be used. The room will be supplied with a Mar- 
chant calculator, model 8SD; a Monroe calculator, 
model LE-1307; a Comptometer, model 3D11, 8 bank; 
an adding-listing machine, model 8140P; a Monroe ad- 
ding-listing machine, model 408-11-011; and a Friden 
automatic calculator, model DW-8. The transcriber 
selected is the Dictaphone Time-Master. An Evans 
gathering rack will also be included in the room’s 
equipment. Chairs for student seating are the 17-inch, 
No. 369, from the American Seating Company. 

Some of these bids have already been sent out and all 
office appliance dealers in San Bernardino and its sur- 
rounding territory will have opportunity to bid. 

The typewriter bid, which included typewriters both 
for offices and student training, has already been 
awarded. Typewriters purchased were: L. C. Smith, 13; 
Underwood, 46; Royal, 51; Remington, 6; R. C. Allen, 
3; total 119. Firms participating in the typewriter 
award were Arrowhead Office Equipment Company, the 
W. K. Davis Company, Stockwell & Binney, the Rem- 
ington Rand Inc., and Fath’s, all of San Bernardino 
city. 

The extensive operations described above should give 
the dealer an idea of the tremendous sales volume in- 
volved when new schools are built or old ones modern- 
ized. A familiarity with the architectural activities go- 
ing on in the dealer’s own community is one way to 
keep up with local progress and at the same time ex- 
pand one’s own profits. 





CHECK SCHOOL NEEDS 


closely for success in sale of supplies 


AREFUL RESEARCH into the needs of school stu- 


dents of all types is necessary in order to make a 
real success of back-to-school merchandising, accord- 
ing to Scharr’s Bros. Stationers, Grand and Olive, 


St. Louis, Mo 

William Kincaid, owner of the retail stationery store, 
has made an outstanding success of back-to-school 
merchandising year after year, largely because the 
Scharr store is located within a block of St. Louis’ larg- 
est college al university, and also because definite 
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steps have been taken to learn in advance the needs of 
students before the school opening each fall. 
According to Mr. Kincaid this research consists 
merely of checking with university registrars, profes- 
sors, supervisors, and so forth, as to new classes being 
offered for the fall term and new developments in the 
standard curriculum. For example, recently there has 
been a considerable uptrend in scientific classes, which 
demand more ring binders, notebooks and more accur- 
ate instruments for classroom studies. Similarly, there 
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are many new art classes and engineering classes 
which require more advanced equipment than the 
familiar note book, pen and pencil set. 

Likewise important to the stationer who wants to 
offer a complete selection of back-to-school supplies 
with profitable turnover are such classes as accounting, 
bookkeeping, tax accounting, and so forth, which are 
becoming standard in many universities. All of these 
are taken into consideration by Scharr’s in ordering 
back-to-school supplies, with the result that when the 
school season opens, the store is well stocked with 
school supplies for all ages from small children up to 


college post-graduates. 

“At one time, professors from the universities and 
high school teachers were likely to drop around and 
tell us what supplies their students would need for 


’ 


the forthcoming term,” it was pointed out. “However, 
most universities nowadays have set up post exchanges, 
or their own book stores, which of-course, represent 
powerful competition. Usually, however, such school- 
operated stores do not carry complete enough supplies 
to satisfy most students, with the result that if a strong 
bid is made for back-to-school volume, it can be main- 
tained.”’ 





UNUSUAL METHODS 
build big school supply business 


EBB’S CITY is a city within a city. This highly 
publicized department store covers an acre of 
space, under its several roofs, consisting of 50 separate 
departments, within the confines of St. Petersburg, Fla 
Webb’s City contrives by unusual selling methods to 
reach fabulous yearly turn-overs in the limited space 
devoted to its smaller departments. And the school 
supply department is no exception to this general rule 
Across the two counters, 25 x 6 feet, of the school 
department, annual cash sales run up to $135,000. This 
sales total has its ups and downs depending upon the 
period when schools are in session. During the entire 
school year its sales show slight variations. But from 
June to August, there is the usual decrease which 
comes with the long vacation. Beginning in the middle 
of August, James Ear] “Doc’’ Webb, owner-manager of 
the store, begins to prepare for the busy season ahead 
by enlarging the usual advertising space in the two 
local newspapers. Specials in the school supply de- 
partment are mentioned regularly in full page ads 
given over to different departments But as school 
days approach, space given to school supplies is en- 
larged and embellished with numerous cuts, in the 
belief that a picture speaks louder than words. Per- 
sonnel at the school counter is increased to 12 girls in 
two shifts of eight hours to take care of the steady 





Increased advertising, special sales 
well attended counters spell steady sales 


by Joseph Lawren 


feature writer 


stream of boys and girls (often accompanied by their 
parents) who mill around the counter. The department 
is kept open from seven in the morning until eleven 
at night, so that no child need worry that he will be 
unable to obtain the necessary school supplies. 

Since many of the young sales girls have but recent- 
ly left school they find it easy to administer to the 
needs of all grades, from those students just beginning 
to those attending the college in St. Petersburg. Since 
Webb’s City is a cash-and-carry store, no sales girl is 
ever absent from the counter to attend trade on the 
outside. 

From time to time, leaders are given extra space in 
ads and have proved to be a potent drawing card 
Often the young student comes to buy the leader alone 
but lingers to inspect the numerous items, some of 


STUDENT MAKES PURCHASES AT WEBB CITY'S SCHOOL SUPPLY COUNTER 
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which he usually buys. The present leader is the 
Stooge” notebook filler which is made of the best 
quality paper, and fits all standard binders. Its wrapper 
is embellished by an attractive cut, proclaiming Webb's 


City to be the “World’s Most Unusual Drug Store.” 

After school hours, when students are apt to be 
somewhere in the store, a loudspeaker proclaims that 
the leader item, advertised that morning at a low 
price, will be offered for the next 10 minutes at an 
even lower pric This announcement is followed by 
a hurried \ o the school supply department, with 
the result that, for 15 minutes, it is a veritable bee- 
hive of activity. Once the leader is purchased, how- 
ever, the psychological effect is to keep the young cus- 
tomer examining the supplies, in the hope that he will 
pick up similar bargains. 


Special ow displays of school supplies are fre- 
quent. Usually the windows closest to the main door, 


which leads directly to the school supply department, 


are utilized. F Doc” Webb believes that when chil- 
dren want a hool item, they want it in a hurry 
School supplies,’ says ‘Doc’, “should be as handy in 
a department store as they are handy in school.” 
Crowded as they are and often “feet high” with fillers 


and notepaper, the counters present a lesson in order- 
liness. “For,” says ‘Doc’ Webb, “in order to sell, order 
must be the order of the day.” 

Customers know from past experience where each 
item is to be found, so changes are seldom made. 

Garnet Murphy, buyer and manager of the school 
supply department, is a lady who keeps her ears and 
eyes wide open. From her prospective customers, she 
learns what the special needs of each school are and, 
from time to time, what items are best liked by the 
scholars. Then she stocks up and publicizes the fact 
that “an unusually large purchase of that particular 
item has given Webb’s City the opportunity of offering 
it to the scholars of St. Petersburg, at an unusually 
reasonable price.” 

Thus timeliness, publicity and advertising, plus the 
knowledge of the goods which the salesgirls sell, com- 
bine to pile up large yearly volumes of sales, and ever- 
increasing yearly profits for the school supply counters 
of Webb’s City. Good salesmanship and an ever-con- 
stant study of the needs of the school population of 
the city, has resulted in an ever-increasing yearly 
volume of sales in the school supply department of 
“The Most Unusual Drug Store in the World.” 





PREPARE NOW 
for the September 


[I PAYS WELL to go after the school trade in Sep- 
he dealer who gets the good will of grade 

students has a clientele from whom 
he will drav isiness for many years 

Last fall Schwabacher-Frey Company, Los Angeles, 
displayed in the window a stout wooden desk, a rebuilt 
typewriter, 100 sheets of typewriter paper, an erasing 
shield, an eraser and an abridged dictionary. The en- 
tire combination was offered at an attractive price 
Royal and Underwood typewriters, with carrying cases, 
were specified. The combination—especially the desk 
who had been considering the purchase 

buy during the sale 
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School su being relatively of a neutral color, 
in effective ethod of calling attention to them is 
O arrange the in a setting of bright colors to attract 
the eye of p rsby. This was done by Schwabacher’s, 


school trade 


Special sale package builds sales, 
makes customers of future executives 


the school supplies window having a background of 
yellow, and the long four-step fixture covered with 
alternate blotters of red and green. High on the wall 
a long strip card said “Back to School.” Portfolios, 
zipper cases, boxes of pencils, fillers, typewriter paper, 
art books, thesaurus, copy holders, dictionaries, flash 
lights, pocket pencil sharpeners and cards of erasers 
were shown. Carrying out the schoo] theme, price cards 
were in the form of simulated slates with the name 
of the item and the price in chalk. 

Said the manager of the Angelus Typewriter Com- 
pany, Los Angeles, “We go after the school trade 





DEALERS DRESS WINDOWS TO APPEAL TO THE BACK-TO-SCHOOL GROUP 


LEFT: A sturdy desk sets the mood of a dormitory room at 
Whitneys, San Diego, Calif., with such added attractions as 
a portable typewriter, radio, game table, chessboard, a 
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lamp and chairs. RIGHT: Display window at the Stationers 
Corp. in San Diego, features a variety of items to catch the 
eyes of returning students. 
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strongly. Our pre-school ads suggest the purchase of 
a new portable as a fine going-away-to-school gift, or 
the renting of a rebuilt machine for the school term for 
the high school student. As an added incentive to the 
purchase of a new or rebuilt machine we offer a year’s 
supply of typewriter ribbons. This was a special school 
offer, good for one week only.”’ 


Two deep lobby 

windows were given over to the 
display of typewriters of a half dozen makes which 
were shown on white pedestals of varying heights. To 
each was attached a pennant of one of the Los Angeles 
high schools. Black signs, bound in orange and lettered 
in white, said “The ideal gift for Back-to-School—a 
new portable,” or “A thorough overhauling of your 
machine before school starts, $12.50.” 

Whitney’s, San Diego, Calif., appealed primarily to 
collegians, suggesting a number of substantial items 
for fitting up a college room. For study they suggested 
a desk with deep drawers on either side, a typewriter, 
and a desk lamp; for relaxation, a comfortable chair 
and a radio; and for recreation a folding game table, 
chess and checker sets. 


Eastern-Columbia, 

Los Angeles, came out with a big 
ad headed “School Ahead—-Young Americans prepare 
for participation in world affairs.” In two columns were 
lists of school supplies and prices, with space opposite 
each for checking items needed. A boy and girl (cut- 
out models) were shown operating typewriters in a 
corner window. Beside the boy was a card “For Future 
Executives,” while by the girl was a similar one “For 
Coming Feminine Careerists.” In racks and on the 
floor was an extensive outlay of blank books, loose leaf 
inserts, rulers, compasses, pens, and pencils. 

Lowman & Hanford Company, Seattle, Wash., made 
a specialty of promoting the sale of all types of leather 
books to students. An ad called attention to eight 
different types—leather bound record books, such as 
personal records, notes, MSS books, address books, 
engagement books, stock books, autograph albums and 
transfer record books. Another ad featured telephone 
book covers and leather covered thesis books. Ads are 
run in the student school papers, circulated both on 
and off the campus. 

The Remington Typewriter Company, Los Angeles, 
had a display backed with olive green. Large card- 
board discs of rainbow hue hung from the ceiling, a 
leather brief case being fastened to each. Several type- 
writers were shown on top of cases. In front were 
displayed boxes of typewriter paper, carbon paper, sec- 
ond sheets, ribbons and erasers. A big card announced 
“Basic campus equipment — typewriters, portfolios, 
fountain pens and typewriter paper.” 





The Stationers Corporation, Los Angeles and San 
Diego, Calif., always ties up promotion with the Sep- 
tember school trade, directing attention to supplies for 
student from the primary grades up through college. 
A display of grade school merchandise had a big card, 
showing children running, which said “Hurry! Don’t 
poke—Don’t walk—to the school supplies of Stationers 
Corporation.” On the wall were many book satchels. On 
the floor were pen and pencil sets, drawing materials, 
colored pencils, ink, twine, erasers and scissors. Another 
window turned the spotlight on dictionaries. A big wall 
card said “The Modern Dictionary for Home, School 
and Office.” On a stand was an open Webster’s un- 
abridged dictionary. Scattered through the display 
were the College Standard Dictionary, Modern Dic- 
tionary, German-English, Spanish-English, Rogers 
Thesaurus, Webster’s Dictionary of Synonyms and 
many little vest pocket dictionaries. 


In the lobby 

of the Santa Ana Bookstore, Santa Ana, 
Calif., was a glass case, with a large red card lettered 
in white “Back to School Supplies—genuine leather 
zipper notebook, $5.95; fountain pen, $1.50; pencil, 
$1.75.” A number of these zipper cases and pen and 
pencil sets were shown. On top of the case was a 
revolving rack, holding views of the Santa Ana schools 
and junior college. School supplies were shown in the 
rear of the store. Strung across the front of this sec- 
tion was a row of pennants saying “Back to School.” 
Books were shown on tables at each end, and on tables 
in the center were all kinds of school supplies—pens, 
pencils, erasers, note books, scratch pads, rubber bands, 
paste and ink which patrons could select for them- 
selves. Having to traverse the entire length of the store 
the visitor had a chance to see many items suitable 
for those going away to school—book ends, student 
lamps, desk calendars, pen and pencil sets and many 
varieties of leathers. 


Especially interesting 

and productive of excellent 
results was the portable typewriter clinic conducted by 
a group of typewriter and office equipment firms in 
Los Angeles and vicinity. They took a large space in 
the newspaper headed “Pre-School Special. A new rib- 
bon installed and a complete check-up of your portable 
typewriter by our specialists for only $1.00—Three days 
only. There is a typewriter specialist near you. Check 
the names and addresses below for convenient loca- 
tion.” Then followed the names and addresses of 
20 firms in Greater Los Angeles. A card calling 
attention to their pre-school portable typewriter clinic 
was placed in the window of each firm, in the midst 
of an extensive display of portable typewriters. 





VICTOR VISIBLE TRAINING SCHOOL 
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A recent Victor Visible training school held at the Palmer House in 
Chicago drew this attendance. Front: Melvin Smith, Dykema Office 
Supply, Kalamazoo, Mich.; Albert J. Vercruysse, Springfield Stationery 
Co., Springfield, Ill; Henry Q. Turville, Blied, Inc., Madison, Wis. 
Second Row: H. W. Barnes, Victor Safe & Equipment Co., New 
York, N. Y.; John Walraven, Dykema Office Supply, Kalamazoo, Mich.; 
Roy C. Skibbe, Victor Safe & Equipment Co., Arlington Heights, IIl.; 
M. H. Renz, Lincoln Office Supply Co., Waterloo, lowa. Rear: Arthur 
Knopoff, Reliable Stationery Co., Chicago, Ill; Jesse A. Peck, Spring- 
field Stationery Co., Springfield, Ill. Not shown in photo are James 
O. Zerbe, Bauman Office Equipment Co., Wichita, Kans., and Chester 
O. Long, Springfield Stationery Co., Springfield, Ill. 


OFFICE APPLIANCES, May, 1951 





the bet - 


by Irving Settel, authority on retail advertising 





8. Displaying your merchandise in an ad 


OME YEARS AGO an office appliance re- 
tailer used a full-page advertisement in a 
local newspaper in an attempt to sell over- 
stocked desks. The advertisement was composed 
exclusively of copy. No illustration was used. 
However, the story was readable and offered 
some very interesting price inducements. The 
promotion “pulled,” but far from the anticipated 
volume. Sorely distressed by the results, the 
retailer confronted the local newspaper ad- 
vertising manager. Together they decided to 
rerun the advertisement but this time to in- 
clude a picture of the desks on sale. The re- 
sults were amazing! The same advertisement 
with the same headline and copy in the same 
newpaper “pulled” so well that much of the 
stock was sold out in a short time. 
What was the reason for this great difference 
in results? Did the picture of the desks make 
great a difference? Although there is no 
way to arrive at a positive answer, it can be 
assumed that the simple illustrations actually 
made the difference between success and fail- 
ire. The pictures displayed in the ad attracted 
the readers’ attention to the story of the sale. 
Once the story had been understood, a poten- 
tial customer was born. 


The importance of illustrations 

in advertis- 
ments has long been recognized by outstand- 
ing merchants. Yet there are still a few who 
make the serious mistake of completely elim- 
inating pictures. The major offenders are re- 
tailers who make a poor choice of subject 
matter and method of presentation. 

Your advertisement should be considered 
your “impersonal window or display case.” It 

advisable to show the same items which are 
urrently being displayed in your windows or 
store. If possible, avoid using stock photographs 
and drawings unless they actually represent 
items within your store. Lay out the merchan- 
dise in your advertisement as interestingly as 
possible. Use short, descriptive copy close by. 
Wherever you can, use prices. They are always 
appreciated by present-day, economy-minded 
readers. 

One problem which often presents itself to 
the advertiser is the selection of the kind of 
illustration to use. Among the many types 
available to you both original and from mat 
ervices, are the following: 

1. Wash drawings 

2. Pen and ink drawings 
3. Dry brush drawings 

4. Photographs 
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The advertiser is often confronted with the 
choice of one of the above four. The selection 
should depend upon the effect desired. Each 
media serves its own purpose well. 

Wash drawings are used to portray a subtle 
gradation of tone. They are made with black 
or gray water color, applied with a brush. By 
varying the amount of lampblack and water, 
gradations from light to dark gray and solid 
black may be obtained. 

Wash drawings are used in illustrations to 
portray leather, metal and other reflecting sur- 
faces for items of all sorts. In many cases, 
“wash” is more satisfactory than photographs 
because the artist can glorify the subject by 
adding or subtracting certain factors. Wash 
is excellent for all types of appliances. How- 
ever, there is an added expense since it is nec- 
essary to make a halftone engraving to capture 
the tones. 


Pen and ink drawings 

are well adapted to 
illustrations requiring strong contrasts and 
sharp outlines. No variation in tone is possible 
with this technique. Pen and ink spot draw- 
ings of a man or woman using the item are 
particularly effective. This is an excellent 
medium for fine details and delicate lines. Be- 
cause there is no gradation of tone in line 
drawings, halftone engravings are not neces- 
sary and savings will result. 

Dry brush drawings are similar in production 
to pen and inks. No halftones are necessary. 
Ink, on a partly dried brush, is used to produce 
a “tonal” effect. Most subjects look good in dry 
brush and while production is inexpensive, the 
art work may cost a little more. 


Photographs are best when an impression of 
realism is required. Faithful portrayal of all 
merchandise is possible here. Many people be- 
lieve that photographs are necessarily factual. 
We know that this may not be true. Modern 
photographers can perform miracles with their 
cameras. In addition to realism, a photograph 
is an excellent medium to use when it is neces- 
sary to illustrate a multitude of items. There 
may be so many that it becomes too expensive 
and impractical to draw them by hand. If, for 
example, you wanted to show a vast stock of 
desk sets, it would be more practical to use 
photographs. 

Photos usually end up a little more expensive 
than art work. They almost always require 
retouching and halftone screens are necessary 
for reproduction. 
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The use of stock photographs or mats is all right 
when you can match them to your own merchandise 
Do not illustrate items in your advertisements which 
you cannot supply to the public upon request. Stock 
illustration books or mat services may or may not 
carry your items. If they do, you will save the cost 
of an artist or photographer. 

If it is necessary for you to hire an artist, you can 
keep your costs down to a minimum by employing 
some of the following suggestions 

1. Remember that artists differ in techniques and 
abilities as well as in their prices. Always choose a 
specialist in a particular field. It may cost a little 
more at the time but will save you money in the long 
run. 

2. Always give an artist complete instructions to 
avoid mistakes and “re-do’s.” Always demand first to 
see a rough so that you can see what you are getting 

3. Try to anticipate your art work requirements in 
advance. In this way, it will be possible to order art 
work in quantity and thereby afford a saving. Artists 
will always charge less for quantity work 

4. Always ask the engraver for the original art work 
You may have some use for this in the future and you 
can use the same work over and over again. This 
holds true for engravings. Do not hesitate to reuse 
an old photo or drawing if you have the item in stock 
If you change the layout and copy, it will appear com- 
pletely new to the average reader. 





Dear Mr. Settel: 
Enclosed you will find a post card. Please let me 
know how this may be improved 
I have been selling office supplies for only six months 
I use this card on new accounts that I obtain through 
canvassing. We sell office supplies, furniture, new and 
used adding machines, typewriters, duplicators and 
supplies, and offset printing. 
If you can help me improve this card, or have any 
suggestions, I'll greatly appreciate hearing from you. 
Yours very truly, 
O. W. Ss. df. 
Dallas, Tex. 


Dear Mr. O. W. S.: 

Thank you for your letter to Orrick APPLIANCES re- 
questing suggestions regarding your post card. 

A post card to new prospects is an excellent idea. 
However, I should like to offer the following ideas 
which I feel will improve your card 

1. While handwritten material may be effective, 
it is certainly not the easiest to read. I believe that 
your cards should be printed or multigraphed. 

2. All copy on the post card should be double- 
spaced to facilitate reading. 

3. The card should contain, not only your name and 
telephone number, but also your address. Make it 
easier for customers to reorder 

4. Try using a double post card, with the return 
card suggesting immediate or future mailing. This 
will encourage the recipient to use the card when he 
needs your services. 

Thank you for your interest 
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One of the biggest electrical appliance manu- 
fecturers im the area, for instance, relies on 
Pomeranta’ SEVEN big departments for eve 
thing from « paper clip te a completely fur 
nished office ' 

Whatever your business needs, remember 


WO OTHER STORE 
OFFERS ALL 7 


© Stanoneey 
Pomerantz offers you the biggest stocks. the best © OFRCE PuaNITURE 
service, the most Scenplote leciiiees im the city 
Not one, not two—but SEVEN big departments 
on SEVEN big floors can streamline all your 
business buying, supply you quickly, easily, 
economuc ally 


What do you need today? +» Call RI G-.7171 


A. POMERANTZ & COMPANY 


“The Busineseman's Department Store” 


© OFFCE tQUIPmENT 

© ovPUCcaTING 
burma 

© PtiIntne 

© tmetavine 

* owns 


1525 CwESTNUT STREET ge 


Gs = Ne 


IMAGINATIVE ILLUSTRATION INVITES READERSHIP 
OF THIS A. POMERANTZ & COMPANY AD 


Dear Sir 

We would be pleased if you can examine the en- 
closed advertising matter that we send out quite fre- 
quently to large firms. We try to reach the person that 
would sell the used equipment that we wish to pur- 
chase. 

Any criticism, changes or suggestions will be, I am 
sure, very helpful and greatly appreciated. 

Respectfully yours, 

N. L. 

New York, N. Y 
Dear Mr. N. L.: 

Thank you for your letter of March 8 requesting 
suggestions regarding your mailings 

Your consistency and frequency of mailing post cards 
are of great importance. No doubt good results have 
been achieved. Here are a few ideas which might help 
to increase the effectiveness of your mailers 

1. Too many and too complicated “type faces’ have 
been used on your ‘stretch’ mailer. It is somewhat dif- 
ficult to read. Try to restrict your type faces to two 
or three. Also, use familiar type. This will make legi- 
bility much easier. 

2. I like the card which looks “typed.” I suggest that 
you send out more of these. Have them multigraphed. 
You'll find it less expensive and more effective than 
printing. 

3. Try printing one of your mailings on an index 
card. Make it easy for the card to be filed for future 
reference. 

4. Try a double post card mailer. The return card 
might contain a list of all possible office equipment 
and a space for checking. This invites reply by making 
it easy to answer. 

Most important to remember is to keep all your 
mailing pieces simple, short and understandable. If 
you achieve this, your eventual returns will most cer- 
tainly improve 

Thank you for your interest. 

Sincerely, 
Irving Settel 
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QOERM 
Display 


for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George Bs. Taylor 


P.O. Box 542, Long Beach, Calif. 


NOT perpetual motion 


HE B. L. MARBLE CHAIR Com- 

pany of Bedford, Ohio, has sent 
is a copy of the directions which 
go with it Not Perpetual Mo- 
tion” wind display. The direc- 
tions, which are illustrated, are 
reproduced here for the benefit of 


our readers 
We have 


time agaln in 


mentioned time and 
this column the nec- 


essity fol idea in modern win- 


dow display The idea used here 
is one which has its roots in an 
interest mankind has held for 
many decades. The writer can re- 


member years ago when the search 


for perpetual motion by local] “in- 
ventors” produced some ridiculous 
contraptions which, even though 
they caused much’ merriment, 
proved conclusively the intense in- 


pervaded the human 
mind and which is still of interest 
mankind the world 


terest which 


to inquisitive 


over. Hence B. L. Marble’s “Not 
Perpetual Motion” display is deep 
rooted and one sure to attract at- 
tention to the smooth operation 
of the ball-bearing mechanism 
which is a major feature of all 


the swivel chairs in the firm’s line. 
The title 
the reader notice 


was conceived by R. N. Thomas, 
vice-president charge of sales, 


while observing the crowd watch- 
I in the window of 


ig this display 
ic 


the Cleveland dealer. Mr. Thomas 
heard one oker remark, “That’s 
about the closest thing to perpetual 
motion I’ve seen.” 

To describe the illustration in 
the words of the pamphlet “Il- 
lustrated above is a suggested set- 
up for a window display featuring 
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Deep-rooted theme intensifies 
interest in window display 


the smooth, easy action of the B. 
L. Marble ball-bearing swivel mech- 
anism. The revolving chair is 
turned continuously by the air cur- 
rent from an electric fan concealed 
in the knee space of the desk and 
apparently revolves without mo- 
tivating power. When photograph- 
ing this setup, the camera was 
placed at a point that would re- 
produce the effect when looking 
into a store window. Note the angle 
at which the desk is placed to con- 
ceal the fan. If the fan should be 
in evidence when the display is in- 
stalled, the angle of the desk 
should be changed. The electric 
cord connected to the fan should 
come from the back of the window 
so that it won’t be seen.” 

Nothing attracts attention more 
than a moving object. Here is a 


display that is a real attention-get- 
ter, a display that emphasizes the 
superior merits of the B. L. Marble 
ball-bearing swivel mechanism and 
one that will help you make sales. 
About 150 B. L. Marble Chair deal- 
ers in various parts of the country 
have used this display, many of 
whom have written to the company 
most enthusiastically about it. It 
not only attracted attention to 
dealer’s stores, but, more impor- 
tant, it resulted in sales. All dis- 
play materials except the chairs 
themselves are available to dealers 
without cost. These are billed at 
the current list prices. Any desk 


will do the job. The card shown 
in the left-hand corner of the dis- 
play is in three colors: light blue 
and red with black printing. An 
easel back gives the card support. 





BASIC INTEREST IN PERPETUAL MOTION PROVIDES THEME FOR DISPLAY 
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“Blades” attached to the chair (to 
catch the breeze from the fan) 
carry short, pertinent messages. 

This type of display would be 
ideal for use in a shadow box. The 
framework of the box could be let- 
tered and the chair spotlighted to 
achieve an attractive unit. A swivel 
chair elevated in the shadow box 
could be flanked by two armchairs 
matching it. This would be an ex- 
cellent way to promote the sale of 
a complete set of chairs. It would 
also mean a new arrangement. 

We are very grateful to Mr. 
Thomas and The B. L. Marble Chair 
Company for their contribution to 
the display column. 





Monthly Display 
Service for Dealers 
Taylor Aids 


for modern display 

of commercial stationery 

and supplies 

For information write 
George D. Taylor 

at address given above 














THE COLOR MEDIUM 
can build profits for you 


NE OF THE most important 

mediums in display today is 
color. It is emphasized in almost 
every retail business except the 
stationery business. What little 
Stress it receives in the station- 
ery business comes, for the most 
part, from the manufacturer’s 
package. On pages 103 to 105 of 
the October issue of Orrice AppLi- 
ANCES you will see a colorful adver- 
tisement by the Columbia Ribbon 
& Carbon Manufacturing Company, 
Inc. This advertisement illustrates 
very vividly how color attracts 


There is no doubt in the mind of 
the writer that the beautiful colors 
used in packaging these Columbia 
products has a great deal to do with 
their successful distribution. 


Any merchant 

who carries this 
colorful merchandise in stock, in- 
deed who carries any colorful mer- 
chandise, is losing a bet if he 
doesn’t take advantage of the color 
to pep up his window displays. By 
using the color I do not mean just 
taking a few of the packages and 
throwing them into the window 
haphazardly. I mean taking time 
to think out unit trims of related 
items and keeping the color of these 
items in as close harmony as pos- 
sible. On your stand arrangements, 
for instance, be sure that the reds 
are supported by harmonizing or 
matching colors. For example, take 
a green package of typing paper 
and stand it on one of the glass 
shelves of your stand. In front of 
it arrange a display including a 
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Vivid packaging used 
effectively for display 


by George I. Taylor 


display specialist 


Silver-colored pencil sharpener, a 
box of typewriter ribbon that har- 
monizes and two or three more 
items of correlated merchandise ar- 
ranged in a pleasing fashion. Many 
times the display stand, especially 
if it’s made of wood, can be used 
to carry colored cardboard at the 
back, thus presenting the appear- 
ance of a background panel. If 
you’ve studied color you'll know 
what color background to choose. 
If you haven’t studied this, you no 
doubt have some color aid available 
in your files that will help you. 


The color 

of your background is 
important—many times it means 
the difference between your cus- 
tomers seeing or not seeing what 
you have on display. Keep the 
background of your window as light 
as possible and the ceiling should 
be light enough to distribute the 
window lighting in pleasing fash- 
ion. Greens, ivory, buff and white 
are colors for the walls that are 
used to great extent. Off-white for 
the ceiling guarantees the proper 
distribution of light. Of course the 
light fixtures themselves have a 
great deal to do with the distribu- 
tion and it would be wise to seek 


expert advice on this. Colored pan- 
els and drapes also add a great 
deal of distinction to the appear- 
ance of the merchandise if they are 
chosen in good taste and displayed 
under a spotlight. 


Much of the difficulty 

encoun- 
tered by the inexperienced in dec- 
orating the window can be laid at 
the door of odd-shaped show win- 
dows. This is easily overcome if you 
will ignore the background entirely 
and arrange your units on chrome 
stands against favorably colored 
panels. Be sure these units are 
placed in well-balanced positions so 
that the customer can easily see 
what you have on display. If your 
displays are colorful and interesting 
he will not even be conscious that 
you have a permanent background. 


The color of the 
window flooring 
is important, too. There is no sight 
quite so disturbing to the man who 
is centering his attention on a 
smart refurnishing plan as that of 
a desk shown on soiled floor cover- 
ing or on dirty, unkempt hardwood. 
This soiled condition many times 
is caused by the window washer 
who is careless. Insist that he use 
a cloth on the floor at the base of 
the glass to catch the excess water 
and you will be rid of this nuisance. 
Of course, if an individual trims 
without help he is bound to 
carry dirt from the sales floor to 
the window flooring on his shoes 
and in time you will have a dirty 
floor covering. In selecting color 
for the floor be sure that it is neu- 
tral or that it harmonises with the 
color in your backgrounds. Gray, 
brown, maroon and even black are 
good colors. Remember all-over de- 
signs will minimize dust promi- 
nance. 
It is very hard 
for the uninitiated 
to understand how color can make 
profits. He fails to realize that peo- 
ple are attracted or repulsed by 
color, depending on the good judg- 
ment of the merchant. If he could 
fully understand the truth of this 
statement he would rush to secure 
the right type and color of floor 
covering for his windows—he would 
not rest until he had attained it. 
The color of your show window 
backs should be changed at least 
twice a year. It is not easy to 
change the nature of the mer- 
chandise you have on display, but 
it is easy to use a little paint ev- 
ery six months and provide that 
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startling difference in appearance 
which will stop the prospect and 
keep him aware that you are on the 
map 

By all means employ the judicious 
to swell the receipts 
in your cash register. Secure books 
on color at the library. If you are 


use of color 


in a big city, watch your competitor 
and apply his best ideas in your 
own displays. Watch the depart- 
ment store windows. Usually the 
display manager in any of these 
stores is more than willing to tell 
you what combinations of paint he 
used to get a certain color. Here 


is a new field for you to travel. If 
you have not already done so you 
will find a challenge worthy of your 
mettle as you seek the proper com- 
bination of color against which to 
show your smart merchandise and 
by which to smarten its appearance 
for the shopper. 





DEALER'S ad window idea 


tp O. A. AD DISPLAY is sug- 


gested by an Underwood Cor- 
poration ad found on the back cover 
of the December issue of OFFICE 


APPLIANCES and should have a ter- 
rific appeal to the women who, after 
all, buy most of the typewriter rib- 
pons 

The advertisement is a splendid 

modern approach 
t blueprint plan for 
merchant who 


example 
and is a perfe 
any progressive 


seeks the unusual through display. 
We all agree that one of the 
most important things in a wom- 


hosiery. The average 
particular about the 
quality and appearance of this item 
so import her personal ap- 
peal. It stands to reason, there- 
hosiery form in the 


an’s life is he1 
woman Is very 


fore, that 


window with the typewriter rib- 
bons would cause her to stop in- 
stead of pass by the display. Her 
mind might be detoured for a 


moment or so but when she gets 
over her amazement at seeing the 


hose in an office appliance show 
window she will concentrate for a 
moment or two on the ribbons. If 
your three-minute sale has been 
skillfully prepared and presented, 
another customer for nylon long- 


r ribbons will be 


wearing typewrite 


the result 


Our artist 

has given us a blue- 
istallation. Remem- 

ber, this is y one of the possible 

ways of arranging the items. Two 

typewriters are shown on a raised 

platform and a pedestal. The word 


print for this 


nylon’ is spelled out by means of 
typewriter ribbon boxes on a slant- 
ing board in front of the display. 
Other boxes glued to ribbons are 
suspended from the ceiling. Two 
signs are featured in the display, 
one emphasizing YOUR STORE 


NAME and the other the name of 
THE MANUFACTURER. The copy 
h sign is up to you 

the appeal you 
vital in your par- 


underneath « 
and should 

consider most 
ticular busin¢ 
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Woman's stocking sets 
stage for nylon display 


Don’t forget that a spotlight in 
the right position will greatly in- 
crease the effectiveness of the dis- 
play. A turntable upon which you 
could place the hosiery form would 
also have an important bearing on 
the result of this sales effort. This 
sort of display is ideal for a small 
window. It could be used also in 
a shadow box with variations. Once 
again one of the leading firms in 
the typewriter field has shown us 
the way to PROMOTE its product. 
Not only has the Underwood Cor- 
poration given us a good idea for 
an advertisement in our local news- 
paper, but they have practically 
sketched a plan for a progressive 
display in our show window. How 
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NYLON SHEATHED LEG DRAWS ATTEN- 
TION TO DISPLAY OF NYLON 
TYPEWRITER RIBBONS 


foolish it would be to ignore all the 
work to which they have gone. Let’s 
build more progressive displays in 
our windows and reap the sales 
rewards which are sure to follow. 





A NEW NOTE IN STATIONERY DISPLAY 


eg Se 





Cut-out letters on the background spell out “Don’t Forget 
Your Stationer Has Thousands of Handy Helpers for the 


Home. 


“ In the figure’s hand is a “mile long” list of items 


for the home that can be purchased within the store. Den- 
nison products are displayed in such a way as to call atten- 
tion to the individual items in this Schwabacher-Frey window. 
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WOMEN 


demonstrate 


ALESWOMEN are being effec- 
tively employed by Kalmus- 
Golden, Inc., 45 W. 36th St., New 
York City. Their chief advantages 
as enumerated by John Kalmus, 
president of the firm, are as follows: 
1. They have a keen sense of in- 
terior decorative values and can 
readily assist a prospective cus- 
tomer in working out his ideas for 
outfitting his office. 

2. Customers usually are flat- 
tered in being waited on by a 
woman. Often, they are glad to get 
feminine advice and can be per- 
suaded to purchase items which a 
male salesman would have difficulty 
in disposing of. 

3. They are conscientious and 
loyal to the firm with a much lower 
turnover than their male colleagues. 

Mr. Kalmus started his experi- 
ence with women help on the sales 
floor when a well-groomed young 
woman entered the store one day 
and asked for a selling job. Her 
principal qualification was that she 
was a graduate of a well-known 
interior decorating school, although 
she admitted she had no experience 
in the office furniture and appliance 
field. 


After careful 

consideration, Mr 
Kalmus decided to take a chance 
He gave his personable employee 
on-the-job training by having her 
watch experienced salesmen com- 
plete transactions and by going 
around with them as they made 
their calls. 

For several weeks she was not 
permitted to make a sale on her 
own. Finally, when it was believed 
that she was sufficiently indoctrin- 
ated with the firm’s procedure, she 
was given the go-ahead signal 

Today, that young woman not 
only heads the firm’s sales staff, but 


Display at entrance of Kalmus-Golden, 
Inc. Items on platform in backless 
window lend authenticity to store's 
claim that it is one of the “office show 
windows of America.” 
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skill as furniture sellers 


Sense of decorative values, good 


grooming, loyalty mark feminine staff 


is authorized to act as buyer of ac- 
cessories such as lamps, draperies 
and other furnishings which bene- 
fit by a woman’s touch. Two more 
women salesmen have been added, 
besides the two male salesmen, and 
present plans are to have two 
women to every man on the sales 
floor. 

Under the present recruitment 
policy, only qualified graduates of 
an interior decorating school are 
considered. They must have a feel 
for color scheme and decorations 
and be thoroughly versed in floor 
coverings, lamps, fabrics and other 
accessories. With this background, 
all the store has to do is to furnish 
training in steel merchandise and 
give a few pointers on office equip- 
ment. 


After a little 
experience on the 
floor, the women salesmen are 
groomed in going out on calls. A 
capable store representative must 
be able to give a complete room 


by Albert S. freshen 


feature writer 


plan, color scheme, suggestions as 
far as office furniture is concerned 
(particularly placement) and re- 
flect a customer’s’ personality 
rather than her own. 

Remuneration is on a straight 
salary basis, no commissions being 
offered. This is to avoid high pres- 
sure tactics, Mr. Kalmus explains. 

Supplementing this type of sales 
approach is a four-point special 
service program embracing the fol- 
lowing highlights: 

1. An expert interior decorating 
department to assist in the plan- 
ning of private office or general 
office layouts. An artist is em- 
ployed full-time to sketch render- 
ings to scale in colors. If an order 
is received there is no fee for this 
service, but if not, a nominal charge 
is made. 

2. An extensive shop where mas- 
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construct custom-de- 
interiors, partitions, 


ter craftsmen 
signed office 


special cabinets and showcases. 

3. A general contracting depart- 
ment for carrying out alterations 
and executing new construction 
in wood, steel and masonry, paint- 
ing walls, carpeting floors and drap- 
ing Windows 

4. A large repair department to 
refinish, upholster and recondition 


office furniture to look like new. 
The store premises consists of 
25,000 square feet of display space 
in basement, main floor and mez- 
zanine with a well-rounded stock 
for private or general office, li- 
brary, home workshop and factory. 
Three model rooms are com- 
pletely outfitted to give a visitor an 
immediate impression of how the 
furniture will look in place. To 
stimulate dictaphone sales, a spe- 
cial room has been set aside for 
these machines, where they are 
not only displayed but instruction 


One of three model showrooms of 
Kalmus-Golden. This one features Eng- 
lish furniture, period model. Every 
piece of merchandise is for sale, even 
to the books and accessories. 


given on their use and care. 

The firm’s promotion consists 
largely of advertisements in the 
daily newspapers. Recently a 20- 


page tabloid supplement was in- 
serted in a Sunday edition of The 
New York Times which brought in 
orders from all parts of the country. 








OFFICE FURNITURE plays 


in bank remodeling 


Efficient working areas speed customer 


decisive role 


HE ADIRONDACK Trust Com- 
pany of Saratoga Springs, N. Y.., 
recently completed the moderniza- 


tion of its banking quarters. This 


entire renovation was executed by 
W. & J. Sloane, Contract Division, 
New York, N. Y., in close consulta- 
tion with Newman E. Wait, presi- 
aent 

The proble involved was three- 
fold: to create more efficient overall 
banking facilities and to improve 


orking conditions as well 
onvenience; to reduce 


employes 


aS customel 


crowding in the public banking 
spaces al ninimize customer de- 
lays; to improve the general in- 
terior appearance with up-to-date 
equipment nishings and decora- 
tions 

The drast rejuvenation is im- 
mediately ted by one entering 
the main door of this bank, now 
virtually new in all respects. The 


congested tellers’ 
lisappeared from the 
main floor, and a feel- 
isness prevails. Since 


U-shaped 
spaces have 
center of the 


ing of spa 
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handling while brightening dispositions 


the building is traditional, the in- 
terior styling retains the traditional 
flavor in design but is modified by 
modern simplicity, light wood fin- 
ishes and the refreshing colors of 
the furnishings. 


Structural changes 

were exten- 
sive. The exterior door at the south 
forward side of the bank was 
sealed with marble; a new door 
toward the rear of the north side 
gives more convenient access to. the 
senior executive balcony offices. In 
numerous places the existing floor 
was removed for electrical wiring; 
rubber tile replaced the cork and 
marble flooring in the new tellers 
and vault area, and at the extreme 
rear in the new bookkeeping office. 
The lighting fixtures were equipped 
with a diffusing light to increase 


their efficiency by 100%. A new 
electrical alarm system was in- 
stalled behind the banking counters 
along with alarm controls on the 
junior officers’ desks. A hung ceil- 
ing and new marble wall may be 
seen in place of the rear stairway 
leading to the balcony. 


The entire floor 
of the main 
banking area is carpeted with a 
high pile Wilton especially designed 
in a small pattern of tones of brown 
relieved with accents of green. Of 
special design, also, are the window 
draperies and valances, beige in 
color, and with green scroll work 
borders. The casement curtains be- 
hind can be drawn to filter the 
sunlight. 
Perhaps most striking are the 
new banking counters which flank 
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the north and south side walls. To 
the left is found the commercial 
tellers’ spaces with the auditors’ 
offices behind; to the right is the 
savings tellers’ space, both of which 
now have an extra wicket to 
expedite business’ transactions. 
Sloane’s selected a bleached ma- 
hogany finish for the counters 
(or screens), but still retained a 
simple traditional design. Scientific 
lighting illuminates the wickets; 
the steel counter fills consist of all 
new equipment to promote top 
efficiency. The check desks pre- 
viously used have been refinished 
and relocated and two new desks, 
finished to match the screens, stand 
in the center of the public space 


Moving along 
to the junior offi- 
cers’ platform, is found new furni- 
ture in a finish several shades 
darker than the screens. The same 
brown toned carpet of the public 
space extends into this platform. 
The new personal loan office, near 
the newly-cut exterior door and 
the balcony stair, was furnished 
with dark mahogany desks and 
chairs which are pleasingly set off 
by the green twist carpet. On the 
other side of the vault may be seen 
three new coupon booths fitted out 
with recessed lights and separated 


by accordion folding doors which 
can be opened to create a single 
space. 


The bookkeeping 
department, lo- 
cated at the extreme rear of the 
building, presents a shining new 
appearance. The green-grey of the 
files sets the color note and is car- 
ried to the walls. It is repeated in 
the background of the draperies 
which also offer bright contrast in 
the cerise modern flowered design 
The rubber tile of the floor is dapple 
grey bordered with marble black. 
The ceiling has been reinforced, 
acoustical tile applied to the walls, 
and scientific lighting installed over 
the files and machines. 
It is readily apparent that de- 
tailed planning, good design, and 


TOP: view of the Adirondack Trust 
Company's main lobby and tellers’ 
cages as seen from above. Light wood 
finishes were used throughout. CEN- 
TER: tellers’ counters in the newly 
refurbished bank are all-stee! construc- 
tion. Note time-locked currency draw- 
ers and stools which swing into 
recesses when not in use. BOTTOM: 
the bookkeeping department. Walls 
are finished in green-gray to match 
the files. Note acoustic tile and 
scientifi: fluorescent lighting. 
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the judicious selection of furnish- 


ings and color combinations have 


transformed the Adirondack Trust 


into one of the most attractive and 
efficient banking facilities in this 
region. 
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“THINK of the figure you 


present during your business day’ 


Dramatizing beauty, health proves key 


to customer’s interest in posture chairs 


Editor’s Note: The following article will soon be 
available in pamphlet form from The Taylor Chair 
Company. Although it is written to appeal directly to 


the consumer, we feel that the selling points that are 
stressed here are practical ones that might be used 
effectively by the chair dealer.) 


ERHAPS FEW WORDS in all our language are more 
often mis-used, or so inadequately expressive, as is 
the word “posture.” Certainly it should connote com- 


fort in seating, so we qualify it at the outset to be 
comfortable-posture. 

The vast cross section of men and women employed 
in the offices of the land are healthy humans, who both 
work and play. Appeals to health hazards somehow fall 
short as warnings. The ultra-scientific, too, frequently 
goes over the heads of those whose interests are con- 


fined to the purely normal. Such precautions usually 
go unheeded during abundant health. The extra-work- 


stipend interests employer more than employee. 

But there’s a basic down-to-earth approach to this 
subject of posture seating that is of vital interest to 
millions of girls—to every office and machine worker. 
Suppose, in introducing the subject of posture seating, 
we pose the query: Why penalize the charm men ad- 


mire—a beautiful posture? We are now on the solid 
ground of personal interest. We deal in facts. 

Every girl knows that she is sitting half of her wak- 
ing hours. She would never deliberately place herself 
at a definite disadvantage by ruining her naturally 
beautiful posture that is so much, and so justly, ad- 
mired 


It’s a matter of approach 
—of looking your charming 
best all day long. It’s only common sense that a chair 
that caressingly fits the lines of the figure will help the 
girl to be fresher and less fatigued. Far more than a 


beautiful face, men admire poise and posture, charac- 
teristics that are to be kept and cherished. These are 
inherent qualities of beauty and charm. The girl who 


has to fit herself into an uncomfortable chair presents 

a less attractive appearance in continually trying to get 

comfortable, than the girl who is seated comfortably. 
This is legitimate self-interest. There is no use kid- 


by Robert It. Crippen 


The Taylor Chair Company 


ding oneself! You can’t instantly snap back to the 
fine poise, posture and appearance of which you are so 
justly proud, if you spend your entire working day 
hunched or slouched down into an uncomfortable 
chair. 

Think of the figure you present during your business 
day. The fine physique, the poise and the posture of 
the body beautiful is a real heritage, one that makes 
you admired. It’s not good sense to look your worst 
over your eight working hours. 


When one has done her worst 
to wreck the physique 
that is so much admired, it’s too much to hope that she 
can suddenly reverse her posture in the evening hours 
of dates and parties. The “fagged-out” look is tell-tale. 
Maintain the appearance of your morning entrance— 
be fair to yourself—and keep down that waistline, too. 

Girls admire posture and appearance in their men 
associates, so the rule works both ways. You cannot 
knock out the effects of incorrect seating by a five 
o’clock quitting bell. Poise, posture and youthful ap- 
pearance are the rightful heritage of everyone; and an 
uncomfortable chair does do things to anyone. 

The net of the whole matter is that comfortable seat- 
ing does contribute to a better figure—the posture of 
the beautiful body that everyone admires. The smart 
secretary will see that her boss supplies a chair that 
supports her naturally graceful and beautiful posture. 

“Oozing in” and spreading out to try to find comfort 
in an uncomfortable chair is not conducive to a beau- 
tiful body, and you and everyone know it. Make capital 
of the fact that poise and posture, which are most im- 
portant beauty points in any charming girl (and man, 
too, for that matter) are maintained and not destroyed 
by office seating. Posture seating for you is, and re- 
mains, a personal problem. 





In this troubled world, it is sometimes hard to hold on to your ideals 
and good habits, but it must be done. For only in this way can we keep 
our American morale at a high point. The light of tolerance must be kept 
burning if liberty and faith are to survive. These liberties are the symbols 
for which we stand for, live for and will die for, if necessary. Each of us 
can serve Democracy well by being better citizens and better men and women. 


OFFICE APPLIANCES, May, 1951 


—Richie Waddell 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE .. . COUR. 
AGE ... CO-OPERATION 


ROM THE armed services, a 

sales-director for a Midwest firm 
of office outfitters, who is now tak- 
ing time to serve his nation and the 
United Nations, gives us this timely 
nomination that won this month's 
Mr. I. Will Pepper- 
Upper. He further 
noted that he had 
bulletin-boarded it 
in his sales meeting 
room just prior to 
his departure on 
his present assign- 
ment... .We quote: 
“RIGHT NOW when sales seem to 
come the more easily, GIVE that 
extra effort—IT WILL REGISTER 
REAL RESULTS!” 











MODERN EQUIPMENT 





* * * * 


“ ” * 
I-D-E-A E-X-C-H-A-N-G-E 
Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 


ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 





YOU!!! (Always men- 
tion idea number, and af 
address the co-ordinator _s 


of this page, Care of Shaw & Bor- 
den Co., Box 2153, Spokane 2, Wash 
Use this same address in sending in 
your thoughts for our Mr. I. Will 
Pepper-Upper and Terse Trailer 
Departments of BUSINESS BUILD- 
ERS Telecast.) 


Ask immediately for 
No. 1951-12: “A BUSI- 
NESS BUILDING MEAS- 
URING STICK FOR YOUR BUSI- 
NESS LETTERS.” This is by a 
nationally-known office outfitter 
who generously mailed us the com- 
plete outline of his research based 
on actual experiments in this im- 
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portant field. We want you to have 
this and so does this aggressive sta- 
tioner. He makes every letter a 
sales letter, even those from his 
accounting department ... AND 
SO CAN YOU! 

Ask immediately for No. 1951-13: 
“TIME CONTROL OF OUR SELL- 
ING COURSE.” Here you © 
have a direct plan of 
southern central sta- 
tioner, in which he out- 
lines his method of efficiently em- 
ploying the scheduled daily time of 
each of his sales staff. 

Ask immediately for No. 1951-14: 
“TESTED SALES POLICIES OF 
OUR BUSINESS.” Appli- 
cable to all sizes of office 
outfitting enterprises, 
here you have a most 








complete manual from which to 
profit. 

Ask immediately for No. 1951-15: 
“Do you and your sales associates 
really use present USERS of your 


? 


products and services to 
sell NEW USERS?” There 
you have the crux of a 
very definite practical = “ae 
BUSINESS BUILDER generously set 
forth by a large southwest stationer 
who has built a large business on 
this fundamental principle. 

Ask immediately for No. 1951-16: 
“FUNDAMENTALS TO STEER BY 
IN THIS SEA OF CHANGING CON- 
DITIONS.” This is a factual treatise 
that a well known manufacturer in 
our trade outlined for his dealer 
organization and now offers in 
abridged form to listener-ins. 

Ask immediately for No. 1951-17: 
“An All-Important 11-Point Check 
Sheet for Salesmen.” Here you have 
for the instruction of your own 
sales staff a self-check sheet ar- 





rived at and used by sales organ- 
ization of a West Coast office out- 
fitter. It has proved most effective 
for him, so send for it! 

Ask immediately for No. 1951-18: 
“PROSPECT GARNERING” 
Here you have one of the most 
valuable BUSINESS 
BUILDERS ever offered. 
To quote from this east- 
ern stationer in his in- ~ 
troduction of this subject he sent 
us for your profit: “There are two 
ways of increasing sales in our office 
outfitting enterprises—the one is by 
securing more prospects; by better 
intensive salesmanship, or taking 
your same list of prospects and sell- 
ing them more or better equipment 
and supplies and services. I ear- 
nestly believe the wide-awake and 
successful stationer is and will be 
he who is on the jump constantly 
to speed up the efficiency of both 
phases of his organization’s sales 
efforts.” There you have the invi- 
tation to learn the rest of this mes- 
sage on this factual know how. 


” * * - - 7 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
—there’s a prize for each one used 
. . this month paid off a tie and 
here they are: “Gossip is letting 
the chat out of the bag.” “There 
are no known limits to the power 
of an IDEA.” 
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Office-efficiently yours! 
RALPH B. ORTEL 


IT’S ROYAL FOR RHONDA 





< 5 
—) 


Showing off the new platform furniture to good advantage 
in the Royal Metal booth at the recent NOFA show is pretty 
Rhonda Sherwood, being admired (or perhaps it’s the furn- 
iture) by P. J. McGuire and Bob Leeds, Southern Seaboard 
and Pittsburgh representatives, respectively, for Royal Metal. 
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Editorial 





Five-Point Program 

@# THE ROYAL METAL Manufacturing Com- 
pany in its most recent issue of The Royal 
Reporter strongly emphasizes the necessity for 
a “liquid-flexible” business policy. The five-point 
program for dealers bears emphasis in this in- 
dustry. It reads: 

1. Keep a strong, liquid cash position. 

2. Don’t over-stock, and don’t inventory ques- 
tionable merchandise. 

3. If original brands disappear from the mar- 
ket, choose alternates fast but cautiously, test- 
ing their sales potential before you stock. 

4. Continue to stock, sample and display your 
leading lines; the ones with high profit margins 
and low maintenance service. This will help you 
cut costs considerably. 

5. Don’t branch out into trades where you 
have neither business nor trade experience. 
Work in your own back yard... it’s good fertile 
soil 


—_--_- 


Sales Still Needed to Make Profit 
@& PROFITS ARE NEEDED in good times or 
bad, in a sellers’ market or a buyers’ market, in 
times of plentiful goods or temporary shortages 

because profits are the life blood of business,” 
points out Dun & Bradstreet, Inc., in a recent 
illustrated message. The colored lithographing 
accompanying the message depicts a cash reg- 
ister, empty except for a few trinkets such as 
keys, thumbtacks and rubber bands and bear- 
ing the notation, “You Can’t Make a Profit 
Without a Sale.”’ 

In times of shortage there is often a tendency 


to exploit the “expediter” instead of the sales- 
man. But Dun & Bradstreet, Inc., says after 
defending profits as “evidence of our national 
initiative and industrial progress”’: 

“There is still plenty of opportunity for ag- 
gressive and competitive selling. Goods in rea- 


sonable supply must be moved. And isn’t it 
profitable to maintain and protect sales and 
service relationships where scarcity and delays 
exist? 

“There’s no substitute for salesmanship at any 
time. Let’s go to work and earn profits. You 
can’t make a profit without a sale.” 


_— —_---_—- 


The Magic of the Crocus 

@® ONE OF THE Spring miracles is that illu- 
sion which can be performed by a crocus, be it 
lavender or white. Spring really isn’t here just 
because this fragile bloom has the temerity to 
poke its lovely head through the mud and the 
ebbing snowbank. But the then-inspired gard- 
ener fails to see the torn patches of lawn, the 
gulleys and the debris. Instead, he reaches for 
the hoe, the rake and the garden trowel because 
his heart is singing. 

What has this to do with the stationery and 
office equipment industry? Nothing perhaps, ex- 
cept that now’s the time to put the “crocus” in 
the display window, if it hasn’t already been 
done. Look what a single flower can do because 
it dares to be first out in the Spring. 


_—___ > o> 


Bad Money 


#4 IF YOU FOUND a counterfeit dime, a 
plugged quarter or a spurious dollar bill in your 
pay envelope what would you do? Of course you 
would; and should. So would everyone else. 

Well—did you ever take count of any (if any 
there were) spurious quarter or half hours you 
passed on your employers in a week for which 
you expected them to pay you in good money, 
which they did? 

Did you ever check your time on the job as 


you do the contents of your pay envelope? 
(A reprint from the editorial page in the June, 1917, 
issue —But, of course, everything is different now.) 





Here and There 


ANNUAL BUDDY POPPY SALE 

GIVES YOU CHANCE TO HELP 

Fashioned by hands that flew the planes, 
steered the ships or manned the guns, 
Buddy Poppies will, as in past years, go 
on sale from May 20 to Memorial Day. 
Disabled veterans in government hospitals 
and soldiers’ homes actually do the work 
of assembling Buddy Poppies, and receive 
compensation for their work. A twofold 
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benefit is thus derived—the work has 
proven to be of real therapeutic value, 
and it also provides extra spending money 
so that these men may have some of the 
little special comforts of life that the 
Veterans’ Administration does not give. 
Originated by the Veterans of Foreign 
Wars, the idea actually took root when 
Madame Guerin of France, inspired by 
the symbolic beauty of the poppies of 


Flanders, sought the co-operation of the 
V.F.W. in selling poppies, made in France, 
to aid disabled and needy war veterans. 
A year later, in 1923, the V.F.W. estab- 
lished workrooms in Pittsburgh, staffed by 
disabled veterans. They were the makers 
and originators of the term, “Buddy 
Poppy,’ which was subsequently registered 
with the U.S. Patent Office. 

In giving generously to the 1951 Buddy 
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Poppy sale, you will be aiding three major 
phases of the program—local veteran wel- 
fare work, which consumes approximately 
two-thirds of the proceeds collected in 
each community; nationwide service and 
rehabilitation activities through the state 





Veterans of Foreign Wars 
of the United States 


and national organizations of the V.F.W., 
and maintenance of the National Home for 
the children of deceased war veterans, 
which on occasion also provides a haven 
for war widows. 

LEST WE FORGET, let’s all give all we 
possibly can to this most worthy of causes 
Your contribution can mean so much to 
so many! 





HEART FUND STRATEGY 





At a meeting at the 21” Club, Mrs. 
Vincent R. Impellitteri, wife of New 
York’s mayor and general chairman 
of the New York Heart Association, 
receives campaign report from Carol 
Lyttle, sales manager of the Dicta- 
phone Corp., who is chairman of the 
business machines and office equip- 
ment committee of the commerce 
and industry division of the 1951 
Heart Fund drive. The division re- 
ported that it had reached the half- 
way mark in its $400,000 goal, the 
amount pledged by business in the 
$1,000,000 drive. 
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WORK AND LIVING BOTH 
FUN FOR IVAN ALLEN 


Many complimentary references have 
been paid to Ivan Allen of Ivan Allen- 
Marshall Company, office-outfitters of At- 
lanta, Ga. This industry knows Mr. Allen 
as a man long identified with its progress. 
In Atlanta he is known as a “resource- 
ful” citizen and recently was the subject 
of a sketch in the “Atlanta Constitution’ 
column, “People Worth Knowing.” Among 
other things it says: 

“He built an entirely new business in 
Atlanta during the last half-century, yet 
wouldn't let work interfere with making 
lasting friendships and doing things for 
others. That included participation in 
almost every civic undertaking. 

“The man who has done this is Ivan 
Allen, who has made his work and living 
such fun; perhaps that’s the reason he 
displays the vigor and verve of a young 





IVAN ALLEN, SR. 


man, although he has passed the three- 
score-and-ten mark.” 

After enumerating some of the many 
things that Ivan Allen has accomplished for 
Atlanta, the ‘Constitution’ writer, George 
Erwin, concludes: 

But it’s what he is, rather than what he 
does, that impresses you about Ivan Allen. 
The smile on his ruddy face tells you how 
approachable’ and friendly a really ‘big’ 
man can be.” 





ROBERT C. GOLDBLATTS 
MARK 40TH ANNIVERSARY 

Robert C. Goldblatt, owner of the Star 
Typewriter Company, Chicago, and Mrs. 
Goldblatt flew to Miami Beach, Fla., on 
March 19 for a week's vacation which 
marked their fortieth wedding anniversary. 
It was also “Bob's” 64th birthday as he 
was married on the day he became 24 
years old. 

The veteran office machine dealer is one 
of a family of three brothers of which 
the late Ed Goldblatt was also well known 
to the industry. Brother Maurice was a 
concert violinist, composer, conductor and 
teacher at Chicago Musical College for 
25 years. During that time he also had 
studied art and the University of Notre 
Dame asked him 20 years ago to become 
the director of the art gallery at the 


University of Notre Dame. He has been 
there ever since, giving up his music, and 
received his Doctor of Laws at Notre Dame, 
where he is recognized as one of America’s 
outstanding authorities on art. 





ANCHORAGE DEALER PRESENTS 
MOSLER SAFE WITH A CRAB 

A. R. Burchandt of the Arctic Office Ma- 
chine Company, Mosler Safe dealer in An- 
recently 


chorage, Alaska, remembered 





JOSEPH ASHLEY HAPPILY 
MEASURES ALASKA KING CRAB 


Joseph Ashley, assistant manager of 
Mosler’s wholesale division with an Alaska 
king crab. “Now I've got it, how do I| cook 
it?’ queried Mr. Ashley. But Mrs. Ashley, 
an old hand at cooking Alaska king crabs, 
reports that it’s a real delicacy and is 
wonderful in a salad. 








MRS. HARRY C. CONVERSE ASTRIDE 
“KINGSTON DARE,” OUTSTANDING 
THREE-GAITED CHAMPION-—Since Office 
Appliances first mentioned Mrs. Con- 
verse and her prize horse, in August, 
1949, Kingston Dare has continued 
to bring his proud owners several 
trophies. Recently, at the Arizona 
Horse Lovers’ show, Mrs. Converse 
again rode her horse to honors. Mr. 
Converse, president of the Converse 
Company, Inc., Seattle, Wash., and his 
wife have been spending the winters 
in Arizona since building a ranch-style 
home a couple of years ago. 
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\. B. Dick mimeograph products are for use with all makes of suitable stencil duplicating products. 


rs A. B. DICK COMPANY, 5700 Touhy Avenue, Chicago 31, IIlinois 
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Royal Metal Manufacturing Company, 
175 N. Michigan Ave., Chicago 1, Ill. 


Developed to supplant the chrome plating which has 
gone to war, new baked enamel finishes are offered in 
a wide variety of colors. The new finishes are heat- 
treated at about 300 degrees Fahrenheit for long pe- 
riods of time to increase durability. Infrared rays are 
also used to produce a long lasting finish 


WEAREVER BALL PEN 


Your Rove 


GALL Pte 


i. a as 
Cathe 





David Kahn, inc., 
North Bergen, N. J. 


Incorporating many new design and engineering 
features, the new Wearever Year-Round ball pen is 
appearing on counters all over the country. Of special 
interest is the longer, larger cartridge, which gives the 
new Wearever Year-Round many more months of writ- 
ing service, and the improved spherical tip for smooth- 
er, skip-free writing. The new pen, which retails at 
$1.00, is supplied with the attractive, multi-colored card 
illustrated. 
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3-WAY COMBINATION UNIT 





Herring-Hall-Marvin Safe Company, 
Hamilton, Ohio 


This new unit, described as a fire-resistive record 
safe and a burglar-resistive steel money chest com- 
bined in a steel-clad reinforced concrete block, is de- 
signed to weigh about 1,500 pounds to eliminate the 
probability of its removal by burglars. The chest may 
be equipped with an inner partition containing a 
dual-controlled, key-locked door to add hold-up pro- 
tection for accumulating bank deposits. The unit thus 
protects vital records from fire, and money, securities 
and valuable merchandise from burglars and hold-up 
bandits. Over-all outside dimensions are 43 11/16 
inches high, 22 inches wide and 22 15/16 inches deep. 
Inside chest dimensions are 10 x 10 x 10 inches. Inside 
safe dimensions are 22% inches high, 16% inches wide 
and 1534 inches deep. 


TAG-O-GRAPH MODEL K 





Weber Addressing Machine Company, 
200 W. Central Rd., Mt. Prospect, Ill. 


This new tag and label addressing or marking ma- 
chine reproduces from a stencil which can be pre- 
pared on a typewriter or hand lettered with a stylus 
furnished with the unit. Designed to give 1000 or more 
clear reproductions, the stencil will carry nine lines of 
copy. Special processed ink insures waterproof and 
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You visualize us as a huge organization 
producing typewriter accessories by the carload. 
Pause to think, too, of the cool, sure 
ny, planning — the scientific elimination-by-trial 
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1. MANIFOLD SUPPLIES COMPANY — 188 Third Avenue, Brooklyn 17, N. Y. 


i Coast to Coast Distribution 
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fadeproof permanent impressions. The machine is con- 
structed so that the stencil change may be made ina 
matter of seconds. Tags or labels are fed automatically 
at a speed of 150 per minute. An automatic counting 
device tabulates the exact number required. The feed 
mechanism insures uniform and positive registration. 
Simple adjustments permit quick changes for tags of 
various sizes. Model K Tag-O-Graph weighs 22 pounds 
and measures 9 x 20 x 11 inches. The machine can be 
rented or purchased, whichever the customer desires. 


COMBINED EXECUTIVE UNITS 





Herman Miller Furniture Company, 
Zeeland, Mich. 


By concentrating every essential for working effi- 
ciency in a compact L-arrangement, this new com- 
bination of the executive office group frees the rest 
of an office for the kind of informal seating that is 
becoming popular for discussion and conferences. A 
built-in lamp and a sliding Pendaflex file are attached 
to the desktop, while a combination of drawers, doors, 
open storage and a sliding panel are used in the stor- 
age unit. The desk measures 80 x 184 x 25% inches. 


COIL SPRING BASE CHAIR 





Murphy Chair Company, Inc., 
Owensboro, Ky. 


A feature of this Murphy office chair is the coil spring 
base which tilts and swivels and is designed to give 
trouble-free service. Made of pecan wood, the chair is 
finished in walnut, mahogany, light or dark oak. The 
seat measures 20 x 1634 inches. The height of the back 
is 1834 inches. Total weight is 36 pounds 
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RONEO STENCIL DUPLICATOR 





Addo Machine Company, Inc., 
145 W. 57th St., New York, N. Y. 


Fully automatic inking and paper feed are features 
of the new Roneo stencil duplicator, of British manu- 
facture, introduced by the importers and distributors 
of the Swedish adding machine Addo-X. A complete 
stock of spare parts and accessories will be available, 
including stencils, inks, styluses and special photo- 
graphic attachments, claims the Addo firm. 


AIR-FLIGHT CIRCULATOR 





W. W. Welch Company, 
Glenn Bidg., Cincinnati, Ohio 


A swivel base permits this new air circulator to be 
turned in a 180-degree arc, thus providing a cool air 
intake or a hot air exhaust with a twist of the wrist. 
Knobs on either side adjust the fan to the desired 
angle. The fan may be placed on the floor for an 
upward air direction or hung on the wall by the slotted 
base. Easy-to-use base plates are provided with each 
fan for slip-in mounting in either sash or casement 
windows. Air is directed through the blades by means 
of streamlined front and rear grilles plus louvers on 
both sides. The deep-pitched blades were designed to 
take bigger bites of air, thus moving more air with each 
revolution. Noise is eliminated through a new “floating 
power” motor mounting. The motor is unconditionally 
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NEW! PAGE GAGE takes the guesswork out of 
[he red signal warns typist 
from the end of page. Tells 


page end typing 


when she is 





NEW! 10-INCH WRITING LINE gives you greater 
carriage takes a 12-inch 
a full 10-inch line. 


Capacity. Star 


width paper, types 





NEW! 4-WAY RIBBON CONTROL gives new 
fourth position for typing in center of one- 


F | 


bons last longer 


and keeps telling her exactly how much space 
is left as she types to the very end. Saves 
retyping hundreds of pages a month! 





NEW! FASTER, EASIER SERVICING. Easily re- 
movable cover plates give quick access to 
all working parts for cleaning and adjusting. 


ere 





EXCLUSIVE! ERROR CONTROL permits correc- 
tions without spoiling appearance of page 
Saves time, stationery, and retyping. 





3 MINUTE DEMONSTRATION 
OF TOMORROWS TYPEWRITER 


The All New 


Smith-Corona 


Office Typewriter 


H™ for you today—the machine that will set 

the pace in typewriter design for years to 
come! The all-new Smith-Corona has a new 
speed and ease of operation that is truly “Luxury 
Typing.” Plus these new and exclusive features: 


NEW! SUPER-SUPPORT SEGMENT with exclusive 
self-lubricating Electro Film finish gives new 
stability, accuracy and precision “write.” 


ae pe, 


EXCLUSIVE! AUTOMATIC MARGIN sets both 
margins with one hand in one second. The 
only one hand system. World's fastest! 


And in 10 Minutes, 
your Smith-Corona 
representative 







can tell 
you the 
full story. 
Call him now. 
He's in your phone book. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 


Maik j 
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us Smith-Corona Portable Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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guaranteed for five years against mechanical and 
electrical defects. The Air-Flight’s light gray color is 
molded into the plastic that comprises the main hous- 
ing, so that it won’t chip, peel or curl. Blades are made 
of aluminum to prevent rust 


MILLS MOVABLE METAL WALLS 





The Mills Company, 
975 Wayside Road, Cleveland 10, Ohio 


Designed for those concerned with the problem of 
meeting consistently changing space requirements in 
offices, factories, schools, hospitals, laboratories, and 
commercial, industrial and institutional buildings of 
every type are Mills movable metal walls, which can 
be erected, dismantled and relocated with ease, speed 
and economy. Attractive in appearance, soundproofed, 
easily wired and durable, the walls have a wide range 
of finishes and are easily maintained. The Mills Com- 
pany has had more than 30 years experience in the de- 
sign and manufacture of flexible interiors 


PLAXPAK BOTTLE 





Rex-O-Graph, Inc., 
7836 W. Hicks St., Milwaukee 14, Wis. 


Use of the unbreakable Plaxpak polyethylene bottles 
as containers for the duplicating fluid is expected to 
lessen the number of service calls on duplicating ma- 
chines. The plastic bottles are designed so they won’t 
chip while in use or during refilling, thus eliminating 
a difficulty that previously caused air leaks and inter- 
fered with efficient operation of duplicating equipment 
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DRI-RITE INK 





Ink Specialties Company, Inc., 
523 N. Halsted St., Chicago 22, Ill. 


A fast drying black ink, Dri-Rite is guaranteed not 
to leak from the drum of the duplicator, destroy sten- 
cils, clog the pad or harden in the cylinder. It is made 
to dry on all mimeo bond paper and on some rag bond 
stock without slip sheeting. The newly designed plastic 
Squeeze bottle allows almost every drop of ink to be 
removed in a moment. The shipping weight of the 
plastic bottle is considerably less than that of either a 
can or a glass bottle. Its non-breakable quality is 
another advantage. 


SCOTCH TAPE HAND DISPENSER 





Minnesota Mining & Manufacturing Company, 
900 Fauquier St., St. Paul 6, Minn. 


A new 10-cent hand dispenser for home users of 
transparent cellophane tape was announced recently. 
Refillable, the new dispenser is built to accommodate 
the 792-inch “economy-size” roll of Scotch tape. Of 
one-piece, lightweight flexible plastic, the dispenser 
fits the hand conveniently—as well as a purse, sew- 
ing kit or pocket—yet will accommodate either the 
14- or 34-inch tape widths. The dispenser is expected 
to speed up dozens of home mending, sealing and 
holding jobs. Dealer displays contain 12 assorted (red, 
green and blue) dispensers per box, available from 
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903 not standard unteas c's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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wholesalers nationally. The larger 29-cent plastic hand 
dispenser will continue to be offered 


UNIVERSAL C.O.D. LABEL 
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Lang Equipment Sales Company, 
325 W. Huron St.; Chicago 10, Ill. 


The above firm has just announced a new C.O.D. 
label without imprint or number, approved by the Post 
Office Department and capable of being furnished in 
small quantities to thousands of small C.O.D. ship- 
pers. Known as L-U Lang Universal C.O.D. labels, 
they measure 512 x 2 inches. Prepared in quintuplicate 
form, the top gummed sheet is a shipping label, the 
second gummed sheet is to be pasted on the C.O.D. 
tag, the third provides a gummed address label, and 
the fourth and fifth copies are taken to the post 
office with the package, thus eliminating a post office 
receipt book. 

Advantages of the new system are that rubber 
stamping of the package is eliminated, cystomer’s 
name and address may be written on C.O.D. tag, 
amount due sender as well as the M.O. fee may be 
entered, and a record of mailing is provided. Full 
instructions accompany each package of 100 strips 
(500 labels) or 200 strips (1000 labels). They will 
be made available to users in quantities of 20 strips 
or more. The new C.O.D. labels are for use only 
with Post Office Form 3816aS (tape-on or paste-on) 
or with Form 3816aL (eyelet tie-on). User must specify 
type desired in ordering. 


WESCO USES POWDERED IRON ROLLERS 





SELF-LUBRICATING ROLLERS SHOWN BY NOS. 6-7 
Western Manufacturing Company, 
Aurora, Ill. 


Powdered iron rollers are now being used on all 
Wesco equipment. On each file drawer opening there 
are two rollers in the front of the case and two rollers 
welded on the back. The fact that these rollers are 
impregnated with oil insures smooth action of the 
roller upon each operation of the drawer. The more 
the drawer is opened, the more the rollers are lubri- 
cated. 
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FIRST OF CRON-KILLS’ DESK LINE 





Cron-Kills, Inc., 
Piqua, Ohio 


The clerical desk in the Mercantile Series is the first 
of the new Crown desks to be made by Cron-Kills. 
Model No. 311 comes in walnut and model No. 312 in 
oak. Top panels and drawer fronts are of genuine wal- 
nut or oak while the solid parts are of selected hard- 
wood. Tops are 14% inch lumber core, plywood construc- 
tion, with edges banded %g inch thick, attached to the 
core with a tongue and groove joint. Panels are of 
three-ply built-up construction. Drawers have solid 
oak sides and backs with a three-ply bottom framed 
in, using a dovetailed construction. The desk is 60 x 32 
and is 30 inches high. It weighs 185 pounds packed, 
cartoned and skidded. Hardware consists of heavy cyl- 
inder tumbler locks with two milled keys in the knee 
drawer. Finishes include office golden and softone on 
oak or walnut on walnut. Tops are hand rubbed. The 
clerical desk will be followed by a complete line of office 
desks and companion pieces. 


FACIT CALCULATORS 





Facit, Inc. 
500 Fifth Ave., New York, N. Y. 


A new calculating machine is being introduced to 
American business by Facit, Inc., newly-established 
American subsidiary of Aktiebolaget Atvidabergs In- 
dustrier of Stockholm, Sweden. Already distributed in 
77 countries throughout the world, all models of Facit 
business machines are now being made available in 
this country for the first time. 

Chief among the advantages of Facit machines is the 
simplicity and ease of operation. Controlled by a two- 
bank keyboard with only 10 digits, the machines can 
be easily learned. By using a simple touch system, 
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Opens mail speedily, neatly 
and with safety to contents. 


Opens varied sizes of enve- 
lopes without the need of sort- 
ing. 

Shears off a threadlike edge 
from envelopes up to 12 inches 


long. 


Streamline design case of die 
cast aluminum, lustrous gray 
baked enamel finish. Working 
parts of hardened, plated steel. 








SAVES TIME WHEN IT COUNTS MOST 


The MARVEL Mail Opener gets the mail opened in a fraction of 
the time required for hand slitting. It saves time when it counts 
most—gets the mail moving and in work quickly, saving minutes 
that multiply and soon pay for the opener. 


The MARVEL opens varied sizes of envelopes without the need 
of sorting to size. It shears off a threadlike edge from envelopes 
up to 12-inches long and of any reasonable bulk. Opens envelopes 
as fast as they are fed by slight pressure of the handle which 
automatically recoils to upright position. 


The case which houses the mechanism is of modern streamline 
design made of one-piece die cast aluminum—light in weight, 
balanced for strength and rigidity. Working parts are precision 
made of hardened, plated steel for long life. Non-skid rubber feet 
protect desk surface. Finish is lustrous gray baked enamel. 


Ask for Circular D1266 





WILSON JONES Co. 


NEW YORK ELIZABETH 


3rd Street 


1000 S. Elmora Ave. 


CHICAGO 


3300 Franklin Bivd. 


SAN FRANCISCO 
234 First Street 


KANSAS CITY, MO. 
816 Locust Street 


Main Piants at CHICAGO and ELIZABETH, N. J. 
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high speed is attained in a short period of time. The 
small keyboard also makes operation with one hand 
possible, leaving the other hand free for paper work. 

Made of Swedish steel to close Swedish gauge toler- 
ances, Facit calculators are durable and require little 
maintenance. They are rustproof and highly resistant 
to the extremes of tropical climates. Functionally de- 
signed, the mechanism is entirely built-in and thor- 
oughly protected against dust. Mobile parts are de- 
signed and placed to withstand the roughest treat- 
ment, and the wrinkle-finished surface is resistant to 
damage by knocks and blows. This finish has also bee: 
designed to eliminate glare and light reflection, and 
the green tone has been scientifically proven restful 
to the eyes. 

Facit machines are available in four models suitable 
for a variety of business calculations. All are compact 
in size, making them adaptable for daily desk work and 
light in weight so that they may be moved easily within 
the office. The Facit TK, a small hand-operated cal- 
culator, is an all-round machine equipped to handle 
the four basic mathematical processes. For more elab- 
orate computations, the Facit Lx, also manual, has a 
larger capacity. Facit NEA is a modern electric cal- 
culator with automatic division and semi-automatic 
multiplication. Facit ESA-O is fully automatic for cal- 
culations where higher speed is essential. It is also 
equipped with rollers facilitating change of position 
on the desk. 


MODEL 40 MASTER ADDRESSER 





Master Addresser Company, 
6500 W. Lake St., Minneapolis 16, Minn. 


The new Model 40 Master Addresser presents a num- 
ber of refinements for the convenience of the operator. 
Not only does the red plastic handle add to the appear- 
ance of the machine, but it is much easier on the 
operator’s hand. A redesigned envelope tray makes 
insertion of the master tape much easier and quicker. 
Most important of all, a new method of springing the 
handle reduces by one-half the pressure required to 
make an impression. In most cases, one finger on the 
handle produces all the pressure needed for an 
imprint. 


INTERCHANGEABLE RUBBER TYPE 


William A. Force & Company, Inc., 
64 White St., New York 13, N. Y. 


A saving of time and speed-up in production and 
shipments is promised by means of this new practical 
method of making up rubber stamps in a matter of 
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minutes. Using the interchangeable rubber type and 
patented base, the user can make up his own stamp 
quickly. Completed stamps produce clear, legible im- 
pressions. The sizes of type range from 1/16-inch to 
one inch in both Gothic and Roman styles. Several 
sizes may be set up on the same base, which can be 
mounted on a hand-operated office printing press, on 
flat, roller or peg stamps, or on conveyor line marking 
units. 


NO. 3091 DE LUXE SMOKER 








General Lamps Manufacturing Corporation, 
Elwood, Ind. 


Made in bright chrome and black this new smoker 
is 23 inches high. The unit contains a 14% inch tray 
and a smoke proof damper. The 13 inch base, weigh- 
ing 10 pounds, stands on felt to prevent scratching 
the floor. Smokers are packed three to a carton with 
a total shipping weight of 42 pounds. 


ALLEN-QUIK TWIN ERASING SHIELD 


SSS Senne v2 


Sw. 

















LEST CRE 





ALLEN-QUIK ES 
Taree ERASING SHIELD & 





6 GD § GID 6 








Alien & Company, 
11-15 Vandewater St., New York, N.Y. 


This device is designed to allow a typist to make 
erasures without smudging and smearing carbon 
copies. Made of plastic, it features two shields with a 
flexible handle. The top shield contains several var- 
ious-sized apertures which can be placed directly over 
the area to be erased. These apertures restrict the 
eraser to the desired line or word that needs correction. 
Th lower shield is placed above or below the carbon 
and protects the carbon copies while erasing the top 
copy. The device can also be used as backing shield 
by placing the lower shield over or under the carbon 
and pushing the top shield up, out of the way. It is 
claimed that erasures then can be made without dam- 
age to the carbon copies. 
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"There is no such thing as security; there is only opportunity.” 


{sos quotation, attributed to 
General MacArthur, describes 
the situation in which many GF 
dealers find themselves today. The 
future of yvour business insofar as 
metal furniture is concerned may 
seem uncertain. But present short- 
ages will not last forever. The plans 
vou make today will determine to a 
creat extent your share of the metal 
furniture business when it is again 


in rood supply 


(ontinus promote the idea that 


metal business equipment should be 


There is a complete line 
of GF metal furniture - 
desks, tables, chairs, files 


and shelving 
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bought as an investment in office tools 
that can increase productivity. Out- 
moded equipment is inefficient, and 
costs money every day it is in use. 


There are 14 to 15 million office 
workers in this country ranging from 
top executives to office boys. They 
represent 25% of the nation’s working 
force. To deny them the use of “good 
tools for the office” is to hinder de- 
fense production and obstruct an ex- 
panding civilian economy. Good tools 
are as necessary in an office as in a 
factory. Plans, decisions, and controls 


come from the office before any prod- 
ucts are made in a factory. 

Now is the time to help your cus- 
tomers plan their offices of tomorrow. 
The General Fireproofing Company, 
Youngstown, Ohio. 


GENERAL 


FIREPROOFING 
=a 


Foremost in Metal Business Equipment 
DEALERS THROUGHOUT THE WORLD 








55 








lates to: yyy yyy fy 


May 45. District No. 6, NSOEA, Edgewater Beach Hotel, Chi- 
cago, Ill. Clarence E. Reynolds, regional governor, Globe Furniture 


& Stationery Company, Chicago, | 
May 10-11. District No. 10, NSOEA, Hilton Hotel, Albuquerque, 
N. Mex. Harold Richardson, regional governor, Richardson Office 
Supply Company, Grand Junct Colo. 

May 13-16. Annual convention and exhibition of the Stationers’ 
Guild of Canada, Inc., Mount Royal Hotel, Montr etl st te Canada. 
Fred Smart, secretary-manager, 53 Yonge St., Toronto |. 

May 16-17. District No. 14, NSOEA, Hotel Del em San 
Diego, Calif. Ed Harrington, regional governor, Pasadena Stationery 
& Printing Company, Inc., Pasadena, Calif. 


May 16-18. 22nd annual conference for credit executives associated 
with manufacturers selling stationery, office and school supplies, 
and allied lines, Hotel Governor Clinton, New York, N. Y. Willian 


i Fat pany, 


Rossway, national chairman, f[ a 
ih. ie 2 


Greenpoint Ave., Brooklyn 
May 20-23. National Office Management As ation's 32nd inter 
national conference, 7Ist Infantry Regiment aa New York 
N. Y. W. H. Evans, executive secretary, 132 W. Chelten Ave 
Philadelphia 44, Pa. 

May 21-22. District No. 12, NSOEA 

Springs, Sonoma, Calif. Ernest C. Lair 
Stationery, Oakland, Calif. 

May 24-26. District No. 11, NSOEA, Hotel Gearhart and Ocear 
House by-the-Sea, Gearhart, Ore. Robert Needham, regional 
governor, Needham's, Salem, Ore. 

June 4-5. District No. |, NSOEA, Wentworth by-the-Sea, Ports 
mouth, N. H. Sidney H. Challenger, regional governor, The Frank 
H. Fargo Company, Bridgeport, Conn 

June 21-22. District No. 2, NSOEA, Otesaga Hotel, Cooperstowr 


ma Mission Inn, Boye 
regional governor, Laird 


mu 


N: Y. Walter Miller, regional qovernor, Otto UI bri -h Compan 
Buffalo, N. Y. 

June 24-27. 32nd annual international cost c patorence of the Na 
tional Association of Cost Acc nts, The Palmer House, Chicag 
Wl. Arthur B. Gunnarson, secretary, 505 Park Ave "Ne ork 22, N.Y. 
June 28-30. National Office Machine Dealers As ation's 26t! 
annual convention, Statler Hotel, Detroit, Mich. Har old W. Mann, 
executive secretary, 1267 N. Wilton Pl., Los Angeles 38, Calif. 


June 29-30. District No. 3 and 13, NSOEA, Ambassador Hotel 
Atlantic City, N. J. Charles W. Lukens, Yeo & Lukens, Philadelphia 
Pa., and Robert Reichman, Mooney’'s, Inc., New York, N. Y., are 
governors of their respective districts 

September 2!. Great Lakes Travelers Club NSOEA pre-conventio 
luncheon, Stevens Hotel, Chicag 

September 22-27. National Stationery & Office Equipment Associa- 
tion's 45th annual convention, Stevens Hotel, Chicago, Ill. Pau 
Burbank, general manager, 740 tinental Building, Washinat 
§,D. C 

October 22-27. National Busing Show, Grand Central Palace, 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St. 
New York 18, N. Y. 


Missing Wack ines * 





Seek Typewrites Taken in New York Robbery M 

writer Circle Company, 87 Walker St Yew York 13, N. Y., advises that 
the following typewriters were taken t robbery: UNDERWOC 

J-2011158, H-2027448, H-2027483, H-2027435, H-2027395 and H-2027196; REMING 
TON: A-2116237, A-2115948, A-2115953 A.2116239, A-2116325, A-2116996 
A-2116144, A-2117222, A-2116238, A-2 939, A-2116336, A-2116160, AT-2152724, 
AT-2152289, AT-2152400, AT-2154391, AT-2154446, AT-2153290, AT-2153249, AT- 
2152377; ROYAL: AG-2115157, AG-211609 AG-2154650, AG-2134795, AG 
2153887, AG-2122735, AG-2117234, AG-2157782, AG-2161850, AG-2119532. 
AG-2068722, AG-2115088, AG-2155099, AG-2159882, AG-2161446. AG-2121182, 
CG-2116185° and CG-2110232; SMITH-CORONA: 5A-222279, 5A-2196I1, 5SA- 
218635, 5SA-222585, 5SA-198349, 5A-223087, 5A-223398, 5A-224443, 5A-2I9I11, 
5A-222520, 5SA-223418, 5A-224473, 5A-22197 5A-223514, 5S-190361, 5S-210656, 


5S-210657, 5S-211032, 5S-206634 and 5S-217213 


Stolen Machines Listed—The Pettit Typewriter Exchange, 428 W. Lewis, 


Pocatello, Ida., lists stolen machines: Standard |! h, Nos. 6815577P. 
682479BEV, 6842342E, 6842388E, 7120.5. 40P, 10240P, 700054, 711265, 641630 
Champion portable J203!580 and Burroughs 9-!3852 
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Stationer Proposes First Class Postage Boost 

Ben Dahlke, managing owner of the Dahlke Station- 
ery & Manufacturing Company, Buffalo, N. Y., retail 
stationer, proposed in a letter to President Truman 
that first class postage be increased from three to 
five cents per ounce and that the Government “let 
everything else remain as is.” 

Mr. Dahlke sent copies of his letter to the postmaster : 
general; James M. Mead, chairman of the Federal 
Trade Commission; Nelson B. Wentzel, deputy assist- " 
ant postmaster-general, and the postal committees 
of the House and Senate. 

In the letter, he discussed the recent proposal to 
increase postal rates for third class mail, observing 
that the rise would increase his monthly expenditure 
for stamps by $1000. 

“As I do not make a net profit of $1,000 per month,” 
he observed, “any school boy or girl can figure out 
that I am through.” 

Even if this were not the case, he explained, the 
increase in postal revenue would be offset, in part at 
least, by a decrease in revenue from income taxation. 

Mr. Dahlke criticized the “nonsensical competition” 
of the railroads, the express company and the Post Y 
Office department and scoffed at the department’s su 
claims that it is operating “in the red” and that the 7 
proposed increase would leave a deficit of $250,000,000 
a year. A 

“If I am running my business showing a loss of e 
$10,000 a year for several years in succession, there is 
little sense in my reducing that loss to $5,000,” he 
wrote. “Either I have to cover the entire $10,000, or e 


ar 


I will go broke sooner or later.”—GET m 
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C. R. pegiateel tne Et tr of 


the ff; machi _ industry 
elt-made men, Mr. Chappell 
has been in business for him- 


elf since 1932 when he 
rganized the Peter Paul Me 
hanical Service, 201 Invest- 
ment Buildin ’ Pitt sburgh, 
Pa. Becoming interested in 
NOMDA when a convention 
wa held in Pittsburgh in 
1941, he served as the first 
president of the reorganized 
Western Pennsylvania 
OMDA and was re-elected 
tor a second term. He was chosen as governor of District 








No. 2 for one year and has been on the NOMDA board 
f directors for several years. Atter his studie st the Uni- 
versity of Kentucky Engineering School were interrupted 
by service in the Navy during World War |. he did not 
eturn to college but instead entered the Dalton Adding 
Machine Service School, Norwood, Ohio. After finishing 
the course he was in the firm's employ from !|919 to 1926 aie 
as service manager in Baltimore, Md., and Boston, Mass. 
After the merger with Remington Rand Inc., he was 
maintenance manager for Zone 4 of || southeastern 
states until he began operation of his own Pi ttsburgh con- 
cern. His hobbies are as varied as this man experience 
the industry—fishing, gardening, travel and association 
rk. 
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hee And how you’re selling it! 
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Post You're hanging upthe biggest sales But you’re selling more than that! 

nt's success in the history of the portable You’ve also got World Champion 

the business! Portable Typist, Cortez Peters, on 

,000 ‘ nanibiie ; 
Aad look what ve got to sell: your side. He says: “‘This typewriter 

: of M om | , it has the right feel—and how! I will do 

e is s a ee ee 140 to 150 words per minute on it 

he oe from straight copy.”’ 

Bove wlio — partense rye pe sow Congratulations! And keep on sell- 
ee Sas a ae ee ing Royal—World’s No. 1 Portable! 
Margin—the greatest improvement 
in typewriter history 
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All These Features, Too! 


Speed-King Keyboard and high- 
speed key action! 


Finger-Flow Keys of non-glare 
plastic! 


Finger Comfort Carriage Controls! 
® Automatic Paper Lock! 
® “Touch Control"! 


® Locked Shift Freedom! 





® Balanced Spacebar! 
® Rapid Ribbon Changer! 
® Paper Lock Scale! 


® Picture Window Writing line visi- 
bility and full 9-inch writing line! 


*® New Triple Spacing! 


® New Contour Case! 
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typewriter 


keyboard! 
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Office typewriter margins 


“Magic Margin, automatic 


margin both left and right 
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ROYAL—World’s No. 1 Portable 


The Easiest-writing Portable Ever Built! 


“Magic” and “*T ntr are registered trade-marks 
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ere to Stay and How! ... carter’s ¢ 


SK Dealers all agree... 


* Michigan stationer .. . * New York City office outfitter . . . 
When it comes to ink, Carter’s has everything Carter’s new Oval bottle is excellent for my 
worked out—quality, good markup, and good trade. It looks good, contains a product every one 
bac king for the dealer. knows ts good! 


* Southern stationery supplier. . . 
I’m convinced that Carter's eye-appeal idea works. 
Their 10¢ bottle moves fast! 



















* Dealer in Dallas .. . 
A lot of people want ink at 10¢. I get their 


business with Carter’s. 


* Chicago retailer... 
What a value—Carter’s 10¢ ink! A good ink by 


a good Company ° 


important 

dealer in Ohio... 
Eve-appeal? .. . Carter’s new 
ink bottle has it! Brand 


popularity? .. . Carter's has 


that too! Value? ... Where 
can a customer do better? | 
sell a lot of the colors too! 
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'§ QUALITY INK WITH THE (0) PRICE TAG 





ee ...the value, eye-appeal and brand popularity 


new 


ST 


of Carter’s new streamlined Oval 


make it a big-volume seller! 


—Last year Stationers and Office Outfitters sold 
a lot of Carter's quality inks in 10¢ Ovals. Now 
they re more enthusiastic than ever. In addition 
to the magic 10¢ price, Carter's 2-ounce Ovals 
have streamlined design and rich colorful labels 
— par kages that literally “ask to be bought.” 
Stock a / line of Carters 10¢ Ovals now! 





Plus this ‘“‘Must’’! 


Carter’s One-Solution Ink Eraser 







What better product for a “related-item” tie-in? 
When you sell ink, sell Carter's One-Solution 
Ink Eraser, too. Build volume by building each 
individual sale. Carter’s Ink Eraser pleases 
customers because it does its job quickly, 










simply, completely. 





THE CARTER’S INK COMPANY 


Cambridge 42 * Boston, Massachusetts 
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Mrs. A. J. MacDonnell, chairman of directors of the 
Excelsior Supply Company, Ltd., commercial stationers 
of Wellington, New Zealand, since 1903, was a welcome 
visitor at the New York office of this journal on 
March 20. Mr. and Mrs. MacDonnell enjoyed a most 
interesting 24-day cruise to the United States aboard 
a freighter, including a trip through the scenic Panama 
Canal and ending at the port of Philadelphia, Pa. They 
spent three weeks in the United States, visiting Amer- 
ican companies whom they represent in New Zealand. 
Among the cities visited were Chicago, IIl.; Toledo, 
Ohio; Fort Madison, Iowa; Philadelphia, Pa., and New 
York, N. Y. Because of the limited time at their dis- 
posal, both Mr. and Mrs. MacDonnell found it more 
expedient to make separate calls, thereby attaining 
greater coverage. On their way home they will visit 
England, France and perhaps Germany 


M. A. Moers of M. A. Moers & Associates, Cincinnati, 
Ohio, stopped at the office of this journal early on 
the morning of March 22. His specialty for 31 years 
has been typewriter ribbons and carbon paper. His 
activities center in Cincinnati but include a radius of 
about 50 miles. His second call of the day was sched- 
uled to be upon a ribbon and carbon manufacturer. 


Visitors on Friday afternoon, March 23, were J. A. C. 
Kolkman, export manager of First Netherlands Du- 
plicator works, “Hadewe,” Drachten, Holland, and 
Gershon Feigon, Mid-Continent Sales Company, Chi- 
cago, United States representative of Mr. Kolkman’s 
company. Touring this country for the purpose of de- 
termining sales potentials for the Presto duplicating 
machine made by his firm and to investigate methods 
of establishing distribution, Mr. Kolkman planned a 
visit of several weeks. He made the trip from Holland 
by boat but was scheduled to return by airplane. Con- 
versation during our brief visit was not restricted to 
business. Discussion of such interesting subjects as 
tulip bulbs and sons and daughters was also included. 


Mr. and Mrs. John W. Campbell, Waukesha, Wis., 
dropped in at Orrice AppLIANces for a brief visit March 
26. Not now engaged in the field of office equipment 
and supply, they are considering plans along that line. 
Should their ideas materialize, it is expected that an 
announcement will appear in the pages of this journal. 


Stanley J. Booth of Cron-Kills Company, Piqua, Ohio, 
called on OFFICE APPLIANCES March 28 accompanied by 
Harold Johnsen, his representative in the Chicago 
area. Mr. Booth, an experienced furniture man, has 
started the operation of a plant for the manufacture 
of wood desks, reference to which appears elsewhere 
in this journal. His trip to Chicago was a brief one, 
being concerned primarily with preliminary plans for 
sales and sales promotion activities. 





Continue Marsters Firm at Albany 


Permission to continue the office equipment business 
of. the late Charles E. Marsters at Albany, N. Y., has 
been granted by Surrogate Rogan to his widow, Mrs. 
Ethyln H. Marsters, and his office assistant and secre- 
tary, Miss Dorothy Mae Danyew, as executors of his 
estate. Mr. Marsters died January 22. 

Mrs. Marsters and Miss Danyew applied for permis- 
sion to fulfill a contract with the New York State Divi- 
sion of Standards and Purchase on which Mr. Marsters 
submitted a bid to furnish steel filing cabinets and to 
bid on and furnish other items to the state—GET 
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Cron-Kills Enters Office Furniture Field 


Cron-Kills Company, Inc., Piqua, Ohio, manufac- § 
y 


turers of fine furniture for more than 80 years, hag 


announced its entry into the office furniture field.” 


The company has long been identified in the produc-7 
tion of bedroom and dining room furniture and hag 
also, for the past year, manufactured television cab- 
inets for Sylvania and Westinghouse. 

The entry into the office furniture field is not a 
completely new venture. During World War II, the 
firm manufactured thousands of desks for the armed 
forces. Cron-Kills is presently producing and deliver- 
ing an executive, flat-top desk in both walnut and oak. © 
A comprehensive line is being planned and will be 
announced to the trade shortly. 

The Cron-Kills plant occupies 200,000 square feet of 
space with its own dry kilns, and has its own facilities 
for making plywood. 

Stanley Booth has been appointed sales manager of 
this program. He was formerly sales manager of Mur- 
phy Chair Company,, and has had many years of ex- 
perience in the furniture industry. 





Construct New Front for Aberdeen Firm 


A balcony that has historical import is about to make 
way for progress in the remodeling of a downtown 
Aberdeen, S. Dak., building. 

The building is the home of the Hoffman Typewriter 
Company. The balcony is on the second floor level 
directly above the present entrance to the store. 

From that balcony, back in 1907 when Aberdeen was 
still in its infancy, President Theodore Roosevelt de- 
livered an address to the citizens when he stopped 
there on a tour of the Middlewest. 

Now, the front of the building is being remodeled 
for more attractiveness and greater efficiency in the 
| ae | Lae 
eee ie 
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ARTIST’S SKETCH OF STORE FRONT FOR HUFFMAN 
TYPEWRITER COMPANY, ABERDEEN, S. DAK. 


display of goods. The front will be finished in buff 
Roman brick and California redwood, with a natural 
stain. 

The present entrance to the store is being converted 
into a display window and the new entrance will be 
moved to the south. Pillars flanking the present en- 
trance and jutting out onto the sidewalk will be con- 
cealed by the redwood planking. The rest of the front 
will be recessed in about four feet from the sidewalk. 

The balcony above the present entrance will be torn 
down and will be just a ledge when the remodeling 
is completed. 

Store view windows are being installed, rather than 
display windows. 

The Huffman business was started in 1917 and has 
been operated continuously ever since. Top lines are 
Royal typewriters, Victor adding machines, Thomas A. 
Edison dictating machines, A. B. Dick mimeographs 
and others 
1951 
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Exec. Sec’y 


A NON-FORGETTER! — and 
everybody needs a versatile memory 
bolster! G/W Every Day File brings 
future events popping up IN TIME 
to be handled 
personal, business or social af- 


whether they're 


fairs. It keeps the mind free for 
thinking—rather than memo- 
rizing a changing assortment 


of ( hores. 


For many years, in more than a 
hundred thousand offices, this daily 
assistant has been performing depend- 


ably, keeping things out of sight but 
NEVER out of s 
plowing through a lot of papers to 
find ONE! Instead, it “hands” you the 


one you want. With alphabetical in- 


hedule. It obviates 


dex, Every Day File is a compact 

paper organizer, and a capable sorter 

of papers to be filed, or distributed. 
pa] 


i? ~* = 


Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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Every Day File is indexed A-Z, by days and 
months, or with blank tabs. It opens and 
lies flat. A popular Globe-Wernicke “‘stand- 
by” for office efficiency. 


For this devotion to your affairs G/W 
Every Day File costs small change. 
Phone your Globe-Wernicke dealer 
to send one, several, over. You'll find 
his name in the classified phone book, 
listed under “Office Furniture and 


Equipment.” 





Cincinnati 12, Ohio 


L Elmer G. Rahe 





A GRAND OLD SELLER — 
WITH NEW YOUTH! 


Back in the dim past Globe-Wernicke 
developed and introduced the Every 
Day File. Since then hundreds of thou- 
sands have been put into use. They're 
still selling in steadily increasing num- 
bers. 


Some definite improvements have 
been made in the Every Day File — 
better looking—greater durability — 
smoother performance in use! 


Put in a mass display of Every Day 
Files in your windows—or on counters. 
Give this far-reaching advertising a 
chance to stimulate sales. 


Every business office, large or small, 
can use the Every Day File to daily ad- 
vantage. Once used, the Every Day 
File becomes a stand-by—and most 
offices could use several or many, for 
the various uses this product serves 
so well. 


Being a low-unit item, it can build 
store traffic—given a chance. The G/W 
ad will help. 


One dealer instructed his telephone 
order clerk to suggest to every in- 
coming phone order—*“‘Let us include 
an Every Day File in this order. If you 
can’t find a way to use it, we'll take it 
back.”’ 9 out of 10 stuck! 


When displaying the Every Day Files, 
show them in use! A small display card 
explaining the several uses will work as 
silent salesmen. Many prospects can 
probably guess how the Every Day 
Files can be used, but why expect them 
to? It’s easy to explain—in a few words. 


A product of such wide and varied 
uses, and which has sold so consist- 
ently for so many years—deserves 
some attention at the point of pur- 
chase. It packs a lot of continuing 
helpfulness in a very attractive form, 
and at a price ANY business can af- 
ford—and IN QUANTITIES! 


Please get YOUR values out of G/W 
advertising by keeping your store and 
the advertised merchandise prominently 
identified and in evidence. 







Cordially, 


Vice President 
Sales 
Globe-Wernicke 
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nomda 


news 


National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 32, California 


Stifter General Chairman for NOMDA Meet 


John Stifter, Allen Adding Machine Agency, Detroit, 
president of the Michigan Office Machine Dealers As- 
sociation, has been named general chairman of the 
1951 convention and trade exhibit of the National 
Office Machine Dealers Association, to be held in De- 
troit, June 28-30. Mr. Stifter, a NOMDA director, has 


all 


JOHN STIFTER 


long been a member of both the local and national 
associations, and has been very active in both groups. 

Other Detroit committee chairmen appointments for 
the event are as follows: 

Vice-chairman and Finance—Jim Ayres, Gilson- 
Ayres. 

Program—Bert Swanger, Metropolitan Typewriter Co. 

Hospitality—Ed Goleski, Highland Typewriter Ex- 
change. 

Registration—Dave Gilson, Gilson-Ayres. 

Entertainment—Walter Klimas, Typewriter Service 
Shop. 

Publicity—Clair Flick, Duplicating Sales & Service Co 

Ladies—Mrs. C. Phelps. 

All committees have been selected and work has al- 
ready been started on the carrying out of convention 
projects. From all reports the members of Michigan 
OMDA are out to show the members one of the best 
times and one of the best all-around affairs NOMDA 
has ever had. Detroit will be celebrating its 250th 
anniversary this summer and plans are well advanced 
for many added attractions to lure visitors to the Mo- 
tor City. 

More inquiries for booth space at NOMDA’s 1951 
convention have been received than for last year’s 
meeting, according to association headquarters, a 
strong indication that the number of exhibits for this 
year’s event will exceed the record-breaking number of 
displays in Chicago in 1950 





Membership Activity Pays for NOMDA 


The membership campaign recently started by the 
National Office Machine Dealers Association has proved 
successful with more than 75 new members enrolled 
Membership applications have been received from all 
over the country with one coming from Tampico, 
Mexico. 





Many local associations affiliated with NOMDA hav 
been active in obtaining new members and most re 
port that dealers are more interested than ever in t 
national organization and the work it is doing fo 
office machine dealers. Some locals hold their mem 
bership drives in May, which is expected to swe 
the numbers to a greater extent. 

“We are of course highly gratified to see the deale 
joining NOMDA,” stated President Ed Toussaint, “fo 
it proves that the Association is becoming more ang¢ 
more valuable to its membership as time goes 0 
NOMDA is especially active in looking out for th 
nation’s office machine dealers during this emergenc 
and the dealers are fast becoming aware of the job 
we are doing. They are awakening to the fact that 
each should do his share toward helping carry the 
load.”’ 





Install Grover President of Pa.-N.J.-Del. OMD 


Noel G. Grover, Grover Typewriter Service, Uppe 
Darby, Pa., was installed as president of the Pa. 
N. J.-Del. Office Machine Dealers Association at the 
midyear party. Other officers were as follows: vice 
president, Martin B. Siv, Martin B. Siv Company 
Philadelphia, Pa.; secretary, J. S. Gladney, Dictating 


i, 


m® 
PA.-N.J.-DEL. OMDA INSTALLS OFFICERS—Noel G. Groverm—n 


new president, receives the gavel from Al Spaide, pas 
president, while Ed Toussaint, NOMDA president, looks on. 


Machine Service Company, Philadelphia, Pa.; treas- 
urer, Andy Esposito, Ever-Ready Typewriter service nthe 
Philadelphia, Pa. 

The board of directors includes the following men: 
Giacomo “Jack” Bonfini, Bonfini Typewriter Exchange, Ideal « 
Philadelphia, Pa.; H. E. Steinke, H. E. Steinke Com-pojels , 
pany, Upper Darby, Pa.; Edwin C. Wick, Wick & Rouil- 
lot, Norristown, Pa.; Edward Pfitzenmaier, Suburban 
Typewriter Company, Ardmore, Pa.; C. C. Savery, $7 
Typewriter Maintenance Company, Philadelphia, Pa.; 
John DiPaul, Paul Office Equipment Company, Phila- 
delphia, Pa.; Ralph Francolini, Ames Supply Agency,} 
Philadelphia, Pa.; E. J. Toussaint, Central Duplicator 
& Typewriter Company, Camden, N. J 

In addition to the installation of officers the mid s 
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year party was also designed as Ladies’ Night. 
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AUTOMATIC FEED DUPLICATORS 
’ WILL REPRODUCE ANYTHING 
THAT CAN BE TYPED, DRAWN, 
TRACED OR PHOTOGRAPHED 
ON A STENCIL 
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" : al Liberator 
ag Model 200 


Nee | 
\ F Hairline registration it's the world's finest S 50 
Noe a duplicator. Features front paper stops, automatic 164 
roller release, open cylinder with automatic brush inking 
Reset Counter 


$10 Additiona 
In Futuramic Grey or Ebony Black Finishes 





Liberator Wedel 100 


Wode ” Lf” 
Reproduces postcard to legal size. 
Features backstop paper weight, 
side guides with 2 posts instead of 
1, to assure accurate registration. 

$ 50 automatic 
69 Counter, $6.50 


(Plus Excise Tex) 


Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 


$] 09 50 Beast Counter 


(Pies Excise Tax) 


Postcard (3x5) to menu size (6x9). 

Ideal duplicator for restaurants, 
“hotels, drug stores, etc., for repro- 
. ducing menus, sale tags, postcards. 


$2950 Automatic 
Counter, $6.50 


(Plus Excise Tox 


PSPEED-O-PRINT CORPORATION éwcsco ts. mors 


SPEED-O-PRINT (CANADA) LTD . 77 ST. CATHERINE ST... WEST ° MONTREAL 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, April 1, 1951 

A nation wide contest, finalists in which will meet 
at Olympia to compete for the titles of Britain’s fast- 
est typist, most admirable secretary, and champion 
shorthand writer, will be launched soon. Overseas 
visitors to Britain for the Festival will therefore see 
these stars at the 1951 Business Efficiency Exhibition 
which is to be opened by the Lord Mayor of London 
at Olympia, on June 6. 

In order that the championships may be carried out 
in the correct atmosphere, the Office Appliance Trades 
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OLYMPIA 
6-16 JUNIE 
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Association will be equipping a suite of swank offices 
at their Business Efficiency Exhibition for the staging 
of the finals. 

This will include a general office furnished with 26 
of the most modern desks and chairs and other rele- 
vant equipment, an ideal office for a personnel director 
of an important organization, a similarly suitable 
office for the secretary of a managing director and 
another for the managing director himself 

Talking of the Office Appliance Trades Association, 
more than £800,000 of office equipment was exported 
in February, an increase of 28% over February, 1950. 

We now come to the B. I. F., due to open a little more 
than a month after writing this. 

Exhibits are, I understand, a record for the Exhi- 
bition. 
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The firms showing include: 

Abbott Bros. (Southall) who manufacture- Abbess 
office equipment and drawing office furniture in wood, 
comprising a comprehensive range of desks, tables, 
cabinets, chairs and stools. 

Addressall Machine Co., 11-13, Southampton Row, 
London. W.C.1., who manufacture the well-known ad- 
dressing and recording facilities for government and 
utility departments. 

Amselock (Filing and Records Equipment) Ltd., of 
33, Kinnerton St., Wilton Place, Knightsbridge, Lon- 
don. S.W.1., manufacturing the Amselock multi-pur- 
pose cabinet and functional desks. 

On the typewriting side, there will be some five 
firms exhibiting their products, viz: Bar-Lock Type- 
writer Company, Nottingham; British Olivetti, Ltd., 
London; British Typewriters, Ltd., West Bromwich; 
Imperial Typewriter Company, Ltd., Leicester, and 
Oliver Typewriter Manufacturing Company, Ltd., Croy- 
don, London. 

The British Olivetti company who manufacture the 
Olivetti M44 standard typewriter, will demonstrate 
the six carriage lengths, I understand. These are 
11 to 27 inches, and the models also include auto- 
matic margin control and eight-key keyset decimal 
tabulator. 

The Bar-Lock Company will be exhibiting, in addi- 
tion to their standard models with interchangeable 
carriages, the popular carbonless continuous station- 
ery attachments and other accessories. 

British Typewriters, of course, manufactures the 
well-known Empire machine which has had such a 
wide sale in recent years. 

Two of the largest sections of the office equipment 
section of the B. I. F. will be those for metal furniture 
and card index and filing cabinets. Twenty-three 
firms will be displaying metal furniture, and some 22 
the card index systems. 

There is not likely to be anything like the same 
number of wooden office equipment displayed, and 
this is an indication of how Britain’s office furniture 
has veered away from the one-time traditional wood. 
If more supplies of timber were available, no doubt 
there would be an increase in production and conse- 
quent sales but it must be realized that metal has 
now established itself in such measure that it is ex- 
tremely doubtful, even if supplies were freely avail- 
able, that wooden furniture would be required in the 
same degree as in former years. 

Somewhat surprisingly, there are not the number of 
dictating, recording and similar machines which I 
should have expected. The London Office Machines, 
Ltd., of 130 Terminal House, Grosvenor Gardens, Lon- 
don. S.W.L., tells me, that they will be exhibiting 
Tape-Riter, dictating and recording machines, Curta 
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“We make every 
chatr we soll... 

and we soll every 
chav. we make.” 


MANUFACTURED BY 





CHAIR CORPORATION 
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the ““DEBONAIR” 


WELLS POSTURE-RITE 
with the Tilting Back 
No. 1270 


$ 40 EA. LIST 
Iustrated in Duran 
Priced Slightly Higher in Zones 2 and 3 


‘So MUCH for so Little” 


GENERAL OFFICES 
725 $. LA SALLE ST. 
CHICAGO 5S, ILLINOIS 
e 
TELEPHONE 
HARRISON 7-1100 








calculating machines and other equipment for which 
they are agents. 

The E. M. I. Sales and Service, Ltd., (Emdicta Divi- 
sion) 363, Oxford St., London, W. 1, will exhibit the 
Emdicta Electronic Dictation System, which employs 
magnetic paper discs for recording of speech. Discs 
may be folded for mailing and afterwards erased for 
further use. 

An interesting stand will be that of Rees, Pitchford 
and Company, Ltd., of 72-74, Victoria St., London. 
S.W.1. which will demonstrate the firm’s progress in 
developing quality stapling machines and staples, as 
well as other office sundries 


+ * * 


An interesting development in recent years in British 
office equipment is that which has taken place in inter- 
communication equipment and staff location equip- 
ment. The B. I. F. exhibits will emphasise this devel- 
opment, for the following firms are showing in this 
section: British Vacuum Cleaner and Engineering 
Company, Ltd., Leatherhead; Hadley Sound Equip- 
ments, ,.Smethwick; Magneta Time Company, Ltd., 
Leatherhead; Modern Telephones (Great Britain) Ltd., 
London; National Cash Register Company, (Manufac- 
turing) Ltd.; the London (Electric Credit Sanction 
System); E. Shipton and Company, Ltd., Northwood 
Hills; Standard Telephones and Cables, Ltd., Televo 
(London), Ltd., London (Telephone Amplifier), and 
Two-Way Talkie, Ltd., London 


* * * 


Somewhat surprisingly, the exhibits of office sun- 
dries is going to be large. By office sundries, we refer 
to stationery, account books, blotters, carbon papers 
and so on. 

The reason for “somewhat surprisingly” in our refer- 
ence may not be fully understood by businessmen in 
the U. S. A. without some further explanation. 

In recent months, with raw materials becoming 
shorter because of the emphasis on rearmament and 
defense needs, the need for collection of maximum 
salvage of waste paper and so on has been stressed 
repeatedly to the public. Salvage schemes, reminiscent 
of World War II days, are now in operation again in 
Britain, designed to collect every ounce of waste paper 

Even so, however, there is still too much going to 
waste and certain packaging materials (fibreboard 
for example) is in particular short supply and there 
are instances of mills having to work short time be- 
cause of lack of sufficient raw material. 

Stationery in the office equipment industry, has 
taken one price rise this year and another is antici- 
pataed before the end of 1951 

The rise in price has contributed in some measure 
to curtailing demand by the public for all but essential 
purposes but even so demand still exceeds supply and 
with export needs having to be met, the necessity for 
obtaining every spare bit of waste paper may be 
realised. If the shortage continues, it may affect 
Britain’s export markets in office stationery and asso- 
ciated products. 

One aspect of the office equipment industry in 
Britain is assuming increasing importance. This is the 
application of electronics to the industry. The example 
of electronics in the field of duplicators was seen re- 
cently with the Roneo Company’s electronic duplicator, 
and a description of this appeared some time ago in 
OFFICE APPLIANCES. 

Now, I hear, the science of electrons is to be “har- 
nessed” to the accounting side of office equipment 
and experiments, too. The production of an electroni- 
cally-operated typewriter is, I am told, in progress. 
It is difficult to gather precicely what will be the 
advantages of an electronically-operated keyboard 
over an electrically-operated typewriter, but results 
are awaited with interest, nevertheless 


* * * 


The world’s biggest exhibition of office equipment, 


66 


which will open at Olympia in June, is attracting tre- 
mendous attention. Bookings, I understand, are already 
taken up and the success of the effort is assured. It is, 
I suppose, somewhat unfortunate that the B. I. F. 
precedes the Office Appliance Trades Association Exhi- 
bition. There will be a tendency, unfortunately, for 
manufacturers to hold over some of their new lines 
until the June exhibition, although there will, of course, 
be some new material displayed at the B. I. F. too. 
My remarks in the March issue about the anxiety 
of British retailers to see American typewriters on the 
market again has evoked quite a response. I under- 


stand the matter is being raised by more than oneé 
organization in their discussions and the sum total= 


may be that we shall be seeing, perhaps within thes—— 


next nine to 12 months, a fair sprinkling of American 
typewriters. 

British typewriter manufacturers, it should be 
stressed, are not afraid of competition; rather do they 
welcome it because free enterprise has long been a 


cardinal point in the progress which they have made.z=—— 


It does seem unfortunate that the free interchange of 
goods between the U.S. A. and Britain should be sub- 
ject to so many currency restrictions 





VENEZUELAN PROGRESS 





Pictured above is the new building of the Vencolan Trading |} 
Co., Caracas, Venezuela, exclusive representatives for Safe- | 
distributing Safeguard checkwriters. | 


guard International, 





News Notes From Australia 


W. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 


Compound interest totalling £70,000 on principal of 
£10,000 was included in a claim for £106,000 made in 


the Sydney Supreme Court recently by an 87-year-old} 


man, Peter Mathieson, who sued N. Le Roy Tracy, Ltd., 


manufacturers of office equipment, of which he was} 


a former director. Mr. Barwick, K.C. (for Mathieson), 
Turn to page 135, please) 
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The Weis reputation for topmost quality in ma- 
terials and workmanship is reflected in the popu. 
larity of these superior Wood Letter Trays. You 
can take justifiable pride in recommending them 
to your customers. Available in Letter and Cap 
sizes and three beautiful finishes—Natural Oak, 
Walnut or Mahogany. Sturdy metal posts for 
stacking may be ordered in either outside corner 
or inside corner styles. See Price List for details. 
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Continuing demand for Wood Card Trays with 
hinged covers can be met in the most satisfactory 
way by offering your customers this famous Weis 
product. See our current Price List for the many 
outstanding construction advantages that make 
Weis trays so easy to sell. Sizes for all standard 
file cards. Regular Midget and three other capac- 
ity lengths. Attractively finished. Check your 
inventory of trays, cards and guides today. 
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The Weis Manufacturing Company 


) ee 
1892 CLY° 1951 
| RS 


Monroe, Michigan 


NEw YorRK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: 


BOSTON 10: 


Associated Stationers Supply Co. 
Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 


OKLAHOMA City 1 ForT WoRTH 1 HOUSTON 2 
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The Remington Quiet-riter... | TOPflight Adding Machines— 
Complete with every feature the fastest selling dealer line 
your customers need for finest of adding machines om the © 


typing performance. It’spacked market today. 
with sales appeal. 


Visit us at the New York Stationery Sh 


WU LULL LLL 


_ erect 


DEALER SALES DIVISION ¢ 315 Fourth Avenue 
New York 10, N. Y. 
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Maryland OMDA Hears Toussaint, Ritchie 


The regular monthly dinner meeting of the Mary- 
land Office Machine Dealers Association, held at the 
Stafford Hotel in Baltimore, Md., March 14, drew a 
record turnout of members. This was primarily due 
to the presence of Ed Toussaint, NOMDA president, 
and Irving Ritchie, past president of NOMDA. Other 
guest speakers included Bud Bills of the Ames Supply 
Company and Bill Remington, who handles the Cham- 
pion line for the Victor Adding Machine Company. 

Chairman of the meeting, Burnette Goldstone, Lom- 
bard Office Equipment Company, introduced Mr. Tous- 
saint, who spoke at length about the coming Govern- 
ment controls, the outlook for the future, association 
activities and the facts about approaching scarcity of 
parts and machines. He stressed full co-operation for 
‘group life insurance under the NOMDA plan. 

Mr. Ritchie described his experiences with other 
dealers and elaborated on the necessity of planning 
and promoting merchandise campaigns. Mr. Mills told 
of problems confronted by the Ames Supply Company 
and the steps taken to overcome them. 





Milwaukee Office Furniture Group 
Hold 400th Meeting 


The Milwaukee Office Furniture Association, which 
meets regularly on the second and fourth Tuesday of 
each month, held its four hundredth meeting on 
March 13 at the Medford Hotel. As usual the attend- 
ance was nearly perfect, one member being absent in 
California. Guests at the meeting were Harry Hofherr, 
Kendrick Furniture Company, president of the Na- 
tional Office Furniture Association; Earl Hansen, man- 
ufacturers’ representative, chairman of the convention 
committee for the NOFA meeting held in Chicago 
March 4, 5 and 6; James B. Lynch, Imperial Desk 
Company, also a committee chairman at the NOFA 
convention, and John A. Gilbert, publisher of OFFrIcEe 
APPLIANCES. 

Mr. Hofherr congratulated the Milwaukee dealers on 








ry 


Seated, left to right: Edwin A. Forrer, Forrer Equipment Co.; Conrad 
Netzhammer, Northwestern Furniture Co.; Fred Siekert, Siekert & 
Baum Staty. Co.; Harry Hofherr, Kendrick Furniture Co., Chicago, 
president National Office Furniture Association; Arthur W. Boling- 
broke, A. W. Bolingbroke Co.; George Palm, H. H. West Co. Standing, 
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400TH CONSECUTIVE MEETING OF MILWAUKEE OFFICE FURNITURE ASSOCIATION, MEDFORD HOTEL, MAR. 13 


their long, unbroken record of meetings and the sub- 
stantial benefits resulting from their continuous co- 
operative effort. He told something of the activities 
of the Chicago Office Furniture Association which he 
helped to organize and served as president. 

Mr. Hofherr also commented on the recent NOFA 
convention, reported in the April issue of this journal. 
The attendance, he said, was excellent, including im- 
portant dealers from all parts of the country. The 
nearly 100 exhibits of office furniture by manufacturers 
added much to the visitors’ interest. Among various 
association benefits he recited the definition of an 
office furniture dealer as adopted by NOFA in Decem- 
ber, 1949, and sent to all dealers and manufacturer 
members. He cited incidents in which it had been used 
to the advantage of dealers belonging to the associa- 
tion. Also he told of the association’s publication 
known as the “NOFA Bulletin” and its policies, of 
sales training schools under association sponsorship 
in various cities, and of advertising programs for deal- 
ers in their local newspapers and national advertising 
in business magazines. Mr. Hansen, Mr. Lynch and 
Mr. Gilbert also were called upon for remarks. 

Fred Siekert, Siekert & Baum Stationery Company, 
told of the progress in incorporating the Milwaukee 
association, something that is to be completed shortly. 
Conrad Netzhammer, Northwestern Furniture Com- 
pany, started a form of round-table discussion on 
meeting new Government requirements for records and 
priorities. 

Officers of the Milwaukee association are C. A. Netz- 
hammer, president; Fred J. Siekert, vice-president; 
Edwin A. Forrer, secretary-treasurer. From the be- 
ginning it has been the plan of the association to 
follow programs planned in advance. Discussions have 
covered such subjects as deferred payments, sales, 
credits and collections, salesman’s commissions, turn- 
over, written agreements with salesmen, stock control, 
discontinued numbers, and various others pertinent 
to the business. Frankness in discussion among mem- 
bers has led to close co-operation 


left to right: Erwin W. Doepke, S. J. Olsen Co.; Ernst H. Franke, 
Diebold, Inc.; Frank L. Van Deman, Remington Rand Inc.; Lee Auck- 
ley, Auckley & Ervin Co.; Ben Terkel, M. Niedecken Co. (since 1894); 
James B. Lynch and Earl Hanson, Chicago, manufacturers’ representa- 
tives. Only absent member was John M. H. Nichols, John Nichols, Inc. 
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This 6% pound Adding Machine 


SWIFT 


an outstanding 








is in big, growing demand 


Extensive research has enabled us to produce 
a new, improved Swift Adding Machine—a 
portable adding machine with nine-column 


capacity, visible adding dials and all-steel case. 


Che tremendous response of the trade and 
public has shown them quick to recognize the 
handy portability, dependable operation and 
value of this new Swift Adding Machine. 


SWI F T Business Machines Corporation + Great Barrington, Mass. 
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Dealer orders are snowballing. Every day 
we receive many letters from consumers, ask- 
ing where they can buy the Swift . . . and from 
dealers, telling us about the wide, growing 
interest in the Swift Adding Machine. 


We are doing everything possible to fill our 
dealers’ orders... and to place more Swift 
Adding Machines in the hands of the public. 


= 
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the new improved 












COFA Nominates New Officers 


At the regular monthly meeting of the Office Furni- 
ture Association of Chicago, held in the Bismarck 
Hotel on Monday evening, April 2, the following slate 
of officers was nominated: Norman Ginsburg, Joseph 
Ginsburg, Inc., president; Al Levinthal, William Geiser 
Office Furniture & Equipment Company, vice-presi- 
dent; Arthur Olsen, Olsen’s Office Supplies, Inc., re- 
cording secretary; Abe Golden, Royal Metal Manufac- 
turing Company, activities secretary; Al Lipsky, 
Business Furniture Company, treasurer. As provided by 
the constitution, the annua! election will be conducted 
at the May meeting. 

In the absence of President Ginsburg, Vice-president 
Al Levinthal functioned as chairman of the meeting. 
Following routine reports, a decision was reached to 
hold the May meeting in the Como Inn. Then came 
a lengthy discussion on the revised constitution pre- 
sented by Charles Goodman, S. Stein & Company, 
chairman of the constitution committee. Mr. Goodman 
pointed out that the revised instrument was essentially 
the same as the original document, with two excep- 
tions. Those exceptions were disapproved and the re- 
vised constitution, differing somewhat in verbiage 
although identical in meaning to the original one, was 
adopted. 

The time remaining before adjournment was devoted 
to an explanation of association group insurance 
policies for the staffs of association members, by John 
J. McCarthy, Chicago manager, John Hancock Mutual 
Life Insurance Company. The Hancock plan is now in 
process of adoption by the National Office Furniture 
Association. 





Stationers Guild Honors Henry Frank 


More than 60 members and guests assembled to 
attend the Guild fellowship and educational meeting 
of the Stationers Guild of America held on Thursday, 
March 29, at Rosoff’s Restaurant, New York, N. Y. 

An hour of cocktails and good fellowship preceded 
dinner which was served in the Oxford Room. Chair- 
man J. S. Libien, Libien Press, Inc., New York, N. Y. 
called upon Joseph W. McCormick, Jr., general man- 
ager of the Guild, who expressed his appreciation for 
having the privilege of paying honor to Henry Frank, 
Henry Frank Inc., New York, N. Y., one of the Guild’s 
charter members. He called upon Richard Pomerantz, 
A. Pomerantz & Co., Philadelphia, Pa., who presented 
a beautifully engrossed resolution, in book form, to 
Mr. Frank commending him for his splendid services 
as chairman of the New York Guild group. 

In acknowledgment Mr. Frank expressed his thanks 
and appreciation for the token and added that hav- 
ing been active in the organization from its outset he 
was convinced that the work of the Guild is advan- 
tageous to the trade. He concluded with the remark 
that whatever is helpful to the industry is worthwhile 





doing and that has been his practice through the 
years. Chairman Libien then announced that in line 
with the educational program of the Guild, two guest 
speakers of the evening, would discuss their firms’ 
Guild products. He then introduced the first speaker 
Leo Downey, Boorum & Pease Company, whose topic 
was “Guild Bound Books and Columnar Pads.” 

Beginning his talk with the definition of the word 
stationer and the significance of the Guild trademark, 
he went on to call attention to the usefulness of the 
stationer in supplying the necessary and important 
record-keeping tools of business. Declaring most peo- 
ple are willing to pay a fair price for better quality, 
he pointed out that stationers render a valuable serv- 
ice to business and should be properly recompensed 
for quality products. This can be brought about by 
stationers informing their customers of the advantages 
of quality products, thereby rendering a real service 
and at the same time obtaining a good margin of 
profit. He then proceeded to show and demonstrate 
the construction of bound books and columnar pads. 
He covered numerous details such as quality of paper, 
thread, muslin, glue, laminated board, reinforcing, 
binding materials, gold stamping, ruled lines, and ink, 
giving information on each item used. 

The next speaker was H. B. Van Dorn, Joseph Dixon 
Crucible Company, who discussed “Guild Pencils and 
Erasers.” 

Remarking that stationers in the olden days sold 
quill pens, he pointed out that somewhere along the 
line in later years the lead pencil was invented—the 
handiest of all writing instruments and the least ex- 
pensive, now universally used by millions of people 
daily. He, too, recommended that dealers handle qual- 
ity products and declared that quality lead pencils are 
not difficult to sell. In recommending and selling 
quality products th- dealer is rendering a real service 
to his customer, he said, because “quality remains long 
after the price is forgotten” and people come to the 
right source for quality. In this connection, he rec- 
ommended that dealers have their sales force use 
Guild pencils themselves to arouse interest and pro- 
mote their sale by suggestion. In discussing the im- 
portance of packaging he particularly stressed the 
advantages of eye and sales appeal of attractive pack- 
aging. Holding up for all to see, he showed numerous 
packages of pencils and erasers which upon opening 
contained attractively colored wood-cased pencils and 
a variety of erasers for all purposes. The use and 
advantage of each of which he explained in some 
detail, including the quality of lead, wood casing and 
rubber used in their construction. After thanking both 
speakers, Chairman Libien called upon Mr. McCormick 
who announced the death of two Guild members dur- 
ing the past year: Al Collins, Jaques & Company, and 
Ed O’Brien, J. J. O’Brien & Son, both of New York, 
N. Y. All present stood with bowed heads in respect 
to their memories. 

Before concluding the meeting, he declared, the 
Guild has just finished the best year it has ever had. 





MEMBERS OF THE STATIONERS GUILD OF AMERICA AT MARCH 29 DINNER MEETING AT ROSOFF’S, N.Y.C. 
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~ WHY THOMAS FURNITURE 









NY: COVERED WITH 


. ~=»>s SHOWS PROFITS BUT NEVER WEAR... 


jo ve 


nk, When your customers see magnificent Thomas Furniture design joined with rich, luxurious Kalistron* covering—with its 
never show wear” story—sales and repeat sales are sure! Thanks to exclusive Blanchardizing process, Kalistron color is permanently 
fused to underside of clear, extra strength vinyl sheeting. That's why nothing can mar or damage the colorful beauty of 
Kalistron. It stays beautiful year after year . . . brings customers back again and again. 


he Kalistron resists scratches, scrapes and scuffs; won't chip, peel or crack; waterproof, yet cleaned easily with a damp 

ne cloth. Learn more about “never shows wear” Kalistron, winner of Modern 
Plastics award for furniture and interior decorating materials . . . 

al- SEND COUPON NOW for free “Nail-file” test. See for yourself if 

ire scratching and scraping of file can injure ever-beautiful Kalistron. 


ice * Trade Mark 


he 4 Coca Cola Bottling Company, De Quion, Ill, Installation by Comfort 
aC - Printing and Stationery Company, St, Louis, Me. 





51 OFFICE APPLIANCES, May, 1951 75 

















71] =a 


il 


| = 


“Alli 


| tee “qi a i 

















- 4%. 
Steclmaste ‘‘Safer-At-Home”’ filing equipment with 


secret compartment strategically integrated in 3rd 
drawer——to provide greater safety for those ‘‘valu- 
able’ and important documents that require privacy 
and safeguarding against pilferage. Your own individ- 
val combination pick-proof safety lock. Only you know 
your own secret combination. No one else knows it. 











Top value — full suspension —top performance. Origi- 
nal design by Futura—precision made to exacting 
specifications by Steelmaster. 











In reasonable and allocated quantities. 
OUTSIDE DIMENSIONS | SHIP. WT. 
ITEM NO DESCRIPTION HEIGHT ate ooh F.0.8. N.Y. 
SAF@4 | 4 Section Hi Safety File (Letter Size} 52” 14%” 1262”) 140 Ibs. 
Anside Satety Section Dimensions |10%” |12” 25” 
SAF @4C|4 Section Hi Safety File (Legal Size)/52” 17%” 1261.”| 146 Ibs. 
Inside Safety Section Dimensions 10%” |15” 25” : 
SAF@3 |3 Section Hi Safety File (Letter Size) 40” 14%” 126.”| 110 Ibs. 
il i Inside Sofety Section Dimensions |10%” |12” 26” 
| s 3 Section Hi Safety File (Legal Size}/40” 17%” 126%”| 116 Ibs 
Hi i SAFOSC Inside Safety Section Dimensions |10%” [15” 25” 
SAF@2 |2 Section Hi Safety File (Letter Size}}30'1.” 14%,” 126,” 85 ibs. 
Inside Safety Section Dimensions 10%” 112” 25” 
a 2 Section Hi Safety File (Legal Size)} 301.” |17%” |26'.”| 92 Ibs 
SAF-4 SAFO2C Inside Safety Section Dimensions [10%” 115” 25” 






































Futura grey or Steelmaster green. Please indicate color. 





safeguard against petty pilferage 
art steel co., inc. 


Nhs STeelnasers —. + a oe | 
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einer 


PROTECTOR 
(F2201) 


unette 





Assures ‘‘peace-of-mind” (4-way keyed protection and addi- Super-safety cabinette system, protects as it conceals. (4-way 
tional inside vault door and combination lock protection ). In- keyed protection and additional inside vault door and com- 
dividual pick-proof combination safety lock. Finished in bination lock protection) for ‘‘valuables’’ against petty pilfer- 
Futura Grey, Steelmaster Green. Protects as it conceals. indi- age. Finished in Futura Grey, Steelmaster Green. indicate 
cate finish wanted. Literature as you wished. finish wanted. Literature if you wish. 












































OUTSIDE DIMENSIONS | SHIP. WT. OUTSIDE DIMENSIONS | SHIP. WT. 
} -— 
ITEM NO. | DESCRIPTION HEIGHT | WIDTH | DEPTH | F.0.8. N.Y. ITEM NO. DESCRIPTION HEIGHT | WIDTH | DEPTH | F.0.8. N.Y. 
F2201 | THE “PROTECTOR” 31” | 18” | 16” | 70 tbs. F2200 THE “SAFO” 35” | 18” | 16” | 60 tbs. 























In reasonable and allocated quantities. ——————— 
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VAULT 
BOX 


(F1101) 


BOX 


(F1100) 


























Steelmaster’s ‘‘Safer-At-Home" extrarduty, extra-service, Steelmaster heavy-duty security vault type strong box with 
extra-heavy security vault type strong box. with individual paracentric lock and keys. Precision made by Steelmaster — 
combination lock. Finished in Futura Grey. electrically welded for strength. Finished in Futura Grey. 
Packed in individual carton. Packed in individual carton. 
| OUTSIDE DIMENSIONS | SHIP. WT. OUTSIDE DIMENSIONS | SHIP. WT. 
ITEM NO DESCRIPTION HEIGHT |wiotn DEPTH | F.0.8. N.Y. ITEM NO. DESCRIPTION HEIGHT | WIDTH] DEPTH | F.0.8. N.Y. 
S fer-At-H a: ed me ” ” aay Safer-At-H, 
F1100 | Seouiie a 7%" 16 12 15 ths. FI101 Soontine Unit. 7%” 16" 12° 15 ths. 









































safeguard against petty pilferage 


art steel co., inc. 
170 w. 233rd street 


new york 63, n. y. 
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COSCO REPRESENTATIVES IN ATTENDANCE AT RECENT SALES CONFERENCE 


FRONT: James C. “Jake” Hearn, Southern and Southeastern states; 
Ray Williams, District of Columbia and Middle Atlantic States; William 
M. Johnson, Illinois; Mr. Bassett, sales manager; Ward H. Silliman, 
Texas and Southwestern states; T. Ralph Unsworth, associate of Mr. 
Hearn; Nelson H. Cady, Indiana, Kentucky, Ohio and West Virginia. 


Cosco Holds First Sales Meeting 


Ending on a strong note of optimism, the first gen- 
eral sales meeting of the office furniture division of the 
Hamilton Manufacturing Corporation, makers of Cosco 
“Finger-Lift” office chairs, was held at the company’s 
general offices early in March. Presiding at the 
two-day session, which was the first opportunity for 
many company officials and representatives to become 
acquainted, was Kirk Bassett, division sales manager. 

The program was devoted chiefly to an explanation 
of company policy and discussions of sales and pro- 
duction plans. A tour of the plant enabled represen- 
tatives to see each step in the manufacture of Cosco 
chairs. 

The meeting was concluded with a dinner at the 
Columbia Club, Indianapolis, Ind., after which the en- 
tire organization entrained for Chicago to attend the 
National Office Furniture Association show 





Eberhard Faber Honors Eichhorn 


Franklyn H. Eichhorn, sales promotion and adver- 
tising manager of the Eberhard Faber Pencil Company, 
recently celebrated the completion of his twenty-fifth 


F. H. EICHHORN 





year with the firm. He was honored at a luncheon at 
the Hotel Commodore, New York, N. Y., on March 1, 
the day of his anniversary. Mr. Eichhorn served as 
advertising manager from 1937 to 1948, when he was 
appointed to his present position. 
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REAR: W. Bernard Waltman, associate of Mr. Silliman; Carl W. Draper, 
the 10 Western states; Charles J. Dwyer, New England states; A. F. 
“Heinie’ Sengbusch, Central-Western states; John B. Dwyer, associate 
of Charles J. Dwyer; Milton Stone, Metropolitan New York and part 
of New Jersey. 


Export Managers Hold Annual Get-Together 


The Export Managers Club of New York, Inc., held 
its thirty-first annual get-together at the Hotel Statler, 
New York, N. Y., on March 21 and 22. “1951—-Challenge 
to U. S. Export Trade” was the theme of the meeting. 

After an address of welcome by President Frank 
Hoffmann, vice-president of Intertype Corporation, 
the Monday morning session got under way with a talk 
entitled “The Challenge” by John F. Chapman, vice- 
president and publisher, McGraw-Hill International 
Corporation. Mr. Chapman was followed by E. I. 
McClintock, vice-president of the Sterling Drug Com- 
pany. 

Group luncheons were devoted to advertising, auto- 
motive, foreign credit, collection and exchange, and 
machinery metals. Discussion at panel sessions was 
devoted to “Import Trends Which Will Influence In- 
ternational Trade,” “Shifting Export Sales Opportuni- 
ties” and “Shifting Geographical Markets.” 

At the annual banquet, held on Tuesday evening, 
President Frank Hoffmann acted as toastmaster. 

Wednesday morning’s session was given over to the 
following talks: “Government Controls,’ “Exchange 
and Financial Controls and Problems” and “Operating 
Under Present Controls and Restrictions.” The latter 
subject was analyzed by W. H. Lukens, vice-president 
and general sales manager, R. M. Hollingshead Cor- 
poration. 

A get-together luncheon was held at 12:30 Wednes- 
day under the chairmanship of Vice-president R. R. 
Reger, manager export sales, Sperry Gyroscope Com- 
pany. August Naffry, vice-president of the Irving 
Trust Company, gave an informative talk. 

Panel discussions were held throughout the after- 
noon after which the meeting was closed. 





Eugene F. Malloy Heads Houston OMDA 


Eugene F. Malloy of Malloy’s Business Machines Com- 
pany, Houston, Tex., has been elected president of the 
Houston Office Machine Dealers Association. 

Other officers recently named are D. T. Dalton of 
J. J. Lemmon Company, vice-president, and Mrs. Con- 
stance Ellison of Ellison Adding Machine & Typewriter 
Company, secretary-treasurer. 

Arthur Shinn of All Makes Typewriter Exchange is 
the retiring president—CG 
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Step right up close gents, so the people in the back row 
can hear. 
That’s it—thank you! 
Now, | am not going to offer you a gold brick—not even a 
half interest in the Brooklyn Bridge. I gave up selling 
ause I’ve found the best, down-to-earth 
in ‘tecaunl buck fast. 


those, friends, be 
way of making 


I’m referring, friends, to nothing else but that popular, 
steady-selling line of Cotumpia Typewriter Ribbons and 
Carbon Papers. Why, friends, there’s nothing like them 
for sheer value, for cleanliness, for durability, for economy 
—for turning out the kind of business writing that makes 
the boss happy , 


This is the genuine thing, friends. There’s not a ribbon 
or carbon need in any office anywhere, that you can’t 
supply from the COLUMBIA line—and it gives you an edge 


Cotumara Risson & Carson Mec. Co., Inc. OA-S 
102-5 Herb Hill Road, Glen Cove, L. L., New York 


I'm interested in Columbia Ribbons and Carbons. Please send complete 
information about them and the Columbia Sales Cooperation Plan. 


Name 





Position. 








AAAce 











on competition in quality, price and service. 

Don’t go way folks—that’s not all. For each and every- 
one of you who would like to make money with CoLuMBIA, 
I am going to include this special giant size Sales Co- 
operation Plan. 

If your ribbon and carbon volume isn't close to third 
place in your total sales, then, friends, you need the 
CotumBtA Sales Cooperation Plan a lot more than you 
think. 

Here is your opportunity to enjoy the same proposition 

z=. that has boosted sales and profits for leading 

stationers* from Maine to California. 


Do I have any takers for the coupon? 
COLUMBIA RIBBON & CARBON MFG. CO., Inc. 
Main Office & Factory: 102-5 Herb Hill Road, Glen Cove, L. 1, New York 


New York Sales and Export: 58-64 West 40th Street « Branch Offices and Distributors in 
Principal Cities « Consult your Local Telephone Classified Directory 


TYPEWRITER RIBBONS Silk Gauze - Marathon «+ Classic 
Rainbow - Pinnacle - D. H. & D. CARBOM PAPERS Silk Gauze 
Marathon + Commander - Rainbow «+ Pinnacle 





Who ore they? Just mail the coupon for details about the Columbie 
Soles Cooperation Plan and we'll tell you the names of people you know who 
hove made big business out of Columbia Ribbons and Carbons 
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NSOEA Regionals to Stress Defense Economy 


The 1951 regional meetings of the National Station- 
ery & Office Equipment Association, opening April 5-7 
with the District No. 4 meeting in Palm Beach, Fia., 
have been planned to assist those attending in the 
conduct of their businesses in a defense economy. 

Augumented by local speakers and subjects of speci- 
fic interest to the individual districts, the programs 
will include timely and helpful material by the NSOEA 
Troupe. 

The following men and speeches are scheduled for 
all of the regionals: “Ideas for Management” by Presi- 
dent Zac Smith, Zac Smith Stationery Company, Bir- 
mingham, Ala.; “Stationers Can Work Together” by 
Harry L. Fellowes, president of the Bankers Box Com- 
pany, vice-president of the NSOEA manufacturers’ di- 
vision; “Serve and Sell” by William H. Gove, sales 
development manager, Minnesota Mining & Manufac- 
turing Company, and “This is It!—Association in a 
Defense Economy” by Paul E. Burbank, general man- 
ager, NSOEA. 

L. W. Miller, manager of national accounts; J. A. 
Saunders, manager of desk and chair sales, and H. H. 
Suender, manager of advertising and sales education, 
all of the General Fireproofing Company, will alternate 
at the various regionals with the topic “Metal Business 
Equipment in 1951.” 





New Jersey Stationers Hold Annual Dinner 


More than 150 members and guests assembled to 
attend the thirty-ninth annual dinner and St. Pa- 
trick’s Day party of the Stationers’ Association of 
Northern New Jersey, held Saturday evening, March 
17, at the Robert Treat Hotel, Newark, N. J. 

After an hour of cocktails and good fellowship, a 
delicious beefsteak dinner was served in the .Grand 
Ballroom, where tables were so arranged that all 
could see the floor show that followed. 

As the tables were cleared after dinner, President 
A. Siminoff, Colonial Stationery Corporation, Newark, 
N. J., mounted the stage and extended greetings and 
a hearty welcome, expressing the hope that all would 
enjoy the splendid entertainment to follow. He then 
announced that Reed’s Stationers, located in New 
Brunswick, N. J., recently celebrated their hundredth 
year in business. He introduced and congratulated 
Charles H. Reed amidst loud applause from the as- 
semblage. On behalf of the association he thanked 
the entertainment committee for doing a splendid job 
and called upon Chairman Al Pickar, Acme Stationery 
and Printing Company, Newark, N. J., to take a bow. 
He then thanked Frank May, J. L. May Company, for 
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donating cigars for the occasion. 

An excellent floor show was then presented under 
the direction of Lionel P. Stapleton, the well-known 
producer. It consisted of a variety of acts, both amus- 
ing and entertaining, and a number of Irish songs 
were sung as befitted the occasion. 

Music was furnished by Al Pickar and his orchestra. 

Officers of the association are: President, Abe Simi- 
noff, Colonial Stationery Company, Newark, N. J.; 
first vice-president, Al Pickar, Acme Stationery and 
Printing Company, Newark, N. J.; second vice-presi- 
dent, Jerry Santry, Boorum & Pease Company; treas- 
urer, Martin E. Escoffier, Clinton Stationery Company, 
Newark, N. J.; secretary, Rupert L. M. Jacobus, Ed- 
ward Madison Company, Montclair, N. J. 





New York Stationers 12:30 Club Meets 


Seventy-five members and guests assembled to at- 
tend the regular monthly meeting of the Stationers 
12:30 Club of New York City on Monday evening, 
March 26, at Rosoff’s Restaurant, New York, N. Y., 
with President Philip G. Tagley, Consolidated Loose 
Leaf, Inc., presiding. 

After extending greetings at the close of dinner, 
President Tagley introduced the following guests and 
made them welcome: Ray Tuite, Joe Gleit, John Ryan, 
Jr., and Harold Fischer, all of Manhattan Stationery 
Company, Inc., New York, N. Y.; George Clap, Ester- 
brook Pen Company; Bernard Tripp, American Crayon 
Company; Jerome J. Savage and Chris Tomford of the 
Carter’s Ink Company. He then congratulated Irving 
O. Lassner, Goldsmith Brothers, New York, N. Y., on 
the celebration of his son’s Bar Mitzvah. 

In the absence of Robert Reichman, President Tag- 
ley announced that the combined meeting of NSOEA 
Districts No. 3 and No. 13 would be held on June 29 
and 30, at the Ambassador Hotel, Atlantic City, N. J., 
under the direction of Robert Reichman, Mooney’s, 
Inc., New York, N. Y., and Charles W. Lukens, Yeo & 
Lukens Company, Philadelphia, Pa., governors of their 
respective districts. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
after giving the treasurer’s report announced the fol- 
lowing new members: Mario A. Manupelli, Joseph Cook 
and Marcus Marlin, all of Wilson Jones Co.; Sidney 
Sussman, A. I. Goldberg, New York, N. Y.; Louis J. 
Caracci, son of Louis F. Caracci and James M. Olsen, 
both of The Nor-Wood Company, Inc., New York, N. Y.; 
Stanley Geismar, Joshua Meier Co., Inc.; Charles 
W. Busk, Associated Cellulose Products Corporation, 
and Samuel Newman, Milton Stone Associates. Mr. 


Turn to page 144, please) 
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Echoff Heads Van Dyke Industries, Inc. 

Fred M. Echoff, formerly a sales executive with 
Remington Rand Inc., has been elected president of 
Van Dyke Industries, Inc., manufacturers of fluorescent 
lighting fixtures for offices and industrial purposes. 

Mr. Echoff served as regional director of the Smaller 
War Plants Corporation during World War II. He has 


AA 
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been active in civic interests of Chicago, heading the 
Noise Abatement Committee of Greater Chicago and 
holding membership on the advisory board of the 
Hoover Report Commission. He was president of the 
Executives Club of Chicago, 1944-45, and is a former 
vice-president and director of the Union League Club. 





Vanderford Becomes Memphis Firm President 


A reorganization of the executive staff of E. H. 
Clarke & Brother, Inc., one of the oldest office supply 
and stationery firms in Memphis, Tenn., has been 
announced by Wray Williams. He is giving up the 
presidency of the firm but retains a stock interest. 

Ben H. Vanderford, executive vice-president and 
general manager since 1941, becomes president. 

Louis M. Brockwell has been made secretary-treas- 
urer of the firm. Maurice Mansfield becomes vice- 
president and part owner.—CG 





Monroe Branch Moves to Larger Quarters 


Effective April 2 the Erie, Pa., branch office of the 
Monroe Calculating Machine Company, Inc., will be 
located at 905 French St. F. A. Wagner is manager of 
the branch. 

An attractive card printed in green, black and white 
announced that the move to new and larger quarters 
would bring about expanded facilities to meet the 
firm’s increased business. 





MacArthur to Join Rem-Rand 


General Douglas MacArthur will become an official 
of Remington Rand Inc. sometime within the next 
three months, according to James H. Rand, president 
of the company. Mr. Rand issued his confirmation of 
the news reports while aboard his 130 foot yacht, Gal- 
axy, in Fort Myers, Fla. He expects to confer with the 
general shortly after his arrival in Washington or 
New York. 

Plans are being made to name General MacArthur 
to the board of directors where he will assume an 
active part in the company’s affairs. Looking forward 
to sending his son to an American school for the first 
time, he hopes to make his home in Connecticut. 





Cramer Posture Chair Firm to Add Space 


Added chair production and relief of present crowded 
manufacturing facilities will be provided the Cramer 
Posture Chair Company, Inc., Kansas City, Mo., in a 
new building on which construction has just started. 

The new plant space is being provided at 1216-24 
Campbell. Adjoining that site on the south, at 1226-28 
Campbell, a three-story former apartment building 
has been purchased and remodeled for production use. 
The new units will increase the Cramer occupancy at 
the site to about 90,000 square feet. 

A total of 23,000 square feet will be in the new 
building, being erected by the H. H. Fox Construction 
Company, and which was designed by Voskamp & 
Slezak, architects. 

At the height of its production in World War II, 
the Cramer plant turned out 3,000 chairs monthly for 
the military, plus from 3,000 to 4,000 a month for ci- 
villian and Government office utilization. 

The Cramer company, headed by Roy A. Cramer, Sr., 
as president, treasurer, general manager and board 
chairman, began as a small plant in 1934. 

Originally the posture chair business was a side line 
for Cramer, who for years has been associated with 
the Cramer Safe & Office Equipment Company, an 
entity which now has become the side line. 

W. T. Keller is vice-president and secretary of the 
posture chair firm. Harold Cramer, a son of Roy, Sr., 
now is president of the Cramer Safe & Equipment 
Company, and is interested in the chair firm. Another 
son, Roy, Jr., is an executive of the Rotary Manufac- 
turing Company, lawnmower firm, for which the seat 
company makes some standard parts. 

The “posture” chair idea is fetish with Roy Cramer, 
Sr., who began his operations to provide such seats 
not only for offices but for factories as well. The idea 
was fantastic to him that a factory worker, operating 
a $10,000 or a $100,000 machine, should do so from an 
orange crate or stool. 





ARCHITECT’S DRAWING OF NEW PLANT FOR CRAMER POSTURE CHAIR CO., INC. 
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What's behind all this. anyway? 


Every one of your salesmen should be ready 
with one answer above all others when show- 
ing A°S°E office equipment. 

Let’s get at it this way: a prospect’s interest 
grows progressively from that first glow in 
the eye at the beauty of an A’S-E desk to the 
conviction that he has found a definitely supe- 
rior product as each feature is presented. Then 
the question arises in his mind—who and 
what is behind all this? How come this finer 
equipment? 

That’s when the salesman must be ready to 


outline those policies and intentions that dis- 
tinguish A’S-E and have brought it to leader- 
ship in the field in a few short years—the in- 
sistence on quality beyond compromise, the 
unrelaxing alertness to improvement in equip- 
ment function, the determination to give more 
value, dollar for dollar, than can be bought 
elsewhere. 

Future sales always depend on the cus- 
tomer’s confidence that he is dealing with the 
best source. The salesman must be prepared 
to help develop and sustain that confidence. 





I 
ALL-STEEL EQUIPMENT INC. 


900 Cleveland Avenue * Aurora, Illinois 
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Latsch Bros. Honored, Kistler 


Receives Brand Name Certificate 

Latsch Bros., Inc., Lincoln, Nebr., received an award 
as “Stationery Store Brand Name Retailer of the Year” 
and W. H. Kistler Stationery Company, Denver, Colo., 
received a “Certificate of Distinction” recently. The 
awards were made at the “Salute to the American 


R. D. LATSCH 





Merchant” luncheon session of Brand Names Day— 
1951, held on April 11 at the Hotel Commodore in New 
York City. 

The firms received this distinction for the excellence 
of presentation of nationally- and regionally-adver- 
tised brands to the public in 1950. 

Brand Names Day—1951 was the sixth annual con- 
ference of leaders in production, distribution and ad- 
vertising of trade-marked products. Michael V. DiSalle, 
director of price stabilization, was the principal speaker 
at the luncheon. 





Friden Re-elects Johnson and Lund 


Announcement has been made of the re-election of 
Friden directors and reappointment of officers follow- 
ing the annual stockholders’ and directors’ meetings 
held recently. 

Renamed as officers of the Friden company were 
Walter S. Johnson, president; John M. Lund, vice- 
president and general manager; Charles T. Gruen- 
hagen, secretary; Wesley Plunkett, treasurer, and P. R. 
Samwell, assistant secretary. 

In addition to the above-named officers who will 
serve on the board of directors during 1951 are J. B. 
Lewis, M. D. Martenet and Stanley M. Friden. 





Hartford Branch of Ditto Honored 


The Hartford branch office of Ditto, Inc., 203 New 
Britain Ave., was awarded the Charles A. Bergsten 
Cup for outstanding customer service and sales per- 
formance in 1950 at a special luncheon at the Hart- 
ford Club on March 14. K. M. Henderson, president 
of Ditto, whose home offices are in Chicago, made the 
official presentation to H. L. Dempsey, Hartford man- 
ager. 

The cup, a large silver trophy standing 32 inches 
high, was conceived in honor of Charles A. Bergsten, 
dean of Ditto salesmen, who over a period of 40 years 
made many outstanding contributions to the com- 
pany’s customer service, sales and business systems 
activities. Its purpose is to inspire all Ditto sales per- 
sonnel to serve in a constantly increasing degree the 
needs and interests of the countless business, finan- 
cial, industrial and educational organizations through- 
out the world who depend upon Ditto duplicating ma- 
chines and methods for the faster, more efficient 
handling of their paper work problems. 

Following presentation of the trophy, Mr. Henderson, 
Ditto president, addressed a group of local executives 
on Ditto’s plans, present and future, and their vital 
importance to American business. 
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Burt & Dell Takes New Location 


Burt & Dell, furniture and equipment dealers of 
Hartford, Conn., recently moved to their own three- 
story building at 53 Mulberry St. The firm formerly 
was located at 320 Pearl St. 

To announce the move, an attractive four-page 
brochure was sent to customers. On the first page, 
under the company’s letterhead was a sprightly and 
informative letter explained the necessity of mov- 
ing from the site of the new Hartford hotel. The letter 
went on to anounce a new Executive Furniture Guild 
Gallery and to thank customers for past support 
which had made possible the purchase of the new 
building. 

Two inside pages contained an attractive color re- 
production of a Guild Gallery executive office together 
with a brief sales message. The last page explained 
the advantages to the customer of the firm’s member- 
ship in the Guild. 


Excuse Us, Please » 


OFFICE APPLIANCES was the unwitting participant in 
the broadcast of misformation about Commander 
Printing & Stationery Company, 317 E. Fifth St., Tulsa 
3, Okla. That firm in printed notice to its friends and 
customers points out that contrary to an item pub- 
lished in the March issue of this trade journal, Floyd 
E. Marshall did not purchase the Commander Printing 
& Stationery Company, which moved to the E. Fifth 
St. address January 1. Just before moving, the Com- 
mander firm did sell to Mr. Marshall part of the 
stationery inventory stock but the firm’s name has 
not been changed to Marshall Office Supply Company 
and it has been in continuous operation and under 
the same management since July, 1931. It is true that 
Mr. Marshall is operating in one of the three locations 
vacated by the Commander Printing & Stationery 
Company, but outside of this fact there has been no 
change in the Commander firm status. That misin- 
formation has developed is regretted by OFrricEe APPLI- 
ANCES. 








* * * 


It is sincerely regretted that in our description of 
the Win-Dex desk-type index that appeared on page 
71 of the April, 1951, issue, the size of the cards was 
incorrectly given. The cards measure 3 x 1% inches 
and not 3 x % inch as stated. Our apologies are ex- 
tended to the Kinetec Novelty Company, Inc., man- 
ufacturer of the Win-Dex. 


* * * 


Two of the pictures taken at the Wholesale Station- 
ers Convention that appear on page 44 of the April 
issue were inadvertently transposed. The caption for 
No. 15 should read: J. J. McDonough, Plymouth Rub- 
ber Company; H. L. Chandler, Adams, Cushing & Fos- 
ter, Inc., Boston, Mass.; Harry Tehan, Higgins Ink 
Company. The caption for picture No. 17 should read: 
Max Goldstein, Rochester Stationery Company, Roch- 
ester, N. Y.; R. C. Schmutzler, Reyburn Manufacturing 
Company; H. L. Chandler, Adams, Cushing & Foster, 
Inc. Our error is deeply regretted. 


* * ” 


Through error the black and green printing plates 
of the left hand page of the American Stencil Manu- 
facturing Company’s two-page advertisement in the 
April issue (page 90) were transposed. Thus, one of 
the outstanding features of the Sure Rite stencil, its 
green color, was minimized. Having introduced that 
color idea for stencils, the manufacturer takes special 
pride in the fact that Sure Rite stencils are green. 
The transposition of the printing plates is sincerely 
regretted. 
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MAKES DOLLARS FOR YOU BECAUSE IT MAKES SENSE— 


IT’S THE SELLING-EST, FIGHTING-EST AD CAMPAIGN YET 
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Pages are appearing in 
LIFE and SATURDAY 
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WEEKLY. 
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Fountain Pens ¢ Mechanical Pencils 
BY THE WORLD'S LARGEST FOUNTAIN PEN MANUFACTURER 
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WEAREVER means BUSINESS this year. 


Check your Wearever stock now. 


A few leading Wearever numbers 
ore illustrated below. Send for 
catalog of these and other fast 
selling Wearever Fountain 
Pens and Mechanical Pencils. 
Address David Kohn, Inc., 
North Bergen, N. J. 


Don't get caught short. Be ready for 
bigger and better Wearever 


sales and profits. 





No. 836 
Wecorever 

Pennant Pen 
$1.00 


FREE SELLING HELPS TO HELP YOU 
RING UP MORE PEN PROFITS IN ‘51 


Peers Zn, 




















WINDOW STREAMERS 








J WINDOW & 
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McMahon Ups Underwood Sales 


E. R. McMahon, accounting machine sales represen- 
tative for Underwood Corporation, reached his 1951 


E. R. MCMAHON 





yearly quota in the month of January to become the 
first to qualify for the company’s All Star Club. Mr. 
McMahon, who joined the company in 1926, is a mem- 
ber of the Seattle, Wash., regional staff of Underwood. 





Checkmate Sales Moves 

Oscar Syring recently announced that Checkmate 
Sales Corporation has moved from 141 Front St., 
Toledo 5, Ohio, to 218 Locust St., Toledo 4. This also 
is the new address for Checkmate Products Corpora- 
tion. 





Marchant Expands Branch Offices 


The opening of new, modern district offices of the 
Marchant Calculating Machine Company to serve 
Charleston, W. Va., and New Haven, Conn., recently 
was announced by Edgar B. Jessup, president of the 
company. 

Enlargement of the offices and service facilities of 
the two branch offices was made necessary by the 
growth of business and industry in those areas. The 
New Haven headquarters, located at 133 Orange Ave., 
are under the supervision of A. R. Piel, manager. Mr. 
Piel has been a Marchant representative since 1944 
and manager of the agency since June, 1949. The 
Charleston office at 1404 Washington St., E., is under 
the managership of Robert E. Keesee. In announcing 
this opening Mr. Jessup said that the increased busi- 
ness was largely due to Mr. Keesee’s efficient manage- 
ment. 








G-F Issues Salaried Employees’ Manual 


A distinct help to the personnel of The General Fire- | 
proofing Company, Youngstown, Ohio is the Salaried | 
Employees’ Manual, recently issued. The purpose of this © 


helpful 50-page pocket-size booklet is told in the fore- 
word: 


“Your progress at G-F is almost entirely up to you. | 


Hard work, co-operation, friendliness and dependabil- 
ity will determine your business progress and whether 
or not you will be happy with your job. Set forth in 
this manual are suggestions of things which will help 
you if you follow them, and likewise, suggestions which 
will enable you to avoid some common pitfalls.” 

Included are chapters explaining the credit union, 
holidays, insurance plan, job evaluation, medical serv- 
ices, pensions, recreation, seniority, vacations, and so 
forth. 





Honor Star Salesmen at New Orleans 


John R. DeSilva of the International Business Ma- 
chines Corporation, and E. O. Morrell, of the National 
Cash Register Company, New Orleans, La., were among 
the 13 men presented with plaques at the twenty- 
fourth annua! Star Salesmen’s dinner held by the New 
Orleans Chamber of Commerce at the Roosevelt Hotel 
on Monday evening, March 192—JHR 





Business Supply Takes Larger Quarters 

The two-year old firm of the Business Supply Com- 
pany in Tuscaloosa, Ala., last February moved into 
larger quarters at 2426 Eighth St. The firm, which 


was established in May, 1949, was originally located | 


at 2113 Ninth St. Since then Albert Howard, owner, 
has found it necessary to increase his staff from one 
employee, Mrs. Elizabeth Cadenhead, to five additional 
sales people. 

Mr. Howard has had 17 years’ experience in the 
office supply and equipment field, having gained his 
experience in Chattanooga, Tenn.; Mobile, Ala., and 
Savannah, Ga. Before entering business for himself, 
he served as manager of the Weatherford Office Sup- 
ply Company in Tuscaloosa. 

Among the manufacturers for whom the firm is ex- 
clusive representative in the area are F. S. Webster 
Company, Harter Chair Company, Thomas A. Edison, 
Inc.; Diebold, Inc.; Miami Systems Corporation, Yaw- 
man and Erbe Manufacturing Company, W. H. Gun- 
locke Chair Company, Stationers Loose Leaf Company, 
American Business Systems and Wallace Pencil Com- 
pany. Several other important lines also are carried. 
The major portion of the company’s sales are of office 
and school furniture. 


Amy 


INTERIOR OF BUSINESS SUPPLY 
COMPANY’S NEW 
TUSCALOOSA, ALA., STORE 
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3 basic business benefits 


The new Art Metal SPEED FILE meets your customers 
three “great desires”: —(1) Saves space—every drawer 
provides an added 3'/2 inches of back-to-front filing space; 
(2) Saves time — Speed File is simpler and easier, faster in 
fling and finding; (3) Saves money—literally pays for 
itself by reducing payroll and maintenance expense and by 


lifetime efficiencies. 


ltis good business now to equalize your profits by “trading 
up.” Feature the finest. Put all selling emphasis on equip- 
ment that is first in operating efficiencies and enduring 
values. 


As always, we are making every effort to provide a sufh- 
cient supply of the finest office equipment — the kind that 
helps your business as well as your customer's... Art Metal 
Construction Co., Jamestown, N. Y. 


For over 60 years the hall-mark of fine busi- 
ness equipment... office desks * chairs * files * 
safes and visible indexing equipment, 


Theres an TA¥% to Better Hling 


SPACE 
TIME 
MONEY 









Use these KEY POINTS 
in selling the new 


Art Metal SPEED FILE 


1. Guides in full visibility on opening drawer. 

2. Rigid front — expansion drawer back. 

3. Opens and closes like standard file. 

4. Contents slope backward 32 inches — 
automatically. 

5. Full-height drawers take standard file guides and 
folders. 

6. Speed-File Spacers divide contents of file for fast, 
easy filing. 

7. Snap-Out Guide Rod — Just press down and pull 
out. 

8. Time-tested, Art Metal ball-bearing roller, side- 
arm suspension. 


9. Maximum usable filing space — full depth of 
drawer. 





Premier Supply Corporation Moves 

The Premier Supply Corporation, formerly of 16 W. 
22nd St., New York, N. Y., has moved to larger quarters 
at 40-30 23rd St., Long Island City 1, N. Y. A one- 
story building of approximately 30 x 100-foot dimen- 
sions now houses the enlarged executive offices and 
warehouse under one roof. 

Here a well-planned layout of stockroom, order de- 
partment, packing room, shipping room and delivery 
siding is streamlined for speed and efficiency. Excep- 
tionally high ceilings and fluorescent lighting through- 
out contribute to an atmosphere of spaciousness. The 
firm does a nation-wide business as distributors of 
wood and steel desk trays, wood card index boxes and 
other office accessories. 





Change Name to Old Town Corporation 


At a recent stockholders’ meeting, the name Old 
Town Corporation was approved as the new corporate 
title for the former Old Town Ribbon & Carbon Com- 
pany, Inc. President P. A. Batchker set forth several 
reasons for the change, the most important being that 
the old name gave an inaccurate indication of the 
products now manufactured at Old Town. Thirty-five 
years ago when the company was founded, typewriter 
ribbons and carbon papers were the only product. 
However, the company has greatly expanded and today 
manufactures spirit duplicating machines, hektograph 
and spirit duplicating carbon papers, printed forms, 
and duplicating supplies, as well as typewriter and 
pencil carbon paper and a wide variety of ribbons. 

Further reason given for the change is the general 
usage by dealers, customers, and the industry of re- 
ferring to the firm simply as “Old Town”. The new 
shortened name, Old Town Corporation, is therefore 
considered more accurate and concise 

President Batchcker also thanked the employees 
and officers for their loyal support and expressed 
confidence that “the contribution to National Defense 
by everyone in our organization will fully meet the 
challenge imposed upon us by the national emergency”. 

Officers re-elected were Joseph S. Eaton, chairman 
of the board; P. A. Batchker, president; A. W. Young, 
vice-president and general manager; Jerome A. Eaton, 
treasurer; Donald Scott Sharpe, vice-president, and 
I. A. Freedman, secretary 
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EW REX-O-GRAPH PLANT IN MILWAUKEE, WIS 





This modern plant, located at 7840 Hicks St., Milwaukee, was recently purchased by 


Hotchkiss Acquires American Perforator 


The E. H. Hotchkiss Company announces having ac- 
quired control of the American Perforator Company of 
Chicago. Located and operated in Norwalk, Conn., for 
the past 50 years, the E. H. Hotchkiss Company in 1947 
was acquired by William M. Wetzel of White Plaing) 
N. Y. This company is recognized as having pioneered 


many types of stapling and tacking equipment for in.) 


dustry, office and home. 

The American Perforator Company, established ig 
1910, manufactures perforating machines, check-sign- 
ing, check-writing and check-endorsing machines for 
both the office and industrial fields. It will continue 
to operate in Chicago but will have the benefit of new 
enthusiasm and experience in manufacture and mar- 
keting through the management co-ordination of the 
E. H. Hotchkiss Company. 

David McGilvray, president of Hotchkiss, has been 
elected executive vice-president of the American Per- 
forator Company. Harvey E. Sauntry, treasurer, hag 
been granted a leave of absence from Hotchkiss to 
assume responsibilities as vice-president and general 
manager, and will be located in Chicago. In rounding 
out the new program, William C. Dickneider, vice- 
president in charge of sales, will assume the same 
responsibility for the American Perforator Company, 
E. William Morton will continue as sales manager 
and James D. Wellborn, vice-president in charge of 
manufacturing, will assume similar responsibilities. 





Kary Opens New Store 

E. Kary, owner of Kary Office Supplies, Tallahassee, 
Fla., and Royal typewriter dealer for many years until 
he sold his business, is again exclusive distributor of 
the Royal Typewriter Company. Mr. Kary’s new loca- 
tion is 110 W. Pensacola St. He is devoting full time 
to Royal typewriters, typewriter supplies, repairs and 
service. The store carries standard, portable and elec- 
tric typewriters, new and second-hand. Later, Mr. Kary 
plans to have typewriters for rent. 

Mr. Kary has been in the typewriter business since 
1919. He came to Tallahassee in 1927. In 1939 he took 
over the Royal company dealership until World War 
II at which time he served in the Merchant Marine. 
He returned to his business on E. Park Ave. and sold 
out in 1948 because of an eye condition.—JL 



















Rex-O-Graph, Inc., manufacturers of fluid-type duplicators and supplies. The new factory 
offers substantially more floor space and increased facilities needed for expanded 
demands of the company’s line of duplicators. Third largest producers of fluid duplicators 
in the country, Rex-O-Graph manufactures more than 24 models of duplicators for dupli- 
cating and systems work, in a price range from $98 to $865. 
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TYPEWRITER 
RIBBON 


CAMERON 


MANUFACTURING CO 
DALLAS, TEXAS 
> 


1 = 


Ye can trust the auld Scotchman! Rising production costs? Aye. Increased 


costs to you? Nae! 


HALLMARK, HIGHLANDER COTTON and HIGHLANDER NYLON ribbons protect 
you against a decreasing margin of profit — for the price of these superior 


ribbons stands at about the same level that it did years ago. 


Yes — prices that are unusually low — quality that is exceptionally high. The 


Scotchman’s values are the BEST values on today’s market! 


Try these ribbons — WITHOUT CHARGE — in your own office. Then turn in the 


order that will turn into profits for you! 










~ 
SEND FOR mete D 2. 

) iat . FREE SA i 
( y MER ON Absolutely free — : 
MANUFACTURING COMPANY no obligation , N 






1615 Bryan Street 
Dallas 1, 
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Please send me FREE ribbons as checked below: * 
Hallmark (] Highlander Cotton() Highlander Nylon( * 





Texas 





Name — 
Firm 

Address 

City —____Zone_Sote— 


Dept.OA ~* 


One of the World’s Largest Exclusive Manufacturers of Inked Ribbons 
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Eaton Appoints Chicago Manager 


L. G. Morris, sales manager of the Eaton Paper 
Corporation, has announced the appointment of Robert 
W. Heck, as Chicago manager for that company. 

Mr. Heck has been with the Eaton Paper Corporation 
since 1947. His headquarters were in Los Angeles, 
Calif., until recently when he returned to the home 
office, in Pittsfield, Mass., for special sales work. Mr. 
Heck’s appointment to the Chicago post followed the 
sudden passing of Edward Rohrs, who died in March. 

As Chicago manager, Bob Heck will be renewing 
many friendships in an area where he is well known, 
having lived and worked there during most of his 
business career. 





Plus Computing Machines Expands 

Plus Computing Machines, Inc., recently announced 
that because of the expansion of activities during the 
past six months, the head office, showrooms and serv- 
ice department moved on May 1 to larger quarters. 
Located at 5 Beekman St., New York 38, N. Y., the firm 
formerly was at 37 Murray St 





Utility Supply Plans New Store 


Officers of the Utility Supply Company recently an- 
nounced the acquisition by lease of a store at 77 W. 
Monroe St. in the heart of Chicago’s loop. This unit, 
the sixth of the rapidly expanding chain of Utility 
Stationery Stores, will be completely modern in design. 
The store will blend a soft tone color scheme with a 
scientifically controlled daylight cathode ray lighting 
system. 

Completely air conditioned, the new store will con- 
tain 11 major departments where full lines of office 
supplies, stationery, machines and equipment will be 
displayed by the “super market” technique. An enor- 
mous all-glass front has been designed to provide an 
impressive display of merchandise to arrest the atten- 
tion of passers-by. The ground floor location will con- 
tain approximately 9,000 square feet and is expected 
to be one of the most modern stationery stores in 
America. Present plans indicate a tentative date of 
June 1, 1951, for the grand opening. 
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Sells Interest in Eckdall & McCarty 


Mason McCarty, veteran book and office supply 
dealer in Emporia, Kans., recently sold his one-half 
interest in the Eckdall & McCarty store at 16 W. 
Sixth, and the College Book Store at 1121 Commercial. 

The purchasers were Mr. and Mrs. Zerne Haning. 
Mrs. Haning, the former Virginia Sue Eckdall, is the 
daughter of the late Jonas E. Eckdall, who before his 
death last October was Mr. McCarty’s business partner 
for 45 years. The firm name, Eckdall & McCarty, 
will not be changed. 

Mr. Haning will be the general manager of both 
stores. He announced that there will be no major 
changes in the operation policies of the two stores 
or in the personnel. Joe Kopke is manager of the 
College Book Store. Mr. Haning has been associated 
with the Eckdall & McCarty stores since 1944 and has 
been the general manager for the past three years. 
The two stores handle office equipment, stationery 
supplies and books. 

For many years the Eckdall & McCarty store was 
located at 611 Commercial. After the building was 
sold for the expanded Woolworth store, Jonas Eckdall 
and Mr. McCarty launched an extensive modernization 
program at 16 W. Sixth. The new location was occu- 
pied last May. The store is one of the largest and 
most modern office supply and book establishments 
in that part of Kansas.—-GMH 


« 





Carlos Schmied Starts Extensive Trip 

Few men in this industry will do more traveling this 
spring and summer than Carlos Schmied of Carlos 
Schmied & Cia., Ltda., Sao Paulo, Brazil, who left his 
home city March 31 on a swing through Europe and the 
United States. He does not plan to return until June 14. 

The extensive itinerary takes Mr. Schmied to the In- 
ternational Fair in Lyons, France; Utrecht, Holland; 
Basel, Switzerland, and London, England, before he 
visits New York and Chicago in the United States. He 
also will stop in Scandinavia and probably Cuba, Vene- 
zuela and Peru. 

Correspondence with Mr. Schmied in May should be 
addressed to the Sanford Ink Company, 500 Fifth Ave., 
New York, N. Y. 




















ARCHITECT’S SKETCH OF NEW STORE PLANNED FOR UTILITY SUPPLY COMPANY IN CHICAGO 
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R. C. Allen Business Machines, Inc. . ta ‘ 
680 Front Ave., N. W., Grand Rapids, Mich. Posts statement, ledger and proof journal sheet “ie 
Send me complete information about the new R. C. Allen simultaneously. 
soemmsepng Mecwns ; Easily changeable bars make numerous applications possible 
NAME on one machine. 
FIRM Credit balance and all credits printed in red. 
Anyone can operate with a minimum of instruction. 

ADDRESS Front feed carriage for fast insertion of forms. 
CITY STATE ? Complete proof journal. 

Keyboard dates include month, day and year. ¥ 


i i characters — additional columns available. _ 
.| B.C Allen Business Machines,Inc. —— jccitat cow green fash harmonines with modern 
680 Front Avenue, N. W., Grand Rapids, Mich. office interiors. Go 


ADDING MACHINES °* 10-KEY ELECTRIC CALCULATORS * BOOKKEEPING 
MACHINES * CASH REGISTERS * TYPEWRITERS 
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R.C.Allen rypewriter... 


on 


MODEL 611 


Stee 
days 


You 





Age 
Typing is easier because the R. C. Allen has all the features. Smoother acting line space lever men 


... instant margin set ... new touch. . . self-centering bail .. . and 23 other features. They all year 
the 


combine to make a typing machine of smart appearance and new dependability. \ 
Age 


Selling is easier because the R. C. Allen ‘'Standard”’ is an item of reputation. . . pre-sold neec 


' , i com 
for you throughcontinuous and intensive national advertising of the R. C. Allen name. It always 


pays to sell the best. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Steel Age quality is paying extra dividends these 
days . . . in comfort, work-ease and durability. 
You can count on this efficient, handsome Steel 
Age Executive Desk to not only meet the require- 
ments of today, but also to withstand the extra 
years of hard use that may be required. Today, 
the demand for this sturdy, streamlined Steel 
Age desk often exceeds the supply. The expanding 
mobilization—in which our 


needs of defense 


company is participating—is causing increasing 
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There’s No Substitute 
for STEEL AGE 





Quality 





metal shortages. We're doing our best to satisfy 
the growing demand for Steel Age office furniture 
but we are not always able to deliver it as promptly, 
or in as wide variety, as formerly. You can be 
sure, though, that when you do receive your 
Steel 


quality materials, skilled craftsmanship and ex- 


Age equipment, you will find the same 


pert design that have made office people from 


coast to coast. say, “Sell Steel Age and you sell 


the finest in office furniture!” 








NOMA Announces Conference Theme 

Meeting the problems that confront every business / 
organization as the result of the defense mobilization 
will be the continuing theme of this year’s interna- 
tional conference of the National Office Management 
Association. 

Every state in the Union and every province in Can. | 
ada will be represented when the members gather at 
the Hotel Commodore in New York, N. Y. 

During the conference, May 20-23, experts will dis- 
cuss latest techniques, stressing particularly those 
which conserve human energy and talent so that the 
skills available to carry on office management effi- 
ciently can be protected against waste. This decision 
to highlight methods of conserving human resources is 
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A, based on the belief that such education will prove a 
Ys a. substantial contribution to the strengthening of the 
cn Sis American business and industrial structure to meet 
ere the strains likely to result from potential civilian man- 








power shortages. 
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he The educational program will be aided by what is 
axe expected to be the most unusual display in NOMA’s 
SEE series of annual office machinery and equipment ex- 
Sams positions. This one will be held in the 71st Infantry 
ns Regiment Armory, conveniently within walking dis- 
is tance of the Hotel Commodore. There, leading manu- 
Ros facturers will demonstrate the latest mechanical } 
20°... methods and equipment for freeing office personnel 
azo, of drudgery so that they may make better use of their 


MIX 


intelligence and skills. 
Senator Kar] E. Mundt of South Dakota, whose ca- 


reer not only has included college teaching but top 
business and management experience, will be the 
first featured speaker when the conference opens at 
10:00 a.m., Monday, May 21, in the Commodore’s Grand 
Ballroom. His topic will be “Conservation of Human 
Resources in the Office.” 

Other conference speakers will include Dwight W. 
Davis, Ph.D., industrial psychologist, “Human Relations 
in the Office”; Dr. Lillian Gilbreth, president of Gil- 
breth, Inc., ‘““Women in the Office”; Dr. Alfred Cardall, 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 
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LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


2: any 
n: Sno @ -$ 
>. Lf 


al¥Odg - a. SUaS. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 
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LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 
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SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 














HOTEL COMMODORE, NEW YORK, N. Y., 
NOMA CONVENTION HEADQUARTERS 


of eM ITTLE 


s 
Inc. 
expert in training and testing, “Building Incentives 
1951 Through Job Description, Evaluation and Performance 
Ratings”; Allen Mogensen, of the Mogensen Manage- 
ment Clinics, “Work Simplification”; Dr. George Col- 
lins, Management expert, “How the Office Manager 


MANUFACTURERS 


1888 Factory, Rochester 8, N. Y. 





“QUALITY EXCLUSIVELY SINCE 1888’ 
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These newly styled lithographed loose leaf 
ledger sheets on Hammermill Eye-Ease* paper are 
the biggest advance since National introduced Eye- 
Ease* forms in 1932. Here are 5 REASONS WHY: 


% EASIER TO READ AND WRITE ON — 
NéW brown and green styling — headings are 
printed green 

© PRECISION UNIT RULING — Lithography 
results in uniform ruling 

pattern — no broken hea 
lines or columns. 


T148A-7148E! 


. 


WON’T SMUDGE — Waterproof ink elimi- 
nates perspiration smudges. 

PERMANENT RULINGS — Rulings cannot 
be~ removed with ink eradicator — only figures 
written in regular ink are removable. 

NO EXTRA COST — All these improve- 
mé€nts may be had at regular prices. 

Write today for samples of both rulings — 7148A 
and 7148E. 


" NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASSACHUSETTS 






NEW YORK BOSTON CHICAGO SAN FRANCISCO 
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"reading, make Haskell’s Monthly Desk 
Memo a must on your reading list. 
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Can Improve Himself”; John N. Given, of Metropoli- 
tan Junior College, Los Angeles, “Making the Office 
Career Attractive to Youth”, and Lee Whitson, indus- 
trial engineer, “Mechanization in the Office.” 





Remington Rand Releases New Film 


“Current problems puzzling sales management ex- 
ecutives due to uncertain and rapidly changing condi- 
tions can be solved by fact-powered sales control.” 
This is the theme of “Dynamic Sales Management,” a 
new, full-color, 30-minute sound film just released by 
the management controls division of Remington Rand 
Inc. 

This film features an expert script, fast-paced dia- 
logue and a professional cast. It was produced by 
Wilding Picture Production Studio of Chicago. The 
story concerns Charley White, sales manager for an 
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A SCENE FROM “DYNAMIC SALES MANAGEMENT,” A 
30-MINUTE FILM PRODUCED FOR REMINGTON RAND 





electrical wiring manufacturer, who must improve 
sales efficiency under present-day challenging condi- 
tions. 

From home office to branch offices, Charley White 
is harried by the lack of factual data on which to make 
decisions. How to get facts and see where action is 
needed—how to maintain effective control by sales- 
men, by products, by territories, by accounts—how to 
make effective use of dwindling manpower—how to 
make certain important accounts are covered—how to 
direct selective sales efforts on selective products— 
these are questions which the film answers for Charley 
White and his fellow sales managers who face like 
problems. 

Dedicated to the members of National Sales Execu- 
tives, Inc., “Dynamic Sales Management” was pre- 
viewed by directors of this organization and heartily 
endorsed as thoroughly exemplifying its slogan: “Bet- 
ter Standard of Living for Everyone Through Better 
Selling.” 

More than 50 prints of this film are available at 
Remington Rand branch offices. Projectors and screens 
are also available for use by business and industrial 
groups. In addition, universities, colleges and second- 
ary schools having courses in business and records 
administration and marketing are permitted to bor- 
row the film. 





J. S. Staedtler Offers Display Cases 


J. S. Staedtler, Inc., New York, N. Y., announces that 
two attractive and colorful new store display cases are 
now available. Both cases are constructed in a man- 
ner which permits visual “self-selling” of pencils. 

The case for Mars Lumograph pencils is lacquered in 
blue and cream with a glass swing-up door giving per- 
fect visibility and access to the contents. An actual 
pencil is mounted diagonally on the top section of each 
display. The Tradition Chroma case is constructed im 
the same design with red and cream lacquer. With each 
unit is included a two-gross assortment of pencils. 
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BATES QUALITY 


is an assurance of long life and customer satisfaction 


All Bates products give lasting satisfac- 
tion and represent the highest standards. 
Backed by 60 years manufacturing experience. 
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For ANY Size Mailing List . . . 
























MODEL 40 


$4,450 


Fed. Tax and Supplies extra) 


One of THREE Models == 


flldiler thd reidde 


No matter what size mailing list he has, there is a MASTER 
ADDRESSER for your customer. With the Model 40-H 
(Foot Operated), the De luxe Model 40, the simple, eco- 
nomical Model 25, whatever can fit his 
mailing list and his pocketbook. The low cost Master Ad- 
dresser spirit process is for the largest lists (we have users 
with over a half-million names) as well as the small, and 
you can sell them. Add to this line the Lab-L-Master Printer 
—for addressing shipping labels and tags—and you have an 
unbeatable selling combination! Stock the complete line and 
be prepared to sell a machine designed to fit your customers’ 
needs. 





his needs, you 


These Master Addresser features 
make it easier to sell: 


Roller Moistening 

Automatic Tape Advancement 
Variable Margin Guides 
Metered Fluid Control 


No Stencils * No Plates 
No Ribbons « No Ink 
Nationally advertised EVERY month. This month see 


Saturday Evening Post, May 12th; Dun’s Review; Elks Mag.; 


Kiwanis; Nation’s Business; Office Management. 


e It pays to be a Master Addresser dealer. 
Write today for full details 


flledlt@r rid reiebe C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 








100 


| 
| 





Old Town Appoints George Linton, Jr. 


Old Town Corporation recently announced the ap- 
pointment of George Linton, Jr., as assistant saleg 
manager. 

Mr. Linton has had many years’ experience in the 
office machine and supply industry and most recently 
acted in a branch managerial capacity for one of the 


GEORGE LINTON, JR. 





largest manufacturers and distributors of audible dic- 
tating equipment. 


After an intensive indoctrination program at Old’ 
Town Corporation, Mr. Linton will make a series of 
trips to different sections of the country to become 


acquainted personally with, and offer his assistance} 


to, Old Town dealers and distributors. 


Opens Branch in Belle Glade, Fla. 


W. A. (Bill) Walker announced that he is opening} 
an office supply store in Belle Glade, Fla., to better 
serve his customers in the Glades area. The store will 
be a branch of Walker Office Supply in West Palm 
Beach, Fla. The firm is an agent for Remington Rand 
office equipment in Palm Beach, Hendry, Glades, St. 
Lucie, Okeechobee and Martin counties. 

The Belle Glade store will have a complete line of 
office supplies and equipment, and will give quicker 
service to this area than was possible for the main} 
store. Complete service on all office machinery also} 
will be available, according to Mr. Walker.—JL 


TYPEWRITER PRESENTED ESSAY WINNER 








NARA se 





GONE mR 


Miss Ann Selfridge of Dallas, Tex., receives a new Finger! 
Flite Champion portable typewriter from G. L. Frymire (left),/ 
regional manager of the Underwood Corp. office at Dallas, 
while Sam Howarth, office manager, looks on. Miss Selfridge. 
is the national winner of the “How Writing for Love of 
Money Has Helped Me In My Writing” essay contest. This! 
was sponsored by Longmans, Green & Co., publishers of the) 
book, “Writing for Love or Money” by Norman Cousins. 
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He is a graduate of Colgate Uni-} 
versity and served during World War II as command-| 
ing officer aboard a United States Navy troop ship.} 
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fice Chai 


(Parent PENDING) 


Here’s a marvel of mass production and 
ahead-of-the-times design that has quality, 
convenience and VALUE written all over it 
.. a posture chair that raises office-worker 
efficiency and comfort toa new, all-time high. 
Foam rubber, revolving, “saddle” seat has 
easy, instant, positive height control, any- 
where between 16” and 20”. Padded back- 
rest adjusts three ways. Large 2”, soft rub- 
ber casters, with life-time lubricated roller 
bearings and ball bearing swivels; tubular 
steel frame finished in gray, brown or olive 
green baked-on enamel, or chromium. 
Cloth-backed, perforated, vinyl plastic up- 
holstery—washable, durable—on seat and 
back in green, brown, maroon or gray. 
Four models—each “‘a beauty and a bargain” 
—to retail from about $29.95 to $31.95 
(slightly higher in Florida, Texas and West- 


ern states). 


To raise: Place foot on 
circular rung and, with 
one hand releasing 
control lever, lift seat 


to desired height 


To lower: Release con- 
trol lever and lower 


seat to proper level. 





HAMILTON MANUFACTURING CORPORATION 


Makers of COSCO Household Stools, Chairs and Utility Tables 
COLUMBUS, INDIANA 


Posture Back Adjusts 
ae WAYS! 
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¥ illustrated: Model 16-C, gray 
ename! finish. Also 16-D, brown 
enamel; 16-G, olive green 
enamel; 16-B, chromium. 
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For depth for height 
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@ Colson’s attractive new counter display 


peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


Mail Coupon Today 


THE COLSON CORPORATION 
ELYRIA, OHIO 


Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan 

Name 

Company 

Address 

2 Se Zone State 





s% c 
ELYRIA, OHIO 
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A. R. Bowen Opens Store in Kinston, N. C. 


Alvin R. Bowen, owner of the Eastern Office Equip-} 


ment Company at Ahoskie, N. C., on March 8 opened’ 
another store—the Kinston Office Supply Company, 


ALVIN R. BOWEN 





111 E. Caswell St., in Kinston, N. C. He operates simi- 
lar outlets at Williamston and Edenton, N. C. 

Mr. Bowen began in the printing business as a 
youth, later becoming editor of The Graphic at Nash- 
ville. In 1933 he joined Parker Brothers at Ahoskie, | 
remaining with the firm until 1943, when he opened 
his own office supply business there. 





Mid-Western Stencil Takes New Location 
Mid-Western Stencil Company, Kansas City, Mo, 
a firm specializing in the sale of duplicating and type- 
writer supplies besides a general line of commercial 
Stationery, recently moved from 1013 McGee St. to 
new and larger quarters at 1108 Oak St. The firm 





TWO VIEWS OF MID-WESTERN STENCIL’S NEW HOME 


was started June 1, 1948, and is owned jointly by 
Carl Kelley, Harold Jones and John Scherman. 

The new location consists of a two-story building | 
and basement. The basement is used for warehouse 
stock, the main floor for a commercial stationery 
salesroom and the second floor for executive offices 
and furniture displays. 





Toledo IBM Branch Moves 

International Business Machines Corporation’s To- 
ledo, Ohio, branch office has been moved from 542 N. 
Erie St. to a new building at 1812 Madison Ave. The 
new quarters will provide improved facilities and more 
space for operations, said Floyd R. Findley, branch 
manager.—AK 





Corpus Christi Stationer Wins Award 

Nathan Selinger, owner of the Texas Office Supply | 
Company, 1612 Ayres St., Corpus Christi, Tex., and an 
official of the Texas Printing Company, was recently 
presented with the eighth annual outstanding Jewish 
Citizen award for service to the community. He was 
recently selected as the Outstanding Young Man of 
the Year by the Junior Chamber of Commerce.—JHR 
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Letter Size No. RII7ZA 
Legal Size No. RII9A 


ALSO CARRIED IN ALL 
POPULAR SIZES... 


ALPHABETICAL - MONTHLY 
AND DAILY. 
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me Smead MANUFACTURING CO., INC.- HASTINGS, MINNESOTA 


NO. 11-4-50 











With colorful tabs of lactic 


The basic principle is sound. 
You read from left to right— 
like a book. 


Locate the guide you want, 
then the individual folder. 


The miscellaneous folder holds 
the occasional letter. 








Sing U. S. PAT. OFF, 


DIRECT THE EFFORTS OF THE FILE ay 


When you refile, use the num- 
ber shown on the folder tab 
—place behind the guide of 
the same number. At the 
same time you double check 
against the alphabetical char- 
acters. 


RONEN = RY ORR OO RN I 


Use an OUT GUIDE to control ) 
material taken from the file. D 


















folder label. 


Several colors 
for classification. 























The The OUT GUIDE. A control factor. 





Celluloid Tabs 
1907-25 


The de luxe miscellaneous folder. 
Angle insertable tabs. 
20 point Smeadfibre. 





For bulky material. 
Expansion up to 5%”. 


B 





The individual folder. 
Note the TWO-PLI-TOP at the 


point of greatest wear. 





The miscellaneous folders. 
Green Jutefibre. 


OFF 
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Lift it... 


That's right, slide the carriage right over, and grab hold 
firmly . . . then lift it aloft like a Snickery-Snee. (Tip to 






Demonstrator: don’t try this trick on any other make type- 
writer, brother!) — that’s strength! 


Dangle %.. 


Pick it up by the type bar. Let the type bar support the 
whole weight of the machine, unaided — this is portability!! 


Sound your"G" 


eae Lend an ear as you twang a musical note by side- 





springing the type bar “G.” This sound is your assurance 
of pretempered steel bar and firm faultless construction . . . 
the lightest and sturdiest portable . . . hardly half the weight 





of ordinary portables and built to last — this means quality. 
Your customers deserve the best! 


EMME Aa 


a ttt ee eeeeeeeseeeeee COUPON eee adhd teeta > 





_ By all means stock it..the 














out how ——» 


You'll make more PROFIT on the ; Please send me information on the Hermes PROFIT line. : 

Hermes Rocket DEALER’S NAME 
. Mail in this coupon and find . pee 
: city STATE : 


Paillard Products Inc., Dept. 05, 265 Madison Ave., New York 16 
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Olo Town Preview 


This half-page advertise- 


J ment, one of a series for the 


“LOOK BOSS...8 HANDS” = (ll) Tuy 


" So inf 
Duplicator 


will appear in the May 28th 







issue of 


TIME 


4 

Since you got me an OLD TOWN SPIRIT DUPLI- 
CATOR, | seem to turn out the work of 4 girls in half the 
time. It's such a simple, fast, clean machine to operate: 





1. I type the “master.” 
2. Clip it on the OLD TOWN Spirit Duplicator. 
3. Press the button and PRESTO!—copies.” 
The OLD TOWN Spirit Duplicator is truly magic. Unlike 
obsolete copying methods, it uses no ink, no stencils, no 
gelatine, no type, no mats. You get up to 600 clean, sharp 
copies instantly. It's so simple, anyone in the office can 


operate it. And it costs little more than a typewriter. Taking on the OLD TOWN 


? O10 Town SsceceDuplicator 


AS ESSENTIAL TO YOUR BUSINESS 
AS A TYPEWRITER 


Old Town 


CORPORATION 


Spirit DUPLICATOR line is like 
taking out an Annuity. The 
steady flow of repeat orders 
for supplies means income to 
you... today, tomorrow and 


Manufacturers of typewriter ribbons, carbon papers 
and duplicating supplies since 1916 


OLD TOWN CORPORATION 
Brooklyn 17, New York 


I'm interested in hearing more about your Spirit duplicator. es 


for years to come! 











NAME____ 


l ADDRESS___ | 








Write today for Dealer Franchise infornration. 
OLD TOWN CORPORATION 
750 Pacific Street + Brooklyn 17, N. Y. 


(Qe TO 
EEE eV 
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New Policies Established for Ribbonwriter 


New management and new policies have been an- 
nounced for the Ribbonwriter Corporation located on 
the outskirts of the city of Dania, Broward County, 


Florida. The executives of the new Ribbonwriter Cor- 
poration have a background of many years of practi- 
eal and successful operations in the manufacture of 
steel products 
S. B. Williams, assistant sales manager, has informed 
OFFICE APPLIANCES that the first of a series of sales 
meetings was concluded recently and the reactivated 
distributors present were from all sections of the 
United States. These distributors adopted a sales 
policy which conforms to the accepted trade methods 
of sales distribution. 
“Honest facts and plain talk, a new and very much 
improved machine coupled with a sales plan that 
makes sense, satisfied the severest critic and produced 
an enthusiastic, ready-to-go sales organization,” de- 
clared Mr. Williams. 
J. A. Vreeland, manager of advertising and sales 
department, states, “The ribbons used by the old com- 
pany produced legible copies for about 40 or 50 letters. R. S. ENGLE 
This was one of the first problems to be considered by e we 
us and we have now developed a ribbon that will pro- POUND & MOORE CO. 
duce copies for well over 200 letters. These copies are 
all clear and easy to read. 
‘In addition to the ribbon for making one original 
and two copies, we have also developed a ribbon for 
making one original and one copy. These two ribbons 
can be used interchangeably according to the number 
of copies that are desired. 
Corporation President E. R. Vreeland’s experience 


covers the manufacture and fabrication of steel from THE EXCLUSIVE H-H-M FRANCHISE 


the mills through to the finished product. He has had 





proprietary interest in many northern industries. | 

Charles Ori, vice-president in charge of production, “Roasssmen in our terrieery think 
brings 27 years of manufacturing experience in the ? 
mass production of steel products and precision instru- of Herring-Hall-Marvin as being 
ments synonymous with Pound and Moore 

Albert J. Scheu sales-manager and director of the when they think of Safes, Chests 
Ribbonwriter Corporation, was formerly president of ' Naa 
one of the largest shoe industries in the country. and Vault Doors,” writes Mr. R. S. 

S. B. Williams, assistant sales manager, was formerly Engle of the Pound and Moore 
connected in the same capacity with IBM at the Company of Charlotte, N.C. “This 
international offices in New York City. es ; 

At present the Ribbonwriter Corporation is produc- | joint recognition has been won be- 
ing a new and improved typewriter attachment with cause we can push your products 
nine engine ring and 25 mechanical changes. The as a major quality line, secure in 
Ribbonwriter typewriter attachment is claimed to com- 
pletely eliminate the use of carbon paper by substi- the complete protection afforded by 
tuting ribbon copies instead. The ribbons are specially your exclusive franchise. Our long 
manufactured for use with the Ribbonwriter attach- ; 


association has been profitable and 


ment and ribbons can be provided for making (1) one 

original and two copies or (2) one original and one satisfying. We know we can depend 
copy. These ribbons are interchangeable according upon you to back us up under all 
to the number of copies desired, and are extra-durable he e 

due to the fact that they are cushioned from the direct conditions. 

blows of the typewriter keys, states the manufacturer. “ ‘ wer 

The attachments are now being produced for the Correspondence is invited from 
Royal, Remington, Underwood and Smith-Corona type- dealers interested in the H-H-M 
writers 


exclusive franchise as a compan- 





, ion in successful office equipment 
Lawless Again Covers Territory 


merchandising. 
Arthur J. Lawless recently was released from the 
hospital after having completely recovered from a 
major operation. In April, he again began covering 
the South with his line of Ezyindex Products. The 


. . _ > al 1 ’ | 
firm is a division of Associated Celluloise Product Cor- i ( I’ I’ i] (j - | d _ \| | I'\ if] Na (' () 
poration pid { { vt . 


HAMILTON, OHIO 





McManus-Troupe Official Honored 

Joseph F. Bartley, of McManus-Troupe Company, 
Toledo, Ohio, office furniture firm, has been elected 
to a one-year term on the executive committee of the 





a Craftsmen in . Safes ® Insulated Record Files © Money 
» J} Chests © Vault Doors © Rotary Record Files © Steel 





Tole YShamber of ) -e’s retai s oe @ ~ Storage Files © Bank Vault Equipment © Drive-in 
. le do ¢ lan ) ff Commerce’s retail merchants * “ Walees @ Oasedeestes © Uniti ae a 
division AK Sart Stainless Stee! Hospital and Building Products 
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CAémco 's TOP CARBON. . 
YOUR TOP PROFIT-MAKER! 





Longhorn Plasti-Carbon sells be- 


cause it won’t curl. It sells because 
it won't tree or smudge. It sells 
because it will take more abuse 
than any other type carbon. It 
sells because it’s packaged right 
and priced right. LONGHORN 
PLASTI-CARBON SELLS! 


NEW CAm C0 CATALOG 


Crammed full of product in- 
formation—PLUS a wealth of 
selling helps for youl Packages 
illustrated in full color! 


WRITE TODAY FOR YOUR COPY! 





ee 


FAST service from AMCO factories and 


branch offices. 





MCO 
AMERICAN CARBON PAPER MFG. CO. 


ENNIS, TEXAS . CHATHAM, VIRGINIA 
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Whit Hansen Buys Stationery Firm 

On April 2, 1951, Whitney Z. Hansen became owner 
of the Albert Hancock Company, 19 S. Wells St., Chi- 
cago, Ill. A long established commercial stationery 
organization, the Hancock firm became available and 
was offered for sale a few months ago. Mr. Hansen, 
who has made an outstanding record in the office 
equipment and supply industry as sales, advertising 


WHITNEY Z. HANSEN 





and merchandising manager, was also available. Nego- 
tiations were initiated and culminated in Mr. Hansen 
buying the Hancock business. 

Whit Hansen was one of the organizers of the 
Stationers Club of Chicago. In addition to serving 
as president of the club, he was chairman of its board 
of directors and a member of the board for five years. 
One of his notable activities in association work was 
as chairman of the club’s education committee. Under 
his leadership the committee arranged for use of the 
facilities of the University of Illinois, school of com- 
merce, extension division, for specialized courses in 
sales training for commercial stationery salesmen. By 
training and experience he is admirably equipped to 
operate and expand the firm he has acquired 





Hush-A-Phone to Fight F.C.C. Ruling 


The Hush-A-Phone Corporation of New York City 
declares it will continue to fight for Federal Communi- 
cations Commission sanction for its product, used to 
afford privacy in telephone conversations. 

Harry C. Tuttle, the company president, said in a 
statement that the Hush-A-Phone service had proved 
its value in wide use in the 30 years it had been on the 
market. He said the American Telephone & Telegraph 
Company and others in the Bell System are not justi- 
fied in prohibiting its use on their equipment. 

The F.C.C. in a decision February 16 upheld the 
phone company prohibition and ruled against Hush-A- 
Phone which had asked that the Government order 


A. T. & T. and its affiliates to exempt Hush-A-Phone | 


from their general ban on “foreign attachments.” 
Hush-A-Phone has filed exceptions and arguments 
to a final decision and asked its dealers and users to 
lay emphasis on claimed testimony of the defendant 
that “they never had and had no intention of dis- 
continuing a subscriber’s service because they used 
a ‘Hush-A-Phone’.” He says his corporation “will op- 
pose the finalizing of any rule that permits the Bell 
System to have a monopoly on the manufacture and 
sale of office devices, such as the Hush-A-Phone.”’ 





Harrisburg Firm Attracts Attention 


Office Equipment Company, 202 Walnut St., Harris- 
burg, Pa., attracted considerable traffic with an ex- 
tensive display of office furniture and equipment at 
the recent Central Pennsylvania Builders Show in Har- 
risburg. The firm occupied two booths and employed 
newspaper advertising to invite the public to its ex- 
hibit GET 
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PRODUCTION NEEDS 


LYON offers more than 1500 
regularly cataloged items of 
Steel Equipment to meet your 

customer’s regular needs. 
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: @STUATEGIC PLANTS ... AURORA, ILL., AND YORK, PA 
YON METAL PRODUCTS, INCORPORATED 


General Offices: 528 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 
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A PARTIAL LIST OF LvOn PRODUCTS 


* Shelving © Kitchen Cabinets Conveyors ef my Locker Ra 
© Lockers ® Cabinet Benches Bor Racks © Fict Draws 

* Stools * Storage Cabinets Tool Bones .° 
* Bin Units © Welding Benches Parts Cases © Wood W 


. 
. 
y fe ‘ 
Toolr 7 juipment evolving < e V 
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> " Then you'll be happy to find that Oxford cartons av- 


“ 


¢ erage less than 50 pounds. 








For example, a carton of 10M 3”x5” cards weighs 40 
pounds, a carton oc 500 11-point folders weighs 42 








pounds, a carton of 250 letter size Pendaflex folders fice 
weighs 54 pounds, and a carton of letters size Steel- a 
J Clad files weighs only 45 pounds. ; = ace 


; ' . , ; mo 
When your carton shipments of Oxford folders, index 


cards, guides or files arrive for stacking in the stock- | Da 


room, you don’t have to be a weight-lifter to shift | I 
‘em around. Ww. 
-” "he : ‘ : } a |; 
That's just one of many features of advanced Oxford | Gq. 
packaging, planned to: ce 
: con 
1. Protect the shipment A 
, , D. 

+) ° . ~ 
2. Make handling easier hes 





Provide quick identity of contents 


1, Provide popular resale carton units 


INSIDE THE CARTON 





Boxing and labeling carry through what the carton 
promises. Wherever practical, a full telescope cover | 
protects the merchandise. Attractive, easy-to-read 
labels dress up your front-of-the-store shelf space. An 
impression of quality is conveyed, consistent with the 
actual high quality of the merchandise itself. 

Yes, from the carton right on through to the banding 
of 100 index cards, Oxford packaging is designed for “7 
the convenience and satisfaction of both dealer and Rens 
ultimate user. 
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FILING SUPPLY COMPANY, INC. ; “3 


f grol 


Garden City, N. Y. St. Louis 2, Mo. | who 
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Uni" 


Filing Folders - Filing Guides + Fiberboard Files + Index Cards + Red Fiber Envelopes - Oxford PENDAFLEX ro 





110 OFFICE APPLIANCES, May, 1951 OFT 











Underwood Appoints Beaumont Manager 


J. E. McClellan, Jr., has been appointed manager of 
the Beaumont, Tex., branch office of Underwood Cor- 
poration, according to an announcement by W. F. 
Arnold, vice-president and general sales manager. 

Mr. McClellan, who joined Underwood in 1948, was 
a typewriter sales representative in the Austin of- 


J. E. McCLELLAN, JR. 





fice prior to his present assignment. His headquarters 
are at 938 Pearl St., where he will direct the sales and 
serviee activities of the typewriter, adding machine, 


mont area 





Dashiell Celebrates 4th Anniversary 


Dashiell Office Supply Company of Charleston, 
W. Va., recently observed its fourth anniversary with 
a large ad in the March 11 issue of The Charleston 
Gazette. Offi and employees of the firm, totaling 
13, were pictured around a block of copy based on the 
company’s creed, ‘Eager to Serve.” 

Among those whose portraits appeared were: 
D. Jones Dashiell, president; Harry W. Adams, Jr., 
vice-president and sales manager; Miss Ethel Meador, 





HARRY W. ADAMS, JR. 
Vice-president 


D. JONES DASHIELL 
President 


secretary-treasurer; Ivan “Bill” Martin, manager, El- 
kins branch; Miss Josephine Cooper, secretary, Elkins 
branch: Geol Brud” Warner, Thomas Kelley and 
Vernon J. Barr all salesmen; Miss Lou Ann Rhodes, 
billing clerk; Doyle Wolfe, Carl Wolfe and Carl 
Matheny, all delivery department, and Billy Soos, 
credit manage! 

Beneath ea ture was the name, title and back- 
ground of the ividual. The ad thanked customers 
who had contributed to the store’s success 





Austin, Tex., Firm Gets Large Contract 


A contract been awarded The Abel Stationers, 
209 West Sixth St., Austin, Tex., to supply six new 
University of Texas buildings with office furniture, 
Steel filing case lockers and other equipment for 


$170,000. J. D. A is owner of the company.—JHR. 
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Headquaiton {or 


DISTINCTIVE HIGH BACK 
UPHOLSTERED CHAIRS 





No. 936'2¢ 
ble head rest 


spring-filled cust 


No. 956'/2 Adijustot 
tilting back. Sp 
holstered sé 


tilting 


No. 932' Aristo 
Chippendale chairs 
spring-filled ust 


> These high back upholstered revolving 
chairs are outstanding in design, with 
many “built-in” features that provide the max- 
imum in comfort. Especially recommended for 
use as Judge’s chairs in court rooms, but 
equally appropriate for private offices, espe- 
cially those of the legal profession. 


ei f Z 
or such an intimate fiiece Of fama ai 4 chart 
WOOD 


there (3 no satisfactory substitute for 




















Wie keeps in step with dealers’ needs 


Evver feel you’re getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
- and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 


good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 


typewriter ribbons, Typ-Rol type cleaner . . . try our service 
to dealers ... and see how we earn our good will. 
° 
write Ask us today for full information 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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that meets ay nc 
Government immediate delivery 
Specifications t wire 
» write 
d}phone 


. 
Annike sates & EQUIPMENT CORP. 


500 FIFTH AVENUE, NEW YORK, N. Y. ° CHickering 4-4742 
(FORMERLY NEW ENGLAND WOODWORKING COMPANY) 





OFFICE APPLIANCES, May, 1957 113 














A Tested Promotional Leader! 


KOFeES 





PERMA. 


SILK RIBBONS 


DEALERS 


CONSIDER THESE 9 POINTS: 


sos on GO wu & WH = 


DOUBLE SALES VOLUME 
DOUBLE PROFITS 

REPEAT ORDERS 

SATISFIED CUSTOMERS 

NEW ACCOUNTS 

NO SHORTAGES 

NO PRICE INCREASE 

UNIFORM QUALITY 

PROMOTES CARBON PAPER SALES 


YOUR CUSTOMERS 


WILL CONSIDER THESE: 


so on Oo vy & WD = 


SHARPER IMPRESSIONS 
LONGER WEAR 

EASIER ERASURES 

MORE DISTINGUISHED LETTERS 
MORE ECONOMY 

FEWER RIBBON CHANGES 
SHARPER CARBON COPIES 
BETTER SPIRIT COPIES 
UNIQUE PLASTIC CONTAINER 


*100% pure silk 





KORES 


Carbon Paper & Ribbons Mfg. Corp. 
FACTORY: 43 BLEECKER ST., NEW YORK 12, N. Y. 


Please send us sample and prices of 


KORES PERMA-SILK RIBBONS 


State 
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Display Panel Sells More Indexes 


Sales of better priced index finders have jumped 
substantially at Barnett’s, office supply dealers of 
Miami, Fla., since Max Barnett, store head, developed 
the handy display unit shown herewith. 

Four styles of index finders, including the push but- 
ton and dial type, have been mounted on a 18x11l-inch 





emerge: 


hardwood panel, screwed down securely so that each | 


may be operated easily while remaining in place. The 
four models shown are all in the better price ranges, 





MAX BARNETT WITH INDEX FINDER DISPLAY UNIT 


with choice of colors and plastic finishes which the 
store offers in this handy accessory. 

The panel is kept on display on a counter near the 
front of the store, where most customers pause while 
purchased merchandise is being wrapped, or when 
waiting for a salesperson. About eight out of every 10 
shoppers in the downtown store experiment with the 
index finders, according to Mr. Barnett. This, he says, 
creates a lot of “impulse sales” each week. “Almost 
every businessman and every homeowner can make 
excellent use of index finders for telephone numbers 
and addresses,” he pointed out, “and we find that 
twirling the dial type or experimenting with the alpha- 
betized push button variety likewise sells a number of 
these per week as gift items.” 

When a customer comes in and asks to see an index 
finder, it is a simple matter to hand him the panel 





a 


ee 


board, and let him make his choice from the selection | 


shown. 
brackets, which insures a better profit return from 
this specialty item. “We have eliminated the low 
priced line of index finders altogether,” it was summed 
up, “and are selling almost twice as many finders per 
year.”—HG 





Remington Rand Promotes Kendall 


Otis A. Kendall has been appointed assistant sales 
manager for tabulating machines, management con- 
trols division, Remington Rand Inc., it was announced 
recently by H. W. Millang, accounting-tabulating sales 
manager. Mr. Kendall joined the firm as a sales rep- 
resentative in 1932 in Providence and was appointed 
tabulating branch manager there in 1935. He has 
been successively director of methods research, di- 
rector of sales education and accounting-tabulating 
sales promotion manager in 1949. 

1951 


OFFICE APPLIANCES, May, 


As a result, most sales are in the top-priced | 





- 





ue «6 


il ee ee 


e 





* PLAIN © 
x 
FANCY 
WRITING 
Done HERE 


nae cs eh = 


Leadfast “S34" Dixon TICONDEROGA 1388 N22 





They labored years 

On ancient tracts, 
Developed | 

Sacro -iliacs, 


The scribes of old | 
all had cramp-writus | 
From scratchy quills 
that had St.Vitus, 





Leadfast "At" 








Do» LEADFAST pencils 
but writers now bata =" hah at 
know no such grief And write with ease 
TICONDEROGAS and great dispatch. 
Drouaht relief. | 
TICONDEROGA TICONDEROGA 
* means...the greatest and best-liked * sells...the nation’s radio audience with 
name in pencils! its famous “Ticonderoga Minutes,” 
* means...the best in pencil advertising! timely radio spots that portray events 


in our country’s history. 


* is...reaching millions of customers os. 
with well-placed advertisements. * tells... — of ry hie through- 
— * ' out the week, about Dixon’s Leadfast 
TICONDEROGA Ticonderoga in these “Minutes” over 
* uses...7Time to reach big business, their favorite radio stations. 
little business, the well informed. 


* uses...Collier’s, The Saturday Evening DIXON 
ost to reach the businessman and LEADFAST 
office worker in their homes, the ? 
family, the children. 
x ... Ticonderoga advertising reaches the PENCIL 


nation at work, in school and in repose. 
TICONDEROGA SPEEDS YOUR SELLING PACE! 


OSEPH DIXON CRUCIBLE COMPANY, PENCIL PRODUCTS DIVISION 98-J5, JERSEY CITY 3, NEW JERSEY 
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VICTOR SUSPENDED 
FILE DESK UNITS 


Shipped completely set up with hangers in- 
serted and beaded edge celluloid angle tabs in 
assorted positions ... blank labels and printed 
title inserts included. Here is a real profit maker 
available to you immediately—set up and ready 
to sell! Available in letter size only. Write today 
for complete information. 


The Victor Suspended File Desk Unit 
(shown) fits into all standard desk draw- 
ers. Other models available to fit letter or 
legal size file cabinets. 


To make more sales you should have the port- 
able Victor Suspended File demonstrator. Com- 
pletely set up, it is available at small charge to 
dealers. 


AOS THE VICTOR SAFE & EQUIPMENT CO., INC. 


VIC. TOR 
— 


NORTH TONAWANDA NEW YORK 
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O’Connor Named Outstanding Salesman 


Leon P. O'Connor, Jr., an IBM sales representative 
in the Brooklyn, N. Y., office, was announced today 
as the ranking salesman of the International Business 
Machines Corporation in 1950. A Georgetown Uni- 


versity graduate and Air Force officer in World War 
II, Mr. O’Connor won the presidency of the IBM an- 
nual sales | r organization, the Hundred Percent 


LEON P. O'CONNOR, JR. 





Club, as well as the Watson International Trophy, in 
his first nine months as a full-fledged sales represen- 
tative 

Grant H. ¢ vell, an electric accounting machine 
sales representative in Chicago; Hugh J. Ramsey, Jr., 
an electric typewriter sales representative in Santa 
Monica, Calif Cyril J. Willman, a time recording 
equipment sales representative in Hagerstown, Md.;: 
and Vernon H. Kruse, IBM manager in Cedar Rap- 
ids, Ia., qualific n their sales records as vice-presi- 
ents ( ne 

Lawrence K. Heath, treasurer, is an electric ac- 

inting machine sales representative in Youngstown, 
Ohio. Harry M. Sibley, the secretary, is an electric ac- 

inting ma ales representative in St. Louis, Mo. 

rhe followi ere elected directors of the Hundred 
Percent Clul their sales records: 

D. E. Slatte ind S. S. Atwater, Worcester, Mass.; 
R. D. Bloomer, Buffalo, N. Y.; J. E. Griggs, Jamestown, 
N. Y.: J. R. Lippincott and R. V. Roberts, Paterson, 


nan kn CO. 8 ks, Hartford, Conn.; R. W. Ford, 
Bethlehem, | F. K. Carrabina, Philadelphia, Pa.; 


W. Bargar, Youngstown, O.; R. L. Dailey, Pittsburgh, 
me: J. A. B er, Jr., Wilmington, Del., and J. T. 
Berg, Knoxvi Tenn 

Also M. C. O' n and E. M. Thompson, Winston- 
Salem. N. C.: W. T. Thomas, Greenville, S. C.; R. W. 
Baugh, Clevel Ohio; C. J. Schearer, Detroit, Mich.; 
R. E. Hart Columbus, Ohio; H. A. Campbell, 
Kalamazoo, M D. A. Buck, H. D. Paulson and 

W. Gridle ago, Ill.; T. J. King, Fort Wayne, 
Ind.; D. A. 7 ind E. C. Ulstad, Minneapolis, Minn.; 
E. B. McCov Oklahoma City, Okla.; D. C. McMillan, 
Ir., Joplin, M G. E. Luck, Ft. Worth, Tex. 

Other diré f the Hundred Percent Club are: 
W. O. Nix al R. R. Lucas, Houston, Tex.; L. J. Ben- 

Baton R La.: F. T. Cary, Los Angeles, Calif.; 
R. S. Silver Monica, Calif.; D. G. Reithner, 
Glendale. Calif.: R. E. Clement, Riverside, Calif.; V. B. 
Mulley, Sacrams¢ Calif.: A. W. Bass, R. R. Wheeler 
ind R. L. 7 ki, New York, N. Y.; E. A. Thomas, 
Mineola, N. ¥ A4lan Ehrenberg, Portland, Ore.; and 

R. Auer a J. Orchard, Seattle, Wash. 

I Alex San Francisco, Calif.; M. B. Sut- 
liffe, Oakla and C. M. Dickinson, Providence, 
R. I.. were cite new accounts leaders in the electric 

nting ma ne, electric typewriter and time re- 


rding ipme livisions, respectively. L. K. Mc- 
Intyre of Knox e. Tenn., was cited as extension 

leade! R. K. Baldwin, Harrisburg, Pa., was 
au sales leader 
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DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
CARBONIZED ROLLS 








HERE IS YOUR CHECK 


HIGHEST ae 
QUALITY CARBON PAPER 
Typewriter 
e Pencil 
Billing 
Saddleback or Reverse 
Prompt Speed-o-form 
Efficient — 
Service Binder 
Jacket 
Book 
7 One Time 
Special Strip 
Specializing For Oralid process 
7 INKED RIBBONS 
packaging for 


Typewriters 

Adding Machines 
Billing machines 
Bookkeeping machines 


under dealer's 


private imprint 


e Addressograph 
Dupligraph 
Speedaumat 
“The Complete Multigraph 
Line” Multilith 
Daters 
Stands the test Time clocks 
i Flat bed presses 
of time 


Special purposes 


CARBONIZED ROLLS 


for 

Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 

Neon (asbestos) marking 
Teletype 

Elliott Addressing 





L 
*tconos even" 
reeet mane 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 





Bonelli Opens New California Store 


Although in business only one year, the Bonelli Type- 
writer Company, Huntington Park, Calif., has opened 
a new modern store at 2728 Florence Ave. Dealers from 
all parts of southern California were present at the 
opening, including Harold Pettit, president of the 
Southern California Office Machine Dealers Associa- 
tion, Norbert Mayer of the West Coast Platen Com- 
pany, and Frank Powers of the Powers Office Equip- 
ment Company, Santa Barbara. Several hundreds 
dropped into the new store to pay their respects. 

The company was organized March 1, 1950, by George 
W. Bonelli, Walter E. Tuttle, and Paul Boatright. The 
firm incorporated on November 1, Robert I. Johnson 





and Joe McCorkle having in the meantime been added 





AT BONELLI STORE OPENING—Lyle Shouse, Paul Boatright, 
Walter Tuttle, Joe McCorkle, Philip Anderson, George Bon- 
elli and Robert Johnson. 


to the staff. After incorporation Paul Boatright was 
named president and general manager, George Bonelli 
vice president, and Philip Anderson secretary and 
treasurer. 

The growth of the company was so rapid that new 
quarters with larger floor space were needed almost 
immediately, and the move to the fine new store has 
been the result. 

A unique department in the store is the electric 
Shaver department. The shaver service and repair 
work is done in full view of the public, a publicity 
feature that the officers of the company believe has 
done a great deal to build that phase of the business. 
The windows are also designed to play up a shaver 
display as well as ample displays of typewriters and 
other office equipment. 

Prior to going into business those interested had! 
well-rounded experience. Mr. Bonelli was manager 
of the branch typewriter service for Remington Rand 
in Los Angeles; Mr. Boatright was branch service man- 





ager for adding machines and bookkeeping machines; | 
Mr. Shouse (also connected with the firm) was service} 
manager at Long Beach in charge of adding machines, | 
typewriters, and bookkeeping machines; Mr. Anderson} 
was shop foreman in Los Angeles; Mr. Johnson was 
Pacific Coast traveling instructor for electric type- 
writers as well as standard typewriters; Mr. Tuttle 
was Mr. Bonelli’s assistant in outside service, and Mr. 
McCorkle had made a wide reputation as an adding} 
machine mechanic.—JET 


OL Doc Stork: 


Ray J. Eichenlaub, president of Service Steel Prod- 
ucts Corporation, Chicago, used cigars as a means of 
announcing the birth of his first granddaughter, Ger- 
alyn Trease Klein, to the Great Lakes Travelers Club 
on Friday, March 16. The little miss, daughter of Joe 
and Rose Marie Klein, checked in at Chicago’s Passa- 
vant Hospital at seven pounds, 843 ounces on Thurs- 
day, March 15. 
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Nothing Lasts Longer Than Tufide 


A RE REG 


... Except Tufide Itself! 












Only Tufide 
Outlasts Leather 5 to] 


(by actual U. S. Testing Co. reports) 


Unconditionally Guaranteed 5 Years! 


More than 600,000 users have proved that TUFIDE is the most 
durable case made. Extensive abrasion tests by U. S. Testing Co. 
offer further PROOF of TUFIDE’S amazing long wearing 

qualities. TUFIDE /ooks like leather . . . feels like leather . . . yet j 
outwears leather 5 to 1! No wonder incredible TUFIDE business 











cases and luggage alone are unconditionally guaranteed for 5 
full years. No wonder the TUFIDE line is making new sales records 
for dealers everywhere. Feature Nationally Advertised TUFIDE 


luggage and business cases and watch your sales and profits climb! 


Write for details about the TUFIDE merchandising program as 








Steleo Froducts 


1401-17 WEST JACKSON BOULEVARD + CHICAGO 7, ILLINOIS 


OFFICE APPLIANCES, May, 1951 119 








BARKLEY ?/cczc TAB 


FILE DRAWER INDICATOR 


NO SQUINT! 
When you have € 
Magnified Visibility 


——, 
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NO SQUAT! 
When you have 
Angled Visibility 
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NO STOOP! 
When you can é 


read from a 
standing position 














The BARKLEY PLASTIC TAB 
. File Drawer Indicator was 









































designed to facilitate faster 









































filing and finding thru greater 
file drawer label visibility, and thus contribute to greater office 
efficiency. 


The pressboard on which the two-inch wide Barkley Plastic Tab is 
mounted quickly slides behind the drawer label leaving the tab secure 
ly exposed to view. The insert is designed for two lines of typing. 


The crystal clear, amber BARKLEY PLASTIC TAB angled for perfect 
visibility also magnifies the copy on the typed insert. Thus office per- 
sonnel can effortlessly read the contents of even the bottom files. 


Write for Illustrated Literature 


Established 1921 


[. L. BARRLEY & CU. 
Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 


Kamket Purchases Gregg Stationery Division 

The Kamket Corporation of 54 Winter St., Holyoke 
Mass., has purchased the Gregg Stationery Division 
from the McGraw-Hill Company of New York City, 
Daniel Love, vice-president of Kamket, recently an- 
nounced. 


Kamket has manufactured the Gregg line of colleges 


composition and stenographic spirally-bound note- 
books for 17 years. Now, all activities of Gregg sta- 
tionery, including sales and distribution, will be taken 
over by Kamket. No great change in production vol- 
ume is contemplated. 

The balance of the Gregg line of index cards and 
fillers, produced at the Highland Manufacturing Com- 
pany, Holyoke, during the last 17 years, will be con- 
tinued as before with the Highland Company operating 
as converters for Kamket. 

Several of the key personnel of the Gregg Stationery 
Division will become a part of the Kamket organiza- 
tion. Arthur Rennet, for many years with the Gregg 
organization, will be assistant to the vice-president and 
will be in charge of the stationery division. 





Safeguard Acquires Type Cleaner Tool 


Safeguard Corporation recently announced it had 
taken over the Lowston Dee-R-Tee type cleaner tool 
for manufacturer and distribution. Previously pro- 
duced by Walter H. Lowston, the inventor, the type- 
writer type cleaner is made of rubber and is used with- 
out fluid, thus eliminating the mess in cleaning. The 
Dee-R-Tee is manufactured in two sizes, a single size 
for all typewriters except the Royal and a double size 
for the Royal. 


Whdding Bells 


Miss Marjorie L. Vowell was married on Saturday, 
March 17 to Doctor H. O. Loyd at the First Methodist 
Church by the Reverend Charles R. Goff. 

As almost every NOMDA member knows, Miss Vowell 
has for years operated a typewriter store near Chi- 
cago’s Loop and has done an outstanding job. She had 
very attractive window displays, fine store fixtures, 
and always kept it in tiptop shape. By being enthu- 
siastic and aggressive, she built up a fine organi- 
zation in both sales and service. 

The whole industry joins us in wishing the new Mrs. 
Loyd the best of everything. Doctor Loyd’s gain is 
the industry’s loss. 





* x * 


Mr. and Mrs. Donald J. Willis of Des Moines, Iowa, 
have announced that the marriage of their daughter 
Betty Rae Willis to Richard Koch will take place at the 


Plymouth Congregational Church on Saturday, May 12,) 


at 4 p.m. A reception will be held in the Des Moines 
Club following the ceremony. The bridegroom is the 
son of William Koch, president of Koch Brothers in 
Des Moines, Iowa. 

* . * 

Mrs. Nell Bleakly, secretary to Robert Brown of Koch 
Brothers, Des Moines, Iowa, has announced the forth- 
coming marriage of her daughter, Joan, to Richard 
Quackenbush at Des Moines, Iowa. The wedding was 
set for April 26 at the Westminster United Presbyterian 
Church with the reception to be held in the church 
lounge 


* a - 


An event of June 30 is to be the marriage of Patricia 
Kelly, daughter of Mrs. Elizabeth Kelly of Creston, 
Iowa, to John Roberts of Minneapolis, Minn. Patric 
is receptionist at the Storey Kenworthy Company of 
Des Moines while the bridegroom represents the Min 
nesota Mining & Manufacturing Company in the Dé 
Moines area. 
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NON- 
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No sr 
stain! 
face, | 
seal ci 
purple 


MASTER UNITS. NON-SMUDGE SUPER SOVEREIGN COMPLETE SOVEREIGN COMPLETE | 


seal coat. MASTER UMTS. No smear! No emedgel No stein UNITS. Seal coating of sides 
. rlac al ; m 
vper coated on surface, seal coated on sides, clean edges of top and bottom. In 


edges at top and bottom. In purple red, green, blue, black 


a — 


~ SPEED-O-PRINT 


Presents 


NON-SMUDGE SUPER SOV- : 
EREIGN SPIRIT CARBON SOVEREIGN FLUID 


brilliance and sparkle 

out equal. . . more > 
copies per gallon. No uf 
pleasont odor. 





SPIRIT PROCESS 
SUPPLIES 


HAND CLEANER. Soothing” 
. . . removes oll stains Guickin 
ond leaves hands soft and pi 
able. < 


OVEREIGN MASTER 
fed surtoce takes n 


mrbon, resultir g 


SOVEREIGN SPIRIT COPY PAPER. Its 
ideal finish, even absorption of Avid, re- 
sults in maximum number of copies with 
use of a minimum amount of fluid. In 

k, clean way fo correct white, blue, buff, pink, green, salmon 
ond goldenrod. 





SPEED -O-PRINT CORPORATION 


1801 W. LARCHMONT AVE., CHICAGO 13, ILLINOIS 


SPEED-O-PRINT (CANADA) LTD eo FF a8 CATHERINE ST WEST @ MONTREAL 



















for the finest 











Your customers will be “quick on the trig- 
ger” to notice the unmatched beauty and 
durability of the Anderson-Hickey 1800 
line files. They are easy to sell and help 
build profitable repeat orders. 





ANDERSON- 
HICKEY 


1800 
LINE 


filing 
cabinets 





Available in Olive Green, 


Gray, Mahogany and 
Walnut Finishes. 








Don’t show just “any” file, 
display this beautiful, prac- 
tical line and you will 
quickly understand why 
Anderson-Hickey Files lead 
the field. Their advantages, 


so readily appreciated by 





your customer, are easily 


demonstrated. 


HK Also available with 


insert drawers for 
filing cards or checks. 


Write for prices and details 


SOLE DISTRIBUTOR 


Cardinal G@@. fue, wisn. 
4” , 
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NEW TRENDS IN WORLD TRADE 


Address by John S. Coleman 


PRESIDENT, BURROUGHS ADDING MACHINE CO., 
BEFORE THE CHICAGO WORLD TRADE 
CONFERENCE, FEBRUARY 21, 1951 


T HAS ALWAYS been a pleasure for me to take part 
| in a meeting dedicated to the promotion of world 
trade. I consider it particularly important now, when 
your discussions are so crucial to our security. In 
normal times, we recognize that the friendly inter- 
change of goods and services between countries is the 
foundation of economic progress. In the present emer- 
gency, trade takes on added significance. It is a part 
of the strategy of strengthening the free world. 

This conference meets in the shadow of great na- 
tional decisions. During the past decade we have, ag 
a nation, succeeded to tremendous responsibilities. In 
the First World War and in the Second World War 
until 1941, the United States could watch from the 
sidelines and in its own time choose its course. But 
today the rest of the world waits on American initia- 
tive. 































And we have already 

made the big decision. We 
have pledged ourselves along with other free peoples 
to organize the security of the West. This is a matter 
not only of political and military measures. There is 
a need also for spiritual leadership. We must counter- 
act the shams of Communism. We must broadcast our 
vision of freedom, but first we must define it again 
ourselves. It has recently been pointed out that we 
are partly to blame for the myth that America is all 
skyscrapers and automobiles—and no soul. We have 
not bothered to tell the other side of the story. There 
is a big job to be done in what the public relations men 
are calling “communication.” Furthermore, we must 
give leadership in economic policy. And it is this aspect 
with which we are primarily concerned here. 

As businessmen, we are frequently inclined to solve 
the world’s economic ills by prescribing the American 
system. And indeed it is to a great extent, as I will 
explain, a good prescription. At the same time, we 
must remember that our great continental area, rich 
in resources and with a vast internal market, gives ad- 
vantages not to be found elsewhere. Upon these ad- 
vantages we have built an unrivaled industrial system 
whose products the world was more and more eager 
to buy. Everywhere American goods were in demand. 
But, in return, we wanted little, and we even placed 
high tariffs on those few items we could profitably 
import. 









Here were the roots 
of a basic disharmony. For a 
time it was masked by American loans. To a large ex- 
tent, between the wars, we were paid with the dollars 
we ourselves had supplied. With the collapse in 1929, 
this support was rapidly withdrawn and world trade 
dwindled progressively. The dollar shortage is only 
too familiar to us in the post-war years. But it is 
apparent that it is not a temporary problem. It has 
deep roots in the conditions I have just described. 
Our foreign economic policy, therefore, must surely 
begin with this lack of balance between the United 
States and the world. And I suggest that what is true 
for the nation might possibly be true for an individual 
business. 

It will perhaps be of interest to you to hear what one 
company has done to meet this persistent problem. I 
cite this case not because I think it is in any way re- 
markable nor because I believe this approach would 
necessarily apply in all cases, but because, in its own 
particular set of circumstances, the course this com- 
pany is following seems to be the right one. And, incl- 
dentally, I cite it because the company is the one 
know most about—Burroughs. 

At the end of the war, we found our customers ai 
over the world eager to buy our products. In Europé 
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MEANS — 


QUALITY FOR CUSTOMERS 
PROFITS FOR YOU 
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In these days of wild alarms, it is well to pause and 
take stock of your suppliers. If you have a Gunlocke 
franchise you are assured of top quality chairs in 
as large a volume as the defense program permits. 
There are more Gunlocke chairs rolling off the line 
than ever before. They are distributed fairly, and 
there is still the same attention to detail and the in- 


sistence on fine workmanship that has always dis- 


ba bdilid 


tinguished them. 


So, if you have the Gunlocke franchise you have 


one less worry, at least: With Gunlocke you are in 


good hands. 


WAYLAND, NEW YORK 
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We May Be Snowed Under ‘With Ord 
But Were panne SEE TG of 
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Yes . . . orders are pouring in fast and furious highest peak in the history of our business. Of 
these days and Arrow equipment is operating course, priority orders get first preference. Just 
at “full blast” to meet these demands. The fact continue to send in your priorities so_that we 
is, production here at Arrow has reached the 
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Bs ARROW FASTENER COMPANY, INC.| 
bat 30-38 MAUJER STREET © BROOKLYN 6, N. Y. 
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there was tremendous demand for all types of Amer- 
ican goods to repair the devastation. Everywhere peo- 
ple sought to satisfy urgent needs, too long restrained 
by war controls. And they could turn only to the 
United States. Here productive capacity, far from be- 
ing destroyed, was actually greater than ever. But still 
it was insufficient to meet the rush of domestic and 
overseas orders. The office machine industry, like 
others, soon found itself with a considerable backlog. 
Many of these orders were for replacements. But we 
found that apart from this large but temporary re- 
placement demand there had been a permanent ex- 
pansion in our potential market. 


In many countries, 

the war had greatly accelerated 
industrial development. Parallel with the industrial 
growth and with the rise in labor costs, the need for 
labor-saving equipment in the office had become one 
of high priority. Rising clerical salaries had become 
a growing burden to company budgets. Tools to in- 
crease Output and reduce costs were needed in the 
office as in the plant. In short, the total demand for 
office machines had expanded greatly. But by reason 
of the lack of dollars, it could not be satisfied from the 
only substantial source, the United States. In such 
circumstances, we saw only one way of meeting the 
needs of these customers—by locating plants in coun- 
tries whose currencies were available to them. It was 
obvious, therefore, that if we wanted to continue to 
serve our customers, not only in Great Britain, but in 
other parts of the sterling area, and in soft currency 
countries, we would have to manufacture our products 
within those important areas. We would have to ex- 
pand our manufacturing activities outside the United 
States. Moreover, it was necessary also to co-ordinate 
those expanded activities fully with our existing pro- 

duction facilities in the United States and Canada. 
Since 1898, Burroughs has had a factory in Notting- 
ham, England. Our first step in this program was to 
expand and modernize it. But we needed larger facil- 
ities and they were not to be had in Nottingham. So 


we recently opened a new factory in the Vale of Leven 
in Scotland. When that factory is in full production, 
there will be more than a thousand employees. And we 


look to early expansion beyond that level. 


To get this new factory 
into operation as rapidly as 


possible, it was cessary to do two things. First, we 


shipped to Britain a large quantity of highly-special- 
ized machinery and equipment from our plants here. 
That equipment is now in operation and a great deal 


more has been purchased from British suppliers. Sec- 
ondly, we sent over a group of experienced technicians 
to train supervisors and employees in the art of pre- 
cision manufacture of business machines. Thus we 
have laid the foundation in the United Kingdom for 


the assembly and, in some cases, manufacture, of the 
complete line of Burroughs equipment. This is but a 
beginning. We have similar plans elsewhere, looking to 
a world-wide integration of our manufacturing system. 


Let me make clear 

this concept of integration. For 
there is more to this operation than appears in the few 
details I have just given you. In the United Kingdom, 
we have provided for not only the assembly of machines 
from parts shipped from the United States, but have 
also established total manufacturing organization. 
We have wholly transferred the manufacture of one 
complete line of o products—calculating machines 
from Detroit to Strathleven. These machines are now 
made there, all the way from raw materials to finished 
products, and exported to the world markets. They 
are exported also, be it noted, to the United States. In 
the latter case they are a source of dollars for the Brit- 
ish company. These dollars are applied to increased 
imports of parts from Detroit for the assembly of 
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Model 6-6-0 
Full keyboord 
odds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 


9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD .. . a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 

YOU ADD .. . a line of adding machines which 


offers your customers a choice of full key or 10 key 
keyboards. 


ACT N OW FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 
VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 


World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 


{ VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. 0. A.- 5-5! | 
| am interested in the new Victor Champion line of adding machines. 

! Please send details to: | 

| Nome: | 

| Address : | 

| City +... es State : 

Territory where | am now selling: 
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other types of machines, and hence to the over-all] 
expansion of our world trade. 

In extending our manufacturing facilities abroaa 
and, as I have just mentioned, the Scottish plant is but 
the first, we have tried to be realistic and practical, 
Traditionally, nearly one-third of all the machines we 
build in the United States have been exported. To an 
important extent, the health and growth of our com- 
pany depends on sales abroad. We could not afford to 
forego them. Moreover, we could not afford to stand) 
stil and content ourselves with present sales, lim- 
ited as they are by licensing and other restrictions. We? 
looked to an increase in export sales far beyond those” 
made possible by shipments only from Detroit. Ways 
had to be found to hurdle these obstacles and to sat-7 
isfy the growing demand for our products. Burroughs) 
is not an eleemosynary institution. On the contrary,) 
by this program we are increasing our business. Wee 


are putting ourselves in a position to serve more CuS=~ 


tomers. We are making our organization more flex-7 


ible. Our overseas manufacturing program is, there-§ 


fore, a vital means of growth for the company. It is 
our response to the facts of contemporary world 
commerce. 


I was led into my 

remarks on Burroughs by the 
thought of the lack of balance between the United 
States and the rest of the world. I was reminded that 
the program we began in the interest of the company 
to meet a difficult business situation had actually a 
broader significance. To those broader issues, let me 
now return. 

There is no need for me to emphasize to this audi- 
ence the difficulties that have confronted the inter- 
national trade. For a long time, the major barriers 
were tariffs. At least these were not quantitative re- 
strictions. The buyer could still exercise some choice, 
provided he was willing to pay the price. But more 
recently, we have been faced with more severe restric- 
tions of import quotas and exchange controls. I do 
not propose to discuss the economics of tariffs and 
quotas in their effect on international trade. But we 
all recognize they exist and we recognize, too, definite 
reasons for their existence. 


Increasingly, the nations 

of the world insist on the 
need to develop their own resources. The United States 
is to a very great extent a self-sufficient nation. But 
even we are highly dependent on the raw materials we 
are now so anxiously stockpiling. Let us remember 
that most countries are highly dependent in a broad 
range of products and that they are usually dependent 
on one country—namely, the United States—to supply 
them. Memories of depression and war are mixed with 
their economic thinking. They know through experi- 
ence that their economies are governed by factors be- 
yond their control. The agricultural countries remem- 
ber the collapse of prices in the world markets and 
the consequent difficulties they had in importing man- 
ufactured goods. Everywhere, shortages of war are 
too recent to be forgotten. And, in 1949, what was but 
a hesitation in the American economy rapidly spread 
uncertainty abroad. We must understand, therefore, 
their desire to build essential industries, to develop 
their resources and to lessen dependence on the United 
States. 

There is abroad in the world a new spirit. It isa 
spirit which the United States itself has to a great 
extent generated. The material achievements of this 
country glitter for all to see. Statistical tables, whether 
of national income, of national product, or of stand- 
ards of living, all underlie the dominance of the United 
States. But we have so weil preached the advantages 
of American science, engineering, industry and educa- 
tion that the world has begun to listen. It pays us 
the supreme compliment of imitation. Overseas coun- 
tries are no longer content year after year to take 
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distinction, 
durability, and sales appeal 


nothing takes the place of 


genuine leather 


Phe beaut and texture of Genuine Leather enrich the 
ecorating scheme of any office . . . denote good judgment 
nd a sound sense of values .. . suggest faith in the future of the business. 
And when sell fine furniture . . . upholstered in Genuine Leather 
rself ... for the distinction and durability of Genuine Leather 
build good w ou through the years of satisfaction 
t leathe ls your customers. 


THE UPHOLSTERY LEATHER GROUP ~- TANNERS’ COUNCIL OF AMERICA + 100 GOLD STREET, NEW YORK 7, N. Y. 


mpany, Newark, N . The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
yware Tanning, Ir New k, N.Y . Eagle-Ottawa Leather Company, Grand Haven, Michigan 
3 Leather Company, Hackettstown, N. J. . Rade! Leather Manufacturing Company, Nework, N. J. 
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Eyetint or white 
paper 


NON-SKID edges on each cover keep notebooks 
upright at ANY angle, prevent creeping or col- 
lapse from desk vibration. 

Patented special wire binding allows pages 
to turn edsily without tearing—permits books to 
open flat. 


Easel Notebooks 


Nell 
hockwell-Barnes 
Quality Products 


--- Always a good rule to follow 


R-B Ruled Legal Pads 


Top quality 16-lb. sulphite—yellow or white. 

COURTROOM type has perforated top, bound 
with printed and wire-stapled stub, sizes 8/2” x 
11” and 8%” x 14”, 50 leaf with board back, 
no cover. 


Also available without perforation, yellow only, 
size 8Y%2” x 14”, padded 50 leaf or 100 leaf 
with board back—no cover. 





Papers and Paper Specialties 
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such goods as they can afford—F. A. S. New York. 
They want also the capital and techniques to modern- 
ize themselves 

The next half-century will see the outcome of a 
great struggle. In Asia, in South America, in Africa 

everywhere people are awaking to the possibility of 
human advancement. Everywhere they see the hope 
of better things, of release from poverty, of at least 
the beginning of individual development. Let us not 
underestimate the power of this hope. Let us under- 
stand right now that the world will modernize itself. 
The real question is, by what route — American or 
Soviet? 


This grave challenge 
cannot be met by negative 
thinking. American enterprise must show as it has 
in the past the imagination and confidence to meet 
new problems with new policy. Enlightened self-inter- 
est demands that we respond to those who ask our aid 
in widening their economic opportunities. For who can 
better understand these aspirations than we Amer- 
icans? It is not enough to make loans and grants. It 
is not enough to deliver our goods to the wharfside. 
We must also be prepared to offer the free world the 
know-how of technology and, just as important, of 
management and organization. It is in this spirit, 
then, that we, in our relatively small company, are 
developing our world manufacturing system. We have 
come to goverments with something to offer and they 
have responded equal measure. And we propose 
to continue this policy 
I began my remarks today with the reminder that 
the United States has succeeded to great international 
responsibilities. At the turn of the century, it was 
clear that we ould eventually take the first place 
among nations. It might have been expected that, at 
that time, our task would be to lead the world along 
the peaceful road of economic expansion. Instead, we 
find that our leadership is more burdened with re- 
sponsibilities than blessed with privileges. We continue 
to make great new discoveries in science and tech- 
nology. Yet, even as we are ready to apply them to 
the enrichment of the individual life, we are stopped 
short by the grim demands of survival. We must put 
aside new consumer products for war material. We 
must accept a reduced standard of living. 


To a people accustomed 

to decades of unbroken 
progress, this is frustrating experience. Some have 
reacted by refusing to admit the unpleasant facts. 
They would meet the emergency by ignoring it. And 


others have reacted by a loss of confidence in our own 
strength. They doubt our ability to defend our free- 
dom and even more, our ability to advance again. It 
is not surprising, therefore, that they should ask why 
in the face of international tension our company has 
indertaken a program of building overseas plants. 


And this is our reply 

We believe that the floods can be controlled and the 
menace of an aggressive conspiracy be contained- 
provided we act. It has been pointed out that one of 
the greatest obstacles to effective western policy is the 
uncertainty as to whether in fact peace can be main- 
tained. Let us remember that the policy of the Soviet 
Union is built on the doctrine which assumes the in- 
evitable collapse of capitalism. The Soviet Union does 
10t wage general war. It waits for so-called capital- 
istic countries, weak and divided, to deliver them- 
Selves up 

Throughout the 1920’s, the relative stability of the 
West provided no opportunity for Soviet aggression. 
But the Marxist dialecticians bided their time. If cap- 
ital is doomed, they argued, it is only necessary to wait 
for history to do its inevitable work. When the time 
came, of course, they intended to give history a little 
help. As division and weakness emerged, they were 
certain the Communist revolution would advance 
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Smedley used to get fidgety up on his flagpole. He 
couldn't sleep and began pacing the platform which, 
as you can see, wasn't made for pacing. Now that 
he's got a Barcalo Reclining Chair, though, he’s 
breaking records all over. “It's heavenly”, Smedley 
says, even if he is only a couple of hundred feet off 
the ground. 


ARCALO dealers are in on a good thing. They have a 
B growing market among businessmen yearning to relax. 
They sell a chair that looks like a chair, and has more 
exclusive comfort features than any other, and is easy to sell. 


When a customer sits down in a Barcalo Reclining Chair, 
he doesn’t have to be told about Floating Comfort . . . or 
Scientific Reclining Action that adjusts instantly to any 
position the body desires, from sitting to full reclining 
. or Graduated Spring Comfort, or the other features. 
They demonstrate themselves so well that, if you don't 
watch out, the customer goes to sleep! That's all right, 
though, because most demonstrations end in sales. 


Send today for information about these amazing chairs, 
and illustrations showing the handsome styles, the smart 
Remember, there's a rich market 
wherever you are. 


coverings and colors. 
for you to exploit. . . 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 
FLOATING COMFORT 





Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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Bantam rolls has been terrific... 
indicates a genuine need 
and demand for a consumer 
unit of gummed Kraft 

tape in homes, small 


offices, schools. 


These handy size rolls of 
America's finest gummed 
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25¢. Available in 

1" to 3" widths, plain 
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bright colors. Write today 
for samples and 
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| nomic side, too, equally vital to policy, there is the un 


| and Robert E. Ruple, Navrat Office Equipment Co., Emporia, Kans; 


again. In the chaos that succeeded the defeat of Hitlep, 
they found their opportunity. The Red Army and reyg 

lutionaries trained in Moscow marched into the 
vacuum of Eastern Europe. ; 

The conclusion is obvious. We know only too 
that we cannot build a bridge of understanding to the 
dark Soviet mind. Our objective must be to assist ig 
developing in the nations of the West such strength 
as will convince the doctrinaires in the Kremlin tha 
the opportunity to profit by weakness is passed. Thig 
strength comes from military force. It comes too from 
a spirit of calm, sustained decision. Fear or doubt wij 
confirm our enemies in their certainty of our collapse 
We must mobilize our forces with confidence. For thegs 
measures stem from the belief that war is not iney. 
table. By building both the military and economig 
strength of the Atlantic powers we will eliminate thogg 
conditions of weakness upon which the Soviet Union’ 
consistently acts. 

The policy has already borne fruit. An exhausted 
Greece was given the military and economic assistaneg 
to stave off the combined threat of revolt from withig 
and attack from without. Reinforced with American? 
arms, Turkey remains calm under immense Soviet 
pressure. Against the blockade of Berlin, we applied 
the airlift. By the judicious use of force in these areag, 
the Soviet Union has been contained. On the eco. 


rivaled achievement of the Marshall Plan. The immi- 
nent threat of Communism in France and Italy wag 
turned back, and the economy of Europe is nearly on 
its feet. 

I do not underestimate the risks of this policy, but 
I clearly see the stark certainties of the alternative, 
Our free world will be one or it will be nothing. We 
have made our bargain with fate. We do not turn back 
at the first setback or sign of danger. We plan in the 
belief that the hope of survival lies in the integration 
of the western nations—politically, militarily and eco- 
nomically. It is in this light I see our export trade and 
by these principles I endeavor to promote it. 











| Manufacturers Respond to Emergency 


O'Reilly Office Supply Company, Ft. Wayne, Ind, | 
reports that news of its fire brought a gratifying re-} 
sponse from manufacturers. Edward O'Reilly said} 
“We are happy to advise that every manufacturer we} 
contacted has done the impossible in sending us re-} 
placement stocks. They have bent over backwards to} 
rush merchandise to us. In all our 28 years of busi-? 
ness, we never realized or expected the excellent co-} 
operation we were so generously given.” Mr. O'Reilly? 
expresses his gratitude to the many manufacturers} 
involved. 


VICTOR VISIBLE SCHOOL AT OMAHA 





This session of a Victor Visible Training School was held at the 
Hotel Fontenelle in Omaha, Nebr. Shown in attendance are, front: 
Herbert G. Henry, Latsch Bros., Inc., Lincoln, Nebr.; A. J. McAdoo 


Richard J. Polson, Latsch Bros., Lincoln, Nebr.; Joe Colboch, Thacher 
Inc., Topeka, Kans. Second Row: Robert D. Veinot and Robert 
Scheetz, Rader Office Equipment, Omaha, Nebr.; Larry Sivill ond 
Claire Brodeen, Standard Office Equipment, Sioux City, lowa; H. W 
Barnes, Victor Safe & Equipment Co., Inc., New York, N. Y., ant 
Alge Cutler, Rader Office Equipment Co., Omaha, Nebr. 
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ACE STAPLE REMO 


3415 NORTH ASHLAND AVENUE » 
WEST MONTREAL 


CE has gained an enviable reputation for quality. 

This sturdy, dependable Stapling Equipment has 
won friends .. influenced steady, profitable repeat 
business for thousands of progressive dealers for more 
than 20 years! That's why so many of our country’s 
most successful stationers always hand 'em an ACE, 
when customers ask for Stapling Equipment. That's 
why you'll invariably find the complete ACE Line 
stocked and featured in the best stores from coast- 
to-coast. You, too, can get a bigger share of the 
profitable Stapling Equipment business by displaying 
and recommending ACE..the TOP Quwality Line. 


SOLD THROUGH DEALERS EXCLUSIVELY 
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MES AS MANY POINTS / 


This is the story we're telling school officials, purchasing agents 
and business executives all over America! And this is the story 
that will help you register more pencil sharpener sales. Ex- 
haustive tests by independent testing laboratories prove that 
APSCO cutters sharpen 2'%4 times as many points, more points 
per pencil, a more perfect point every time, and save up to 70% 
of cutter replacement costs! 


COMPARE THE POINTS! * 


Unretouched photo- 
graphs show the supe- 
\ riority of APSCO’s cut- 
\_ ter design. Compare 
APsco’s 28,000th 
| point with 9,000th 
/ point of competitive 
sharpener. See why 
Apsco has been Amer- 
ica’s choice for over 
10 years. 


APSCO 28,000TH POINT 







Pi 
BRAND “A” 
9,000TH POINT 


* Pittsburgh Testing Laboratory, File No. 32999.1 
HOW APSCO HELPS YOU SELL! 


Pencil sharpener buy- 
ers will be bombarded 
with Apsco’s power- 
ful “2'4 Times” story. 
Full-page advertise- 
ments and colorful, 
sales-stimulating cir- 
culars will pre-sell 
sharpener prospects 
for you! 





INQUIRIES WILL BE REFERRED TO You! 


Cash in on this powerful performance story by tying in with 
Apsco’s sales-building “2!5 Times” program now. Order a 
supply of colorful mailers! Set up window and counter dis- 
plays! Use Apsco tie-in newspaper mats. Don’t miss this profit- 
making opportunity! Act today! 






336 No. Foothill Road, Beverly Hills, California 
ROCKFORD, ILLINOIS * TORONTO, CANADA 


(7 COSTS LESS 70 SELL THE BEST/ 
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Rem-Rand Appoints John B. Hamilton 


Remington Rand Inc., has announced the appoint- 
ment of John B. Hamilton as branch sales supervisor 
of supplies and duplicator supplies in the Chicago area. 
Mr. Hamilton started with Remington Rand Inc. ip 
March, 1945, and for the past two years has been 
assistant supervisor of typewriter sales. 

The assignment of supervisor in the organization is 
the same position as was formerly termed assistant 
branch manager. 





Ames Supply Announces Atlanta Changes 


A change in location at Atlanta, Ga., and the elec- 
tion of J. L. Macon, Atlanta branch manager, as vice- 
president of the southeastern division of the Ames 
Supply Company are the basis for news announce- 
ments by the Ames firm. 

The new location of the Atlanta branch of Ames 
Supply is 156 Alexander St. It features a ground floor 
location, away from the congested section of the city; 
a free parking area to the rear of the building; and a 
relaxful customer lounge within, plus rapid service on 
platens, parts, tools and supplies. 

Mr. Macon has been manager of the Atlanta branch 
since September, 1948. He has spent more than 20 
years as a typewriter mechanic, owner and manager of 
his own firm, and branch manager of Ames Supply 
Company. He is a past-president of the National 
Office Machine Dealers Association and is at present 
actively engaged in the Southern Office Machine Deal- 
ers Association. 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for December, 1950, Released in March, 
1951, by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 


Trade Division of the Bureau of the Census, 
Department of Commerce, Washington 25, D. C.) 


Quantity (Dollars) 

Net Value 
Machines Bookkeeping Nondescriptive New 546 720195 
Machines Bookkeeping Descriptive New 791 1157816 
Machines Listing-Adding New 7184 1102300 
Machines Calculating Non-Listing New 2871 775927 
Machines Card Punching Etc. New 538 1019867 
Machines Accounting Etc. Nes. 990 141914 
Machine Parts Accounting Etc. 1269387 
Machines Addressing 113 40767 
Equipment & Parts Addressing Machines 42746 
Machines Duplicating Ex Lithographic 692 69803 
Machines Duplicating Lithographic 64 87499 
Parts for Duplicating Machines 6106! 
1056 328753 


Cash Registers New 
Cash Registers Used Rebuilt 511 38889 


Parts for Cash Registers 358695 
Typewriters Standard New 23259 2472483 
Typewriters Portable New 12103 608456 
Typewriters Rebuilt 570 36363 
Typewriters Nes. Inc. Used 1422 74725 
Parts for Typewriters 251220 
Staplers & Staples Office 21007 
Machines & Parts Dictating 130513 
Machines & Parts Mail Handling 77527 
Machines & Parts Check Handling 56590 
Appliances & Parts Office Nes. 364724 
Mechanical Pencils All Materials (Doz. 35678 126552 
Mechanical Pencil Parts 6727 
Mechanical Pencil Refill Leads (Gr.) 3646 3188 
Pencils Ex. Mechanical Black Lead (Gr.) 37671 92130 
Pencils Ex. Mechanical Ex. Black Lead (Gr.) 5309 2682! 
Pencil Leads Nes. (Gr.) 99473 44253 
Pencil Parts Nes. 5256 
Crayons (Gr.) 20806 26365 
Fountain Pens Ball Type (Doz.) 63425 105011 
Fountain Pens Ex. Ball Type (Doz.) 155447 738991 
Ball Pen Refill Ink Cartridges (Doz. 17254 19076 
Fountain Pen & Ball Pen Parts Nes. 92141 © 
Fountain Pen Points (Gr.) 26370 78178 
Carbon Steel Pen Points (Gr.) 35582 30764 
Desk Pen Sets 8329 26025 
Ink Writing 62527 
ink Nes. 206563 
Carbon Paper (Lb. 96507 106369 
Typewriter Ribbons (Doz.) 9592 40508 
Office Supplies Nes. 31957! 

(Nes.—Not elsewhere listed 
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Available soon 


BETTER PROTECTION WITH 


E/ILIN 
TWO-HOUR SAFES 


Our increasing production is your cue 
to follow the “B’’s to profit clover! 
New 1951 refinements plus Meilink 
“approved” construction features make 
these the finest “B” Label safes available 
to your customers. They assure a life- 
time of utility with better protection 
under all normal conditions. Write today 
for particulars. 











MODEL NO. 30 
SINGLE DOOR 






MODEL NO. 445 
DOUBLE DOOR 


ALL MEILINK 2-HOUR SAFES 
CARRY THESE LABELS 


yy Ca0boGSLA\ 


THE MEILINK STEEL SAFE COMPANY 
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UNDERWRITERS’ LABEL certifies fire-resistance to 
0° F for two hours. 


T-20 BURGLAR LABEL assures 20°% reduction in 
burglary insurance rates. 





sare MANUFACTURER'S NATIONAL ASSOCIATi9y 


FIRE RESISTIVE SAFE 
SC emoia 2HREXP Baie teue le 30 10 35>) 
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SAFE MANUFACTURERS’ NATIONAL ASSOCIATION 
LABEL is the buyers assurance that all claims 
r these safes have been verified. 
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MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 
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in Other Lands 


Continued from page 64) 


said that his client, who was financially substantial, 
had been able to secure bank accommodation for the 
company up to £48,000 for a yearly fee for the use of 
his name. Through this the company had become a 
wealthy concern. Now, he claims, it refused to pay its 


just debts 
Mr. Shand, K.C., appearing for the company, said 
that the firm had been bound hand and foot by 


Mathieson. At one stage Mathieson had threatened 
to call up his money—a step which would have put 
the company into liquidation. From 1929 his aim was 
to get the company completely under his control and 
use it for his loan transactions, the defense asserts. 

* * = 


A cut in retail margins on furniture, including office 
furniture, of 242%, has recently been made by the 
Prices Commissioners. This move has met with opposi- 
tion from the trade and protests are likely to be 
lodged 

. * 7 

A 16mm. film, Office Etiquette, produced by Ency- 
clopedia Britannica (Human Relations Series) is now 
available here through Sixteen Millimetre Australia, 
Ltd. Length of the film is 15 minutes and The Film 
Monthly, in a critique, says: “As a means of getting 
greater efficiency from an Office staff or of training 
students for future office jobs, this should be highly 
effective. The production should lose none of its effec- 
tiveness here through being American. What it has 
to say applies for office staffs everywhere.” 


* * * 


Registered here recently was Belhaven, Ltd., capital 


£100,000; manufacturers, importers and dealers in 
typewriters and adding machines. 
* * oJ 
A New Zealand subsidiary is being established by 
Lamson Paragon, Ltd., Melbourne manufacturers of a 


large range of office stationery and equipment. To this 
end land has been acquired at Hamilton, where the 
necessary plant will be installed in a modern factory 
within the next few months. Plans for the further 
expansion of factory space in the plant for the Mel- 
bourne works are also well advanced. 
> - > 

The Mason-Kolok Manufacturing Company, Ltd., 
formed to acquire the carbon paper and typewriter 
ribbon business of J. Mason & Son Pty., Ltd., Mascot, 
New South Wales, is issuing 120,000 5s. shares at par. 
The company has allotted 188,000 shares as part of 
the purchase consideration of £57,000, and 28,000 shares 
to Kolok Manufacturing Company, Ltd., England, for 
rights, and 44,000 shares have been subscribed for 
cash. Total issued capital will be £95,000. Ancillary 
interests include the Australian selling rights for Graf- 
ton slide fasteners, a controlling interest in Neotype 
Manufacturing Pty., Ltd. (a company manufacturing 


duplicating stencils with up-to-date methods and 
modern plant at St. Mary’s, New South Wales), to- 
gether with the exclusive right of marketing these 
stencils, and the manufacture of cash register, dupli- 


cating and np pad inks. 


> * 7 
N. F. McMichael, director of sales for the Waterman 
Pen Company of London, has been representing his 
company in Australia on the occasion of the jubilee 
of the introduction of the company’s pens into Aus- 
tralia in 1901. He is now touring New Zealand. 





Castro Represents U. S. Firm in S. America 


C.J. Castro & Cia., Venezuela, recently was named the 
exclusive distributor in South America of the Auto 
Typist, manufactured by the American Automatic 
Typewriter Company. Frederico Castro, a member of 
the firm, spent a short time in this country, making 
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STEEL PERSONAL FILE 


Every adult is a prospect for this file which provides 
a handy place to keep personal papers—insurance 
policies, receipts, leases, bonds, tax notices and im- 
portant letters. Priced right for easy, quick selling 
at a good profit. 


FILE No. 442 is made of heavy steel, in beautiful 
blue-grey Hammerloid finish. Equipped with letter- 
size folders—alphabetical, monthly and blank. It’s 
easy to file and find papers in this file. There’s also 
a place for addresses, telephone numbers, expenses, 
budgets, ete. For privacy, there’s a key and strong 
lock that really stays closed. Individually boxed. 


Packed 6 to carton. 


LEATHERETTE COVERED FILE 


f | No. 420 is a neat 
style, similar to the 
No. 442, but lighter 
in weight. Well 
made to last a long 
time. with 
letter-size folders— 
alphabetical and 
monthly. Choice of 
5 attractive colors: 
maroon, blue, brown, 
green and black. 


Packed 6 to carton. 






Comes 





Write today for prices and discounts, also Catalog 
of complete Amfile line. 


AMBERG FILE & INDEX CO. 


Filing Specialties since 1868 
1608 DUANE BLVD. @ KANKAKEE, ILLINOIS 
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CARR) RED BORDERED 7 
Cer idee) GUMMED LABELS 
i 30 POPULAR SIZES 


*% BEST QUALITY WHITE PAPER 
& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 


o * BOXES * BULK * BOOKS 














THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 


(4048 W. POLK ST., CHICAGO 24, ILL, 
WAREHOUSES 1612 E. SECOND ST., FT. WORTH, TEXAS 
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necessary arrangements. While in Chicago, he was a 
visitor at OrricE APPLIANCES. His company also serves 
as the exclusive representative of Gestetner, Ltd., Meta] 
Office Furniture Company, Hall-Welter Company, Inc, 
and Remington Rand Inc. 





RECENT BRITISH EXHIBITS 
= ~~ RECEPTION 3 














Application of office equipment is becoming increasingly 
apparent in various industries in Britain. Upper photo of 
the Lamson-Paragon stand at the recent Catering Exhibition 
in Manchester shows the development of filing and other 
systems for hotel reception. Below: at the Brighter Homes 
Exhibition, held later in Manchester, the Adana Co. dem- 
onstrated their hand-operated printing machine which pro- 
duces high-class multicolored impressions on quality station- 
ery and is suitable for small office use. 


A Story About a Story 

A Knoxville, Tenn., newspaper recently gave promi- 
nence in illustration and story to an installation of the 
Cincinnati Time Recording systems at the Swan 
Brothers Bakery in Knoxville 

Swan’s, a long-time user of the Cincinnati installa- 
tion, recently made a changeover to the “Clipper” 
model in order to further simplify the payroll handling 
job on more than 200 employees 

J. W. Townsend, distributor of the Cincinnati Time 
Recording Company in Knoxville, made the installa- 
tion and points out that to aid in rapid calculation of 
daily hours worked, the “Clipper” prints the days with 
alternate identations beside each time recording. With 
a Cincinnati System payroll, he states, accounting is 
simplified and the waste due to human error is elimi- 
nated. . 

A. B. Davenport, Jr., of Swan Bros., the bakery mak- 
ing the recent installation, says, “We have always used 
Cincinnati Time Recorders and have been favorably 
impressed by their speed, accuracy and durability. We 
think this new ‘Clipper’ is the best yet.” 
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8.596 CUSTOMER ORDER RECORDS 
is 


atti iy, 


i+ om #4 


14,324 PLANT EQUIPMENT RECORDS 


ALL SET FOR SAFEKEEPING 


(HOW ABOUT THE ESSENTIAL RECORDS OF YOUR BUSINESS? ) 


Here are five kinds of business records—the contents 
of 15 file drawers—reduced, by Burroughs Microfilm- 
ing, to five rolls of film you could hold in one hand. 
Yet the records are complete, each document filed 
exactly as you want it. And any part of the story is 
available for reference at a moment's notice. 


Think what a system such as this can mean to you in 


terms of safety, convenience, and savings of time, 


WHEREVER THERE’S BUSINESS THERE'S 


af fe 
Dot mit 


aie 





FREE 


a valuable booklet 
of information — 
“Safe-guarding Vital 
Records.’ Write 
today for your copy. 





EE Howell 
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money and space! Thousands of documents can be 
recorded on one roll of microfilm in as little as half an 
hour. And the cost of this security is low. 


You can find out all about it by picking up your tele- 
phone and calling your Burroughs representative. He 
knows business needs and can give you the facts about 
the finest microfilming equipment available. Burroughs 
Adding Machine Company, Detroit 32, Michigan. 





Burroughs 


% 





Modern microfilm equipment built 
by Bell & Howell, and sold by 
Burroughs, is the finest obtainable. 
It reflects Bell & Howell's acknow!l- 
edged leadership in the field of 
precision instruments for fine 
photography. 






141 








0 ere er 








ATIONAL DEFENSE 












NEWS FLASH! The Department of Defense, the 


Armed Forces, and the Munitions 
eduled to participate, along with the 
idustry, in the 1951 National Business 
» New York's Grand Central Palace 


ct. . 

\e/ anding applications of how | | 
methoGst ng@@isnes save not only time, effort | 
axpayer’s mofigy but manpower, as well. Their 
ill go a long##¥ay toward demonstrating not 
essentiality, your industry in the present 
ogram buti®w every manufacturer can help 
>ry nearer as FASTER! 















EK TO) FEATURE “BIG-NAME” SCHEDULE 
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utstanding au te tative speakers will talk on various 
ases olutiong¢@probléms of your industry. Present plans 
it for agcbmpletd se edule jof key Government and Defense 
OEGHAIS tO discuss Ways And means for greater coordination and 
tectveness betwe@m industry and the Defense Program. 
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to deliver not only a national market 
National Defense Program information, 
¢ and gontract information to an inter- 
than $25,000 people to see your exhibit. 
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| is coming to the 
National Business Show 


Be sure to be there! 


—— 


NATIONAL _ THE BIG SHOW 
: NESS _ FOR EVERYBODY 
ArTURER 2227 SINCE 1904! 


af 






LAST YEAR — more than 100,000 people attended the NATIONAL BUSI- 
NESS SHOW. They came from as far away as South America, Australia, 
Canada, Great Britain, Mexico, and 37 of the 48 states! 


THIS YEAR — we sincerely believe advance registrations and space reservations 
indicate an even greater attendance. While the four acres of space are not 
completely sold out, requests for tickets and preferred locations may present a 
problem so —if you don’t have your reservation in, together with your request 
for tickets, ACT NOW — because orders are filled in sequence only. 


OS SE Sa eS eS aeeaeas 


Rudolph Lang, Managing Director 
National Business Show 
33 West 42nd Street, New York, N. Y. 


Gentlemen: Please send us information 
on available space. 


WRITE, WIRE, OR PHONE 
YOUR RESERVATION 


Name 
Company 
Address........ 
City and State 


7 NOW! 
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VALCO 


:--COSTUMERS 


during the present 
emergency, in an 
effort to conserve 
aluminum and yet 
serve the trade 
efficiently, VALCO 
will concentrate 
On producing 
COSTUMERS only. 


VALCO 
QUALITY STANDARD 
MAINTAINED! 


Valco will use aluminum as 
long as possible in strict ac- 
cordance with government 
directives. That means stretch- 
ing the aluminum supply. For 
the present, an aluminum 
base and hangers will be 
used on No. 17-C COS- 
TUMER. The upright will be 
steel—painted grey. No effort 
will be spared to maintain 
the fine quality with which 
the name Valco has been 
identified. 





No. 17-C 
COSTUMER 











Kuntil further 
notice, all other 
Valco products 
will be discon- 
tinued. 


@ Send for complete information 


VALCO COMPANY 


2937 Sheridan Ave., St. Louis 6, Mo. 
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Meetings—Dinners—Conventions 
(Continued from page 72) 
Briggs then announced that at a recent meeting of 
the board of directors it was agreed to adopt the 
Blue Shield surgical plan in addition to the Blue Cross 
medical plan for members of the club, with payments 
for the combined services to be made semiannually, 
if desired. He explained that in order for members to 
participate in the combined services it is necessary 
for 60% of the members participating in the Blue 
Cross plan to sign up for the Blue Shield plan. At the 
next meeting a representative of the United Medica] 
Service, Inc., will be present to explain the combined 
services in detail. 

Harry Fensterheim, S. E. & M. Vernon, Inc., chair- 
man of the entertainment committee, announced that 





all arrangements are completed to hold the club’s an- | 


nual outing on Tuesday, June 12, at Travers Island 
in Pelham, Westchester County, N. Y., the summer 
home of the New York Athletic Club. Notices will be 


sent out soon announcing that the day’s festivities | 


will start at 10 a.m. and price of tickets will be $12.50 
including a high noon breakfast, refreshments during 
the day and dinner at 7 p.m. The day’s activities will 
include golf, horseshoes, tennis, card games and base- 
ball. 





Great Lakes Travelers Club Notes 

According to schedule, the first meeting of the Great 
Lakes Travelers Club in its new luncheon location, the 
Hamilton Hotel, Chicago, was to be a business meeting. 
Because of heavy attendance (nearly 50), uncon- 
trollable factors that made service a little slow, and 
some colored movies on the agenda, business was dis- 
pensed with until the following week. Dealers present 
were Ollie Stevens and Charley Ziesk of Stevens, Ma- 
loney & Company, Chicago; Bruce McCaleb of Pouns- 
ford Stationery Company, Cincinnati, Ohio, and Clar- 
ence E. Reynolds of Globe Furniture & Stationery 
Company, governor of NSOEA Dist. No. 6. 

Following announcement of the club’s golf tourna- 
ment to be held at Rolling Green Country Club on 
Thursday, June 7, Gov. Reynolds spoke briefly about 
the regional meeting at the Edgewater Beach Hotel, 
Chicago, May 4 and 5. Then Ray Eichenlaub, Service 
Steel Products Corporation, showed some movies he 
had taken at GLTC golf tournaments eight or nine 
years ago. As most of those present were in the pic- 


tures, the comments from the floor were interesting | 


and occasionally complimentary. 





OED Debates Progressive Education 

A debate on “Progressive Education and Business 
Careers” sponsored by the Office Executives Associa- 
tion of New York, Inc., was held on March 14 before 
an audience of some 400 educators, business executives 
and professional vocational 
Pennsylvania, New Jersey, Connecticut and Metropol- 
itan New York. It developed some interesting and 
hard-held views by not only the speakers but the audi- 
ence as well. 

Dr. Anthony J. Ferrierio, speaking for the affirmative, 
pointed out that the repressive influences of old-style, 
formalized education was not only avoided in present- 
day progressive education, but the child’s latent abil- 
ities are better directed and more completely utilized. 
The chief reason for this, he asserted, was the fact 
that progressive education shifted the emphasis from 
subject matter to the child. 

It also placed greater meaning on vital, meaningfd 
experiences that bear significance to the child’s needs 
and abilities. The path of all learning, he said further, 
lay in correlating experiene gained from effect and sat 
isfaction of vital needs. As a means‘of bringing thB 
1951 
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THE QUALITY LINE 


CHOSEN BY 
PROGRESSIVE DEALERS 
SINCE 1919 


ate ie. ae imani 


COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA 7, PA. 


Lincoln-Liberty Building Third, Annsbury, Orianna & Wingohocking Streets 
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>» AN EYE 
a OPENER 
AMERICA’S BEST ~« 


EXECUTIVE 
POSTURE 
CHAIR! 














“The RIGHT 
CHAIR 

at the 
RIGHT 
PRICE” 


The Chair Line 


to See... . Show 
Complete —— 


ing I Et 
Jasper Chair? 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 





No. 884 








Fred De ooh (s wees) W. H. Brown, (Chicago-Midwest :) R. J. Freeman, (Eastern) 
Route 7. "Be 415 - Reasiie mn Rd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas, inten Chicage . IL. Sees ec 844 New York, N. Y. 
James . MH wis, (Southern) R. A. Bre (West) Jack S. Doran, (Northwest) 
327 Su « Drive, Ne ms 2925 Revere he ve. 538 E. 9lst St., 
St. Pe an urg, Fle <1 Oa ile nd, Calif. Seattle 5, Wash. 

ER el cnamaaase 
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about, progressive education is well on its way toward 
proving both practical and successful. 

Albert Davis, field counselor for New York City’s Big 
Brother Movement, took the negative and centered 
his attack on progressive education’s lack of modera- 
tion and seemingly complete failure to produce well- 
adjusted and well-educated pupils who could subse- 
quently be fitted into society and the business world. 

Standards and selection of pupils and their aptitudes, 
as well as progressive ratings and tangible accom- 
plishments, coupled with definition and degrees of 
preparedness, were all discussed from the floor fol- 
lowing the debate and moderated by Dr. Houston 
Peterson, professor of philosophy at Rutgers University. 





Announce WSA Regional Chairmen 


J. Howard Shoemaker, Eberhard Faber Pencil Com- 
pany, national chairman of the Sales Representatives 
National Society, a division of the Wholesale Stationers 
Association, announces the following appointments of 
regional chairmen for the organization: 

Eastern district—Harry Fensterheim, S. E. & M. 
Vernon Company 

Southeast district—Bill Goldberg, David Kahn,, Inc. 

Western district—Joe Hale, Joe D. Hale Company. 

Announcements of appointments for chairmen of the 
remaining districts will be made soon. 


The next event of interest to members of the society 
is the regularly scheduled regional conference of the 
Wholesale Stationers Association to be held at the 
Drake Hotel in Chicago near the end of May. The 
actual dates are to be announced soon. 





Bush Addresses New York OMDA 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday, March 13, at the Brass Rail Restaurant, 
Fifth Avenue. The meeting was called to order by 
President E. P. Radigan, Radigan Sales Company, 
Staten Island, N. Y 


Vice-president Dave Silvers, American Business Ma- 
chines, Inc., New York, N. Y., called upon Gerhart 
Hirsch, Inter-Continental Trading Corporation, rep- 


resenting the Olympia portable typewriter. Mr. Hirsch 





AT MARCH MEETING OF NEW YORK OMDA-—left to right: 
Nick Fucci, Business Machines, Inc., New York City; Clarence 
E. Bush, General Typewriter Co., Washington, D. C., and 
NOMDA President Ed Toussaint, Central Duplicator & Type- 
writer Co., Camden, N. J., members of the NOMDA Wash- 
ington committee. At right is Irving R. Ritchie, Typewriter 
Distributors, Inc., New York City, who was instrumental in 
securing Mr. Bush as guest speaker. 


pointed out that dealers should not confuse the com- 
pany he represents in Wilhelmshaven (in the Ameri- 
can zone) with the Olympia typewriter made in Erfurt 
in the Russian zone 

During the past few weeks Mr. Hirsch has had some 


difficulty because the dealers did not realize that his 
machine was being made in the American zone. He 
indicated that his future plans were to sell the Olym- 
pia portable primarily through dealer distribution. 

Chairman Silvers then introduced Charles R. Chap- 
pel, Peter Paul Mechanical Service, of Pittsburgh, Pa., 
who spoke briefly 

The next guest to be introduced was Ed Touissant, 
Central Duplicator & Typewriter Company, Camden, 
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Dont Be 
Misled... 


If you have heard or read that Olympia typewriters are made behind 
Soviet Russia's iron Curtain, you should know the following facts: 








World famous Olympia Typewriters are 
still being made by trained and experi- 
enced, free German craftsmen at Wilhelms- 
haven in the Western Zone of Germany. 
These Olympia Typewriters, as illustrated, 
are up-to-date examples of the precision 
office equipment for which pre-war Ger- 
many was world renowned. Please do not 
confuse these fine products with any other, 
even with a similar name. 








we made in the Soviet Zone and 
bearing the name Olympia are banned from 
the market by the German courts. This action, 
under international law, is not yet effective 
in the United States because all pre-war Ger- 
man trade marks are under jurisdiction of the 
Alien Property Custodian, which agency has 
not yet made a decision in this matter. 


In the meantime, DON’T BE MISLED . . . in- 
vestigate the fine qualities of Olympia Type- 
writers made in Western Germany by free 
labor under democratic conditions. Write today 


for full information on available dealerships. 








InreR-ConTINENTAL Trapine CorP. 


90 West Street * New York 6, N. Y. 
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Make your Counter 
build rurure sales 
today! 


Though the scene above is becoming less frequent 
(due to short supplies of Bassick products), it can 
mean future profits for you. 

Just keep your Bassick display (shown above) on 
the counter, no matter how low your stock of Bassick 
Casters and floor protection equipment. 

It will constantly remind your customers that you 
distribute the Bassick products that will continue 
to be advertised in the SATURDAY EVENING POST. 
You'll cash in when the supply is normal again. 

The display is a smart, 13 in. x 5 in. floor protec- 

tion department. It meets 90% of customer needs 
... with many types and sizes, numbered for quick 
identification, mounted on removable wooden plugs 
for easy examination and demonstration. 
THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of 
Stewart-Warner Corp. In 
Canada; Bassick Division, 
Stewart - Warner - Alemite 
Corp., Ltd., Belleville, Ont. 





Bassick 
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N. J., president of NOMDA. Mr. Toussaint spent a few 
minutes in outlining some of the motions which were 
made and passed at the midyear meeting in Texas. 
He was amply rewarded for his visit when Mr. Pearl- 
man presented him with a check for $750 representing 
New York memberships. 

The special guest of the evening, Clarence Bush of 
the General Typewriter Company, Washington, D. C, 
was then introduced. Mr. Bush pointed out that the 
outlook for office machines was not too bad for this 
year. He expected, from observation and information, 
that there would be about a 30 per cent reduction in 
production. He further stated that a substantial por- 
tion of the output is now going to the Government, 
Mr. Bush was warmly applauded for the excellence of 
his talk, and the members indicated that they had 
obtained some excellent information from the materia] 
presented. 





170 to Display at New York Stationery Show 


Assignments of space have been made for the New 
York Stationery Show at Hotel New Yorker, N. Y. C,, 
May 20 to 25. William E. Little, manager of the show, 
has listed around 170 exhibitors, many of whom are 
directly connected with this industry. 

The complete program of show hours is: Sunday, 1 
P.M. to 9 P.M.; Monday and Tuesday, 10 am. to 6 
P.M.; Wednesday, 10 a.m. to 9 PM.; Thursday, 10 
A.M. to 6 p.m. and Friday, 10 a.m. to 1 P.M. 





Transcription Supervisors Association of 
New York Holds 5th Little Business Show 


More than 160 businesswomen showed keen interest 
in a variety of office machines, equipment and sup- 
plies displayed and demonstrated by prominent manu- 
facturers at the fifth Little Business Show staged by 
the Transcription Supervisors Association of New York 
on Monday evening, March 12, at Oscar’s Oldelmonico 
Restaurant, New York, N. Y. 

The entire second floor was devoted to this year’s 
affair, at which 17 exhibiting manufacturers featured 
their newest machines, office equipment, accessories 
and supplies. 

This year’s show was the fifth of its kind held by 
the T.S.A., an organization of businesswomen office 
executives associated together to promote the practi- 
cal and economical operation of central transcribing 
departments through the study of common problems 
and the pooling of information, ideas and experiences. 

From a small beginning 20 years ago the association 
has grown steadily and now has an active membership 
of 167 representing a wide variety of fields. An op- 
portunity is afforded its members to meet with each 
other for the discussion of mutual problems, new de- 
velopments in office equipment and systems, central- 
ized departmental layout and work routine. 

Promptly at 7:00 p.m. dinner was served in the main 
dining room, after which president Anna Rathjen, 
Cornell & Underhill, Inc., extended a cordial welcome. 
All present then assembled in the exhibition hall on 
the second floor to view and discuss the products on 
display. 

Credit for one of the most successful Little Business 
Shows staged by the Transcription Supervisors’ Asso- 
ciation goes to Chairman Marjorie M. Taylor, Rem- 
ington Rand Inc., and her business show committee 
consisting of: Presiding Officer—Miss Anna Rathjen, 
president Cornell & Underhill, Inc. Hostesses—Mrs. 
Anita E. Busch, The Prudential Insurance Company; 
Miss Carina L. Meyers, American Steel & Wire Com- 
pany; Miss Laura N. Walker, General Electric Com- 
pany; Miss Edna M. Ness, Otis Elevator Company; 
Miss Helen R. McNabb, Lever Brothers Company; Miss 
Lillian MacDonald, Cunard Steam-Ship Company. 
Door Prize—Mrs. Maude H. Curry, Columbia Engineer- 
ing Corporation. Hostesses to Press—Miss Edith Stan- 
ley, Joseph Dixon Crucible Company and Miss Marie 
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0 6 n Chicago, 542 South 
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; 402, Hal Johnson, repre- 
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2-7810 
n San Francisco, Califor- 
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: | THE PERFECT WORK-A-DAY DESK BUILT FOR TODAY’S NEEDS 
ti- eee 
ng ° ° 
as | By Experienced Furniture Craftsmen! 
ip MATERIALS AND SPECIFICATIONS 
p- @ Top size 60x32, height 30", weight 185 pounds packed—cartoned and 
ch skidded 
e- @ Genuine Walnut top panels and drawer fronts—solid parts of selected 
3 hardwood 
il- 
@ Tops 4° thick lumber core, Plywood, construction, with edges banded 
in ¥'' thick, attached to core with tongue and groove joint. 
n Panels, 3 ply, built up construction. 
e. @ Drawers of solid oak sides and backs with 3 ply mahogany bottom framed in. 
on Dovetailed construction. 
yn @ Genuine Oak top panels and drawer fronts on Oak desks. 
@ Heavy cylinder tumbler locks with 2 milled keys in knee drawer. 
Ss @ Standard office golden and softone on oak, walnut on walnut. 
0- © Tops and sides hand rubbed. 
l- 
ee 
n, DEALERS—A CRON-KILLS FRANCHISE /S VALUABLE NOW .. . WILL BE MORE VALUABLE 
~ | LATER AS WE ENLARGE OUR LINE OF DESKS AND COMPANION PIECES. 
- | 
-@ 
| ; | 
SS f 
" RON- BILLS CO.,Inc. Furniture Manufacturers 
— 
. PIQUA, OHIO 
ie MANUFACTURERS OF FINE FURNITURE FOR 80 YEARS 
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Presen ling Distinctive Hyling 
and Individuality in 
eather Yurntline... 


Our furniture is designed with a thought 
for the dealer who is particularly interested in 
building customer goodwill and for the cus- 
tomer with discriminating taste for styling and 
good value. 

Each piece has been selected for its fine 
styling, Dectetle construction and full value, 
to give our dealers and their customers a 
lasting satisfaction in performance. 


Manufacturers of 
Distinctive Upholstered Furniture 


536 Pearl Street @ New York 7, N. Y. 







Posture Swivel 
Chair No. 200 





A FEW OF THE MANY BEAUTIFUL CUSTOM BUILT ‘STYLES BY SCERBO" 
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FRANK SCERBO & SONS ING. | 
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g. Jordan, The Flintkote Company. Exhibit Planning— 
Miss Rosemary Wallace, Collister Corporation; Mrs. 
Elsie M. Kaiser, United States Rubber Company; Mrs. 
Mae C. Turbush, Fireman’s Fund Indemnity Company, 





SNAPPED AT T.S.A. LITTLE BUSINESS SHOW 


] 


Theresa C. Landquist, Ebasco Services, Inc.; Agnes Higgins, East 
Side High School, Newark, N. J.; Eunice S. Fallon, Royal Typewriter 
Co., Inc.; Lavra N. Walker, General Electric Co. 

Beatris Speight, Tidewater Associated Oil Co.; Elsie M. Kaiser, 
United States Rubber Co.; Anita E. Busch, The Prudential Insurance 
Co.; Anna Rathjen, Cornell & Underhill, Inc. 

Margaret M. Turncliff, Otis Elevator Co.; Anna Rathjen, Cornell & 
Underhill, Inc.; Rose C. Brown, The United States Life Insurance 
Co.; Carina L. Meyers, American Steel & Wire Co.; Maude H. Curry, 
Columbia Engineering Corp. 

Rosemary Wallace, Collister Corp.; Lillian MacDonald, Cunard 
Steam-Ship Co.; Marie E. Jordan, The Flintkote Co.; Edith Stanley, 
Joseph Dixon Crucible Co.; Mae C. Tarbush, Fireman’s Fund In- 
demnity Co.; Marjorie M. Taylor, Remington Rand Inc.; Edna M. 
Gallagher, Union Bag & Paper Co.; Maude H. Curry, Columbia 
Engineering Corp.; Rose C. Brown, United States Life Insurance Co. 


and Mrs. Edna M. Gallagher, Union Bag & Paper Com- 


pany. Treasurer—Mrs. Rose Brown Clarke, The United 
States Life Insurance Company. 

THE EXHIBITS 

Addressograph-Multigraph Corp.—Featured the Multilith Model 1250 
H.C Ande 


n Mimeograph Corp—[ 


Collister Corr iScribe ; es, featuring the Ty n 
tad . T 3 we . the 
Copy-Craft ed tt black H bon paper and ribt 

af Featured wa py-Craft carbon paper 
‘ ; te 
Ralph C Coxhead Corp r trated + Vy a Typer machine wit 
Davidson Mfa 3¢ macnines. 
Dictaphone ¢ me-h equior . 
+n4 Vw 
Thomas A. £ r n plaved we Eq n Teley @e remote 
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Sturdy Imperial pressboard guides are made of 
the best quality heavy grey pressboard—20 
and 25 points thick—with or without metal 
tabs. Always uniform in color and handsome 
in appearance, they guarantee customer satis- 
faction. The superior strength and fihe finish 
of Imperial pressboard guides mean repeat 
sales—increased sales volume. 


SEND FOR PRICE-O-LOG NO. 50 


mpertal [IJethods (0 
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“MODERN STYLED... 
HANDSOME. . 
SPACIOUS , 





4837'2 


TAY LOR 
Comfort - 
Posture 
Executive 


Chair 





4807 LA 


Comfort-soft foam rubber seat, back and 

arms. Matches any type of desk 
installation, wood or steel. Pivotal back 
is curved to figure lines for continuous 


support in the fatigue area. 


Write for catalog and 


dealer proposition 


TheTa ylor Chair Company 


UNDED 1816 
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yster j ’ s and electronic cylinder mode f dictating equipment, 
Gray Mig Co. Iinc.—Featured was the Audograph electr Soundwriter 
the comet ; tat 3 ana Trans t | macnine c J$ indivicual 

chines 4 7 7? neeos 

saternattonal Business Machines Corp.—Featured !BM Executive Electro 
nat t ters and IBM standard « t typewriter 

Kee ‘ten "Mig. Co.—Displayed were var kind paper fo 
very need siding Kee Lectric, as we ss a fu e of ribbons. 
Peirce Wire Recorder Corp.—Displayed and demonstrated their new wire 
e raer, agaptabie tor born transcribing ana re ra 3 work 

Polychrome Corp.—Demonstrated the estetner Mode 20 duplicating 
nachine and displayed a full line of ster snd acce 

Remington Rand iInc.—Electri-conomy typewriters srk paper, inked 
bbor Jur sting supplie Line-a-Tin pyholde i Portagraph 


pnotocopy fF es were showr 


Robotyper Corp. Displayed the mecha 





Ww ers output shown were rubbe if ting pads ft 
Royel eter Co., Inc.—Demonstra pewrite 
all need 
L. C. Smith & Corona Typewriters, Inc.—Featured wer ew Vivid 
ating machine, black duplicating cart ynd the new Smith and 
Foree Buys Cash Stationery 
The Cash Stationery, Lawrence, Kans., one of the 


oldest businesses there, has been sold by Leonard 
Turner to E. C. Foree. Mr. Turner had owned the busi- 
ness for a year. 

The Cash Stationery was founded more than 50 years 
ago by the late Fred J. Boyle. Mr. Boyle advertised 
extensively and built a large mail order business on 
blank forms and business stationery. He also carried 
several hundred legal blanks and forms and did a big 
wholesale business in that line. 

Gene Foree, the new owner, came to Lawrence in 
April, 1950, and purchased the Hart Print Shop at 830 
Vermont St. There, he installed some automatic equip- 
ment and made other improvements. He has combined 
the two plants and will operate from the shop at 9 
East Eighth St. 

Leonard Turner will continue with the business as 
foreman of the plant—GMH 





Break Sale Tradition in Capital 

Until this year Washington’s Birthday has been cele- 
brated in Washington, D. C., with big clearance sales 
and impressive markdowns. This February, however, 
goods were moving without special incentives. 

To announce the break in precedent, the United 
Typewriter Company hung a large sign in the window 
explaining their position. The message read: “Forgive 
Us, Dear Public. But with things as they are, we just 
can’t have our annual February 22 sale this year. We 
will do our level best to give you good service and good 
values on all the other days between now and our next 
February 22 sale!” 

Last year bargain hunters had camped on the door- 
step the night before the sale to be sure they wouldn't 
miss the chance of buying a-limited number of re- 
conditioned typewriters at the low price of 98 cents. 





EXHIBIT AT CHICAGO OMA SHOW 





Among the outstanding exhibits at the Chicago Office Man- 
agement Association’s convention was the one above by 
the Art Metal Construction Co. The show was held in the 
Stevens Hotel, Chicago, on February 26 through March 1. 
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= | Guarding the 
. | Good Name of 


in 


| VAN DYKE 


LAMPS 


ars 





ies 

ed 

W rh 

ve The new management of Van Dyke Industries 

~ sets great value on the good name established over many years. 

> We shall be constantly alert to maintain the present un- 

: matched quality while concentrating on styling, so that our 

continuous leadership will be assured. : 

" Our policy will be to supply the best lamps possible at fair 
prices, to give every support to our many distributors and 
dealers, and to assure users of eye-saving light with units that 
are both beautiful and efficient. 

elt 
a, 
A 
“4 ‘Ubee BAG 
Fred M. Echoff, President 
* 
VAN DYKE Industries, Inc. 
‘ 21st AND ROCKWELL STREETS, CHICAGO 8, ILLINOIS 
e 


- | THE FIRST NAME IN FLUORESCENT DESK LAMPS 
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to bring the comfort 
he’s looking for! 





No. 1950-P 


When your customer is looking for an executive 
chair, the most important thing he’s interested in 
is his personal comfort. 


If you can suggest the kind of a chair that will 
bring him that “sitting on a cloud” feeling . . . well, 
you've made yourself a lifetime customer. 


And you'll have one of the happiest customers if 
you see that he gets a JOHNSON QUALITY BUILT 
CHAIR. For more than 83 years JOHNSON has 
been manufacturing business chairs of the finest 
materials, with traditionally skilled craftsmanship, 
patterned in pleasing styles . . . and designed for 
perfect comfort for the busy executive. 


JOHNSON CHAIRS have all the “extras” that make 
easy selling . . . and satisfied customers. It'll pay 
you to get the complete story. Write or wire today. 


And for “all-out” tops in comfort, you just can’t 


beat the No. 1950-P with its luxurious deep spring 





cushion on a resilient spring platform and its com- 
No. 1801 fortable spring filled back and pillow rest, and its 
companion piece, the No. 1801 Guest Chair. It’s an 
ideal matching group for the executive who spends 


most of his time with desk work 


wn nAln 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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Passed Away 


Edward C. Rohrs, 


Chicago manager for the Eaton Paper Corporation, 
died suddenly at his home in Wheaton, IIl., on March 
19. He was in his sixty-sixth year. 

Widely known in the stationery industry, Mr. Rohrs 
was admired and respected for his energy and his 


THE LATE ED C. ROHRS 





long experience in the merchandising of writing paper. 
He joined Eaton in April of 1934, when the firm of 
Whiting & Cook, for which he then worked, was ab- 
sorbed. In July of that year he became Chicago man- 
ager, a position he held until his death. 


Lawrence Damon, 

a southern traveler for the past 30 years, died in Or- 
lando, Fla., on February 20. Death came while he was 
engaged in business. Born on January 10, 1891, in 
Marshfield, Mass., Mr. Damon was a direct descendent, 
ninth generation, of Peregrine White, the first baby 
who was born on the Mayflower while en route to 


THE LATE LAWRENCE DAMON 





America. He 
afterwards serving as a baseball and basketball coach 


graduated from Bates College in Maine, 


for many years. Entering the industry through the 
Samuel Ward Manufacturing Company, he later ex- 
tended his representation to Art Steel Sales Corpora- 
tion, Advanco Products and C. & A. Richards Company. 
Funeral services were held in Boston, Mass., on Feb- 
ruary 24 a! interment was at the family plot in 
Allston, Mass. Mr. Damon is survived by his widow, 
Ethel Damo 


J. A. Oswald, 

84, president and treasurer of the Rotospeed Com- 
pany, Dayton, Ohio, died February 9 after a long ill- 
ness. He was connected with the National Cash Reg- 
ister Company for 21 years, starting as a mechanic 
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NEW ITEM — NEW USES | 
Each MI-HAT doubles hat and 


package capacity! Attaches in a jiffy to 
top of HANDI-RAK. Same finish and 


construction. Height, 6”; width, 42”; 


depth, 12”. Weighs 5 Ibs. $900 
H-101—list "OES 





rédd two a 
HI-HATS Bi 
l 





o « « GF GHe 








a 
HI-HAT 


TRADEMARK 


AHandi-Rak «HOLDS MORE! 


Takes up same small space! Here's the big 





capacity convenience your customers want. 
Used alone, new-design HANDI-RAK holds 
up to 30 garments, 5 prs. shoes or rubbers, at 
least 5 hats. Add one, two, even three HI-HAT 
shelves. Double hat and package space with 
each one! Beautiful Hammertone Gray baked 
enamel. Gleaming chrome hanger bar. 1” 
heavy gauge steel tubing holds over 200 Ibs.! 
Easy to assemble—all wingnuts. Stores in 
handy flat carton. Height, 66”; width, 42”; 
depth, 22”. Weighs 20 Ibs. Order plenty. 
Customers want ‘em! HANDI-RAK alone — 
T-101 — List price — 9 Big dealer 
F.O.B. Philadelphia, Pa. discount 


Remember @eat- Kak 1-201 — the pertect 


corner clothes stand! Gray, green, brown, 
chrome. $14 list. 


Write for free circular describing complete line. 


> \wheenalterw 
) SALES DIVISION 
911 WALNUT STREET, PHILADELPHIA 7, PA. 
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FOR A 

LIFETIME OF 

TROUBLE-FREE 
SERVICE 


SENG Chair Action Controls 


THAT'S the kind of merchandise 
that SELLS MORE office furniture 


and supplies for you. 


You know this is true... so, SPECIFY 
SENG CHAIR ACTION CONTROLS 


on the office chairs you buy. 


It’s good “profit-insurance.” 


m= DENG 


COMPANY 


1450 N. DAYTON STREET 
CHICAGO 22, ILLINOIS 


LARGEST SPECIALISTS 
HARDWARE 


1874 WORLD'S 
IN FURNITURE 


INCE 





and becoming works manager and vice-president be- 
fore resigning in 1912. 

In the early years of World War II Mr. Oswald served 
as principal industrial specialist and consultant with® 
the War Production Board in Washington, D. C. Active® 
in Dayton civic and fraternal] affairs for many ‘years,} 
he was former president of the old Good Government 
Club, designed to clean up city politics. A past district 
governor of Rotary International, and for two terms 
president of the Dayton Rotary Club, he also was past 
president of the Antioch Temple Shrine and past 
chancellor and commander of Miami Lodge, Knights 
of Pythias. 


Mr. Oswald lived with his son, Joseph A., vice- 
president and general manager of the Rotospeed 
Company. Besides the son, other survivors include 


two daughters, Florence and Helen, and a sister, Min- 


nie Branin, all of Dayton.—AK 
oe ole -< 


Frank Joseph Alexander, Sr., 


president of J. & A. McMillan, Ltd., St. John, N. B., of- 
fice supply manufacturers and dealers, died March 25 
after having been hospitalized for only two days. Al- 
though he had not been in good health for several 
years, he had continued at the head of the McMillan 
firm, established more than a century ago. 

Mr. Alexander was born at St. John 63 years ago. He 
had been on the McMillan staff for the past 40 years, 
having served as production manager for many years, 
and being named vice-president in 1928 before 
becoming president in 1945. He then succeeded Ira 
C. Rockwell, who had followed the late Alexander Mc- 
Millan, last member of the McMillan family to head 
the firm. 

Mr. Alexander had been active in many civic organi- 
zations and was keenly interested in sports as a fan. 
He also participated for many years in yachting. 

Surviving are the widow, seven sons and two daugh- 
ters. The two older sons are Frank J., cost accountant, 
and Robert T., production manager of J. & A. Mc- 
Millan, Ltd—WJM 


Edward F. Perkins, 

head of the Perkins Supply Company, Minneapolis, 
Minn., passed away suddenly on March 26, after a brief 
illness. Mr. Perkins was widely known in the office 
supply field. A sales representative for the Columbia 
Ribbon & Carbon Company for many years, he joined 
the Milo Harding Company in 1941 as a salesman for 
the Tempo line of duplicating supplies. In 1946 he set 
up his own distributorship for Tempo products in 
Minneapolis, becoming in five years the third largest 
Tempo distributor in the United States, with sales 
operations covering all of Minnesota and Wisconsin. 
Mr. Perkins is survived by his widow and two sons, 
Paul and Michael. 


Mrs. Lillian Triner Lang, 


wife of Frank A. Lang, sales manager of the Triner 
Scale & Manufacturing Company, died on March 26. 
Mrs. Lang was the daughter of James M. Triner, 
founder of the scale company. A resident of River 
Forest, Ill., and Lake Geneva, Wis., Mrs. Lang was 53 
at the time of her death. She is survived by her hus- 
band, Frank A., a daughter, Mrs. Patricia Atwood, and 
a son, James T 


- - + 


Morris Michaelis, 

84-year-old sales representative for the International 
Business Machines Corporation in New Orleans, died 
at his home in New Orleans, La., on March 9. He joined 
the firm about 25 years ago, retiring two years ago.— 
EEG 

1951 
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wiltshire modern 





The adjustable height feature, comfort and other advantages of WILTSHIRE 
MODERN are now being enjoyed by the entire Trust Department staff of the 
First National Bank, Jackson, Miss. Installation by the Office Supply Co., 


Jackson 


combines prestige and efficiency for 


TRUST DEPARTMENT 


The proof piles up. When you go after the big in- 


stallations, the volume business where profits really 


count, you are at a tremendous advantage when you can show your customers WILTSHIRE 


MODERN office furniture. Here is one more demonstration of this . . . a case where WILT- 


SHIRE MODERN gave the prestige required for a bank's trust department, along with econ- 


omy and design advances that make this furniture such an efficient and flexible work tool, 


and so easy to sell. 





perial lines 
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National advertising in these maga 
zines keeps paving the way to bigger 
sales and profits for dealers carrying 
WILTSHIRE MODERN and other Im 


desk company 
EVANSVILLE 7, INDIANA 


MANUFACTURERS OF WOOD OFFICE FURNITURE 


MEMBER w WOOD OFFICE FURNITURE INSTITUTE 
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STORAGE BINDERS 


For Storing Loose Leal Records... 


IT’S NEW NOW IT’S EASY TO TRANSFER AND BIND 


RECORDS IN YOUR OWN OFFICE 
IT’S LOW COST With the New Improved LIBERTY Storage Binder 


anyone can bind loose-leaf sheets into book form 
quickly —neatly—permanently. No tools needed. 
Pressure of the thumb on the LIBERTY self-lock- 
ing binding post fastens sheets permanently be- 
tween hinged covers of hard durable Presdwood, 
No need to call in outside help or to send those 
important records out to have them bound. The 
New LIBERTY Storage Binder with self-locking 
posts will do the job in half the time and half the 
cost. No tampering with vital records once they are 
bound in LIBERTY Storage Binders. 


THE LIBERTY STORAGE BINDER — 
WITH METAL HINGE 


The LIBERTY Storage Binder with its New Alum 
inum Hinge offers you practically wear-proof pro- 
tection for those vital records. The hinge is firmly 
riveted to hard surfaced durable Presdwood covers. 
Its bright finish is attractive and gives a neat and 
pleasing appearance. With this metal hinge mul- 
tiple punching is possible, which means one binder 
will fit several sheets the same size but with differ- 
ent post-hole centers. 







































Self-locking posts 

, a allow up to 75% 
——em extension. The 
post locks perma- 
nently. 





FEATURES OF THE 
LIBERTY STORAGE BINDER 


Bind records easily, quickly, perma- 
nently, in your own office—no tools are 


needed. 
The LIBERTY self-locking binding post Metal label clip 
holds the sheets in place forever. Mere for identification 
thumb pressure locks posts. card, available in 
ee three sizes. 
No projecting posts—smooth top and 
bottom—binders will stack perfectly. 
Metal hinges, commonly associated 
with only the most expensive binders, Aluminum hinge 
are now available in the economical with multiple 
LIBERTY Storage Binder. centers all with 


3/16” diameter 


Twelve standard stock sizes. Eight of post-holes. 


the stock sizes with multiple post-hole 
punchings. 


SPECIAL SIZES quickly made to order. 


Covers of clear, 
hard, durable 
Presdwood. 


White for literature 
BANKERS BOX COMPANY 


720 S. DEARBORN ST.- CHICAGO 5, ILL. 
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NOFA CONVENTION SPEECHES 


(Following are three addresses 
given at the National Office Furni- 
ture Association convention which 
were received too late to be in- 
cluded in the April issue. 





THE DEALER’S POINT OF VIEW 


By James ° Scotty” Robertson 


GLOBE OFFICE EQUIPMENT COMPANY, 
CINCINNATI, OHIO 
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Ww 
he name that 


has stood for the 
best in the 

medium price 

range for more than 


O 
YCUIS — 
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MYRTLE DESK COMPANY 


High Point, North Carolina 


BETTER DESKS 
ARE MADE 
13183 OF WOOD 
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New...Low Cost... 


_tvith Space~ Saving Design! 


— 





Increase Your 
Direct Mail 
Response 300-500 % 


Now —all offices . . . small as 


Important Message 
For Distributors 


well as large... can put Auto- 


Siti etn cocieel encollans typist’s speed, efficiency and 
territories available for 
Auto-typist representation 
on an exclusive franchise 5100 puts “wings” on routine 
basis. It’s a profitable op- 
portunity supported by ex- 
tensive national advertising 
and direct factory assist- 
ance. Write for complete as little as 3c each. 
information. 


economy to good use. Model 


correspondence . . . with in- 


dividually typed letters costing 


AMERICAN AUTOMATIC TYPEWRITER CO. 
Dept. 75, 614 N. Carpenter St., Chicago 22, Ill. 


= 
l | 
| 
| [] Please send me your free bulletin on Auto-typist 5100 7 
| and sample letter. 
| C) Send full information on your exclusive Auto-typist 

franchise agreement. | 
| | 
| | 
| | 


NAME 

FIRM 

ADDRESS 

CITV........ ZONE STATE | 


WRITE FOR FREE BULLETIN and Sample Auto-typed Letter! 
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You a tra your sales organizat + +h know what they have 
in stock and what the fine points are on any particular desk | don't can 
whose desk it is; they all have good points. 

Now, you show the customer the really tine points Y se him on that 

articular 1esk 

All the me the United States are yling for d nt They get 
that discount, but it isn't absolutely necessar vy i like t ee this dig 

nt business end, and one way to cont t is sell the ¢ juct, not the 
unt tr you se t, good enoug? Y sre t you dont sell # 
way sre no? n 

want to talk about the Wood Office F ture titute t @ minute 
L that the stitute is doing a rea b for the w r Juste 

lf a mar mes in to you and wants ft ee @ piece of merchandise, you 

sturally show him that piece of mercha That the tinest way to self 

Now e wants to know the price and y + inn +f ' The newt 

yy k w he goes down the treet and e what + c es are. Se 
srker € ng goe jown ana you w De ut 
‘ Ww s the time f + + a for 
sanizait that he w need when tt t —a ver. Buying 
best investment that elias mate 





A BONUS EVERY MONTH 
By Hal Bergdahl 


CRANE COMPANY, 
CHICAGO, ILL. 


BONUS EVERY MONiH That haps be tne y ten 
AN ‘end ppose a bonu f you k the dictiona would be 


etinea a nething extra, something tc that w orma 
ist w jer what motivates people and if t ver th, something 
xtra n't one f those motivations. 
My talk has to do with selling and sales hig t jood fortune 
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the world's BEST 
duplicating — 











PT SPIRIT 

DUPLICATING 
CARBON 
PAPERS 


QUEEN SPIRIT DUPLICATING 
CARBON PAPERS bring superb 
new functional ease and facility 
to every type of typewritten 
copy, art or printed matter. 


QUEEN SPIRIT DUPLICATING. 
CARBON PAPERS are available 
ne core) for short, medium or long runs. 

Specify your exact needs when 
purchasing QUEEN QUALITY 


we @aiiiiiianseailiaal DUPLICATING CARBON 
your free samples PAPERS. 


UEEN RIBBON & CARBON CO., INC. 


Executive Offices 








128 Wythe Avenue 


Brooklyn 11, New York 
Factories: Brooklyn, New York and Chicago, Illino 
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Write today for the complete 








Sell with confidence! 


You sell GUSSCO “filing and finding” supplies and 
equipment with absolute confidence that the quality 
will give your customers satisfactory service. 

You sell GUSSCO Products with absolute confi- 
dence that they represent a better buy for the 
money. They are priced right. 

You sell GUSSCO Products with absolute confi- 
dence that you will never encounter direct factory 
competition. We sell through dealers only. 

You sell GUSSCO Products with absolute confi- 
dence that you can take care of unusual or special 
requirements of your customers without undue 
delay. 

Yes, you find selling GUSSCO Products is a very 
profitable habit. We are anxious to serve you. 


GUSSCO Catalog Pat. Pend 


The Hanging Folder with 
adjustable metal tab. 

All your customers should be using this mod- 

ern Guide-O-folder method of filing and find- 

ing in all their current files. There is still 

a virgin and very profitable field for you 


Write us today for samples 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


Gute 0 folir 





Trademark 


Transfile 


FIBREBOARD TRANSFER 
FILES 


Reinforced by steel ¢ can be 
stacked as high and wide as 
desired « 3 styles—all fibre 
board economy style—steel 
front regular style—and steel 
front with roller bearing 
drawer suspension ¢ shipped 
flat « fold together without 
tools, nuts or bolts. 


3 STYLES e 13 SIZES 





The GUSSCO line of “filing and finding” 
supplies is complete. Our dealers know 
they can always depend on us for good 
quality and uniformity. As raw materials 
become increasingly difficult to obtain in 
unlimited quantities we shall strive to 
maintain our standards so that all 
GUSSCO Products will always represent 
the best “buy” for the money. 










NEW YORK 13, N. Y. 








May, 1951 
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THE ANSWER TO THIS 
QUESTION 


means 


PROFITS TO you! 





‘why Is IT THAT SO 
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Kil-Klacter pads 
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under typewriters, 
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SE fe OZITE felt, with dent-proof tops 
long-lite 

ed skid-proo! bottoms 


THE SCL Eg 





g SUPPLY DEALER 


$|25 


at YOUR STATIONER or OFFIC 


Consistent advertising 
to office managers, 
stenos, and typists 


ae the Kil-Klatter Kl L-KLATTER 


en 


rao 
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You can tie into Kil-Klatter promotion by 
taking full advantage of the many free sales 


FREE aids which are available. Send your order 
SALES now for Kil-Klatter typewriter pads —and 


AIDS request catalog cuts, newspaper mats, two- 
color envelope stuffers and counter cards 
... all to help you make more profits! 








AMERICAN HAIR and FELT CO. 


Dept. B-15, Merchandise Mart 
Chicago 54, Ill. 
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| DESIGN: YEARS AHEAD OF OTHER MAKES 


New in design from the desk up, the revolutionary all- 
electric Clary Adding Machines and Cash Registers are 
actually years ahead of ordinary machines...engineered 
on an entirely new principle that makes them up to 48% 


faster than other machines. With Clary you have two 
basic lines of machines—double profit opportunity. Sleek 
styling — plus amazing performance and many exclusive 
features— make the Clary easiest to sell. 


Clary '= 
hj (party 








fej FRANCHISE: BIGGEST MONEY-MAKER OF ALL 


Clary’s revolutionary Profit-Sharing Franchise has in- 
duced more dealers to switch to the Clary family — and 
stay with it— than to any other make! Here’s why: In addi- 
tion to a normal trade discount plus a cash discount and 
plus sales bonuses — Clary actually shares with you its 
profits on your over-quota sales. And because the easy-to- 
sell Clary is the most quickly accepted machine in his- 


tory. you’re sure to make more money! 


...mail this coupon today a | 
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YOU CAN MAKE MORE MONEY WITH A 


Clary FRANCHISE-EASY AS Gi 








PROMOTION: REACHES MILLIONS MONTHLY 


Clary Adding Machines and Cash Registers are backed by 
powerful advertising which reaches millions of readers 
every month in the pages of Saturday Evening Post and 
Colliers. The continuous Clary promotion program also 
provides a unique manpower development plan and many 
other sales helps such as direct mail material, new sales 
development incentives, and local advertising on a gener- 
ous cooperative basis. 


only Clary sells as fast 


as easily 
with as much profit 
and security 

















eeseeeeeeeeneeeeeeeeeeeeeeeneeeeeeeee 
- 

> o 
° a Multiplier Corporation, Dept. A-9 . 
. San Gabriel, California . 
>. > 
>. >. 
. Please send me immediately full information about the many . 
* advantages of a Clary franchise. - 
- 7 
. 

. Name - 
. >. 
. Store . 
. . 
° Address « 
. * 
° Ch ( ) State ° 
. f + 
. o 
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Designed with... 


OUR CUSTOMER IN MIND 


Ske te Sr 
















That is the basic reason why 
CRESTLINE by Security is one 
of the fastest moving office fur- 
niture lines on dealer’s floors 
today ... It was designed with 


your customer in mind. 























Brand named and labeled 
...a powerful buyer appeal 


found only on CRESTLINE. 
by: SECURITY STEEL EQUIPMENT CORPORATION 


AVENEL, NEW JERSEY 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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THE NOFA ADVERTISING PROGRAM 
By Gordon Gross 


McLEAN ADVERTISING AGENCY, 
NEW YORK, N. Y 
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Every product in the M & V line of 
carbon papers, inked ribbons and special 
inks does a superlative job of reselling 
itself . . . by giving complete satisfaction. 
This satisfaction sends the customer 
back for more of the same. 


Call or write the M & V Quick Service 
Distribution Point nearest you for 
products and prices. 


MITTAG ¢ VOLGER, Inc. 


Park Ridge, New Jersey 


Ce 


Fine Carbon Papers and Inked Ribbons Since 1881 , 


QUICK SERVICE DISTRIBUTION POINTS 
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NEW YORK 7, N. Y. 
261 Broedway 


BOSTON 10, MASS. 
75 High Street 


CHICAGO 6, ILL. 
558 W. Washington Street 


KANSAS CITY 6, MO. 
1013 Grand Avenve 


SAN FRANCISCO 5, CALIF. 
591 Mission 


LOS ANGELES 13, CALIF. 
406 South Main Street 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls .. . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design... 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
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Leonhard Joins B. & P. Sales Staff 


Boorum & Pease Company has announced that Floyd 
C. (Sid) Leonhard has joined the sales staff and will 
cover the state of Ohio, formerly served by Steve 
Stout, who recently passed away. 

Mr. Leonard has a wide acquaintance in the station- 
ery field and was previously with Victor Safe & Equip- 
ment Company, covering the same territory for the 
past 12 years. He will shortly move to Cleveland from 
Detroit, Mich., where he now resides. 
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Another Distinguished Model in the All-New BERGER 5000 Series... 
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_ FASHION in office furniture- 
that’s the all-new Berger 5000 Series 


bs, s 
U $s i ness Steel Desk and Table Line. It’s really 


I going places in the business world, 
ys | eee Note those trim, tapering lines. ..new 
lower 29-inch height (adjustable to 
30% -inches)... attractive modern “eye- 
comfort” top that reduces contrast, 
eases paper work . . . concealed center 
drawer ...more-than-ample knee and 
leg room. Here’s smart office furniture 
that spells success! 


























While dealer demand for 5000 Series 
Desks and Companion Tables is high, 
Berger is doing everything possible to 
maintain production schedules and to 
distribute all available products fairly. 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 
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No need to put on a smock when 


i you use this this pencil carbon.... 


-PRBRLESS IMPERIAL 


Want a quick order—which will be 
the beginning of a new source of 
income for you? Show and demon- 
strate the extra clean features of 
PEERLESS IMPERIAL Pencil Carbons to 
some of your accounts today. 





Demonstrate how PEERLESS IMPERIAL 
Pencil Carbons — because of their 
specially treated backs — eliminate 
curling. Show the extra half-inch 
length and cut corners, which make 
for easy separation from copies and 
clean handling. 


Do this today and you will bring 
back some worthwhile pencil carbon 
orders. Need any samples? We'll 
be glad to send them. 


NO CURL WON'T STICK 


PENCIL CARBON 


Will not tack or stick to the copy 
sheet. Produces SHARP, BRILLIANT 
copies which are not affected by 
moisture. Noted for exceptionally 





long wear. 


Here is a pencil carbon that is 
widely used in order books. Gives 
SHARP, CLEAN impressions and 
wears very long. 


General! Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway ¢ Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


NO CURL KLEEN PIGMENT 


PENCIL CARBON 


PENCIL CARBON 





oA Great Name MM Carbons . Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


The Los Angeles Chapter of the National Association 
of Cost Accountants has completed plans for the 
Fourth Annual! Southern California Business Show, to 
be held at the Biltmore Hotel in Los Angeles, April 
94-25-26-27 

Local and national distributors of office equipment 
will display the latest office appliance models available. 
Several such appliances will have their initial appear- 
ance, and it is reported that several of the exhibitors 
have surprises in store for the visitors. 

John Norberg, C.P.A., past president of the Los 
Angeles chapter, will be general chairman of the show. 
Mr. Norberg makes the statement that while the ex- 
hibitors naturally are anxious to display new devices 
for the benefit of buyers, they also wish to make office 
employees familiar with them, since the handling of 
business in offices changes with the passing of the 
years and with the new developments in equipment. 
The show, Mr. Norberg points out, is the only place 
where either buyers or office staffs can view under one 
roof all developments up to date. 

“T consider” says Mr. Norberg, “that this show offers 
one more opportunity for the N.A.C.A. to be of out- 
standing service to the community.” 

As the show is by invitation only, it is explained, 
tickets can be obtained from office appliance dealers 
throughout the territory. 

The theme of the show is, “Gear up for decreasing 
manpower!’ 

» 7 om 

Harold Mann, executive secretary of the National 
Office Machine Dealers Association, reports that mem- 
bership in the national as well as local associations 
throughout the country is increasing at a faster pace 
than ever before. He says dealers are beginning to 
realize the benefits NOMDA offers, and that especially 
in these days of stress and uncertainties do they real- 
ize that only through organization can each solve the 
many pressing problems confronting them. Contacts 
with government officials regarding new regulations 
can best be made through NOMDA, he says. 

Mr. Mann stated also that he finds a willingness on 
the part of dealers over the entire country to co- 
operate and to accept the necessary regulations. 


* * * 


Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, reports the recent opening 
of the following stores: Kern Office Supply & Equip- 
ment Company at 921 Nineteenth St., Bakersfield, and 
the Culver Center Stationers at 3867 Culver Center St.., 
Culver City. Another new store is the Nu-Orm Station- 
ers at 4322 Crenshaw Blvd., Los Angeles. 


* * . 


The Bailey Stationery Company, 1123 N. Fairfax 
Ave., Los Angeles, reports increased sales in Hallmark 
greeting cards 

Two years ago the company moved to its present 
location, and though just around the corner from the 
former store, foot traffic is much greater. This is due, 
partly at least, to the fact that the store is now be- 
tween a doctor’s office and a post office. So the man- 
agement feels that it does sometimes pay to move. 

Mrs. Margaret Pugh, who has been holding the posi- 
tion of saleslady and bookkeeper at Bailey’s, has re- 
cently been made buyer. 

. > > 

Thomas E. Dewey, head of the American Seating 
Company, 6900 Avalon Blvd., Los Angeles, states that 
there are two problems facing school equipment com- 
panies in the Southern California area. One is the 
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Look- No Holes ! 








Something NEW 
in a Binder 





SLIDE LOCKS OPEN 





SLIDE LOCKS CLOSED 


By Actual Test 
THE CADO PUNCHLESS BINDER 
Saves 80% in TIME 


HB Hard to believe? Try it yourself. Make a “time 
study’’. Compare any other method with the 
‘’Punchless” method. Zip! it’s open-— Zip! it’s closed! 
No time wasted punching holes—no messing with 
‘gadgets’. Papers are bound or released 


by merely pushing two slides. 


The binder cover, thin enough for use as a file 
folder, is made of genuine pressboard in a choice of 
red, black or grey. Letter or legal size with 


“punchless” clip at top or side. 


Here’s one of the hottest items you have ever carried. 
It’s a quick seller and a steady repeater. Don’t 
delay. Send your order in TODAY. Cushman & 
Denison Mfg. Co., 153 W. 23rd St., N. Y. 11, N. Y. 
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ae, ee ee BINDER 
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THE WARSHAW MANUFACTURING CO., INC. 


1_mMuatn 
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great influx of people from the East and Midwest and 
the second is the increased birth rate necessitating 
the building of many new school buildings. He states 
that at present 7673 additional class rooms are needed 
and that some schools are finding it necessary to con- 
duct not only double but triple sessions. In the later 
instance classes are held from 7 a.m. to 7 P.M. 

Although new buildings are now under construction 
some time will be required before all are ready for 
occupancy. Mr. Dewey states that so far commit- 
ments have been filled though in some instances sub- 
stitutions are becoming increasingly necessary and al] 
nonessentials are having to be cut out. 

* < ® 

R. A. Thomas, general manager of the Grimes-Stass- 
forth Stationery Company, 737 S. Spring St., Log 
Angeles, was the principal speaker at the March 26 
luncheon meeting of the Golden State Travelers Club 
held at the Athletic Club. His subject was “What's 
Facing Us.” 

Mr. Thomas stressed the need for continued effort 
and concentration on selling regardless of today’s new 
difficulties. The problems of today are the same prob- 
lems in a lesser or greater degree as those the industry 
faced in World War II, he said. A salesman, if he is 
to successfully meet these problems, would do well 
to know his products better and to keep right on sell- 
ing in spite of the uncertainties and to realize that the 
same difficulties are general and not his alone. 


a” * * 


At the April meeting of the Southern California 
Office Furniture Association, Herman Klein of the 
Miller Desk Company is scheduled to give a report of 
the recent national convention held in Chicago. C. F, 
Herold of the Capital Cabinet Company, Los Angeles, 
will discuss “Difficulties Faced by the Manufacturers.” 
Time has also been allotted for a full discussion of 
priorities, according to Sid Holtby of the Los Angeles 
Desk Company and president of the Southern Cali- 
fornia Association. 

ca a - 

H. A. Jonas, manager of the National Office Furni- 
ture Company, 218 S. Spring St., Los Angeles, reports 
a greatly increased demand for office equipment not 
only by new firms but by older companies which have 
moved into new quarters or remodeled their present 
ones. Mr. Jonas notes that the new business establish- 
ments are not necessarily connected with the defense 
program but have been established due to the growth 
of the Los Angeles area. He also states that the new 
firms are buying good merchandise. 


* * . 


Ed R. Harrington, governor of the Fourteenth Dis- 
trict of the National Stationery & Office Equipment 
Association, has announced completion of arrange- 
ments for the 1951 regional convention to be held May 
16-17 at the Hotel Del Coronado in Coronado, Calif. 

Speakers scheduled for the first day of the conven- 
tion are Zac Smith, president of NSOEA, who will 
speak on “Ideas for Management,” and Paul Burbank, 
general manager of NSOEA, Washington, D. C., whose 
subject is, “This Is It.” 

Speakers scheduled for Thursday, the second day, 
are Harry Fellows, president of the Bankers Box Com- 
pany and vice-president of the manufacturers’ division 
of NSOEA, whose subject is “Stationers Can Work To- 
gether”; W. H. Gove, sales development manager of 
the Minnesota Mining & Manufacturing Company, St. 
Paul, whose topic is “Serve and Sell,” and H. H. (Hal) 
Suender, manager of advertising and sales education 
for the General Fireproofing Company, Youngstown, 
Ohio. Mr. Suender will speak on the subject, “Metal 
Business Equipment in 1951.” 


” * ~ 


The Beverly Hills Store of the Miller Desk & Safe 
Company 219 W. Second St., Los Angeles, has recently 
been remodeled. New lattice type partitions in multi- 
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UNIT MASTERS #500 and 
“ECONOMY” 
GRADES 


Combined Spirit Carbon and 
Master Paper. Unusually clean and 






easy to work with. Because the 
original impression is clearer 

so is reproduced copy. Purple only 
B8'2"x11%" and 814"x 144". 





DUPLICATING 
FLUID 


Scientifically developed formula 
for “Copy-Rite” Liquid Duplicators 
and other Spirit and Direct 
Process Machines. Quick drying 

to prevent smearing. Provides 
maximum runs of clean 

copies. Gallon containers. 








SPIRIT 
CARBONS +500 


Specially prepared for long runs 
of sharp, legible impressions. 
9”x11" and 9"x 14" 

purple, red, blue, green and black 








COPY PAPER. Highest grade sulphite paper to insure uniformly bright and 
clear copies. Sizes: 8'2"x 11" and 8'2"x 14". BACKING SHEETS. Frosted 
lamilux sheets with even surfaces for sharp, clear impressions. Compensates 
for irregular platens and other uneven surfaces. 8/2" x 11" and 82° x 14° 
... CORRECTION PENCILS for quick, clean changes with less effort 
CLEANSING CREME. Removes stains quickly and harmlessly. Contains Lanolin 
for complete skin protection 


bigger repeat profits 
for you...... 


mL 










Liquid Duplicator 







SUPPLIES 





Leading companies, schools and 


institutions prefer “Rite-Copy” 
supplies because they do assure 
stronger, brighter, sharper, 
cleaner, **Mirror-Clear”’ reproduc- 
tions every time! This greater de- 
pendability simplifies your sales 
problem—keeps customers com- 
ing back, again and again. So for 
bigger, repeat-profits—stress the 
“Mirror-Clear”’ feature of “‘Rite- 
Copy” Liquid Duplicator Supplies! 


WRITE TODAY FOR FULL DETAILS! 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 Cortland Street 
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Chicago 14, Illinois 
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colors have been installed. There are unique wall dec- 
erations consisting of free-hand drawings of the 
manufacturer’s products with trade mark or name. 
These are represented by the Miller firm. 

Herman J. Klein, buyer for Miller’s, following the 
recent National Office Furniture Association Conven- 
tion in Chic visited several eastern factories. Mr. 
Klein was ons several members of the local associa- 
tion who attended the Chicago meeting. 

. om * 

Leo Miller reports the appointment of Don Rosen 
as manager of operations for the Miller Desk and Safe 
Company and Ned Levin as manager of the bid and 

ymtract department. 

. * > 

Mrs. Glen E. Ervin, wife of Glen E. Ervin, manager 
f the Miller Studio City store, has returned to her 
home from the Methodist Hospital, where she recently 


nderwent surgery. She is at this writing recuperating 
ely 
> * 

The Hunting-Roberts Company, 2223 E. 37th St., Los 
Angeles, is remode ~y and repainting its warehouses 
nd installir new sprinkling system. A new light- 

g system i sel added. 

* a 7 
D. D. Hunting, Jr., of the Metal Office Furniture 


Company, G1 Rapids, brother of E. H. Hunting of 
the Hunting-Roberts Company, is at this writing 
spending three weeks on the West Coast. 

Russell Bassett salesman for Hunting-Roberts, re- 
ports that tores in his territory have moved into 
new and up late quarters. They are the Kelly Sup- 
ply Compan Yuma, Ariz., whose new address is 

) Main St the Sarret Office Equipment Com- 
pany of La whose new location is at 427 Fre- 
mont St 


> . s 


John Mosler he Mosler Safe Company, Hamilton, 


Ohio, was a Ws Coast visitor recently 
* * 7 
The Phoenix Office and School Supply Dealers Asso- 
iation is tl name of a new association recently 


reanized 


‘ Phoenix, Ariz. The president is John 
Wikle of Mi 


d Wikle, 22 E. Monroe St., Phoenix. 
* + * 

Phil Ellsworth, production executive of the Charles 

R. Hadley C iy, Los Angeles, is the new president 


the Pri Industries, Inc. Mr. Ellsworth, who 
erved as the association’s secretary-treasurer last 
year, succee Hale H. Luff of the H. S. Crocker 
{ 7 ipal 
> - * 
Harold Pettit, the new president of the Southern 
fornia Off Machine Dealers Association, reports 
there v n attendance of about 100 at the 
March 19 meeting of the Association at the Rodger 
Young Audit in 936 W. Washington Blvd., Los 
angeles 
Sam Smith <ecutive sales manager of the adding 
machine division, Remington-Rand Inc., was the prin- 


subject was, “How to Get an Order.” 
xecutive-secretary of the National 
alers Association, gave a talk on the 
derived from membership in trade 
local and national 
feature of the meeting was brief talks 
their early experiences as office ma- 


ipal speakel 
Harold Mann, 
Office Machin«s 
nefits to dealers 
associations 
An interestii 
by oldtime: 
hine deale 


Two new were added to the local associa- 
I it tn tnering 

Directors of the Clary Multiplier Corporation re- 

ently app! increase in the annual dividend 


rate of th n stock from 10 to 20 cents a share, 
and declared iarterly dividend of 5 cents which 
Was payable April 1. The regular quarterly of 67% 
cents a shar‘ was declared on the preferred stock 
Payable at th e date. 
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and bought leather goods 


Quality Heavy Duty 
BINDERS 
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METAL BINDERS 


PORTFOLIOS 


BRIEF BAGS 


FREE! Mat Service to Dealers 
to tie in with NATIONAL ADVERTISING 
Write for Catalog of DOPP-BILT Top Profitmakers 


Charles Doppelt & Co., Inc. 
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aluminum 
chairs 


For Armed Forces Only! 


Under the latest directive of the National 
Production Authority, no aluminum chairs are 
to be made available for civilian use after 
May I, 1951. 

We are permitted to complete fabrication 
of goods in process up until June 30th. At 
this writing our production is solidly booked 
and we can accept no more orders for civilian 
use. 

After June 30th we are permitted to ship 
chairs only to the Armed Forces and the Coast 
Guard against DO priorities. These are the 
harsh, straight facts as they stand at the mo- 
ment. 


“America’s Standard of Business Seating” 


ALUMINUM SEATING nportalion 


: 17 S$. CHERRY STREET. = AKRON 8,OHIO 
Dishibuler AETNA SAFE CO., 46-50 W. 29th ST., N. Y. 
METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 
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News Notes From NSOEA District No. 5 


JIM CRELL, CORRESPONDENT 
6236 BONA VISTA AVE., CINCINNATI 13, OHIO 


Sorry we missed you last month, but the flu bug hag 
the entire family fighting the hazards of winter ang 
battling off the virus that seems to be so prevalent 


x ” * 


The entire Fifth District joins in sympathy to the 
Bieser family of Dayton, Ohio, on the death of Charl 
W. Bieser. Mr. Bieser started business career in Dayton 
some 50 years ago, working for his father in the og 
Kiel and Alderman bookstore in Dayton, and late 
incorporated it as Everybody’s Office Outfitters, Inc. 


The Fifth District has also lost three of their mos 
friendly and respected travelers in Steve Stout of 
Boorum & Pease Company, Karl Kastle, Invincible 
Metal Furniture Company and Smead Manufacturing 
Company, and Gordon Meals of The Taylor Chair 
Company. Their. passing will be keenly felt by all of us 

” * >» 

Dave Knittle of Crichton’s in Portsmouth is now ip 
the Army. From the last report I received, he was at 
Fort Knox. Good luck, Dave. 

7 +. za 

Ben Stapleton in Portsmouth, Ohio, has complete 
the remodeling program in his store. It really dog 
reflect the hard work that Ben has done. 

” « * 

Seen in Charleston, W. Va., recently was Joe Ward. 
man of the Bates Manufacturing Company. Thos 
Bates men do get around the territory. 

~ * 7 

The January meeting of the West Virginia Offie 
Equipment Dealers Association was one of the mog 
successful this writer has ever attended. The attend 
ance was excellent. Dealers supported this particulaf 
meeting more so than those in the past. No doubt 
the hard work of Harold E. Compton, the new presk 
dent, and Fred Belt, our new secretary-treasurer, wag 
responsible for this. 

The next meeting of this group is April 28. Al 
travelers and dealers are urged to attend. If you aR 
not a member of this fine little organization write & 
Fred Belt, c/o McGhee & Company, Inc., Fourteent} 
and Main, Wheeling, W. Va., and ask for your member 
ship card. 

While mentioning the success of the above meeting 
another of Harold Compton’s accomplishments is the 
new store at 1044 Fourth Ave. in Huntington, W. Va 
Harold is welcoming all travelers and dealers to this 
new address. Our compliments to Harold on the im- 
provement. Lots of good luck. 

* * . 

jim Dickas, Central Ohio Paper Company, was seen 
in Lancaster, Ohio, recently contacting his accounts 
That tan Jim has is the result of a sunlamp—not 4 
recent Florida vacation. 

* * + 

At this writing, Allen Arthur of the Rose City Pres 
in Charleston, W. Va., is facing reinduction into the 
armed forces. 

Good luck to Bob Wiltrout of Laird’s, Charleston 
W. Va., who retired February 1 and is leaving the stat 
to live and relax in Florida. 

. e 

Hope Charlie Roth of Roth’s in Dayton, Ohio, is e& 
joining his vacation. From last reports, he was headé@ 
for South Africa for a part of this vacation. 

* ” * 

Recent visitors to Florida from our own group if 

cluded Art Frey and Jack Schaeffer. 
. * * 


Sorry to hear of the recent illness 0 Mr. Boeymer @ 
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"FINDING THE KEY TO YOUR 


MARKET DEPENDS A GOOD DEAL 
ON YOUR LOCKSMITH!” 

















Alert Dealers everywhere are discovering 


that Alma‘s Wise Economy is the combina- 


| tion that opens the door to bigger volume 


sales and more profits! 
Today’s Budget-minded Buyers are quick to 
appreciate the unsurpassed advantages of 


Alma‘s line of matching office furniture... 






ALMA 
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Petter vesks are MADE OF WOOD 


HIGH 





1 ht Debenait 


900 SERIES 
in the popular 29 inch height! 


Excellent Craftsmanship for long life... 
Smart, functional designs which afford 
maximum usefulness . . . Modern Styling 
that pleases any taste... all at low, 
budget prices! 

ALMA’S WISE ECONOMY IS YOUR KEY 


TO BETTER BUSINESS! 


OMPANY 






DESK C 
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makes a suggestion! 



























Dear Boss: 


jobs 


Here's 2 suggestion for doing hundreds of Little 





office faster! 









around the 


1e folders 


saves time in protecting fi 


ing torn office papers 
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indings “> NS 





packages reinforcing book b 





1g on paper cuffs 


ana notices -_ =<% \ Beneans pages or clippings 
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ks and sales books 





in serap boo 








pe bn sy 
bas aie 2 aM 
ee ena ; , 
Re ee will this speed my work, it will help 
es ae 
rey re, : 
Peay nip yours very truly, 
ee x . 
ER ee oh ed : Ning. Dine 7 


REG. U.S. PAT. OFF 


COTCH 


BRAND 


Cellophane Tape 


Made in U.S.A. b 

.S.A. by MINNESOTA M Sound 
: Avitgte ‘ INING & MFG. CO., S i 
ecor pe, “Undersea!” Rubberize Juste dochevamgei 

~nrytti : . , also makers of othe wy 
a Robberined Coot gs, Soci C. mactaen voprenecoel yng Pressure-sensitive Tapes, “Scotch” 
g Mfg. Co., International Division, 270 Park Se ee ee 
. ve, New York 17, N. Y. 
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Miami Stationers in Dayton, Ohio. Hope this is noth- 
ing serious and we will see Walter up and around 
again soon oa 

We hear that Dayton T. Storch, treasurer of Roth 
Office Equipment Company in Dayton, Ohio, for many 
years, retired January 20 of this year. Many, many 
happy retired years, Mr. Storch. 

o > . 

See where Bill Diehl, Jr., is now president and gen- 

eral manager of Diehl’s in Columbus, Ohio. 
* * . 

An interesting bit of news for all travelers in the 
Fifth District is the sale of Pounsford Stationery Com- 
pany in Cincinnati to Charles W. Harris and G. Bruce 
McCaleb. The company had operated as a division of 
Horder’s, Inc., of Chicago. Bruce McCaleb, whom many 
of you already know, will welcome all travelers to the 
new organization 

. . 7 

A new stationer in Newark, Ohio: Postal Printing 
Company, 52 N. Fourth St., owned by Walter Deutch. 
The new buyer and manager of Athen’s Office Supply 
in Athens, Ohio, is Walter Wharton. 

» oa ao 

Myron George of Seitz & George Office Equipment 
Company of Dayton, Ohio., is facing a recall to the 
army. At present, the status is very indefinite. 

. + o 

Mr. Gossett, owner of Gossett Company in Green- 
field, Ohio, and Bowles Book Store in Hillsboro, Ohio, 
is off to California for a much needed and well de- 
served vacation 

* * * 

Wuebbold’s of Hamilton, Ohio, is erecting a new 
building down the street from the present location. 
However, I understand there will be no change made 
for some time insofar as the furniture and office 
supply store is concerned. 

sd > * 

The Hanover boys have split up their territory for 
Invincible Metal Furniture Company. Don is now 
covering all the territory embraced by the Fifth Dis- 
trict, and Bob is operating an eastern territory. Bob 
was seen in Charleston, W. Va., recently looking fine, 
and writing up his share of business in his new ter- 
ritory. 

> « t 

Ray Paulin in Lancaster, Ohio, is having trouble 
finishing his new store. Note to travelers: look for Ray 
on N. South St. in Lancaster in a temporary location. 
Latest reports indicate he will be in his new building 
by May 15 

> * * 

Business Equipment Company in Zanesville Ohio, is 
going great since the purchase of the new store. Ray 
and Charley are welcoming all travelers at their new 
address. 

* * > 

Floyd Zinkhon, president of the Cincinnati Chapter 
of the Fifth District Travelers Club, has great plans 
for the Cincinnati party June 12. Mark your calendar 
for that date. Travelers, dealers, all invited. Would 
like to hear from the groups in Indianapolis, Detroit 
and Cleveland of their plans this summer. Let us have 
the information early so we can give your parties the 
publicity they deserve 

+ - > 

Telegraph Commercial Printing Company in Blue- 
held, W. Va., recently bought out the Bluefield Office 
Equipment. Both firms will operate office supply stores 
for the time being 

> * o 

Gerald M. Hawkes, buyer at Laird’s in Charleston, 
W. Va., is looking forward to the July 28 meeting of 
the W. Va. group in Huntington. I wonder why? 

i > > 

Congratulations to Dashiell Office Supply Company 
in Charleston, W. Va., on their fourth anniversary. 
Roses are in order for their new vice-president and 
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'FAMOUS THE WORLD OVER 


“A Marvel of Swiss Precision” 
Since 1933 

No matter what your problem, addition or subtraction, Precisa 
remembers the last figure and will repeat it. Simply press the 
Recall key. All standard adding machine features are incorpo- 
rated in the Precisa which adds, subtracts, multiplies, and has 
automatic credit balance. 
Plus exclusive features of 
* Single, double and triple zero keys. 
* Recall key. 
* Automatic step-over multiplication. 


Available in Manual or Electrical Models. 


DEALERS: Your territory may still be open for Precisa 
representation. Write today for complete information. 


PRECISA DISTRIBUTORS, INC. 


171 MADISON AVE., NEW YORK 16, N. Y. 
555 THORN COURT, SALT LAKE CITY 4, UTAH 
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istinctive quality 
creates a nationwide demand 
for JASPER SEATING CHAIRS 











D ealers know 


of office furniture know . 


. Buvers 


there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an ex- 
cellent example of what we 
mean. Fair Price « Un- 
equalled Comfort * Quality 
Construction * and Finish ¢ 
Eye Appeal. Available in 
Deep Buff or Top Grain 
leather—also Du Pont simu- 
lated leather. Offered in gen- 
uine American black walnut, 
northern birch and Indiana 
white quartered oak. Dealer 


No. 1602 





inquiries invited. 


ar 


JASPER SEATING COMPANY 


JASPER e« INDIANA 





sales manager, Harry Adams, a West Virginia Univer. 
sity graduate and an outstanding citizen and Sales. 
man. 

A new firm in South Charleston, W. Va., is the South 
Charleston Office Supply Company, owned and oper. 
ated by Harold J. Casto, 23642 Seventh St. 

* > 

Davis R. Smith, owner of the Smith Office Equip. 
ment Company in Huntington, W. Va., is waiting his 
reinduction into the army. 

We are happy that J. F. Holswade’s little boy js 
recovering nicely from a recent operation. Holswade 
Office Supply Company is also doing well at 42) 
Eleventh St. in Huntington. 


Runt Foster was taking Fred Ashworth, Jr.’s place 
in Huntington, W. Va., at Standard Printing and Pub- 
lishing Company recently. Fred has been taking some 
more time with his reserve commission in case he jg 
called. 

The tan that Bill Gorman of Hurst’s in Lexington, 
Ky., is sporting is the result of a new sun lamp, and 
not a recent trip to Florida. Incidentally, Bill’s basket- 
ball team (Kentucky) certainly lived up to preseason 
expectations. 

+ 

We hear Mrs. Ragland of Butler’s in Lexington, 
Ky., will start giving out some revealing information 
about April 12. Isn’t that the opening date for Keen- 
land? 

* ” 7 

A new firm in Parkersburg, W. Va., is Keller Office 
Equipment Company, located at 524 Juliana St. R. E 
Keller, owner, is looking forward to meeting all of 
the travelers. 

* a * 

The March meeting of the Cleveland Chapter of the 
Fifth District Travelers was held Monday, March 26, 
at the Hickory Grill. Guests were Len Hehner, Ameri- 
can Pencil Company; Bill Lashbrook, Esterbrook Pen 
Company; Pat Flanigan, Whiting Paper Company. In- 
cidentally, Pat is a newcomer to the travelers’ ranks 
in this area and we welcome him warmly. He is the 
son of Mrs. Gretchen Flanigan, stationery buyer at 
Taylor’s Cleveland department store. Our dealer guest 
was C. B. Clarke, S. Barkers Sons Company. 

At the annual election of officers Harry Howard, 
Minnesota Mining & Manufacturing Company, was 
named the chapter chairman. Frank N. Graham, Bates 
Manufacturing Company, was appointed secretary 
Will Kaiser, Sanford Ink Company, was appointed 
chapter correspondent. 

Congratulations to Herman L. “Doc” Davis, The Cen- 
tral Ohio Paper Company, the retiring chairman, for 
a job well done. During the past year the Cleveland 
Chapter enjoyed its most outstanding year since its 
founding, directly the result of “Doc’s” efforts and 
leadership. 

Harry Howard announced the annual golf outing of 
the Cleveland chapter will be held June 29 at Columbia 
Hills Country Club. Further details will be announced 
later, but make a note of this date now so you can 
plan to be there. 


x ¥ 


Will Kaiser, Sanford Ink Company, reports a change 
of address. He tells us that he is now a land owner 
at 29612 Bruce Dr., Willowick, Willoughby, Ohio. Comes 
spring, Will, we probably won’t be seeing much of you 
what with the lawn mower, grass seed, et al., to work on 





Files Name for Buffalo Concern 

A business name has been filed in the Erie County 
clerk’s office for the Seneca Wholesale Office Equip- 
ment Company, 293 Starin Ave., Buffalo, N. Y., 
Cornelius J. Kennedy.—GET 
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| we’ve switched to Browne-Morse filing supplies 
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nted 











“Put away your pick and shovel, we’ve no more digging now. Our searching 

en- days are over, for this new Browne-Morse Filing System sure makes filing and 
for - , 

jand 

. its taries once more instead of an excavating crew.” 
an 


finding easy. We'll not have that frenzied, panicky feeling again. We're secre- 


You're right, Sally, the boss certainly was wise when he chose Browne-Morse 
g of Supplies. They will help increase office efficiency, expedite the handling of work 
Abia and maintain more accurate records. There is a place for everything and it’s 


ced | 
cal easy to keep everything in its place. 


nge Send for a Copy of the Browne-Morse Filing Supply Catalog 
mer 
mes 
you Architects of Efficiency for America’s Offices 


] Browne-Mbrse 


ip. MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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FIT FOR A 
PRESIDENT! 









THE HARTER PRESIDENT SWIVEL ARMCHAIR 
MODEL 700 





Fit for your most exacting customer, that’s the Harter President chair. 
He'll like the graceful, modern design and the rich upholsteries 
in deeptones or soft pastels. And when he sits in this chair 
he ll savy, “Man, what comfort!” The four-inch deep-formed seat, back 
ind armrests, all of U.S. Koylon foam rubber, combine with Harter’s 
design to give comfort that’s hard to believe until you experience it. And, no 
matter how closely your customer examines this chair, he'll find quality in 
every detail. As an experienced judge of ofhee equipment, you know that this 


kind of quality makes a pleased and grateful customer for years to come. 





Material shortages may temporarily reduce the number of chairs available 


but vou can be sure that Harter will never compromise with quality. 


The quality story on President Chairs is reaching your customers this month 
through Harter ads in Fortune, Time, Newsweek, U.S. News & World Report. 


i I ala salen 
iP Fu Q IE R soe Ancia 


MicHtiG AN 
STEEL CHAIRS © POSTURE CHAIRS 


HARTER CORPORATION 1005 PRAIRIE AVENUE, STUUR Gis, MICHIGAN 
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News Notes from NSOEA District No. 8 


By E. J. MITCHELL, CORRESPONDENT 
239 BELT AVE., ST. LOUIS 12, MO. 


Your correspondent is back on the job, and, first of 
all, wishes to thank Dave Neuhaus for pinch-hitting 
so well during the period of my illness. 


* * . 


Mr. and Mrs. Jack Ellis have given up their home 
near Portland, Ore., and are now living in Los Angeles 
in the same neighborhood with the Peter C. Master- 
sons. Jack is now representing his firm, F. S. Webster 
& Company, in the California area. As an indication 
that Jack has not changed very much from the time 
when he was in Wichita, he is now driving a Packard 
station wagon, which corresponds to the old model 
Cadillac street sprinkler he drove in Wichita during 
the Second World War. 


Most of the dealers have likely received the an- 
nouncement of George B. Graff Company of their ap- 
pointment of Harry Neggesmith of Chicago as their 
new field co-representative in Illinois, Wisconsin, Min- 
nesota, Iowa, Missouri, the Dakotas and Nebraska, ef- 
fective March 1. Mr. Neggesmith and his organization 
of sales representatives have been handling the Graff 
account in the Greater Chicago area since January. 

> ~ - 


A large delegation of St. Louis dealers and salesmen 
will attend the Omaha regional meeting and they plan 
to invite the 1952 session to St. Louis. 

. os - 

Mr. and Mrs. J. A. Peck of the Springfield Stationery 
Company, Springfield, Ill., visited in St. Louis en route 
home from Florida and Hot Springs, Ark., in March. 


» * * 


The Midwest Travelers Club of St. Louis held a sec- 
ond monthly meeting February 24 at Busch’s Grove 
near St. Louis, with about eight or ten members pres- 
ent. All members of the Midwest Travelers Club will 
soon receive notice of future luncheon dates and are 
urgently invited to be present whenever possible. Like- 
wise, all dealers in the St. Louis area should attend. 


> « * 


Mrs. Karl E. Castle is giving up her home in Wash- 
ington, D. C., following her husband’s death and will 
return to reside in Chicago after a brief sojourn in 
Florida with her mother. 

* * os 


The Midwest Travelers Club will celebrate its 25th 
anniversary at the Omaha regional meeting and plans 
to hold a Past Presidents’ dinner on one of the eve- 
nings on which there will be no other activities. All 
Midwest Travelers are invited to attend, with such 
guests whom they may wish to invite. Past President 
Bill Pickering is in charge of arrangements for this 
event and hopes to have not only a good dinner but 
fine entertainment. A large delegation is expected to 
leave Des Moines immediately after the closing of the 


Seventh District meeting to arrive in Omaha before 
the opening of the Eighth. 
7 7 * 


W. E. Tucker, sales manager of Schooley Printing 
and Stationery Company, Kansas City, Mo., recently 
visited his Indiana furniture factories in the interest 
of his furniture department, of which he -has taken 
over the management since the resignation in Feb- 
ruary of R. B. Dishman. 

* > + 

It is good to be back at the old desk but it would 
be much better to be out traveling. However, there is 
little possibility of that for another several weeks at 
least, although I am looking forward to seeing many 
old friends at both the Des Moines and Omaha meet- 
ings 

> > > 


The following notes are contributed by Dave C. 
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Correct Mistakes in Any Lan 











HI-POPULARITY 
NUMBER IN ERASERS 





Speediest Selling 
Office Utility Item 


Cylindrical stick eraser of finest rubber: 
made in RED FOR PENCIL ERASING, 
GRAY FOR INK. Encased in attractive, 
transparent plastic holder of convenient 
length and balance. Not a mechanical 
gadget. Just unscrew tip and move eraser 
forward, 


POCKET CLIP STYLE FOR GENERAL USE 
BRUSH WHISK STYLE FOR TYPISTS 
(illustrated) 


Both models tops in erasing versatility; 
highly popular for executive, student, office 
and professional use—for everybody who 
wants an always-clean, handy eraser. With 
Whisk 35c; without Whisk 25c. Refills 5c 
each. 








Write for latest illustrated price list featur- 
ing all styles of the world’s finest erasers. 








Red or Gray Jets, pocket clip 
and brush Whisk styles; also 
combination assortments, 
mounted on attractive, self- 
selling display cards, a dozen 
to the card. Also available 
in colorful, eye-appealing 
commercial packings. 





reser Refine for JET osers ore Avenabie Separateny 
WELOOW BOBERTS RUBEER CO. NEWARK, M4. USA 














WELDON ROBERTS RUBBER CO. 
Newark 7, N. J. 
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MORE 


PROFITABLE SALES 





-seooMilli fit 


@ This new Accounting Board provides the 
medium of developing a real worth while 
volume of new business—and assures con- 
stant repeat orders. 


@ Multi-Rite is the modern method of han- 
dling Pay Rolls, Accounts Receivable and 
other Multiple Record Systems. Greater 
speed and accuracy is obtained because only 
one writing and one proof is required. 


@ This method saves as much as two thirds 
the clerical work normally required in the 
average size business. 


@ Exclusive Agencies are available to 
qualified dealers. Literature and full details 
may be had on request. 


Write for Complete Details Today. 


The C. E. SHEPPARD CO. 


44-07 21st Street Long Island City 1, N.Y. 
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Neuhaus for E. J. Mitchell’s column: 


Lt. Albert T. Cook, USNR, formerly of the John 4 
Marshall Company sales force in Kansas City, Mo., hag 
been called back into active service with the Navy 
and is now somewhere off the coast of Korea on carrier 
duty, serving as intelligence officer. Mr. Cook wag 
called back in September of 1950 and for four months 
was stationed at the Naval Air Station at San Diego, 
Calif., where his family is now residing. Prior to being 
called back he was actively associated with John A 
Marshall in a sales capacity and had become an 
expert in the steel shelving line, having figured many 
of the large jobs done by Marshall's. 


* + 


Major Jared F. “Jimmy” Skidmore of John A. Mar- 
shall Co., Kansas City, Mo., and of the 35th Division 
of Missouri National Guard left on March 25 for an 
intensive three months’ training at Fort Sill in the 
Air Tactics School. 

Jim is commander of all aircraft for the famous 
35th and has an impressive war record for World War 
II, having been in every major engagement in the 
European Theater as a troop transport pilot, flying 
ariborne troops into combat and evacuating casualties. 
This action earned for him several citations such ag 
Oak Leaf Clusters, Distinguished Flying Cross and 
Presidential unit citations. Jimmy has been with the 
company for more than five years and has done a fine 
job establishing many new and loyal accounts for the 
firm. 


* * + 


J. H. Blackburn (Blackie to his many friends), genial 
buyer for Palace Office Supply Company, Tulsa, Okla, 
has been away from his desk for several weeks due 
to illness. He has been in the hospital but returned 
home on St. Patrick’s Day. We hope for an early return 
to his desk. 

Jack Robinson, formerly with Duke, Inc., Wichita, 
Kans., has resigned to accept a position as store man- 
ager and buyer for the former eighth District governor 
of Hutchinson, Kans., the one and only Leonard Wilcox 
of Roberts Printing & Stationery Company. We know 
Earl Duke’s loss will be Leonard’s gain, as Jack is a 
very capable person. 


* * + 


We don’t know what the attraction is in Oklahoma 
City, but Earl Scott of Bauman Office Equipment Com- 
pany, Earl Duke and Homer Lay of Duke's Inc., Charles 
Maurer and Chief Moore of Goldsmith Book & Sta- 
tionery Company, all of Wichita, Kans., have all visited 
Carpenter Paper Company of that city recently. Al 
Perry, representative of Carpenter, no doubt, had some- 
thing to do with these visits. 

7 © ” 

Palace Office Supply Company, of Tulsa, Okla., is 
making major changes in its building that will provide 
40,000 more feet of display and storage space. Con- 
gratulations to an aggressive organization. 


* * * 


Harold Morrison, former manager of office furniture 
department of Joplin Printing Company, Joplin, Mo., 
has resigned to accept a like position with Duke’s, Inc., 
of Wichita, Kans. This is a return home for Harold 
to his first love. Good luck and best wishes, Harold. 


* + * 


Cecil Price, buyer for Central Office Equipment Com- 
pany, Columbia, Mo., was called for duty in the Armed 
Forces recently. He left on February 24 for Camp 
Sheridan, Ill. It is understood that Mrs. Price and 
their children have moved to Jefferson City, Mo. to 
reside with relatives. 

* 7~ * 

Mr. & Mrs. Arthur Skinner, Skinner & Kennedy Sta- 
tionery Company, St. Louis, Mo., are enjoying a well- 
earned rest and vacation in Florida, and their office 
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Commercial Office Equipment 







“For Better Business Living” 











INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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AM OLD FAVORITE! 
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fomer SATISFACTION 


The COLONIAL, No. 2F69, needs no introduction to Jasper Desk 
dealers. It's been a favorite for many years .. . it has won the 
wholesome respect of office furniture dealers everywhere. In 
featuring this executive COLONIAL, we're stressing a traditional 
style with added modern functional features. The new size 69" x 
36" will especially appeal to your customers. They'll admire the 
genuine walnut construction throughout and welcome the smooth 
performance of the deep drawer with ball bearing suspension. 


Yes, here's a desk that any executive would be proud to own. 


A COMPLETE LINE OF DESKS FOR EVERY OFFICE NEED 


The JASPER DESK Company 
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reports having received a phone call from them on one 
of their side trips to Havana, Cuba. 

- o 7 

Lyle S. Turner, well known W. A. Sheaffer Pen Com- 

pany representative and his charming wife, Nell, 
skidded out of Kansas City on the ice on February 17, 
headed for Florida on a vacation trip. They visited with 
relatives in St. Petersburg, Bradenton and Sarasota 
and much time was spent on the beaches, playing 
shuffle board, visiting citrus groves and taking many 
moving pictures. The return trip included stops at 
Panama City, Fla., Gulfport, Miss., and New Orleans, 
La., where a very pleasant visit was had with friends, 
including Mr. & Mrs. Lamar Murray, Sheaffer repre- 
sentative in the New Orleans territory. 

” - ” 


Miss Vivian Fairow of Geo. E. Baird & Son., Kansas 
City, Mo., recently returned from a very pleasant and 
enjoyable vacation in Florida. The trip was made by 
plane and included visits with her brother who is in 
the Air Force, stationed at Tyndall Field, Panama City, 
Fla, and Mrs. Carol Talty, widow of Cliff Talty, former 
manager of Gallup Map & Stationery Company, Kan- 
sas City, now living in Clearwater, Fla. Side trips 
were made to Tampa and St. Petersburg, Fla. 

* * e 

Godding’s of Eldorado, Kans., is moving from 108 S. 
Main to 121 North Main St. The new and larger loca- 
tion will be a completely modernized, three-story struc- 
ture. The interior arrangement is being supervised, 
personally by Mr. Godding. It will be divided into 
separate departments for office furniture and equip- 
ment, office supplies, gifts and stationery, office ma- 
chines and school supplies. Practically all merchandise 
will be on display so that the customers can examine 
and select their requirements without delay. The new 
store will be a credit to the community it serves. 


. ~ + 


W. F. “Bill Cromwell, Eaton Paper Corporation and 
W. Thyberg of Emery Bird Thayer’s stationery depart- 
ment, both of Kansas City, Mo., recently spent a week 
fishing at Norfolk Lake, Ark. The report good catches 
of large and small mouth bass, the largest weighing 
five pounds, six ounces. 


7 . * 

Paul Baird of Geo. E. Baird & Son., Kansas City, Mo., 
and Party recently returned from Norfolk Lake, Ark., 
with stories of big catches of bass, the largest weighing 
seven pounds, eight ounces. ? ? ? ? ? 


“Bill” Cromwell of Eaton Paper Corporation was 


recently seen driving a brand new Chrysler “New 
Yorker.” Bill says there’s more room in a Chrysler for 
fat man, so now, it won’t be necessary to go on 
Elmer Wheeler’s “Fat Boy” diet. 
” - * 
My sincere appreciation to Midwest Travelers, Lyle S. 


Turner, Sheaffer Pen Company, George K. Desmond, 
Victor Safe & Equipment Company, Inc., Ray Brother- 
ton, Oxford Filing Supply Company, Inc., Bill Crom- 
well, Eaton Paper Corporation, and A. S. “Al” Perry, 
Carpenter Paper Company, for the news items you 
have sent i1 this month’s column. These informa- 


tive news ite are not only interesting but also keep 
all dealers travelers informed on the current 
events in our district. Your continued efforts, as well 
as those of all the other Midwest Travelers, in this 
lirection ontinue to improve our column. Many 
thanks! 
: = he 
S. C. McKee of Cramer Posture Chair Company and 


his wife, Edith, recently returned to their home in 
Louisburg, Kans., after spending three weeks in Flor- 
ida, resting from a strenuous trip through Minnesota 
and Iowa. Upon their return, it was discovered, a 
defective water heater had caused very extensive 
smoke dam hroughout their home and it has 


OFFICE APPLIANCES, May, 195] 








Increased paperwork ahead 
means greater need for: 





* MADE OF STAINLESS STEEL 











Show every office these ga eny 
data-grouping helps and make 
friends AND customers! 


These Signals improve the work of accountants, secre- 
taries, bookkeepers and clerks, in fact anyone who 
needs quick information, classified and ready for use. 
Explain this to office people and you'll get not only 
orders, but repeat orders! 


Cook’s File Signals are available in non-tarnishing 
stainless steel — 12 non-chipping colors, Send for 
free card of samples for your salesmen. 


“ 


“BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to- 
gether, enclosures to let- 
ters, etc. Special patented 


OTHER MODERN OFFICE NEEDS 
“tongue” prevents side- 


No. 1 
slip. Easy to attach or re- 


move. The smart clip for No. 2 
the modern office! 








No. 3 


THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION" 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER @ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS @ MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


(odo ASSURES You 
INCREASED SALES 
AND VALUE 


MFG. CORP. 


Factory: Coraopolis, Pa. 


Codo~ 


401 Wood St. 
Pittsburgh 22, Pa. 


564 W. Monroe St. 270 Lafayette St. 


Chicago 6, Ill. 





New York 12, N.Y. 


* 


been necessary to completely renovate and redecorate 
* * 


Alex Laney, former buyer for Southwestern Station- 
ery and Bank Supply Company, Joplin, Mo., has re. 
signed and has been succeeded by Eldon Cloud, who 
has been with Southwestern for some time and is wel] 
qualified and experienced in the business. 

- > + 

The Greater St. Louis Stationers Association held 
its annual election of officers at their regular monthly 
meeting on March 19. For the fourth consecutive year 
the same officers were re-elected as follows: A. J. “Al” 
Bartens, president; Bev. Cherrington, vice-president: 
Chester Kennedy, secretary, and Bob Burkard, treas- 
urer. This quartet of outstanding stationers consist- 
ently do a wonderful job for the Greater St. Louis 
Stationers Association and the group’s appreciation 
of such fine work was in evidence at the meeting as 
they voted unanimously to keep the same four men in 
office. 

” * e 

Our best wishes to Ed Anderson, Minnesota Mining 
& Manufacturing Company representative, who will 
return to duty in the armed services sometime in April 
with the rank of captain. 

” * * 

Mrs. Alpha Brotherton, manager of Blair Office Sup- 
ply Company, St. Louis, Mo., advises that due to in- 
creased business it has been necessary for them to 
take over the entire second floor of their building at 
3542 Lawton Ave. This will be used primarily for ware- 
house space. 

” * * 

A. J. “Al” Bartens of Shallcross Printing & Station- 
ery Company, St. Louis, Mo., and president of the 
Greater St. Louis Stationers Association, is taking a 
well-earned two-weeks’ vacation in Clearwater, Fla. 
Al has been in the office supply industry for more than 
40 years and, we understand, this is his first vaca- 
tion in the last four or five years. 

Ke +. ” 

Walter Wiehe, manager of the office furniture de- 
partment of S. G. Adams Company, St. Louis, Mo, 
recently left on a vacation trip. Plans were made to 
visit both his sons, Jack and Don, who are in the 
armed services, as well as other points in Texas. Major 
Jack Wiehe at present is stationed at Austin, and for- 
merly was assistant manager of the office furniture 
department at S. G. Adams. 


Notes from the desk of Herbert Held, Blackwell Wie- 
landy Company, St. Louis, Mo. “Gabby” Gamel of 


Bates Manufacturing Company and Guy Logan (Boots 
& Saddle) of Automatic Pencil Sharpener Company, 
had a very interesting trip through a snow storm from 
Jefferson City, Mo., to St. Louis. “Boots” is not enjoy- 
ing his vacation during the “Are you a member of the 
Stubb’s Family” campaign because of the inclement 
weather in St. Louis. Some of the travelers, calling in 
the interest of their respective firms included V. F. 
Reynolds, division manager, E. H. Hotchkiss Company; 
Russell E. Ragan, American Pad & Paper Company; 
Clay M. Zinser, Sutherland Paper Company; Harry 
Schierloh, S. E. & M. Vernon Company, Inc.; Carl 
Schutz, Eagle Pencil Company; and the late Ed Rohrs, 
Eaton Paper Corporation. I was very happy to see our 
good friend, Ernie Lessard of Lessard Printing & Sta- 
tionery Company, on the street the other day. He 
seems to be entirely recovered from his recent serious 
accident and is well tanned from the Florida sun. 
* * 

The Kansas City Chapter of the Midwest Travelers 
Club held its regular monthly meeting at noon, March 
31, at the President Hotel in Kansas City, Mo. In the 
absence of George F. Rocker, W. H. Gunlocke Chair 
Company, chairman, Tom Seward of Speed Products 
Company, Inc., secretary, presided, and George K. Des- 
mond, Victor Safe & Equipment Company, Inc., treas- 
urer, acted as secretary. “The total attendance was 18, 
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SOMETHING 
EVERY BUSINESS 
NEEDS! 


Krylon wraps documents, printed sheets, 
photographs in a water-clear acrylic blanket 
that protects and preserves for years! 








There’s not a business in the country that can’t 
find dozens of profitable uses for Krylon Acrylic 
Spray. 

That’s why your first sale of Krylon to any 
firm sets the stage for steady repeat sales. 


And that’s why Krylon is worth selling, worth 
displaying, worth pushing. Packed in 12 oz. spray 
cans —clear, list $1.95; aluminum, list $2.25. 
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ent @ DURABLE © QUicr», | 7 Order from your jobber, or write direct. 


KRYLON, Inc. 


Dept. 1205 + 2601 North Broad St. 
Philadelphia 32, Pa. 


————— 











SPRAY KRYLON 


On important papers and records to protect, preserve, prevent loss of clarity. 
On business-system cards to protect and strengthen. 
On photographs and drawings to add gloss and depth; to preserve and protect. 
On salesmen’s portfolio sheets to keep them fresh; to prevent fingerprinting and dog-earing. 


On price sheets to prevent smudging and fingerprinting. 


Krylon will not turn yellow or curl papers. Can be removed 
with ink eraser to permit corrections. Waterproof. 
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A Typical Rol-Dex Installation 


INVENTORY CONTROL 
COSTS CUT 25% UR MORE 


ROL-DEX customers report that 
reference and posting to inventory 
control cards SPEEDED 25% or more. 


Other types of record keeping have been speeded as much as 40% to 
45% .. this patented method of rolling records to a seated operator 
brings thousands of records within easy arm’s reach: 


NO WALKING + NO STOOPING + NO SQUATTING 


Learn why hundreds of ROL-DEX users are cutting active record keeping costs in 
both large and small installations, WRITE: 


ROL-DEX DIVISION 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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UPRIGHT FILES 
—2, 3, 4 and 5 drawer 


units. 


COUNTER HEIGHT 

FILES—continuous lino- 
leum tops and finished 
counter fronts, stock and 


special. 


HORIZONTAL FILING 

EQUIPMENT—for floor- 
cases, omnibuses, safe in- 
teriors, vaults and book- 


cases. 


TABULATING FILES 

—22 drawer units, built 
to definite specifications 
to give maximum capa- 
city and protection to tab- 


ulating machine cards. 


HIGH LINE FILES 

—stock units for roller 
shelf and document files 
in three standard heights. 


INTERIOR METAL CASE 
WORK—for banks hos- 
pitals, court houses, mu- 
seums and public build- 


ings. 


CUSTOM BUILT INSECT 
SCREENS—steel, bronze 
and aluminum framed 
screens for windows, 
doors and porches. 


ROL-DEX AND TRANS- 


DEX—active record filing 
equipment “that rolls rec- 
ords to aseated operator.” 


CONTRACT SPECIAL- 
ISTS—custom design 
and fabrication of: prod- 
uct cases, control cabi- 


nets, electronic equip- 


ment, and special built 


to order items. 
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which included four dealers, among whom was Ray 
Baldwin of Gallup Map & Stationery Company and 
president of the Kansas City Stationers Association. 
Out-of-town guests included Barrett K. Mitchell, In- 
yincible Metal Furniture Company, St. Louis, Mo. 





Western Typewriter Marks 32nd Anniversary 


The Western Typewriter Company celebrated its 
thirty-second anniversary by moving into a new and 
modern sales and service store. An engraved invitation 
announced the formal opening on March 16. The firm, 


which was formerly located at 2516 Gage Ave., Hunt- 
ington Park, Calif., is now at 6424 Rugby Ave., also in 
Huntington Park 





IBM Leases Building in Dallas 


International Business Machines Corporation has 
leased a two-story building, located at the corner of 
Bryan and Pear! Sts., which will be remodeled for the 


company. The building was leased for a 10-year period 
at a consideration of $180,000. When the company 


moves into its new home, it is understood that Dallas 
will be made a regional office of the International 
Business Machines Corporation. Remodeling of the 
building is expected to be completed in June, 1951. 
E. T. Hill is manager of the IBM office in Dallas.—EEG 





Detroit Firm Takes New Location 

Herbert Buhler & Company recently announced its 
removal from 22 E. Jefferson to 226 W. Larned St., 
Detroit 26, Mich. The firm deals in wood and steel 
office equipment 





A. Blank, Inc., Opens California Store 
A new store at 830 Wilshire Blvd., Los Angeles, Calif., 


has been opened by A. Blank, Inc., office furniture 
and equipment firm of 74 Broad St., New York 4, N. Y. 
This firm, established in 1899, has been operating two 


stores in New York City and one in Miami, Fla. 





Columbus, Ohio, Firm In New Location 


Benjamin Rehmar, who operates the Peerless Office 
Supply Company, has leased the building at 466 S. 
High St., Columbus, Ohio, for a five-year period from 
March 1, 1951 AK 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today! 
for Our 
NEW 


Handsomel y 
Illustrated 


CATALOG No. 96 


and 


Price List 
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SLOMAN EAN Aa 


80 DUANE ST.NEW YORK 7,N.Y 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS anv FANCIES 


By McGillicudy 


It’s not too difficult to understand why people in countries 
ravaged by war, or where the economic condition is 
desperate, will turn to communism or some form of gov- 
ernment which promises a brighter future — even though 
history has shown that the brightness never becomes more 
than a promise. But it is difficult to understand why 
some people in this country who have enjoyed the 
privileges offered by democracy; who have attained 
wealth and position only under our form of government, 
become involved in subversive activities. We just can’t 
see it! 


This is a free country where you can 
think what you please and say what you 
think ... where you can choose your line 
of study or type of work ... where you 
enjoy the highest standard of living in 
the world .. . where your children and 
their children have a chance for future 
happiness. We'll take that! No one can 
sell us on any “ism” but Americanism. 
We like the American Way of Life . . 


we're proud to be a part of it .. . we'll 
do our utmost to safeguard it and pre- 
serve it! 


When we talk about Quality Park, there are three things 
we always mention three things that would be 
dead ducks under a totalitarian or communistic govern- 
ment. Those things are (1) Quality products . . . (2) 
Quality service and (3) Quality packaging. And 
they are very much a part of Quality Park’s operation. 


Under the American way, there's a 
choice. We can elect to make the finest 
-.. and we do. We can build an efficient 
erganization and follow a policy of de- 
pendable prompt service fair to all deal- 
ers ...and we do. We can devise pack- 
aging that means greater eye-appeal, 


sales-appeal, and use-appeal ... and we 
do! 
And you well, you have a choice, too. You can 


buy what you please. And if it pleases you to handle 
Quality products; receive fair treatment and Quality 
service; and offer customers Quality packaging that gives 
them more product protection and all around convenience 
and utility that mean repeat business — then we know 
we can depend on you to continue ordering Quality 
Park products. 


Sold Through Dealers Only 


Dest IP k 


Cz 


% General Office and Factory, Quality Park, St. Paul 4, Minnesota 
* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 


192 








Texas Travelers Notes 


NINA BAILEY, CORRESPONDENT 
BOX 111, BUCHANAN DAM, TEX. 


Congratulations are certainly in order for Mr. ang 
Mrs. Julius Tengg of Nic Tengg, Inc., San Antonio, 
Tex., who celebrated their sixtieth wedding anniver- 
sary on Sunday, February 18, with an open house af 
their home. Mr. Tengg is one of the old timers in the 
stationery business, having been with Nic Tengg for 
74 years. 

a” * - 

Mr. and Mrs. C. B. Rowe of Jack Bonner Company, 
Corpus Christi, Tex., announce the arrival of an heir 
on February 11. His name is John Charles and he 
weighed seven pounds. 

7 * oa 

R. B. Parkinson, formerly of Lamesa Printing Com- 
pany, Lamesa, Tex., is now manager of Southwestern 
Stationery & Bank Supply, Amarillo, Tex. 

* * ” 


Lloyd Griffith, formerly of Elliott Office Supply Com- 
pany, Amarillo, is now greeting his old friends at a 
new address. He is with General Office Supply Co. 

* ” * 

NSOEA District No. 9 genial governor, R. C. (Bob) 
Stampp, who is also general manager of The Fulton 
Company, Houston, Tex., has recently been appointed 
chairman of Houston’s Civil Service Commission. 

a a” * 

John Payne of Terrell Office Supply Company, Ter- 
rell, Tex., has answered his country’s “call to the 
colors” again. His store is being run, in his absence, 
by Miss Williams. 

8 e ES 

R. W. Marshall II, and Louis J. Kreusel, owners of 
Lone Star Office Supply Company, San Antonio, an- 
nounce the removal of their firm to its new home at 
422 N. Main Ave. 

* * * 

W. O. (Hans) Renfroe has sold his interest in Lone 
Star Office Supply Company in San Antonio and is 
now South Texas representative for Stationers Dis- 
tributing Company, Fort Worth, Tex. 

* aL *” 

The Texas Travelers Club met in their regular quar- 
terly session at The White Plaza Hotel in Dallas on 
Monday, February 12. Final arrangements were made 
and committees were appointed for the NSOEA District 
No. 9 convention in New Orleans, La., April 26 and 27. 

We don’t know the exact street address of the Chas. 
Royer’s (Standard Office Equipment, Ft. Worth) new 
home but they are next door to Jimmy Lemons (Car- 
penter Paper Company) and just across the street 
from Charles R. Wood Stationers Distributing Co. 

* * . 

Death ended the career of another traveler on Feb- 
ruary 9, when Ed H. McBee (Stemple Manufacturing 
Company, Dallas) succumbed. A_ grand _ person, 
he is going to be missed by many. Although his health 
had been bad for some time, his death came as 4a 
shock and our deepest sympathy goes to Florence 
and the children. 

Stationers Distributing Company, Fort Worth, in- 
creased its office staff by one, in the person of Toby 
Morton. Toby is an old hand in this game, having 
grown up in his father’s store (Morton’s, Corsicana, 
Tex.) and is taking up where big brother Bud left off, 
when he left Stationers to enter the store with his 
father. 


* * * 


A wedding of wide interest to their many friends 
will be that of Vic Chancellor (West Texas Office Sup- 
oly, Midland, Tex.) and Miss Billie Walker, also of that 
city, announced for April 21. After a honeymoon in 
Mexico City, they will reside in Midland. 
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ticks right along 


iy fast-paced Du 
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with the cloc} ry working minute. 
His ‘‘time-engineered”’ Shaw- 


Walker desk helps him to pack his 


work into a smooth-flowing eight- 
hour day 
Built inches er than standard 


lesks, it places work under his 
eyes, within finger tip reach. And it is 


) 


time-engine 27 ways, inside 
ind out, to speed thinking, plan- 


ning, organizing — eliminate wasted 


motions, wasted minutes. 
More thar 
Walker experience and “know-how” 
lave made this one of the greatest 
idvances in office engineering. 
And there are Shaw- Walker desks, 


ets, systems, in- 


years of Shaw- 


hairs, files, cabu 
lexes and supplies — everything for 


Burk Like a 


Skyscraper” 





ger 


the office except machines — each 
““time-engineered”’ for the needs of 
every job and worker. 

If you are setting up a new busi- 
ness or merely wish to modernize 





lae-Engunanuing lowed te cleat —1united yffeiuaney 


worn, out-dated offices, make sure 
you use Shaw-Walker equipment 
throughout. It will help you make 
the most of every minute, every work- 
ing day! 





New, low, comfortable height 
(29"). Puts you on top of 
every job. 


Job-engineered drawer space 
executive, administrative 
and clerical 


Concealed, removable 
wastebasket—saves time, floor 
space and litter 


Center drawer with extra 
compartments—space for 
everything you need at your 
finger tips. 





Most comfortable working top 
ever invented 


“In,”’ “Out,” and “Hold” letter 
trays inside—confidential, 
quick, no desk-top clutter. 


Scientific personal file with 
speed guide, dividers—saves 
barrels"’ of time 





GHAW-WALKER 
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The booklet, “Time and Office Wort,” is packed with ideas for stretching office 
time. Organize now for greater sales effort and lower operating cost! 
A wealth of information on “time-engineered “office systems and equip- 
ment. 36 pages! Many color illustrations! Just off the press! Write to- 
day. on business letterhead to: Shaw-Walker, Muskegon 33, Michigan. 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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Here’s why < 


is World’s Largest Seller 


FOR OFFICE— SCHOOL — HOME 


MAKES ANY PEN WRITE BETTER 


Skrip never clots or clogs. Always flows smoothly and evenly. 
Test-proved the finest, safest writing fluid in the world. 


PERMANENT OR WASHABLE... 


Washable Skrip can be removed from all washable materials. 
Permanent Skrip lasts as long as the paper on which it’s written. 





























NON-SPILL \ 
POURING 
SPOUT 


Patented, splatter-proof 
Pour-Out on pint and 
quart bottles saves time 
and eliminates mess in =) 
refilling small containers. 


12 BRILLIANT TRUE-TONE COLORS 


Washable for school or home. Permanent for business records. 


INSTANT 
ACCEPTANCE 


World famous Sheaffer product. 
Backed by largest ad campaign of 
any writing fluid. Full color 
ads coast-to-coast. 





EXCLUSIVE 
TOP WELL BOTTLE 


Permits free, easy, instant , (| 
pen filling—without A/F  L 


f/f 
muss or bother. A = 
Y my 


PATENTED 
HAND GRIP 


Bottles shaped to fit hand 
—insures added safety 
in pouring. 


aw 


-_—_ 


MAGIC 
CIRCLE 
CAP 
“Magic Circle’’ instantly 
absorbs excess fluid. Keeps 
bottle threads clean and 
clear. No “frozen” caps. 





SHEAFFER'S ~~ 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA, U.S.A. IN CANADA: MALTON, ONT. 
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LOTLATCHING yitt™ 


U/REGON HRAILERAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 


— 


Earl “Speed” Howe was observed, hands behind 
back and Stetson at rakish angle, peering skyward at 
Yakima’s new skyscraper hotel—the Chinook. On being 
questioned Earl said he was merely wondering what 
the rates were going to be and at the same time 
selecting his room for the 1952 National Stationery & 
Office Equipment Association regional convention to 
be housed there 

> . oe 

Van Loh and Eddie Zeisler of Van’s Stationery, 
Lebanon, Ore., were recently luncheon guests of Pacific 
Stationery’s Art Joy at the Rose Bowl in Portland. The 
luncheon was an acknowledgment of Art’s recently 
conducted tour through the huge plywood plant in 
Lebanon where Van and Eddie supplied the lectures 
and answered all Art’s questions. 


4 7 > 


Charlie (Sam Ward) Davis should evidently secure 
one of those new “Porky” matching coins now circulat- 
ing. Recently he was observed picking up eight coffee 
chits at Meier & Frank’s coffee bar all of which would 
seem to indicate that Charlie is possibly losing some 
of his old time matching skill 

* * » 

Word drifts up from Laguna Beach, Calif., that Jim 
Cooke of Cooke’s Stationery, Salem, Ore., has become 
quite fascinated with the doings of the artist colony 
there. To date, his activities have been confined to 
peering over Norma’s shoulder as she paints but he 
has expressed a desire for an easel of his own so 
maybe there is an “Old Master” in the offing. 

+ * + 


The many friends of Nish Chapman of Koke-Chap- 
man Company, Eugene, Ore., are glad to hear that he 
has come along so splendidly after his recent hos- 
pitalization. Incidentally, Travelers, your flowers were 
greatly appreciated 

> 7 * 

Sam and Fyrne Colton of “Your Office Boy,’ Med- 
ford, Ore., recently rooted home their favorite major 
league team a winner in Phoenix, Ariz., where they 
are vacationing. Sam has been an ardent ball fan 
ever since his sponsored team won the softball cham- 
pionship of Medford several years back. 

oe 7 * 

The visiting Travelers welcomed back Jack London 
of the J. K. Gill Company, Portland, Ore., last month. 
Jack had been on an extensive trip throughout the 
East visiting the various factories but was glad to 
return again to the sunshine of the Northwest after 
experiencing considerable cold and rainy weather in 
the eastern states 

+ 7 > 

Chet Williams, Yawman and Erbe Manufacturing 
Company, advises that at the coming convention at 
Gearhart everybody will be given an opportunity of 
improving their personal fortunes, if adequately skill- 
ful. He further assured us that it would in no way 
be a Kefauver transgression so come on down over 
May 24 to 26 and you may win since you can’t lose! 


* * > 


“Out Where The Hand Clasp’s a Little Stronger” 





Root Joins Underwood in Toledo 


B. T. Root has joined the Underwood Corporation 
as an accounting machine sales representative in the 
Toledo, Ohio, headquarters at 311 Erie St.—AK 
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Vet a f MAKINc 
IDEA FOR Yoy 


DUD =FAST Pocket Stapler 


the stapler with a BIG future! 


w NEW IDEA in STAPH 


ik 











Beautifully styled to fountain pen size. 
Take it with you—use it at your desk. 


Highly praised by business, 
professional, and traveling 
men as just the personal 
stapler they have al- 
ways wanted. 


It opens a vast new 
stapler market for you. 


$995 


INCLUDING 
1000 STAPLES 






PACKAGED 


Adel bia: 
r DISPLAY 


REFILLS BRING 
REPEAT SALES 


The extro staples 
ore pocked in tiny 
boxes of 1000, ot 
25¢ each. There 
ore 24 boxes to 
each counter dis- 
ploy pock 








LOOK AT THESE OUTSTANDING FEATURES 


Fountain pen size—weighs only 1/2 ozs.—Fastens |2 sheets. 
Sparkling chrome finish with colorful plastic barrel. 


Precision made—Unconditionally Guaranteed—Top Quality. 


Write today for information on prices and dealer aids. 
FASTENER corporation 
858 FLETCHER STREET, CHICAGO 14, ILLINOIS 
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We Specialize Ta Your 


UNUSUAL 


Envelope Weeds 
Sank Exuelopes 


FOR EVERY BANKING 
NEED 


*Mailing and Window Styles 
*Registered Mail Envelopes 









*Coupon and Coin Envelopes 
*Bank Filing Envelopes 








Write for Prices and Samples 





Seed Exvelopes 


For Seeds, Samples of 
Grain, Ore and Sand, 
Machine Parts, Jewelry, | 











te. 
*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Flaps 


fustrs rg 









ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 
*Used by Banks—Sold by Ste- 
tionery Stores 








Write for Prices and Samples 





Open End Piling 
Envelopes 
DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 
*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


fu stri rs 



















Pass Book Covers 


MADE TO STAND LONG, 
HARD USE 










*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Yackets 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 


} Fed 
Le lo Fosail 


ENVELOPE COM PANY 
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CHICAGO SAINT PAUL 
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Canadian News Notes 


S. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT. 


Following six weeks’ harmonious negotiations, a new 
one-year contract providing a wage increase of nine 
to 16 cents an hour for the 650 employees was recently 
signed between local 1712 International Association 
of Machinists and Remington Rand Ltd., Hamilton 
Ont. In addition the contract calls for an advance- 
ment in the qualifying date for paid vacations, a joint 
union-management announcement stated. 

* ” 

Mitchell Brothers, dealers in office supplies, are now 
in their new location at 120 Pitt St. W., Windsor, Ont, 
* a + 

Marvins, dealers in new and used business furniture, 
recently opened for business at the corner of Agnes 
St. and Centre Rd. N., Cooksville, in Toronto, Ont, 

7. * “ 

O’Neil Sales, dealer in office and store equipment, 
159 Front St., Belleville, Ont., was recently appointed 
agents for Underwood typewriters in Belleville and 
vicinity. 

~ “ J 

Perfection Desk Manufacturers, 3587 Clark St., Mon- 
treal, recently purchased the premises of Rock Flush- 
wood Door, Ltd., 88 Brown St., Beauharnois, Que. Fur- 
ther extensions to the purchased plant are planned 
for this spring. 

* «x ” 

Haig Printing & Office Supplies, Ltd., 3302 Yonge St. 
Toronto, has let the contract for the erection of a one- 
story printing plant on Hollinger Rd. at Dohme Ave, 
East York, a suburb of Toronto. The walls are of brick. 

* oo 

E. G. Thomas & Son, manufacturing stationers, 124 
Richmond St. W., Toronto, is negotiating with the City 
of Toronto for the purchase of a factory site at 191 
Niagara St. It will be for future erection of a single- 
story factory, approximately 50x80 feet, with full base- 
ment. 

* * 

The new stationery store of T. E. Davies, J.P., 26 
Clarence St., Port Colborne, Ont., opened recently in 
its new building erected on the site of the old one 
which the firm occupied for many years. Thoroughly 
modern throughout and with large windows, it con- 
tains 1,800 square feet of floor space for the display 
of its stock of stationery, typewriters and general office 
supplies. 

= - + 

Walter Huff, the Luckett Loose Leaf, Ltd., Toronto, 
was presented recently with a granddaughter. This is 
the second grandchild of the Huffs. 

~ *” 

C. V. Nobbs, the Luckett Loose Leaf, Ltd., Vancouver, 
B. C., recently addressed the Stationers’ Guild Club of 
Vancouver. Mr. Nobbs spoke on loose leaf 

oa # 

W. T. Pinkerton was recently appointed Canadian 
sales manager of the carbon and ribbon division of 
Capital Carbon & Ribbon Company, Montreal. 

oe ea 

Reeves and Sons (Canada) Ltd., serving the drafting, 
artist and color trade, has moved its Toronto office to 
496 Gilbert Ave., Toronto 10. 





Gehrke Stationery Announces Move 


An attractive blotter, printed in black and green 
and measuring 6 x 9 inches, was received recently 
from Gehrke Stationery & Printing Company, Ltd., of 
Vancouver, British Columbia. Amusing cartoons of 
the moving process lead, with the help of footprints, 
to a picture of the new store. Formerly located at 
566 Seymour St., its new address is 1035 Seymour St. 
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JACKSON 


offers the correct 


DES Kum 


for EVERY JOB! 


Jackson Desks, designed, en- 
gineered. and built by Jasper Office 
Furniture Company come in a 
wide variety of styles, sizes, pur- 


poses. and finishes. 


There’s a Jasper-craftsman-built 
Jackson Desk for every oflice job 
for the top executives’ private 
offices, the secretary, the general 
manager, the typists, machine 


operators, clerks, and receptionist. 


You will find Jasper-craftsman- 
built Jackson Desks in America’s 
ereat offices everywhere. These 
desks have been time-tested, built. 
and engineered for today’s and 


tomorrow "s office jobs. 


Here, at your right are but four 
out of the long line of The Office 
Master Series of Jackson Desks. 
There are many others in the same 
style and design-—all famous for 


skilled workmanship. 


Send 
for 
this 
FREE 
booklet 





JAS PER 
OFFICE FURNITURE 
COMPANY 


Jasper, Indiana 
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The Marchant man to the rescue with the only 
calculator with Push-Button* Multiplication . . 
available on both the Figuremaster and 

the low-cost Figurematic. Since more 
than half of all calculator work is 
multiplication, the young lady is 
happy indeed to get a Marchant... 
the calculator that multiplies 

easiest and fastest because it 

saves one step in every multiplication 
problem. The Marchant man 

in your phone book will prove this 


on your own work. Call him today. ye 


NEW AUTOMATIC LINE-UP 
SPEEDS DIVISION. Touch of 
new Division Control automatically 
lines-up dividend and divisor as 


Mail this Coupon with your business letterhead to get our free; () 
GUIDE TO MODERN FIGURING METHODS C) 


ILLUSTRATED BOOKLET ABOUT MARCHANT CALCULATORS [_] 
MARCHANT CALCULATING MACHINE COMPANY 


DAKLAND &, CALIFORNIA Pi 


AMERICA'S FIRST 
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KPUSH-BUTTON MULTIPLICATION 
Touch of a key in this row enters 
multiplier digit POSITIVELY . .. car- 
riage shifts AUTOMATICALLY... 

division begins answer appears SIMULTANEOUSLY 
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News Notes From NSOEA District No. 4 


rg. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


Ted Myers of Wilson-Jones Co. and wife, Louise, 
have been in the process of building a new home, ex- 
pecting to move in about April 1. 

* 7 > 

We understand that Bill Walker, Walker Office Sup- 

ply Company, West Palm Beach, Fla., is to move back 


to Belle Glade again. The West Palm Beach store will 
be continued as before. Guess Bill just couldn’t get 
the swamp out of his blood. 
. > * 
Bill Evans, Bill Evans Company, Inc., has expanded 
in the form of a new equipment and machines store 
located at 109 E. Church St. (the highway to Lamber- 


ton). Bill has been in business there in Laurenburg, 
S. C., for 16 years 
> . . 

The Coates half of the Kinney-Coates Office Supply 
Company, Greensboro, N. C., has gone with Fisher- 
Harrison Company so that leaves Carlton to paddle 
the canoe by himself. Seems to be doing all right by 
if too 

« ~ * 

Hines McWaters of the firm by the same name at 

Columbia, S. C., is to report to Uncle Sam on March 


25. You can call him “Major” now and should any of 
you be in the vicinity of Macon, Ga., Hines says to 
look him up at the Air Material Command, Robins 
Air Base. The business will go right on making “dough” 
under the leadership of the Mrs. and “Griff.” 

= . - 

Last time I was down in Orlando, Fla., George 
Stuart, our genial “Guv” of the Fourth District and 
head man at Geo. Stuart, Inc., told me that “Vickie,” 
his commander-in-chief, was to have an operation 
soon. I am very happy to report that the operation 
was a success and Vickie is now home and doing fine. 

of * * 
Heard by the “grape vine” that Jeff Hudson, Hud- 


son Office Supply Company, Dothan, Ala. has 
opened a new store in Panama, City, Fla. Haven't 


seen it yet so can’t give you any of the details. Any- 
hoo—congratulations Jeff—expansion is good for most 
everything but the “middle.” 
- 7 > 

One of the boys tells me that Mr. Linderbeck, Com- 
mercial Office Supply, Tallahassee, Fla., was in the 
hospital for an operation but was now back at the 
store. Glad to hear everything came out all right. 


* oF * 


One of them Bowen Boys has taken up “put’n take.” 


A. R. Bowen, of Ahoskie, N. C., and several other points 
in and around that neck of the woods, has closed up 
his Edenton branch and opened a new one in Kin- 


ston, N. C. Did it up right, too. Bought the building 
plus a good sized slice of the town to boot. The “boss” 
is to run the Ahoskie store and Alvin the Kinston. 


» + - 


Did you boys (and gals) know that there was a 
“Beaumont” Allen in the Ivan Allen-Marshall firm 
here in Atlanta? Nobody else did either until March 8 


when Ivan, Jr., was presented with his third son. 
Haven’t seen Ivan yet but if he is half as proud of 
Beaumont as his papa is, he is going some. 

. a > 


The Atlanta Stationers Club really “pitched” one last 
Thursday night, March 15. They gave a dinner honor- 
ing Zac Smith, our president of NSOEA, and George 
Stuart, governor of the Fourth District. There were 
several other notable guests at the head table including 
Henry Coleman, Nathan Coleman & Son, Savannah, 
Ga., and Leslie Williams, the young man “Zac” has over 
from Britain for a six months’ “look-see” on how we 
do things. Joe Kilpatrick, the club’s president, presided 
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HOLLAND. MICH. 





Above leather 
davenport No. 


1255, 81" long, 

35" deep, 34" 

high. 
ne 


Above desk No. 
252-ST 52°'x32". 
Patent No. 
2133807. 


She 

















A quality line of Desks, Gen- 
uine Leather Chairs and 
Suites with warmth, loveli- 
ness and serviceability. 


ae 








Our Secra Type typewriter 
desks do not restrict use to 
large size desks. 


For particulars or literature, 
write... 


Worden Company 


200 East 17th Street « Holland, Michigan 
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DESK SETS 


MADE 





DESK PADS 


INEST 





FEATURING ALL COLORS OF TOP GRAIN COWHIDE 


LEATHER to match UPHOLSTERED FURNITURE | 





COMPLETE LINE OF FAST SELLING ITEMS 
at Room 815 N. Y. Stationery Show 
May 20-25, Hotel New Yorker, New York, N. Y. 
sia eeentihdingtinenmnsi ’ snaked 
ILLUSTRATED IS NO. 1050 EXECUTIVE SERIES OPEN STOCK, 


Matched Leather Desk Appointments, representing the finest in 
workmanship and materials, hand tooled in 24 Kt. GOLD. 


‘= 


WRITE FOR COMPLETE, ILLUSTRATED CATALOG. 


Gift a f - mx a 


350 LIVINGSTON ST. . BROOKLYN 17, N. Y. 


At Last ! 


A STENCIL DUPLICATOR 


to sell over the counter 
it Demonstrate in Your Store 
and Deliver To Your Customer’s Car 


$3495 $3495 


PLUS TAX PLUS TAX 







































Hart 
ECON-0O-MATIC 


And don't forget you have started 
another supply customer. 








Have you seen the 


Wright COPYMAKER 
Write Today FLUID DUPLICATOR $69 50 


HART MFG. CO. 














2400 ENDICOTT ST. ST. PAUL 4, MINN. 
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over the festivities with his usual unruffled mein. In- 
teresting talks were given by “Zac,” George, Leslie and 
Ivan Allen, Sr. Mr. Allen did a very fine job of intro- 
ducing “Zac” in spite of the fact he was suffering from 
a bad case of “Grandsonitis.” It was a well-rounded 
“shindig” consisting of a “friendship” hour, dinner, 
entertainment and talks. I, for one am ready for a 
“repeat” anytime boys. 
* * * 

I have mentioned before the regular Monday lunch- 
eon meetings for any members of the Southern Travel- 
ers Club who may be in Atlanta and just to show youse 
guys how popular they are, a recent meeting was at- 
tended by 12, including four guests in the dealer col- 
umn. These gentlemen were Mr. Courtney and Mr. Holt 
of Carithers-Wallace-Courtney, Mr. Sweet of H. R. 
Sweet & Company and Mr. Lane of Lane Office Supply 
Company. The Piedmont Hotel’s Oak Room is still the 
locale, so come on in boys, the water’s fine. 

* - * 

“Huncan Dines Again.” Ole Huncan feels like a steak 
tonight, so we will go out to Joe Adeeb’s Steer Room 
in Jacksonville, Fla. With the one exception of another 
Joe’s in Birmingham, this Joe serves the finest steak 
in these here parts—charcoal-broiled to perfection. 
It’s thick and juicy and you won’t do better anywhere. 
A distinctive salad and a choice of potato is standard 
equipment. Joe has a steak he calls “hip sirloin” which 
will set you back $3.25. That, I especially recommend. 
A New York sirloin sells for $4.00 and the extra hungry 
gentry can get a K.C. T-bone for $4.25. Not the cheap- 
est, I will admit, but did you ever get the best of ANY- 
THING cheap? To get out there, go west on U. S. 90, 
(that’s Beaver St.), cross the viaduct over the railroad 
and turn sharp left at the foot into the farmer’s mar- 
ket and “wham” you is got it. I like to call this place 
“The Home of the Crying Cow.” Tell Joe I sent you. 





Mosler Opens Buffalo Branch 

Mosler Safe Company has opened a Buffalo branch 
office in the Jackson Building, 128 Chippewa St., Buf- 
falo, N. Y. In conjunction with opening of the branch, 
the company presented the City of Buffalo with a 
fireproof record container.—GET 


UNIQUE WINDOW PROMOTION 


. ESSENTIAL Fop 
see 





Shaw-Walker Co., Muskegon, Mich., reports unusual success 
with this novel window display designed to create interest 
in their simplified payroll plan. 
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No. 7710 Swivel 





That dependable old office stand-by, 
the Bank of England chair, has been 
re-designed by BOLING to compliment 
both modern and traditional office 
furniture! 


No. 7711 Arm 


Dealers can confidently look for- 
ward to ever-increasing sales in this 
new concept of the Bank of England 
chair... just one example of the pro- 
gressive design and good construction 
that makes BOLING America’s fastest 
selling chairs. 


To Sell More Chairs 


¢ 
of meee” cms 


.. Sl Boling 





HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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A GENTLE SQUEEZE . . . 
ano it FLOWS with EASE 













_ SCORES 
> AGAIN! 


AN EXCELLENT 
NEW INK IN A 
STRIKING NEW 












the Sturgis 





No. 624N 





DRI-RITE BLACK 
DUPLICATING 


... it’s another 
new product 


by Canoe 


Package / 
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THE FINEST RE- 
SULTS ARE OB- 
TAINABLE WITH 
DRI-RITE BLACK 
INK. 


1. No slip sheet- 
ing on any mimeo 


bond. 


2. No slip sheet- 
ing on some rag 
stock. 


3. Extra black 
copy. 

4. Laboratory 
controlled. 


5. Does not de- 
stroy any stencils. 


6. No clogging in 
the pad. 


7. For open or 
closed drums. 


8. Will not hard- 
en in the cylinder. 


9. Climate proof. 
10. Canode _Dri- 
Rite Duplicating 
Ink guaranteed as 
above. 





— 


The advantages of this 


8 oz. Squeeze-It plastic { 


bottle are many. 


Almost every drop of ink 
can be removed in a flash. 
This is not possible with 
other type containers. 


Shipping weight is less, 
and of course the Squeeze- 
It bottle can not be broken 
or dented. 


The Squeeze-It bottle is 
translucent making a 
beautiful display of col- 
ored inks and also blacks. 


The Squeeze-lt bottle is 
available with 4 Canode 
products: Rapid Dry Red, 
Blue and Green, and the 
new Dri-Rite Black. 


PRODUCTS BY 
INK SPECIALTIES CO. INC. 


523 N. Halsted St., Chicago 22, Ill. 


BOTTLE SHOWN 


ACTUAL SIZE! 


—— 
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Point by point, the Sturgis No. 
624N has built a reputation 





for being one of the best values 
in the industry: 


@ smartly curved backrest and 
coil spring seat, both cushioned 
with new rubber latex foam 


@ exclusive Sturgis Follow-Flex 
back support 
@ easily adjusted to fit individual; 
no tools required 
@ sturdy steel tube construction, 
with metal parts Bonderized 


and finished with infra-red 
baked enamels 


@® two-inch ball bearing casters 
with soft rubber wheels 


® upholstered in rugged Versilan; 
Goodall’s Claremont or Bed- 
ford Cord; Deep Buff Leather. 


STURGIS, MICHIGAN 
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New England Travelers Club Notes 


Regional Governor Sid Challenger reminds NET 
Club members that Region No. 1 convention dates are 
June 4 and 5 at Wentworth-By-The-Sea. He says, 
“You who did not go to the last two meetings held 
there have no idea at all of its beauty, the wonderful 
hotel with its seashore setting unmatched by any I 
know of, and of the benefits you will get for the 


betterment of your own business.” 
- .- > 
The entire organization of 39 fellow workers from all 


three Plimpton, Inc., stores and their offices and ware- 
house attended a gay party on February 1 at the Sea 
Food Restaurant in Hartford, Conn. The party was 
in honor of the new vice-president of the company, 
Lester J. Fisher. Julian Shoor served as master of 
ceremonies 

> * » 

The Edmund Little Company of Haverhill, Mass., 
observed its twenty-fifth year in business on Febru- 
ary 1. A sorrowful note, however, is the death of 
Jules J. Hamel of that firm. 

7 ” * 

These notes are taken from a recent edition of the 
New England Travelers Club News edited by John F. 
Nackley 





Appoint E. C. Clifton As Manager 

Boyd’s Printing & Office Supplies, Panama City, Fla., 
has announced appointment of £. C. Clifton as man- 
ager of its office supplies and equipment department. 
Mr. Clifton has had 31 years experience in this line. 
Recently he resigned his position as representative of 
the Boorum & Pease Company, one of the world’s 
largest manufacturers of blank book and loose leaf 
devices 

A past master and life member of Birmingham Tem- 
ple Lodge, A. F. & A. M., he is also a life member of 
Charles Wheelock Chapter No. 158, R.A.M., Woodlawn 
Council 71 and Zamorch Temple, A.A.O.N.MS., all of 
Birmingham, Fla.—JL 


MISS LIFE SAVER OF 1951 





Ann Baker of 1515 Grove Ave., Berwyn, Ili., was selected 
to represent the employees of Stivers Office Service during 
the company’s exhibit at the recent office equipment display 
at the Stevens Hotel, Chicago. The show is sponsored by 
the Office Management Association of Chicago. 
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Points on 
the Sturgis 


These points of distinction on the luxu- 
rious Sturgis No. 1800 Senior Executive 
Chair get quick results at points of sale: 


@ backrest has easy-chair comfort of in- 
terlacing springs plus thick cushion- 
ing; wide armrests are cushioned 
with rubber latex foam. 


@ large coil spring seat is cushioned 
with 114” of rubber latex foam. 


‘ . 
s ? 
ee ee er eee 


@ open space between backrest and seat 
allows full support of back while 
preventing pressure on the base of 
the spine. 


@ streamlined base conceals 2” ball 
bearing casters with soft rubber 
wheels. 


Bonderized metals with durable in- 
fra-red baked enamel finishes. 


upholstered in rugged Versilan; 
Goodall’s Claremont or Bedford 
Cord; Deep Buff or Top Grain 
leather. 


STURGIS, MICHIGAN 
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A good question 
with good 
answers 


First—Southworth 
makes only quality 
typewriter papers—a 
grade and weight for 
every typing need. 
Second—Southworth typewriter papers are sold only 
through stationers. 

Third—Good will and profits are built with the 
Southworth line. 


Inquiries invited on Southworth franchises. 













WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 
h Wells Street, Chicago 7, Illinois 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


The display rooms of the International Business Ma- 
chines Corporation at Portland, Ore., were visited re- 
cently by members of the United Woodcraft Inc., the 
junior achievement company which is sponsored by the 
IBM Corporation. Officials of the Portland office and 
members of the staff led the juniors through a maze 
of mechanical units and all manner of new machines 
designed to speed modern business. J. D. Carter, IBM 
manager, addressed the group during the tour. 

- ™ * 


Previously occupying space in entrance of John W. 
Graham & Company of Spokane, Wash., the DeSales 
Catholic Book store, specializing in books, stationery 
and gifts of a religious nature, has leased new quarters 
in the ground floor of a building on Wall St., Spokane. 
Owned by Miss Helen Kush and Miss Evelyn Peterson, 
the book store has a lending library that has circulated 
a matter of more than 75,000 books throughout 20 
States in the past few years. 

- * * 


The Archway Bookstore of 1615 Third Ave., Seattle. 
has recently enlarged its book and stationery setup 
with the purchase of entire stock of the famous Wind- 
jammer Bookstore of Seattle. 


* * * 


Noel Webster, manager of the typewriter department 
of J. K. Gill & Company, Portland, Ore., has just sold 
an initial order of 50 Olympic portable typewriters 
from the British Zone of Germany to Reed College. 
These machines were at first believed to be of Russian 
manufacture, but are actually made at Wilhelmshaven, 
Germany, in the English-occupied area. 

oo” * * 


Ruggles, Inc., at 115 Cherry St., Seattle, sloganizing 
“Re-Order from Ruggles,” has announced that it has 
appointed as exclusive distributor for the National 
Blank Book Corporation. 


* * * 


Capitalized at $50,000, the Olympic Stationers, Inc., 
has been incorporated at Port Angeles, Wash., by Wil- 
liam W. Goss, C. N. Webster, et al. 


* * * 


Plight of GIs in Korea stranded for stationery has 
launched a big drive for all manner of writing ma- 
terial. Pupils of the Garfield High School have under- 
taken to collect the stationery offered or bought for 
the servicemen now in the frozen hills of Korea. Jeanne 
Beneviste and Violet De Jaen are co-chairmen of the 
drive. 

oS + * 

As president of the Seattle Chamber of Commerce, 
Thomas M. Pelly, head of the stationery firm of Low- 
man & Hanford Company, has been stoutly urging the 
House Committee on Small Businesses to include Se- 
attle in its itinerary and hold meetings in the Puget 
Sound locale for the benefit of the small businessman. 

~ - ” 


Planning a large new structure to serve the North- 
west area, Bostitch Northwest Company, makers of 
fastening equipment, is having blueprinted a finer 
main headquarters for the region in Seattle, Wash. 

* ” * 


Chet Lopris has been newly named as Northwest dis- 
trict manager of Eversharp, Inc. He willl handle sales 
for writing instruments and implements in Oregon as 
well as Southern Washington and Idaho,, from offices 
at 4717 S.W. Julia St., Portland, Ore. For the past six 
years he has been Northwest district manager for the 
Toni Company, and has spent 15 years in sales work 
in the Portland, Ore., area. 

* . 7 


Edwin J. Hynes of Tacoma, Wash., who had formerly 
lived in Seattle, Wash., and had been associated with 
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Are you tired Of... 





INK transferring to your hands? 
Now! a New Chemical Discovery.....Keeps hands clean! 


Won't transfer... 
| WRITE Teo 
, = }oT- 
Prag 
TEST 


PRESS HARD) 














CLEAN FINGER! 


Bankers 
approve 


PAPER-MATE” pens were 
lesigned to include the best 
features of fountain pens, ball 
point pens and mechanical 


pencus 


| SEES a 





DISTRIBUTED 


BY 


M= [ENNON'S 
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Won't leak or bleed 














MAINTAINS 
CLEAN | | POINT 


Found only in non-transferable 


PAPER-MATE 


— 


ag 


“Stays with its Mate” 








DCCAUSE .e- 


1. It is permanment for records (su- 


perior to the requirements of U. S. 

Bureau of Standards) ‘ 9 
2. Will not transfer (protects your 

signature on records and checks) 10 


3. Dries as you write il 
i. Wet fingers won't smear 
5. Will not leak or bleed 
6. Maintains clean point 


Saves time — no blotting 


Balanced 
Li ght 
Non-Tirim g 








sie 


Refills. .49¢ 
=< ——ye 
The poi 
CLICK! disep peers’ 
a 


CLICK It's ready 


to write! 














. Avoids time lost in changing from 
pen to pencil 
Writes fine line (points are made 
on an automatic jeweler's Jathe) 

. Superb for left handers 

. Will make many ciean carbon 
copies with a clear permanent 
original copy 

. Unconditionally guaranteed by 
Frawley Corporation, Chemical 
Engineering, San Francisco |! 


E ghlmilesofwriliong, 


IN EVERY INK C 


ARTRIDGE 





202 S. STATE ST. 


. CHICAGO 4, ILLINOIS 
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jes TERRIFIC SALES WALLOP! 
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CORES 


SELLS...SELLS...and SELLS... OK 
FASTEN (7— 


TO PEOPLE WHO NEVER ) «fe 
BOUGHT STAPLERS BEFORE! a = 


SS ale t2 for oy/, 





Comes pre-packed with 1 doz. TOT 50 a TACKER - STAPLER 
staplers ... takes little counter space ° 5s ad. 98° 
... designed for self-service... sets up ) 
for selling “quick as a Bunny”. with (Co a 
€ pee 
DISPLAY THIS SMALL- at the press of a finger it TACKS eg 
SPACE SALES GIANT and , es Sao | 
CASH-IN on RECORD- it STAPLES Za 
BREAKING NATIONAL AD- | bause _ 
' enne : : articie 
VERTISING to 30 million it MENDS 


people month-in, month- j things ro 
out ' with stee! = ~~ 





RETAILS 


<RT:E PACKAGED AND MERCHANDISED 
—_a =. 10 Sell on Sight! 


™ Swinglire T6650 


TACKER-STAPLER 


Precision made with Swingline quality—lasts for years. Prof- 
itable repeat business on staple refills—25c retail per 1000 
staples. Order fast-selling TOT 50 Tacker-Staplers in the 
terrific, NEW Swingline Bunny display package TODAY. 


~\ 
ASK ABOUT 
Extra-Profit 

DEAL 
Be) No. 66 
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LONG [SLAND CITY £ MEW VORA 
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Lowman & Hanford Company there for some time, 
died in Tacoma, aged 68 years. Besides his widow, 


Abbie, in Tacoma, he leaves a daughter, Mrs. Frank 
O'Leary, Seattle; two sons, Robert and Edwin, in the 
Middle West, and two brothers and two sisters in the 
East 





News Notes From NSOEA District No. 7 


A. J. NORDSTROM, CORRESPONDENT 
116 PRATT ST., MINNEAPOLIS 9, MINN. 

The Twin City contingent “rocket riding” to Des 
Moines, Iowa, on Saturday, April 14, will include Arthur 
Grayston, E. Mortimer Hansen, Robert Davies, Oscar 
Bertelson, the Jerues of St. Paul and the Swedish am- 
bassador of South St. Paul, Charley Regan. 

* 7~ 

The Travelers’ meeting was held as usual at the 
Commerce Club in Minneapolis on Saturday, March 31, 
when the members serving on the committees were 
given the final briefing on their convention duties. 

a + . 

Fireman Bill Bohardt visited his dealers and the city 
fire chiefs in Des Moines and Omaha during the month 
of March. Other visitors to these two cities were Dave 
Neuhaus, Tom Seward and Bud Caruso. 

Des Moines was also favored by visitors from other 


distinguished guests who do not regularly call on deal- 
ers there. Present were the two Jacks, Guntrum and 
Berry, president and first vice-president of the North- 


west Travelers Club, who were in Des Moines to con- 
sult with Charley Storey, governor of the Seventh Dis- 
trict, relative to plans for the April meeting. 


* * > 


Frank and Loretta Zeller extended a cordial invita- 


tion to convention visitors to look over their new store 
when in Des Moines. The fact is, Frank will be glad to 
call for the visitors in his new Cadillac car. Business 
‘ertainly is good in Des Moines. 


* > ~ 


“Dapper Dan” MacDougal, the county book salesman 
from Kansas City, Mo., was said to have displayed his 
wares in Des Moines, Waterloo, Sioux City, Omaha, 
Minneapolis and Hastings during the month of March. 

* 7 * 

Howard and Leta Schaub of the Schaub Office Supply 

Company enjoyed the New Mexico sun in the Land of 


Enchantment during the last three weeks of March, 
missing out on most of Minnesota’s record snowfall of 
more than 85 inches up to March 25. Never mind, How- 
ard, there will still be some more snow for you to shovel 
when you return by April 1. 





Five Awarded Trips to Mexico 


Quota Plus Club winners of Remington Rand’s 1950 
national sal ntest for its dealer sales division have 
been awarded an eight-day trip to Mexico, March 31 
to April 6, H. A. Hicks, vice-president and general 
sales manager of dealer sales divisions, Remington 
Rand Inc., announced recently. 

The winners include William L. Fisher, sales rep- 
resentative of Louisville, Ky., and the following branch 
sales supervi for their respective branch cities: 
Arthur H. Barsh, Dallas; Joseph F. Landy, Houston; 
Stephen R. Thigpen, Oklahoma City, and Jesse S. 
Rich, Detroit 

Mr. Hicks stated that the winners topped the en- 
tire compa! ealer sales division for all product 
lines to gain the award. The group will leave their 
respective branch cities by air to arrive in Mexico 
City on Saturday, March 31. They will stay at Hotel 
Del Prado until Wednesday and then be entertained 


at the Reform Casablanca Hotel, Acapulco, through 
April 6. Sight-seeing trips, deep-sea fishing and 
many other events of festive and historical interest 


ill be attends 
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s¢ ales on black background speed 
accuracy and measuring time. 
Models 5, 6 & 7 have special 
safety spring. The “Precise” is a 
steady seller wherever displayed. 


Delivery Still Fairly Prompt: 








The *’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


e Patented Finger Tip Controlled Paper Guide 
e Finest Steel Blades, Carefully Ground 

e Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

e Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, adjustable 
paper guide locks and releases with a finger flick, 2 white 


AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. Loomis Street, Chicago 7, Illinois 


—— 7 
5 POPULAR SIZES | 
3—101e"—Bliade i 
», 4—124¢"—Blade 
5—1512”"—Blade 
», 6—1814"—Blade 
». T—244e"—Blade 
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Proven. Acceptance 


THAT MAKES 


— Sales. and Profits ! 








7 
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Only $3.75 each—iess dealer discount. 


Slightly higher west of the Rockies 
104" high, 1114” wide, 4” deep. 
Weight—4'2 Ibs. 4 compartments. 
Finish—gray baked enamel. Secure 

rubber feet on bottom and back. 
Packed: 6 to a carton. 


ORDER A HALVERSON 





MIM-E-O 
All-Steel 
STATIONERY 
RACK 


Here is a highly prof- 
itable, fast moving item 
that will sell the year 
‘round. Established 
outlets find it a good 
leader—it sells on sight. 
Everyone can use one 
or more in office, fac- 
tory or home. Adapt- 
able — hangs on wall, 
stands upright, lies flat 
on desk or fits in desk 


drawer. 


SPECIALTY SALES 


CARTON 2821 BELMONT AVE. 
TODAY CHICAGO 18, ILLINOIS 
207 








 — 
Unholstered Furniture 
Yulored to the Moods of the 


OFFICE EQUIPMENT DEALER 





Building upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed a 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So ... . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business 


Write for complete information on our line 


“< Uphe lolerers Co 
whmevucan Business”’ 


MANUFACTURING CO. Acct, talent 





ptereuniioel —aimmnianaa 


GUIDES AND FOLDERS 




















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


i“ 


ore than 25 years, we have been offerin 
es throu, a the deal. r exclusively. 
Write for our Illustrated Price Lists 
Vianufacturers 


SUSPEND-O-FOLDERS e FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCo 


AOVARGS PRODUCTS 


of {dvance Saleshbook Co. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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News Notes from the Maritime Provinces 


W. J. MeNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B. 


Sales taxes imposed by the provincial governments 
of Newfoundland and New Brunswick have stimulated 
the sales of office equipment of all kinds. Under the 
terms of the new tax laws, the onus for collecting and 
accounting is placed on the merchants, necessitating 
additional typewriters, adding machines, cash regis- 
ters, filing systems. The Newfoundland levy is three per 
cent and the New Brunswick impost, highest in Canada 
for provincial sales taxes, is four per cent. The two 
provincial governments have had to buy additional of- 
fice appliances and fixtures to handle the accounting 
for the new levies. Nova Scotia is arranging to estab- 
lish a tax of one and one-half or two per cent. 


* * * 


Chairman of a committee in charge of the opera- 
tions of the Canadian Army benevolent fund in New 
Brunswick is Garfield H. Stevens of St. John. Deserv- 
ing cases of veterans of the Second World War are 
ministered to from the fund. 


* * & 


The rebuilding of typewriters is being specialized in 
at the service shop of the Soulis Typewriter Company, 
Halifax, N. S. All makes and sizes of machines are 
handled. The rebuilt typewriters are sold in the firm’s 
showroom at from $45 up. 


* * * 


The Stirling Business Machines, St. John, N. B., 
joined with the local Board of Trade in issuing a wel- 
come to a party of members of the Canadian parlia- 
ment and their wives to inspect the harbor facilities. 
The Stirling base is within a few yards of the harbor. 


* * * 


For the third time in about 17 years, G. G. Buell of 
Halifax was burned out of his office appliance sales 
and repair business recently. The fire broke out late 
at night in neighboring premises and spread to others, 
including those of Mr. Buell, a veteran of the office 
equipment field. The three Buell fires were at different 
locations and all within Halifax proper. In his repair 
service, Mr. Buell long specialized in work on type- 
writers, but also included adding and duplicating ma- 
chines. 

+ * a 

Baldwin-Beckwith, Ltd., Halifax, have been featur- 
ing typewriters rebuilt in their own service shop, op- 
erated in connection with their showroom. On the 
rebuilt list are Royals, Underwoods, Remingtons and 
Smiths and involving both standard sizes and portables. 


+ * * 


Butler Brothers of St. John’s, Newfoundland, dis- 
tributors and dealers in office appliances and supplies 
and with repair service in affiliation, are covering all 
of Newfoundland in both sales and servicing of 
appliances of all kinds. This firm co-operated with a 
recent auto show held at St. John’s, having supplied 
typewriters and adding machines for the sponsor of 
the show. 


- + . 

S. B. Davis, president of R. H. Davis & Company, 
Yarmouth, N. S., attended the annual convention of 
the Canadian Retailers Federation, held at Montreal. 
He visited a number of office appliance and supply 
factories and distribution bases while on the trip. He 
was accompanied by G. E. Saunders, a member of the 
Davis executive staff. 





Northern States Envelope Issues New Prices 

The Northern States Envelope Company, Inc., St. 
Paul, Minn., has ready for distribution a new No. 50 
net cost price list. This shows net prices to stationers 
and in addition a copy of the No. 450 retail price list 
is available to dealers on request. 
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SPACE SAVERS FOR ALL STORAGE. PURPOSES y Wp, 
at STORAGE « WARDROBE « COMBINATIONS MUNN, \ 


COUNTER HIGHS « DESK HIGHS Up 









To our many customers we express our thanks and appreciation for their patience. Every effort is 
being made to fill your orders at the earliest possible time. Despite increased production facilities, 
our plant is taxed to the utmost to supply the greatly increased demand by both government and in- 
dustry. 


Do not overlook the importance of "DO" orders. According to procurement regulations all defense 
orders have priority rating and must be given preference over non-rated orders. 


TOP QUALITY STEEL 
NON-SUSPENSION STORAGE 
FILE CABINETS CABINETS 





Shipped set-up 
and ready to 
sell. Modern 
gray or olive 
green baked 
enamel finish. 






























LITERATURE 
AND 
PRICE LIST 
AVAILABLE 
ON REQUEST 
MADE IN ALL SIZES These cabinets provide maximum utility 
Sturdy construction of heavy gauge steel. for available storage space in the office, 
... Welded and reinforced throughout f h Mad 
for maximum rigidity. . . . Ball-bearing ectery, store, home or garage. Meee 
rollers for easy operation . . . quality of heavy gauge steel . . . shelves adjust- 
hardware .. . olive green or modern able on 2” -conters seattery closed 
sen y close 
gray baked enamel finishes . . . indi- 
; ; bases . . . chrome plated handles plus 
vidually packed in sturdy cushioned car- 
x ; : 
tons. lI INNIAIUIIAUI II key . . . shipped set-up ready to use. 


\ D j 
\ | ; [ ij : 
| hy 
Storage equipment for the office | iy! Storage equipment for the factory 


WM 
KEYSTONE STEEL EQUIPMENT COMPANY, INC. 
2a e282 82 NS Ww Se 2 15 LOMBARD STREET @e PHILADELPHIA 47, PA. 
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The Lighting Unit 
can be~- purchased 
and attached to any 
metal TECHNY 
SCOPI 

The Lighting Unit 
and its component 
parts, if used with 
AC-—110V-—60 cy 
is guaranteed for a 
period of one year 
Each Lighting Unit 
has the Underwriters 


Lab. label 
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entire Sengbusch family 


Beautiful Handi-Pen desk sets for easy, effortless writ- 
ing. A complete line of moisteners to fit any need. 
Time-saving Kleradesk. Heavy-duty Cata-RacK for 
catalogs and books. All these aids and more too 
make up the Sengbusch line. 

Sound design and attractive styling make them easy 
to sell, We also supply sales aids free of charge — 
circulars, blotters, display cards, etc. Turnover is fast 
and highly profitable. 

Now is the time to stock the entire Sengbusch 
family. Mail your order today and get set to make 
yourself some money. 


Office Tools 





Kleradesk 
(Steel ond 
Steeless) 


lt j 
sch fine 


Capillary-Action Handipen Desk Sets 


= the PR 
of Time- and Money-Savings 


Cota-Rack 


Sanitouch 
Moistener 
















Ideal 
Moistener 


ES 










No-Over-Flo 
Sponge Cup 
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SELF-CLOSING INKSTAND CO, 25: sengbusch Bidg. » Milwaukee 3, Wis. 
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ide chair te mat« 


Styled for perfect harmony, fashioned for 
gratifying, luxurious comfort, customed for 
lasting wear and priced for every buyer’s 
purse, these numbers like all BRIGHT 
creations are sure to give genuine satisfaction. In beautiful leathers of 
your own choice BRIGHT upholstered leather furniture enhances the 
appearance of every office. In the BRIGHT catalog you and your cus- 
tomer will find a wide range of styles and designs to meet every specific 
requirement. Write for the catalog today. 





Ne. 81 Executive 
Posture Chair 


Ne. 667 Judges Chair, a truly distinc- 
tive number. Arms and backs of foam 
rubber. Seat, foam rubber over 


the 
last 


133 BLEECKER ST. 
NEW YORK 12, N. Y. 








IN FULL 
STYLE and PRICE ASSORTMENT 


CAN'T ' 
Tip 
OVER 
BASE 
REMAINS 
STATIONARY 
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No. 3087 

OLD ENGLISH SMOKER Ne 309! DE LUXE SMOKER Ne J090 STANDARD SMOKER 
Here is a rea eavy, non-tip No: 3096 Bright Chrome and Black 25 A heavy duty smoker at « moder 
able smoker » removable glass - 080 “SAFETY TIP Non-tilt smoke proof damper meches high. 14 mech tray ate price. The cast tron 8 inch 
tray for easy cleaning, has a con ©. 3 - and glass jar as above. 22 inches smoke proof damper as above base « designed for stability. Has 
venient handle. Finished in Old SMOKING STAND high, chrome and two tone Large heavy 10 Ib. 13 inches base removable glass tray. Finished m 
English Bronze, this tem is both Made extra heavy with large re brown felted. Std. Pkg. }+—We. 42 ths Genelain Bronze. Packed 12 to 
attractive and s eable The movable amber glass tray Ex standard pkg. Shipping +t. ap 
base weighs 9 It nches tn ceptionally strong easy grip han- No. 3095 prox. 60 Ibs 

diameter, stands ches high dle. Overall ht. 27 inches. Indi Same chrome and two tone gray 

Packed 6 to standard pkg. Ship vidually packed 2 to Sted. Pkg.— Very heavy 9 Ib. felted base. Sed 

ping Wt. approx ‘ We. 40 Ibs Pkg. 4— Weight 40 tbs 















* Heavily Weighted Base * Durable Finishes * Sturdily Made 
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SERVICE GUARANTE 
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You can 
depend on 
These MASTER 


Gealures 






PERFORMANCE 

DURABILITY 

pouBLE BALL BEARING 
For Increased * HARDENED BEARING 
Sales from RACES 
MASTER PRODUCTS * SEALED IN FLOATING 
Write for ACTION 


e ENGINEERED FOR 


CATALOG NO. 10 SERVICE BY CRAFTSMAN 


MASTER MANUFACTURING CO. 
1676 East 28th St., Lorain, Ohio 














The PARKER line of VALUES! 
STEEL OFFICE EQUIPMENT 


STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





DOUBLE DOOR 
COUNTER HIGH CABINETS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 





SIZE 42''x36"'x!8"' 


ALSO STORAGE « WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 


Made of heavy Gauge Stee! . . . Electrically welded 
construction and completely reinforced throughout . 
Baked-on enamel finish in Green or Grey. 


Write for catalog and Dealer price list. 


PARKER STEKL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET ~- BROOKLYN 2, NEW YORK 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 

The W. H. Kistler Stationery Company recently an- 
nounced appointment of Harold O. Wilkins as sales- 
manager of the retail division. Mr. Wilkins comes to 
the firm from Sears, Roebuck & Company of Des 
Moines, Iowa, where he was operating superintendent 
for a number of years. He replaces George Swere, who 
resigned to take over Contract Sales for the firm. 


* * * 


Earl Kistler attended the National Office Furniture 
Association meeting in Chicago and was glad to get 
back to some of Colorado’s delightful weather. 


* * + 


After attending the national Wholesalers Stationers 
Association show in New York and taking in several 
of the current Broadway hits, Gus Lipp of Kistler’s re- 
turned home and was feted on his “last” birthday. 
Those attending were Glenn Barclay, Kistler’s; Keith 
Gordon, Boorum & Pease Company, and Dan Koss, 
Eberhard Faber Pencil Company. 

. * . 

Seen around town this past week were Merrill Hasty, 
Sengbusch Self-Closing Inkstand Company; Forrest 
Booth, Associated Stationers Supply Company; Bob 
Duer, W. A. Sheaffer Pen Company; Rolland R. Floch, 
Joseph Dixon Crucible Company; Dell Styers, Minne- 
sota Mining & Manufacturing Company. 

~ * * 

The American School Supply Company was well 
represented at the recent wholesalers’ convention 
show in New York City. Those who attended were 
Malcolm G. Kamm, Si E. Marks, and Ralph Gibson. 


* * * 


The new roster of the Rocky Mountain Travelers 
Club has been printed and mailed to all active mem- 
bers and to all dealers in the Rockies. A vote of thanks 
to Glenn Barclay and W. Byron McGarvin. 


* * * 


The Pioneer Printing Company of Cheyenne, Wyo., 
announces it has changed its status from company 
to corporation. At a recent meeting the following offi- 
cers were elected: president, Chas. A. Nichols; vice- 
president, Douglas H. Taylor; secretary, E. Joseph 
Ahrens; treasurer, Edward O. Logan. 

é 7 x 

At the last weekly Travelers Club luncheon the 
following attended: Ed L. Robinson, Sanford Ink Com- 
pany; Glenn Barclay, The W. H. Kistler Stationery 
Company; Herb Johnson, The Kendrick-Bellamy Sta- 
tionery Company; Keith Gordon, Boorum & Pease 
Company; Dan Koss, Eberhard Faber Pencil Com- 
pany; George Feeley, Dennison Manufacturing Com- 
pany; Dell Styers, Minnesota Mining & Manufacturing 
Company. 

oo * ” 

The Roy A. Davis Typewriter & Supply Company of 
Colorado Springs will now be known as the Davis 
Typewriter Company. 

* 

My spies tell me that Mrs. Jack Harper was a recent 

West Coast visitor for a few days 
+ * * 

Les Brown of the Utah Idaho School Supply Com- 
pany is still wearing a cast from an injury received 
in an automobile accident. Frank Creer says it never 
rains but what it pours: three off—one with a broken 
leg, one with a cracked knee cap and his office girl 
with a broken leg. 

- o on 

The writer is glad to report that he has seen and 
talked to Adrian Pembroke, Sr., who is feeling much 
better and comes to the office for awhile each day. 

* * > 


Adrian Pembroke, Jr., took a quick trip to the coast 
the first of the week and had marvelous flying weather 
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bin The Most Complete Line 


PAPER CLIPS 


rarer rastencrs | OF High Quality Desk and 


STAPLES 


THUMB TACKS Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST 
PAPER CLIP The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
1s scmeaceuneces many years of successful performance in the world of business. In these difficult days 


demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 


IN THE WORLD 











900 EAST 9STH STREET CHICAGO 19, tLLINOTS 











E POSTURE CHAIR 
“amiss. Ebpici cy 





COMBINES ALL The Selling FEATURES 
Of Posture Chairs 


IN ONE ATTRACTIVE PACKAGE! 


@ 1/4" Steel Tubing @ Genuine Paratex Padding 
@ Solid Steel Spindle Pin @ Beautiful Vinyl Upholstery 
@ The 3 Basic Adjustments @ Office Gray, Green or Brown 


Your Assurance of PROFIT MAKING SALES! 


You give your customer everything he wants in a posture 
chair with Maso’s “Miss Efficiency.” The User gets the 
comfort wanted; the Boss gets that added efficiency to make 
the Chair pay for itself. At the same time, this attractive 
beauty really dresses up any modern office. All of which 
means you get more than your share of that profitable pos- 
ture chair business. And don’t confuse “Miss Efficiency” 
with ordinary posture chairs—this long lasting beauty is 
quality built of quality materials yet is priced to sell! 


mm oe | Order Your Sample Today! Delivery Still Prompt! 
“Miss Efficiency” 
Office Gray Upholstery 





MASO STEEL PRODUCTS 


Dept: A 81 W. Von Buren St Chicago 5 
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The Famous 





NON-PROTRUDING POSTS 
TWO-INCH WORKING SPACE 
UNLIMITED CAPACITY 

DIRECT SCREW COMPRESSION 


MECHAN:SM GUARANTEED FOR 
LIFE OF BINDING 


COVER RELEASE LEVER 
AUTO-RAISE COVER 
FLEXIBLE-SECTIONA] POSTS 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE I, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 














FILM STENCIL 












Here’s the reason operators 
prefer TEMPO 
ers get repeat business): Im 
partial tests* prove that TEMPO 
Film stencil—will produce better copies than any other 
stencil, regardless of typewriter used for cutting. Try 
TEMPO FILM 


with any other. 


the ORIGINAL 


Write for catalog showing complete 
line of Tempo Dupliccting Supplies. 


MILO HARDING COMPANY 


THIRD AVENUE, PITTSBURGH 


SS ee 


BOULEVARD, 











That‘‘almost unbelievable’ 
high-speed, quick-drying ink! 
No offset on mimeograph 
paper. Every copy a perfect re- 
production 


TEMPO Electric DUPLICATOR 





+ « » push button control 


High speed production without waste. 
Single sheet feeding—no wasted paper 
Metered ink control—no wasted ink 
Automatically jogs copies into even stack 
Built-in Tempo Interleaver for finer papers 
Fully guaranteed. 


BUILT FOR LIFE-TIME PERFORMANCE 
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PRINTING CALCULATORS 





IT ALL 


ELECTRIC OR HAND-OPERATED 


VISIBLE ADDING WHEELS 


AUTOMATIC RIBBON REVERSE 


AUTOMATIC TOTALS 


| Baprett 


RAYTONE 


e3: ad eed ed 
MODEL B-192E} 





EXCLUSIVE 
ye 


OTHER MODELS: 


AGENCY 
PLAN! 


ES 


) BARRETT ADDING MACHINE DIVISION 
| LANSTON MONOTYPE MACHINE COMPANY 
24th at | t Philadelphia 3, Penna 


e B18—8 Column Hand Operated 
e B192—9 Column Hand Operated 
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YOU CAN'T 
GO WRONG 
WHEN YOU 
ORDER FROM 
SHIPMAN- 
WARD! 
















World Wide Distributors 
TYPEWRITERS * PARTS 
PLATENS + TOOLS 
SHOP EQUIPMENT 
AND SUPPLIES 


Peis: 


Pein! 
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ADDS UP 


Barrett 












POSITIVE ACTION 


RAPID MULTIPLICATION OR DIVISION 


ELECTRIC AUTOMATIC SHIFT AND MULTIPLY KEY 







PRINTED PROOF + SUB-TOTAL KEY - 


VISIBLE PRINTING 










DIRECT SUBTRACTION 


ONE-POSITION BACK SPACER 


IN FACT... EVERYTHING TO MEET ALL COMPETITION 
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WRITER WE HAVE IT! 
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KEL PLAT 


ENAMELING 
RIBBON 
CARBON 
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SHIPMAN-WARD M«. Co. 


325 N. WELLS STREET 
Phone DElaware 7-1090 


el itey-\cleme heme 88), lel} 
Cable ““SHIPWARD” 
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STEEL 
STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
e 


Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes — 

36” wide, 18” deep and either 72 or 78” high. 

Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MANUFACTURING CO. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 








WwoOoD 
CLIP 
BOARDS 


The Trademark of Quality 


OUR 
NO. 99 
ASSORTMENT 
DISPLAY 
WILL 
INCREASE 
YOUR SALES 


DISPLAY 
WITH 
ONE DOZEN 
EACH SIZE 


MEMO 
NOTE 
LETTER 
LEGAL 
* 

IN 
BEAUTIFUL, 
DURABLE 
LAMINATED 
woopD 


Write for catalog 
and price list. 


STEMPEL manuracturine comPANy 


2830 Roberta Street Dallas 16, Texas 
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both ways. While there he saw Doc “Sanford” Evans 
who relayed the message to all his friends that he 
would see them in Albuquerque, N. Mex. 

. 7 ” 

Len Clayton, Pembroke Company, went to see his 
doctor the other day and was told he would have to 
come back and have a cardiograph taken. Worried, 
he asked what the trouble was. “Nothing,” replied the 
doc, “I just need the ten bucks.”’ 

~ 7 ~ 

Wayne Hall of ZCMI recently spent two weeks in 
New York attending the national Wholesaler Station- 
ers Association show. 

“ a” - 

Congratulations to Keith Casper, who was recently 
appointed sales manager of Mid-West Office Supply 
Company of Salt Lake City, Utah. 

“ ~ * 

Oscar Sorenson of the Kelly Company, Salt Lake 
City, is still home recuperating from a recent back 
operation. 





Marchant Appoints San Jose Manager 


The appointment of Arthur L. Bolton to the position 
of agency manager of the San Jose (Calif.) office of 
the Marchant Calculating Machine Company has been 
announced by Edgar B. Jessup, president of the com- 
pany. Mr. Bolton is well known in the Bay Area, hav- 
ing been a sales representative for Marchant in San 
Francisco for many years. 

Marchant’s San Jose office serves the area covering 
San Mateo, Santa Clara, Santa Cruz, San Benito, and 
Monterey Counties. Frank Haas is service manager 
for the agency. 





Appoint Shelbyville Desk Representative 


Shelbyville Desk Company has announced the ap- 
pointment of the Walter Diamond Furniture Corpora- 
tion as the exclusive sales representative for the east- 
ern section of the United States. Walter Diamond 
Furniture Corporation is located at 225 Lafayette St., 
New York 12, N. Y. 


AUTHORESS POSES WITH UNDERWOOD 








Juliet Lowell, writer since 1920, uses her Underwood por- 
table typewriter to prepare material for books and articles. 
She has written such famous books as ‘“‘Dumb-Belles Let- 
tres,” “Dear Sir,” “Dear Sir or Madam,” “Dear Mr. Con- 
gressman,” and her latest hit, ‘‘Dear Hollywood.” Mrs. 
Lowell has also written comedy script and appeared on 
radio programs. Her home is in Beverly Hills, Calif. 
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Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last: Word in 
Quality, Cleanliness 
and Durability 
Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 


Rebuilé MONROE Machines 














MONROE 
CALCULATING and ADDING 
MACHINES 


Write to C.E.C. for information 


about models available and prices 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S. A. 
a EEG 
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+ iH 
“ Because you have customers whe need 
Y¥ CHECKWRITERS 


/ CHECK SIGNERS 
/ COPYHOLDERS 


















/ SPEEDRITE 
Should be in your line 


Demonstrate and sell these three business 
necessities and your sales and profits will 
grow. Every business is a prospect for one 
or all, 


ADDRESS: 40 MT. HOPE AVENUE 





WALKIE—RECORDALL 


© ON THE SPOT ® 





BATTERY RECORDER 


THE ALL PURPOSE 
PORTABLE 


USED ELECTRONIC 
ON SECRETARY 
LAND _ 

SEA ‘erences, ‘dictation, tele: 
OR ee Ec 
AIR " 


Weighs only 
9 Ibs. 


Records With 
Bag Closed 
Simply turn 
Concealed 
Knob 


Records reports whispered into the mike while on 

trains, planes or cars. 

50c worth of batteries will last 50 working hours. 
Write for Descriptive Bulletin No. 95 


MILES REPRODUCER CO., INC. 





812 BROADW 
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BOSTON Model 
KS 
Pencil Sharpener 























All the famous BOSTON features in a completely 
all metal modern design 

Dial selector for 8 pencil sizes 

BOSTON twin milling 15 edge cutters 

All metal, nickel-plated receptacle 

Stream-lined, heavier stand for greater strength 

Write for Catalog 

C. HOWARD HUNT PEN CO., CAMDEN, N. J. 


Also manufacturers of Speedbol!! 


BOSTON 


PENCIL SHARPENERS 


Wr. Boston 
Sprep CuTTER 
Says ‘Six Extra 
cutting edges 
make them last 

longer*’ 


Backed by a Full Year's Guarantee 


CONVOY chew -Coard/" 
STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files... . are priced 
in the corrugated paper board 
range—with serviceability in the 
steel range ... take less than 
10% more space than steel files 

. can be stacked to the ceiling 
without supports . . . mate to- 
gether top-to-bottom and lock 
together side-to-side ... have 
wax-like texture that makes 
drawers slide easily .. . are ship- 
ped assembled for easy installa- 
tion without tools ... are water 
resistant — moisture will not 
weaken them. 


4a 
a 


540 pounds is only a part 
of the load these wonder 
files will carry and permit 
free operation of the 
drawers! 


(*) Chem-board is the product of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
beard and thoroughly binds the fibers. It is widely used to 
replace steel and wood industrial tote boxes. 


neat 8 
14 standard sizes: and details -boarat 
about our dealer franchise. STORAGE FILES 


CONVOY, INC. « P.O. Station B, Canton 6, Ohio 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 
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RIGINAL( )DHNER 
HANDY CALCULATORS 
‘'THE MACHINE TO COUNT ON’! 











The following example shows simplicity and speed of 
operation. ONLY ONE SETTING NECESSARY. Simply 
Set Levers at “68” and calculate the answer in 25 seconds 
without setting any other figures. 
68 units @ 1.75 ea. 
15% discount........ 


119.00 
17.85 


101.15 
Less 22% for cash 2.53 


$98.62 


Compare the advantages of this sturdy, low-cost, portable 
and efficient calculator with any machines in the field. 
Why pay more? 


WRITE FOR BULLETIN RO-53 


IVAN SORVALL, PRES 
210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 











- 


your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 















We have broken all precedent with ~ 
manufacture and production of a —, : 
and display unit to handle a complete lin 
CLEARTYPE MAPS. 
Ask for detai 
ynit, help you to advertise and 







ls about how we install this 
bring PROFITS 










Reply Dept. A-1! 


AMERICAN MAP COMPANY, INC. 
16 East 42 St. NY. 17, NLY. 
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No. 41 


new HAMMERLOID 
gray or green finish 


OFFICE 
INDUSTRIES 
of AMERICA 

| 


A drawa2hr 





STEEL FILE 


IMMEDIATE DELIVERY 





merloid File. 


@ ATTRACTIVE BRASS 
HARDWARE 


@ EASY GLIDING DRAWERS ON 
ROLLER BEARINGS 


@ COMPRESSION FOLLOWER 
BLOCKS 


@ 52” HIGH, 24” DEEP 


@ SPOT WELDED— STURDY 
STEEL CONSTRUCTION 


@ NON-SUSPENSION 
@ ECONOMY PLUS 





VOLUME PRICED 
546° oct. 
$4935 each 


Tess than 6 
LESS USUAL 
DEALER’S DISCOUNT 











F.0.8. FACTORY CHICAGO 
THE ORIGINAL TRANSFER CASE 
PEOPLE” 


a few in stock for immediate 
delivery 








325 W. MONROE ST., CHICAGO 6, ILLINOIS 





Dealers! Reap huge profits 
with this beautiful Ham- 





CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10" PLATE 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1!) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 







Press, apply pressure, let 
vulcanize for 10 minutes. 


4. Rel , extract 
+ PLATENS 11x13” ot tom Geptees end 


« INSIDE CHASE 10x12” have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 











Sectional Post Binders 


posts, 3/16 dia 


Storage Binders 








“SLOT-LOK’ BINDERS 
With time-saving  positive- 
locking mechanism. 46 stock 


numbers. Sectional or solid 





ise) POST BINDERS 


Sectional or Solid Post Styles 


7 Grades— 160 Stock Numbers 
Popular Styles, Sizes, Capacities 


SECTIONAL POST BINDERS 


| grades, 60 stock numbers. 
Toplock and endlock styles. 


5/16” and 43,” dia. posts. 





“Slot-Lok’’ Post Binders 


STORAGE BINDERS 


2 grades, 54 stock numbers. 
Sectional post. Solid post 
or Permanent-storage post 
styles. 3/16", 5/16” or 


4%” diameter posts. 


Write for Complete Catalog of other Elbe Products 
ELBE FILE & BINDER CO., INC. 


Fall River, Mass. 
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Seamless tube construction with extta 
steel reinforcing bar within lezs — Die-formed 

leg stretchers for extra strength and rigidity, Choice 
of large, curved plywood or steel seat for 

maximum comfort and correct posture, 


RUG 3 


METAL PRODUCTS @ GREEN BAY ¢ WISCONSIN 
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Fuclton MARKING DEVICES 


have the quality that 
builds repeat business 
Carry a full line of these deluxe items 


Prompt Shipment of 


Service and Fulton Daters 
and Numberers 


DeLuxe and Special Business Outfits 
Sign Making Kits 

Dri-Kwik Stamp Pads, Sizes No. 0, |, 2— 
in New Drawn Boxes 

Fulton Stamp Pads and Ink 

Special Rubber Stamp Inks 


Complete line of Crown Self-Inkers, 


Daters & Numberers 
Porous Price Marking Kits Now Available 














82 Fulton Street Elizabeth 1, N. J. 





















8 MODEL 
oomgee 

CHECK 

WRITER 


THREE 
SAFEGUARDS 








HUMIDIFIER 





Health —— 
and 

fe! 
Wealthy’ 


WINDOW 
VENTILATORS 


NOW AVAILABLE... 
the SAFEGUARD Dee-R-Tee 


The latest and most effective method to keep 
typewriter type clean, free of ink, as shiny as 
silver. No soiled fingers. No smudged letters. 









Safeguard Corp. 


LANSDALE, PENNA 
overseas distributor—Safeguord International 
3312 Lancaster Ave., Philo. 4 
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THE BOOKKEEPING MACHINE 
INDUSTRY IN WESTERN GERMANY 


HE MOST IMPORTANT plants manufacturing book- 

keeping machines in Germany are situated in the 
Russian Zone. These machines, designed along adding 
machine lines, include the Astra, Continental and 
Rheinmetall in western Berlin: Goers. Those built 
along typewriter construction principles (with actuator 
and counter) are the Continental, Ideal, Mercedes and 
(in western Berlin) the Adler flat-writing (book re- 
cording) accounting machine. 

Formerly a bookkeeping machine, based on the 
Mauser 10-key adding machine, was produced in the 
Mauser works in western Germany. After the war the 
factory was dismantled and the old Mauser machine 
is now being built at Lavallois near Paris under the 
trademark, “M.L.S.” Bookkeeping-typewriting ma- 
chines with counters are still being built by Torpedo 
and Triumph. Cash register-bookkeeping machines in- 
clude the Anker and National, while punched card ac- 
counting machines are represented in Berlin by Pow- 
ers-Samas and Hollerith. The latter is now produced 
in western Germany. A special invoicing machine is 
made in the Russian Zone by Rheinmetall, while a 
universal printing calculating-bookkeeping machine, 
the Mauser System Cordt, is produced in Berlin. 


Formerly the leading 

manufacturers of automatic 
bookkeeping machines, the Astra and Continental 
plants have been largely dismantled by the Russians. 
In consequence, they can assemble only a few ma- 
chines, using parts still in stock at the end of the war. 
It is impossible to make new parts for Continental 
bookkeeping machines, for even the machine tools 
were dismantled and transported to Russia. Two years 
ago a fully automatic Continental bookkeeping ma- 
chine was perfected and was demonstrated on the 
occasion of the last Leipzig Spring Fair (1950). Manu- 
facture of this machine depends on Russian permits, 
but as the Russians (bookkeeping experts!) prefer the 
10-key system, it is unlikely that they will sponsor 
the new full keyboard machine. To date only about 
350,000 marks ($1 = DM 4.20) have been granted by the 
VVP (Union of People-Owned Factories). Even if the 
East German government were to allow the remaining 
2,150,000 marks needed, two or three years would prob- 
ably be required to complete the first machines. 

As to the future manufacture of the Astra machines, 
conditions are not so unfavorable, if one disregards 
the fact that high-quality materials cannot be ob- 
tained and that the Russian Stachanow system (called 
the: Hennecke system in East Germany) has re- 
duced the quality and finish of the machines. (Object 
of the abovementioned systems is to stimulate work 
by premiums, which are held low, and to force work- 
men to exert maximum effort to attain the prescribed 
goal). 


The fact that it is 
impossible to obtain parts for 
the many East German bookkeeping machines in op- 
eration in western Germany favors the rapid devel- 
opment of the office machine industry in the latter 
area. Prior to World War II, only typewriter account- 
ing machines were manufactured in western Germany 
(with the exception of the Mauser). Today the west- 
ern area is preparing for extensive production of the 
fully automatic bookkeeping machines based on add- 
ing machines. 
The long-established Kienzle factory at Villingen in 
the Black Forest, formerly known for its taximeters 
and speedometers, began the manufacture of a credit 
balance adding-listing machine about a year ago. The 
same plant is now preparing to manufacture a fully 
automatic bookkeeping machine with the following 
features: higher speed by presetting the following 
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Keep Your Customers Satisfied 
ELIMINATE COSTLY REPAIR JOBS 


Many of your costly office machine repair calls are made because your customer is not totally satisfied with 
his typewriter operation—minor difficulties which arise and are traced down to the platen. You can satisfy 
these customers with immediate results and save yourself costly repair calls. 


A FUTURISTIC Platen Is the Answer! 


Futuristic 5-Star Platens are the first name in Platens. They are produced by a rubber manufacturing 
plant interested solely in perfecting office machine rollers. They are distributed to office machine dealers 
by a firm with 49 years of experience in this special field which has pioneered and developed the Futuristic 
Platen as the World-Wide Standard Platen. 

Backed with unequalled experience, continuous research and study, this perfected product meets the ex- 
acting needs of both the typewriter dealer and his customer. 


Install FUTURISTIC PLATENS Only 
ON YOUR CUSTOMERS’ MACHINES 


AMES SUPPLY COMPANY 


MANUFACTURERS & DISTRIBUTORS OF THE FAMOUS FUTURISTIC PLATENS 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W 564 W. Randolph St. 1913'2 Commerce St. 777-779 E. Pico Blvd. 37 Murray St. 583 Market St. 


: 
| EXPORT DISTRIBUTOR 


AMES INTERNATIONAL, Inc., 564 W. Randolph St., Chicago 6, Ill., . Cable Address—AMESINTER, Chicago 

















HIGGINS Wn. Dealen: 4 


This ad is appearing for you in leading 






PEN 
CLEANER 


art, drafting and educational publications. 
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Cleans your pe JL 


HIGGINS PEN CLEANER makes them 


better than new, for they are clean 
and also “broken in.” Cleans your pens 
and instruments encrusted with 

; aN ¢ ‘ ee nas as BBs 
dried waterproof drawing inks. It is 
non-inflammable, harmless to 
brushes and instruments, non-injurious 
to skin and clothing and non-volatile. 





DIRTY) 


HIGGINS 





f By the Makers of Higgins American Drawing inks 


HIGGINS ine co. Nc. 271 NINTH ST., B’RLYN. 15, N.Y. 
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PHIL ADELPH HIA, PA. 
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executive office group 


herman miller furniture company 
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value while the machine computes the last set num- 
ber; automatic printing of sub-total and total without 
an extra stroke; subtraction in the vertical registers; 
correction by entire reversal of the automatic control; 
motorized functional keys for sub-total and total in 
both the cross-foot and vertical registers, selection of 
registers at will and other outstanding features. 
Another new company, Exacta Buromaschinen 
GmbH, is being formed by engineers and experts who 
came from the people-owned Astra and Continental 
bookkeeping machine works in Saxony, Soviet Zone. 
In the near future they will exhibit the prototype of 
an Exacta fully automatic bookkeeping machine, which 
will incorporate the best features of both the Astra 
and the Continental, as well as a number of new out- 
standing developments for modern bookkeeping. 
Two other western German firms are designing auto- 
matic accounting machines, about which we shall 
report in an early edition of Orrice APPLIANCEs. 
There is, of course, still plenty of opportunity for 
importing foreign bookkeeping machines in western 


Germany, including the American Burroughs, National, 
Monroe, Remington Rand and Sundstrand. Imports 
of machines are coming from all countries producing 


these lines 

At the next Technical Fair at Hanover, April 29- 
May 8, there will be two special exhibition halls for 
office equipment, the Association of the German Office 
Equipment Industry having decided to show the en- 
tire range of office equipment at Hanover once each 
year. It is expected that the I.B.A., formerly the most 
important office equipment exposition in Europe, will 
be held again in Berlin in 1952, the last showing having 
taken place in 1934 


Buys Office Supply Store in DeKalb, Ill. 


After 20 years’ service with Sears, Roebuck & Com- 
pany as a buyer of office equipment, office supplies and 
printing, John Condon has purchased the former Knapp 
Business Equipment store in DeKalb, Ill. Originally 
in a very small and inadequate location, the firm 
moved on April 1 to 505 E. Lincoln Hwy., DeKalb, 
where plenty of space and two good show windows are 
available 

The new business, known as Condon Business Equip- 
ment, has a staff of four men, including three outside 
salesmen. The new owner will welcome calls from 
manufacturers and suppliers. 





G/W HOLDS FILING SCHOOL 





A view of one of the three classes of The Globe-Wernicke 
filing school recently sponsored by Globe Office Equipment 
& Supplies, Inc., Cincinnati, Ohio. Mrs. Norma Hinds, G/W 
systems analyst, who conducts the filing schools, is shown 
standing between Robert Robertson, vice-president and 
treasurer, and James (Scotty) Robertson, president and 
founder of Globe Office Equipment and Supplies. Ed 
Howard, G/W district sales representative, is shown stand- 
ing at the rear. (Pictures taken at other successful G/W 
filing schools appeared in the February and March issves.) 
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METAL 
DATER 


Date changes at the 
touch of the lever, up 
to 31, then month 
changes. Self-inking, 
of course. 


catalog “E”’ 


WMV. A. FORCE 


& COMPANY, INCORPORATED 





THREE QUARTERS OF A CENTURY’S SERVICE 








M I D C THE BEST BUY 
IN DESK LAMPS 
Top Quality 
At A Price 
That Sells; 
With A 
Mark-up 
That Spells 
PROFIT! 
4200 Series — 


Complete line of 1 & 2 Tube Desk Lamps, Ad- 
justable-arm Clamp-on and Floor Lamp Models 


You never have a come-back when you offer the Quality 
Built MIDCO the Perfectlite lamp. There is no better value. 
. .. MIDCO’s famous Dual Reflector principle of light con- 
trol delivers more foot candles, more evenly, for more com- 
fortable seeing. Attractive design with 3 beautiful finishes 
in 1 and 2 tone effect; Brown Wrinkle, English Antique 
Bronze and Metallescent Gray. The finest materials and 
workmanship. Assurance of dependable operating perform- 
ance with years of uninterrupted service. 


Write for literature and prices today! 


Be Wise! Stock up on MIDCO lamps—ORDER TODAY! 


MIDWEST NATURLITE COMPANY 
228 West Kinzie St. Chicage 10, IMlinois 
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‘DAV-SON 


The Standard of 
Bulletin Board 


Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Photographs, Letters, etc. 

e Indoor and Outdoor Styles 

@ Hardwood or Metal Frames 

e@ With or Without Locking Glass Doors 
@ Many Sizes in Stock 





Dav-Son Changeable Letter Direc- 
tories For Lobby, Office or Outdoor 
Use. 


e@ Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

e@ Highest Quality Felt pamarenes : in 
Choice of Several Colors 

e@ Many Letter Styles and Sizes 


am 


Dav-Son Name Pilates For 
Desk, Door or Wall Mounting 


e Choice of Matching Wood Bases 
e Names May Be Changed at Low Cost 





WRITE TODAY FOR FULL 
PARTICULARS AND PRICES 





















A.8. DAVBUPORT & SOW..20G. 
oA ond 311 N. DESPLAINES ST.. CHICAGO 6, ILL. 








LeTin @OaA8 OS FOR EVERY NEEDC 


A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 








34” Lip 
Grecter 
Foot Space 










5 Colors 


EXECUTIVE MAT 
No. 1502—48’x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 


Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 
Long Islend, N. Y. © Chicago, Ili. ¢ Laurel, Miss. 


[NDUSTRIES [NC. 


\VYOODALL 
3500 OAKTON ST. 





SKOKIE, ILL. 


Chicage Telephone CO 7-2600 
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NOVEL UNDER-GLASS DISPLAY 
BUILDS SALES, SAVES TROUBLE 


by Robert Latimer, 


correspondent 

Developing a huge glass display case, slanted at 
a 30-degree angle toward the aisle, has heavily acceler- 
ated sales for Hester Office Supply Company in Lub- 
bock, Tex. More than 50 samples of the business forms 
handled by the stationery department can be ac- 
commodated in this manner. 

The huge display case, 15 feet long by 3% feet wide, 
was developed by W. L. Hester, head of the firm, and 
his son, Ross Hester. The display has proved an effec- 
tive means of solving in one operation all of the nui- 
sances and headaches attendant upon handling and 
selling printed business forms of various types. 


Prior to the construction 
of the case, which actually 

is a counter with a slanted glass top, the Hester com- 
pany carried its blank business forms in boxes, racked 
in tiers of shelving, behind a plain, ordinary counter. 
However, this had been highly unsatisfactory for years, 
according to Ross Hester, inasmuch as it was often 
necessary to open up several boxes before the proper 
form for the job was found. Meanwhile the customer 
was left standing at the counter for long periods, 
pointing at this and that type of form. “Also, we have 
many customers coming in who want a particular type 
of form, but who do not actually know the correct 
name for it,” the Texas retailer said. “By having every- 
thing out in the open, where he can quickly recognize 
it, we have done away with this sort of delay, increased 
the unit sale to each customer and have been able to 
get a better concept of what the market desires.” 

The big counter is divided into a series of eight ver- 
tical columns, each lined with green blotter felt and 
separated by a thin wooden strip. The columns are 
approximately two feet wide and each is large enough 
to accommodate as many as 20 or 25 samples of large 
blank forms, beneath the glass. After much experience, 
they have been arranged to read from left to right, 
with the most commonly-used forms in the center. 

Thus, the first vertical column under the glass shows 
six types of accounts receivable and payable forms of 
the loose-leaf variety, which are widely used in this 
section of Texas. In the second section are six more 
varieties of accounts receivable and payable sheets, 
with additional columns, insertions, and so forth, to 
fit the sheets into various forms of business. In the 
third section are four types of general ledger sheets, 
ready for double-entry bookkeeping, for shipping, 
invoicing and other purposes. The fourth column is 
“other ledgers” with a variety of all-purpose ledger 
sheets, which may be switched from one type to an- 
other, according to the needs of a stock rancher, a 
store operator or an insurance agency. 


Moving across, 
in the center column, are “payroll 
sheets” with two forms, both widely used in west Texas. 
The sixth column to the right is headed “columnar 
forms” and also shows two types, which Hester Office 
Supply Company stresses for use by agriculture, oil or 
stock-raising businessmen who must file many types 
of government forms and keep additional records. 
“Columnar forms” are included in the seventh section, 
with two smaller sheets, while in the eighth section are 
“journals” with another two samples included. All 
are spaced widely apart, and offset to the right. Two 
or three types are shown, one above the other, so that 
it is easy for the customer to see the advantages of 
each type of form and to scan the printing closely. 
The paper is only a quarter of an inch or so under 
the glass. 
Steady use of the tilted glass panel, which saves 
much handling, has done away completely with soiled 
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The Genuine 


® 





OUTPERFORM THEM ALL! 


V. )RNADO is your best investment, Mr. Dealer. 












— 


Vornado is engineered to move air three times 
farther, three times faster in a gentle swirling motion 
and is designed for beauty. 

Office managers everywhere want modern func- 
tional equipment to blend with their fine surround- 
ings, which only Vornado offers. 

Be sure to stock the genuine Vornado. 

Write for descriptive literature. 


Contact your distributor and buy your 
season's requirements now. Be sure to 


stock the Genuine Vornado. 


A PRODUCT OF 


THE O. A. SUTTON CORPORATIONS 


18093% WEST SECOND STREET eo WICHITA, KANSAS * 








Uncle Sam Says 








FACTS 


for 


JOIN TODAY ff 
fx SECURITY | 
TOMORROW &f 


PAYROLL 





CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, ect de- 





if it's money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 





TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. 8S. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 


a-Month Plan where you bank, is a ° 


sure cure for the between pay day 
**heebie-jeebies.’’ And—your money 
GROWS—S for every $3 you im 
vest, im ten short years. 

U.S. Treasury Department 








cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau geve us was just 
what we needed and placed us in @ position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain udoonation, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES end subscription rates. 


OFFICE APPLIANCES, 600 w. jackson Bivd., Chicege 
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34” wide lip 
CHAIR 
MATS 


For That 
MODERN DESK 


(ISLAND BASE) 


IDEAL OVER HEAVY 

CARPETS — ROUGH 

FLOORS — WORN 
SPOTS 





TEMPERED 
HARDBOARD 


COLORS: BROWN - GREEN - MAROON - BLACK - GREY 


CIRCULAR PRICES 
UPON REQUEST 





HARDBOARD FABRICATORS, INC. 


59 BRANCH §S * at. LOUIS 7, MO. 





NOW IN PRODUCTION! 
The New Qnanklin 


STREAMLINED 


EXECUTIVE 


WASTEBASKET 


For All Uses! 


No. F-1500 


Meets Govt. Specifications 
and Fire Law Regulations 


! ALL THESE FEATURES! 


| 
| 
wire around entire | 
| 
t 





Body 24 gauge steel, large feet, 20 gauge |," 
top. Rubber corners and rubber grommets on feet 


COLORS: GREEN, GREY and WALNUT 
BAKED ENAMEL FINISH 
PACKED 4 to CARTON, WT. 251 Lbs. 


Granklin 


METAL PRODUCTS CO. 


1500-02 S$. Wabash Ave., Chicago 5, Ill. 



















226 


stock, since it is never necessary to take out a form 
until the customer has made his decision. 

The under-glass display has worked out so well that 
the company has developed a huge sample book which 
shows more than 50 forms for accounting of various 
types. These sample books, bound in a heavy fiber 
board cover, cost the Hester concern more than $5 
each to make up. Currently they’re being distributed 
to every public accountant in the Lubbock area, to 
help him work out more efficient operating forms, 
“Naturally, this has been an expensive promotion,” 
Mr. Hester said. “But our sales of new types of forms 
and the changeover of accounting offices from one 
type of column operation to another has been excel- 
lent testimony that the books have gotten results, 
We’re now getting ready to develop a similar type of 
sample book for lawyers in the area. This will be made 
up entirely of legal forms of which we carry a vast 
stock. We print some 20 or 30 types of legal forms of 
our own in addition to carrying hundreds more by 
manufacturers. By binding all legal forms into a 
single folder and presenting these to all legal offices, 
we should be able to balance sales more evenly on the 
various types. It may later be possible for us to develop 
a similar type of sample book, on a smaller scale, for 
oil and gas mineral leases, for rental contracts, and 
so forth, under the same type of operation.” 


One of each of these 

sample books is kept on top 
of the display counter so that if the customer proves 
to be a lawyer, a public accountant, or an oil man, it 
will be possible merely to refer him to the proper 
sample book, along with pointing out whatever forms 
apply to his business, in the under-glass display. Al- 
though the display takes up a large amount of space 
it has more than paid for itself during the first year. 





Window Pen Repair Department 
Promotes Fountain Pens and Pencils 


Sales of fountain pens, pencils and matched sets 
have been substantially increased at the Stationery 
Company, Albuquerque, N. Mex., since the pen repair 
department was put on display directly within the all- 
glass front of the store. 

The company, which was remodeled last year, in- 
corporated among its most outstanding improvements 
a slanted glass front extending from the sidewalk toa 
point 12 feet above. This does away with reflections 
from the buildings across the street as well as traffic 
lights and thus makes the entire store a display win- 
dow. 

Because of the extremely high visibility which the 
new front made possible, it was determined to take an 
unusual step in remodeling—to place the blonde hard- 
wood enclosure, designed to set off the pen repair sec- 
tion, five feet behind the window in the center of the 
store. Here, where thousands of passing shoppers may 
see the operations at close hand, one or two mechanics 
are kept on the job repairing fountain pens, pencils 
and every type of writing instrument. The five-foot 
enclosure in which they work has neat racks on which 
to place articles awaiting repair. There’s also a place 
for the tools so that an orderly appearance can be 
maintained. Since every step of the repair operation 
can be seen clearly, the mechanics on duty quite fre- 
quently hold up the finished product to display it to 
people watching through the window. 

This practice has not only stimulated pen repair 
volume, but also has brought many additional people 
in to look over the new pen and pencil displays in 
blonde wood cases on either side of the repair depart- 
ment. Dozens of sales a week are made to customers 
originally attracted through “window curiosity” in 
addition to those which result when an item has been 
found to be too badly damaged to be worth repairing. 
—RAL 
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CASH, BOND 


* HAMMERED SILVER FINISH 
UTILITY BOXES 



























© ) Popular Styles 
No. 10 SERIES—4 Styles 
No. 910—Key Leek, No Tray 
Ne. 1910—Key Leck, 6 comp. 
steel tray 
Ne. 910CL—Comb. teck, no tray 
Noe. 1910CL—Comb. tock, 6 
comp. steel tray 


No. 23 SERIES—4 Styles 
Ne. 923—Key tech, ne tray 
No. 1923—Key lock, 6 comp. 

steel tray 
Noe. 923CL—Comb. feck, no tray 
Ne 1923CL—Comb. eck, 6 















comp. steel tray 


All boxes ere individually 
boxed. 


MiUsraATeD CATALOG "*@” 
ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST 


HICA 











Export Representatives 
FRAZAR & CO., 50 CHURCH STREET, 








ox 6x 4% NEW YORK 7, N. Y. 








23 SERIES 








Coble Address: “FRAZAR'' New York 





PUT EFFICIENCY INTO YOUR FACTORY 
WithDramer SEATING! 


pul Cramer 


CHAIRS... A 


@ ON ASSEMBLY LINES 

e AT MACHINERY 

@ AT DRAFTING BOARDS 
e IN THE OFFICE 


Cramee SPECIALIZED SEATING 


Cramer POSTURE CHAIR CO., INC 
1205 CHARLOTTE 
KANSAS CITY 6E, MO. 





Cramer IS READY TO SERVE AGAIN 


THIS IS A REVERSE REDUCTION OF A 2 COL. x 6” NEWS- 
PAPER AD BEING USED BY Cacao, DEALERS. 
ORDER YOUR MAT. 








THIS VERSATILE IDEAL 
STAND Has Wide Appeal 


1. DICTIONARY 
STAND 


2. BOOKCASE 


3. SPEAKER'S 
STAND 









You will find many buyers for this 
handsome moderately priced Ideal 
utility stand. 


Schools and colleges use it not only 
im libraries as a reference stand and 
beokease but in suditoriums and 
classrooms as a lectern. 


Business firms also buy it 
fer purchasing agents and 
research libraries. 


Sturdily built of selected 
hardwood with plyweed back 
and finished im natural weed 
or walnut, this Ideal multi- 
purpese stand will lock well 
im any setting. Also available 
unfinished. 


IDEAL STAND NO. 930 


Height ot back 42 in. 
Height ot front 36/2 in. 
Width 25 in. Depth 1134 in. 


Shipped K.D. Wt. 45 Ibs. Write for details Dept. 50A. 


IDEAL SCHOOL SUPPLY CO. 


8318 Birkhoff Ave., Chicago 20, Ill. 











La Salle COSTUMERS 
SMOKERS Saturna 


(b) All metal snuffer type. 
Designed especially for Office Use 


Four Weeks Delivery 














Unbreakable 


Hooks Write for 
No. 155 heavy 


Prices 
gouge steel cos- 


tumer; Sturdy 
construction, de- and 





signed for per-  Ullustrated 
fect balance un- 
der heavy loads. Catalog 


Height 68” — 
Post 1/2". Base 
—21" spread. 
Hooks mode 
from solid rod, 
finished with 
rounded knobs. 
Finish: 
Grey with Satin 
chrome hooks. 


Packed in units 
of six. Shipping 
weight 60 Ibs. Ne. 150 


of our 
Complete 
Line 


heavily weighted base, 8” 
amber glass liner in 94,” 
a 


of glass liner 24'/,". Satin 
chrome finish. | ‘Stilpping 
13 the., 


y for use. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 
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More salable because they keep wraps 
“in press." 


Improves health and morale—lower ab- 
senteeism. 


WRITE FOR BULLETIN NO. OL-13 


LOCKERETTE 


; “| Combines the best 


features of both 
lockers and coat 
racks 


Wraps are exposed to air 
and light. Employees do not 
face the weather in damp 
wraps that have been crum- 
pled in dark lockers—do not 
eat soggy lunches, soaked 
by wet hats or gloves. Each 
person has his own spaced 
coat hanger, ventilated hat 
shelf and 12" x 12" x Is" 
deep lock box for lunches, 
tools and personal effects. 


Lockerettes save space too 

. the No. 6-12 (2-col- 

umn) accommodates !2 peo- 

ple in 6 feet; the No. 9-18 

(illustrated) accommodates 
18 in 9 feet. 


VOGEL - PETERSON CoO. 


624 So. Michigan Ave., 





Chicago 5, Iii. 











PROMPT DELIVERIES! 
Wood... Steel 


DESK TRAYS 


WOoD 
INDEX CARD BOXES 


SEND FOR CURRENT PRICE LIST 


PREMIER SUPPLY Corp. 


40-30 23rd ST. « LONG ISLAND CITY 1, N. Y. 
RAvenswood 9-2667 
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Features include foam 
rubber seat cushion, 
new 144” O.D. tubular 
base, ball bearing cast- 
ers as well as Fritz- 
Cross easy-3-way pos- 
ture adjustments. 
Available in a smart 
range of colors and up- 
holstery materials. A 
worthy member of a 
chair line that builds 
sales and profits in any 
competition. 


300 East Fourth Street 





ic] Presenting... 
NEW FRITZ-CROSS CHAIR NO. 410 





The ¥ritt-Cross Company 


St. Paul 1, Minnesota 


No. 410 
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Miller Wayland Firm Opens New Store 
Miller Wayland Company, Columbia, Mo., recently 
opened an additional modern store at 15 S. 9th St. 





FURNITURE DISPLAYS AT NEW MILLER WAYLAND STORE 


provide display space for office furniture, 
office machines and supplies. 
ttractively shown through the center 
the walls are lined with shelving to 
nachines and commercial stationery. 
owned and operated by John F. Way- 
k Miller, was acquired several years ago 
steady growth. 


Furniture is a 
of the store 
display office 

The busines 
and and Fra! 


ind has show! 








Financial Votes: 
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949. Sale $33 246,000 n 1950 were 
norted for the t vear. Orders received 
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The Genera ng Company, Youngstown, Ohio—The annua 
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1950 aft 
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INTO THE PROFIT POSSIBILITIES OF 


‘Silver Eagle” 


A superb carbon paper that offers a really new sell- 
ing approach... 
.. customer recognition and demand through 
a color pattern carried ovt in both product 
and package. 
A line your salesman would enthusiastically endorse 
. and sell! 
Simply write for full details—no obligation, of course. 


For Domestic & Export Trade 





U. 5. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST PHILADELPHIA 6 PENNA 
/ j hed ] 


KOR crs ah 


63 Years Ago KOH-I-NOOR 
made the FIRST Drawing Pencil . . . in 
17 DEGREES, 6B to 9H. Since that time 
no other pencils have approached Koh- 
I-Noor’s Record for Unfailing Uniform 
Performance. 













No Matter What Your Requirements .. . 
you will find a KOH-I-NOOR 
Product to satisfy you completely. 


DRAWING PENC 


wi > m¢ 
wi II 
NOW ) ‘ rNCILS 
b NC 
ck 
" 





Available .. - 


No. 1600 KOH-I-NOOR 
Polycolor Pencils 
with IMPORTED Leads 


in 67 colors 










The RIGHT pencil for the RIGHT job 
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A QUALITY LINE 


Carefully Fashioned 
for Business, School 
and Professional Use 
ZIPPER RING BINDERS 


PORTFOLIOS BRIEF BAGS 
BUSINESS CASES 





Available in a range of grades from Highest 
Quality to Popular Priced Items for Students as 
well as Salesmen and Executives. 


CHICAGO SADDLERY CO. 





105 SO. JEFFERSON ST. - CHICAGO 6, ILL. 











Knows 
THE CLAROTYPE CO., INC, 
261 Broadway, New York 7 








NAMEPLATE PROBLEMS? 





Send for this Manual of... 


MEYERCORD 
DECAL NAMEPLATES 


eRe: 


Most useful 
nameplate manual 


ever offered! 20 
full-color pages 
show hundreds of 
problem solving 





uses of Meyercord 
Decals on glass, 
metal, wood, china, 
plastic, rubber, 
leather—curved, 

flac or flexible 
surfaces. Fast, easy 
application 


WRITE FOR YOUR 
FREE COPY 
BUSINESS LETTERWEADS, 

PLEASE, DEPT. 39-5 


JeMEYERCORD(. 





TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. + NEW YORK 13, N. Y 
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the 
complete 


line of 
| STANLEY Fine LEATHER FURNITURE 


fits every 


need of OFFICES, 
CLUBS, INSTITUTIONS 










TANLEY 


ROCKET Club Chairs, Matching Settees, and 
Sectionals are made by the manvfacturer of 

STANLEY Fine Leather Furniture. Upholstered 
} in Boltefiex and Fabrilite. Wide choice of 
colors. Write for prices and color samples. 


STANLEY 


MANUFACTURING COMPANY 
2310 N. MAIN ST. * FORT WORTH, TEXAS 
























These are your customers for 
No. 40 Smo-King 
eaten: SMOKERS * SAND URNS 
Only one ASH TRAYS 
moving part. 
No Springs. Offices @ Homes @ Hotels © 
Large Co- Railroads @ Restaurants 
OSERY. j Theotres @ Showrooms @ Stores 
Prevents @ Institutions 
Odors. 
There's a Smo-King product for 
eee every purse and purpose. . . 
, v all quality gvoranteed. Right 
Height 26" now . . . WRITE for the new 
anndied 1951 Catalog . . . with prices 
Wey 10 and discount. 


SMO-KING PRODUCTS 


Designers and Manufacturers of Quality Smokers 


602 Wythe Avenue 
Brooklyn 11, N. Y. 




















pioneered 
non-flammable 
Acetate Index 
Tabbing at popular 
prices—We have 
pioneered a truly 
“over the counter’ 
display carton to help 
retailers show our products 
to consumers. We have... 
yes we have pioneered many 
innovations. However, you owe it 
to yourself to try Ezyindex Products 
and KNOW what we mean. 











FOR FURTHER INFORMATION AND REPRESENTATIVE IN YOUR AREA, WRITE: 


EZYINDEX PRODUCTS CO. Fusminc wy 


DIVISION OF 
ASSOCIATED CELLULOSE PROD CO 
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Member: NOFA 


Tu 
Paper Cipe 


ARMA! 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 
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ON THE MARCH fo aid 
the Military Services 
and Civil Defense 


CELLUGRAF 
NU-VISE 


NU-VIZ 
MAPTACKS 


SIGNALS 
AND MAPTACKS 


George B. Graff Co., Cambridge 40, Mass. 








Designed and created by 


NEW 
No. 1000 A 
Side Arm Chair 
All Walnut 





Grand Rapids 
Office Chairs, 


Davenports and 
Related Furniture 


Overall 
Height 33" 

Overall 
Width 24" 


Seat depth 20" 


between arms 20" 


Back height 


from seat 17" 


Revolving 
Chair to Match 





GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich. 
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CHARLES BRUNING COMPANY, INC., 4754 MONT- 
ROSE AVE., CHICAGO, ILL.—“How to Simplify Your 
Paper Work” is the title of a new booklet put out by the firm. 
Printed in black and green on white stock, the booklet is de- 
signed for easy reading and is dressed up with a well-designed 
silhouetted figures. The Bruning BW copying process to reduce 
paper work is described as it will affect the various phases of 
business such as sales, engineering, manufacturing, personnel, 
administration records, finance and research. Requests for 
copies should be addressed to the company. 


C-THRU RULER COMPANY, 827 WINDSOR ST., HART- 
FORD, CONN.—Dealers are now offered a display featuring 
the C-Thru Spee-dotter through a 12% x 18%-inch card, 
colorfully printed in red and blue. Two sizes of Spee-dotters 





are mounted on this display, which has an attached easel. The 
display is given with the purchase of the two mounted items 
and has copy outlining the chief uses and features of the 
drawing instrument. 


FLEXO INTERNATIONAL CORPORATION, +3245 W. 
LAKE ST., CHICAGO 24, ILL.—Four pages of photographs 
and drawings which picture the different positions and uses 
of the various lamps are now being offered by the firm. Com- 
prehensive descriptions which include the shipping weight of 
the different lamps are printed next to the illustrations. Fur- 
ther information may be obtained from the above company. 


MILO HARDING COMPANY, 432-34 W. PICO BLVD., 
LOS ANGELES 15, CALIF.—The company’s “Tempo News”, 
issued periodically during the year, is gaining attention in this 
industry because of the co-operation it affords between the com- 
pany and the dealer. These “consumer” letters are sent to the 
dealers for distribution, thus making a “tie-in’’ campaign pos- 
sible. “Tempo News” illustrates the work done by a Harding 
duplicator and in newsy style describes Milo Harding products 
as well as helping mimeograph operators with their problems. 


THE HEYER CORPORATION, 1850 S. KOSTNER AVE., 
CHICAGO 23, ILL.—A four-page folder that opens up into 
one complete ad is now being sent to dealers for use as a 
window poster. The folder is an oversize reproduction of an 
ad that appeared in the Saturday Evening Post and Life mag- 
azine. Photographs add to the effectiveness of the description 
of the new Heyer portable printer and its many uses. Also 
available as promotion of the new printer are one- and two- 
column newspaper ad mats, envelope stuffers and an easel 
display card featuring the Model 60 printer. 


INK SPECIALTIES COMPANY, INC., 523 N. HAL- 
STED ST., CHICAGO 22, ILL.—Packaged in a new plastic 
squeeze bottle, the firm’s inks, including the Rapid Dry red, 
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Seslin Eclipse 


PRECISION TIME STAMP 





PROTECTALL SAFES 


— jin sizes for every business, 
home or office . . . sell every- 
where, because they ore mod- 
ern, streamlined, handsomely 
made and carry the Under- 
writers’ “‘C’’ Label — one hour 
fire protection. 


FOUR STAR 

SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


Be sure the safe you 
sell offers that value. 





tl ; a 
| |a terel||| Get the Protectall story. 
Ht 


Bi | PROTECTALL SAFE CORP. 
Ve ee 926 S. Salina St., Syracuse, N. Y. 


(Ti if 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


— 


4. D. JOSLAN ure. company 


MANISTEE MICHIGAN 

















Easy to Sell— Profitable to Handle 
f : a 











A ready seller 
with 10” eye 
guide at 


of | 77 


TAX EXTRA 


~ ' , + < a G Ps 
» a) Ot 
ene 8 fives ®t _———— _ ss 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service, 














x 





Attachments for copying from wider sheets 
15” extension eye guide $1.25 
20” extension eye guide $1.50 
For full particulars, discount, etc., write to 
RITE-LINE CORPORATION - 1025 [5th St., N. W., Washington 5, D. C. 





CULUATAL CARBON COMPANY 


i f a a “a Gatien 
Manufocturcr ae 
SUEG CHEEEEEL okic Ill. * Telephonc Skokic 4258 copy LD 
oe reat Pa 
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Dept. |. 





ELIMINATE 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 


Foremost “Lobbyists” 
for the American Public 


e MINIMIZE 
FIRE HAZARDS 
e SAVE FLOORS 
AND CARPETS 
e KEEP PREMISES 
NEAT, CLEAN 





* Pressed steel construction for 
greater strength 


* Rolled inside top head for max - 
imum rigidity. 


* 20 inches high, 10 inches in 


diameter. 
MODEL * Washable baked enamel fin- 
209 ishes. 
* Shipping weight approximate- 
ly 7 Ibs 
No obligation: Write for Co 


Prices and Complete Data 


on other Compco Equipment coRP ie RATION 


2251 W. St. Paul Ave. CHICAGO 47, ILL. 





@ A “rubberless” stamp in one minute for 2c 
@ Type, write, draw, trace on low-cost stencil 
@ 1000 or more copies from 1 stencil .. .one inking 
@ Non-mechanical . . . made of non-corrosive metal 
@ Replaceable ink pads 

© 8 Complete Outfits . . . $9.50 to $99.50 


POPULAR No. 3—POSTCARD AND LARGE TAG SIZE 


Durable case includes 12 stencils, 
ink, ink brush, stylus pen, writing 


varnish, illustrated instructions. 


_ Prints on Postcards - 


Shipping Tags - Labels 


Boxes ¢ Cartons ¢ Packages 
ALSO FORMS, BULLETINS, MENUS, LETTERS 


\ METISTAM) 


SE MANUFACTURED ONLY BY THE MULTISTAMP CO., INC, NORFOLK. VA 





THE ORIGINAL HAND STAMP STENCIL DUPLICATOR 


over 3() vEaRs 












$1950 


f.0.b. factory 
COMPLETE 


rd, type cleaner, correction 


At Your Office or Shipping Room Supply Dealer 
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VANGUARD sree: 
STORAGE FILES are available 


.. will serve 
as an 
active file. 






OUT- 
STANDING 
FEATURES 





1. Brass finish cardholder and handle. 

2. Four rollers for ease of operation. 

3. Index guide rod with brass knob. 

4. Positive and simple stacking provisions. 
5. Self-locking follower available. 


Available in both a beautiful Hammerloid 
Gray or Office Green oven baked finish. 


LETTER and 
LEGAL SIZES 


VANGUARD 


ENGINEERING & MANUFACTURING CO. 


53 WEST JACKSON BLVD., CHICAGO, ILL. 


A Stardy Recessed 
Base with Toe 


Clearance at Front 





At Your 
Wholesaler 


SENECA FALLS, N. Y. 
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blue and green and the new Dri-Rite black, lend themselves to 
open-shelf display. Since the squeeze bottle is translucent, the 
color contained in each container can easily be seen by cus- 
tomers. 


LASALLE PRODUCTS COMPANY, 2216 N. CLY- 
BOURN AVE., CHICAGO 14, ILL.—A new brochure titled 
“Modern Decor Demands” is now being offered to dealers. 
Illustrations of smokers, costumers, sand urns and ash trays 
are accompanied by detailed descriptions of the products and 
a price list. An artist’s sketches of the sales sources for the 
items does much to enhance the brochure. For further infor- 
mation, please write to the above company. 


MILLS COMPANY, 975 WAYSIDE RD., CLEVELAND 
10, OHIO—Catalog No. 51, outlining in detail the company’s 
extensive lines of movable metal walls for schools, offices, hos- 
pitals and other organizations and institutions concerned with 
the problem of changing space requirements, is now available 
for contractors, builders, architects and building owners. Its 
48 pages show construction features in detail and pictures the 
entire Mills line of walls, partitions, linings, railings, cabinets, 
accessories and hardware. Copies may be had by writing to 
the company at the above address. 


MINNESOTA MINING & MANUFACTURING COM.- 
PANY, ST, PAUL 6, MINN.—An oversize, colorful brochure 
printed in brown and black on white is now being mailed to 
dealers for use at sales meetings and to pass along to custom- 
ers. Entitled “How to Shoot a Moose,” the brochure plays 
up the idea that it’s open season on moose-size orders of 
“Scotch” brand cellophane tape orders. Photographs show 
salesmen making sales, the tape in actual use in offices and 
schoolrooms and the various models of tape dispensers. Specially 
drawn sketches of moose add color and interest to the pages. 


MONARCH METAL PRODUCTS, INC., 724 S. COLUM- 
BUS AVE., MOUNT VERNON, N. Y.—A new catalog on 
tabulating card office equipment for filing, sorting and storing 
is now available from the manufacturer. The book is complete 
with an index and photographic illustrations that accompany 
detailed descriptions. On the back of the catalog there is a 
box for the dealer’s imprint. The price list comes separately. 
Inquiries should be made to Monarch Metal Products, Inc. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—‘Facts About Office Figures” and “New 
Tempo in Figure Production With The Printing Calculator” 
are the titles of two new bulletins recently issued by the firm. 
Both illustrated bulletins describe Rem-Rand printing calcu- 
lators that multiply directly, divide automatically, add and 
subtract and print the proof on the tape. Of special interest 
are the pages describing the many applications for which the 
calculators are used by commerce and industry. Attractively 
printed in black, blue, white and a shade of mustard, the 
bulletin is cleverly illustrated with sketches as well as detailed 
photographs. Copies of the AD 536 and the AD 515 bulletins 
will be sent on request by writing the company. 


ROYAL METAL MANUFACTURING COMPANY, 175 
N. MICHIGAN AVE., CHICAGO 1, ILL.—The new No. 
GP2-51-M catalog now available to dealers contains 16 pages 
illustrating the firm’s line of chairs, sofas, tables, desks and 
costumers. Printed in blue on white paper stock, the new 
catalog gives a complete listing of shipping weights, prices and 
brief descriptions of the individual items. Inquiries should be 
directed to the company at the above address. 


SHIPMAN-WARD MANUFACTURING COMPANY, 325 
N. WELLS ST., CHICAGO 16, ILL.—To help dealers im- 
prove their customer relations, Shipman-Ward is offering free 
of. charge a new demonstration kit. This device is designed to 
help convince customers that their typewriters need new 
platens. When making a demonstration to a prospect the 
platen salesman explains that one of the pieces is cut from a 
new live B. F. Goodrich platen and the other from an old 
platen that has become hard from use. Both pieces are offered 
the prospect and he can squeeze them to determine for him- 
self the difference in the density and resiliency. It is easy then to 
explain that the new platen will make the typebars bounce 
back faster, will keep the ribbon from cutting out since the 
platen is softer, will preserve the type face and make for 


quieter typewriter ope ration. 
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with 
Durability 


Torchiere 


t+ 409 
TO MATCH 


Better 
‘ £ 
$21 20 el tell tam Clb ia-) nia 


JR. GELLER = 


Mig. re Flushing, ? 


41 Oakland Gard 





burglar proof 
MONEY CHESTS 


@ SELF-CONTAINED 
UNITS 
@ STEEL CLAD— 


CONCRETE FILLED 


@ WITH (or without) 
INNER DOOR 


@ 2 KEY LOCK 


@ INSURANCE RATING 
“E” MERCANTILE 


@ LESS 10% FOR 


LAB 
RE- LOCKING. 
DEVICE LABEL. 


all styles 
and sizes of... 
SAFES 
MONEY CHESTS 
VAULT DOORS 
SAFETY DEPOSIT 
BOXES 


write for CATALOG NO. 17 


UARDSMAN SAFE COMPANY 
John Robertion 


LA PORTE @ INDIANA 
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ACCOBIND FOLDERS 
Easy to sell 


because they’ re 


Profitable to Use 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 











NEW POSTING TRAY 








Expandable from 7!/, to 9/2 in.—Keeps Record Sheets properly flat— 
Eliminated card-sliding annoyance—2-Position right arm adds speed 
and efficiency and shifts at a mere touch—No waste space in tray 
Has working file capacity of !!'/4 in., including 25 guides and up to 
2,000 sheets—Weighs less—Made of 2-tone aluminum and stainless 
steel. 


Weler Bros. Metal Works 


108 N. Jefferson St. CHICAGO 6, ILL. 
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IN MAY OF 1881, WHEN: 


Dennison & Company continued to offer new designs in tags 
and colored papers. . . . Thomas J]. Wroe of Chicago sold his 
entire sealing wax business to the Sanford Manufacturing Com- 
pany. . . . New paper mills were started at Piqua and Xenia, 
Ohio. . . . The American Crayon & Slate Company, New York, 
N. Y., introduced a revolving blackboard and easel. . . . The 
business of Samuel Hano & Company, manufacturers of mani- 
fold books at Boston, Mass., was reported “to have wonderfully 
increased.” . . . Hektograph Company, New York, N. Y., intro- 
duced Cementine as a liquid glue, cement and mucilage com- 
bined. . . . The MacKinnon Pen Company, New York, N. Y., 
received the highest order of merit for exhibits of pens at the 
Melbourne Exhibition. . . . (From files of the American Stationer). 


IN MAY OF 1891, WHEN: 


Greenough, Hopkins & Cushing, Boston, Mass., added a num- 
ber of pencil novelties to their Cross pen line. . . . Perry's paper 
slate pad met with considerable favor in trade circles. . . . An- 
other article recently placed on the market was the Perfect 
Pencil Pointer. . . . Caw’s Dashaway was advertised as “a 
double feed fountain pen that never fails.” . . . George S. Parker, 
Janesville, Wis., was issued patent No. 423,804 for a fountain 
pen. . . . Another fountain pen patent went to La Forest A. 
Shattuck, Bloomsburg, Pa. . . . The Eagle Pencil Company de- 
cided to go into the manufacture of steel pens. . . . (From files 
of the American Stationer). 


IN MAY OF 1901, WHEN: 
The Tengwall File & Ledger Company, Chicago moved from 


144 Monroe St., to 90 Illinois St. . . . A dispatch from Coburg, 
Germany, said, “The lead pencil industry in Germany is at 
present suffering from American competition.” .. . The Thaddeus 


Davids Company was reported busy filling Government orders, 
shipments having been made to Cuba and the Philippine Islands. 

Tower Manufacturing & Novelty Company introduced a 
tongue-saving article, “The Anti-Lick’ for moistening envelopes 
and stamps. . . . Lewis Edson Waterman, president of the L. E. 
Waterman Company, died at his home in Brooklyn, N. Y., at the 
age of 64. He was the inventor of the fountain pen which bears 
his name. . . . (From files of the American Stationer). 


IN MAY OF 1911, WHEN: 


Howard Morton Hay of Chicago was assigned a patent on a 
cushion cap for finger keys. . . . Local dealers of Syracuse, N. Y., 
decided to hold on office appliances show in that city May 18-20. 

The Alberta Booksellers and Stationers Association was 
formed in Canada. . . . F. C. Patterson, vice-president of the 
Annual Business Show Company, died in New York at the age 
of 32... . Mortimer W. Byers was elected third vice-president 
of the New York Stationers Association. . . . (From files of Office 
Appliances). 


IN MAY OF 1921, WHEN: 


A new organization was that of the Cincinnati Office Appli- 
ance Managers Association. . . . An advertisement declared. 
“More Underwood typewriters were sold in the United States, 
in January, February and March, 1921, than in the same three 


months of any previous year.” ... The Dunn Pen Company, 
New York, N. Y., featured a fountain pen “with the little red 
pump handle.” . .. Benn Conger was elected president of the 
Corona Typewriter Company, Inc. ... W. B. “Bill” Brown be- 
came a member of the sales staff of the Chicago office of the 
Underwood Typewriter Company. . . . Death came to Philip H. 


Yawman, one of the founders and the president of the Yawman 
and Erbe Manufacturing Company of Rochester, N. Y. He was 
81. . . . (From files of Office Appliances). 
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NO WONDER NEV-R-KURL 
SELLS TWICE AS FAST 





such sharp clean copies even after being 
used many times. It will actually produce up to 50 
per cent more copies. Can. you blame me for specify- 
ing NEV-R-KURL? It doesn’t smudge my hands or 
lies flat and won't tree, curl or wrinkle. 


Ii produc es 








clothes, alwavs 
We use it in all kinds of machines in our office and 
find NEV-R-KURL cuts costs. Wise dealers stock 
NEV-R-KURL because we've told our bosses we want 
no other 
More and more dealers are reaping the extra profits 
from NEV-R-KURL .. . are you? 
55s CO., INC 
proc TR oe 
51 Roctes PRorvet 
71 mil pre Tyre werten Ciutat. PRINT 
pare CARBON PAPER meson WOOD STamP PADS 


Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 

HIGHEST QUALITY 

WIDEST SALES APPEAL 
= 8) 


[4 DEALER INQUIRIES INVITED ACTURER 


ENTS OF SAFES 
FOR OVER 


BRUSH-PUNNETT CO. 


SENTRY 545 WEST AVE.- ROCHESTER 11. N. Y 


feaae 5. - 2 \@bwhe. Fa, Beet aed. 
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performance 
THE BENTSON 


“‘Gop-F late 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 





If you haven't received your con- 
venient file folder of BENTSON 
catalogs, write for 1t today. 


| “The Line of Most Assistance” 


‘ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA ° ILLINOIS 


AEB: 


PROTECTIVE 
HOLDERS 
















Doctors - Lawyers 
Merchants - Chiefs 
all need and use them 


For the many varieties and styles of AICO Protective Holders 
have unlimited uses besides protecting the job tickets and 
specifications they were originally designed for. Wrife for 
information describing the many uses of AICO Protective 
Holders, and Circular 649 giving complete descriptions. Send 
today! ' 


AIGNER INDEXES 


New York: 97 Reade Street 
Chicago: 422 South Clinton Street (7) 
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INCORPORATED - CHICAGO 
a 


Manufacturers of Fine Upholstered Furniture 





No Surface 
is too slick! 
MADE IN 13 BRILLIANT COLORS 


AT ALL STATIONERS—OR WRITE 
FOR FREE SAMPLE TO BLAISDELL PENCIL CO 
BETHAYRES, PA 


oLurury ahea th er SE a 















































Marion V. Follin James K. Davison 
‘ 0. D. Mann Henry L. Guth 
: Arthur R. Frey Homer Nix 
i 330 E. Ohio St. Chicago, Ill. 
| NIEMANN—A Century of Fine Furniture a, ae 
= 





JOIN THE | 
OPPORTUNITY | 
ORIVE ag! | | 








better than ever! 


Makers of 


AGATE CARD TRAYS 
BOX FILES 


I 4 = 
DESK TRAYS nvest in — 


GREEN EDGE STORAGE FILES 

HEDGES TRANSFER FILES U 6. 

| (formerly the Durability) a * 
VERTICAL TRANSFER CASES 
SORTING TRAYS 


CARD STORAGE CASES & AVIN  ~ 
CLIPBOARDS 


WOOD CARD FILES 


| STEEL CARD TRAYS  QNIE > 
4 
hedges. manuracturins company . 


2931 WENTWORTH AVE. « CHICAGO 16, ILLINOIS = 
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FLEX/SHEL kgees = 


ANY CITY ADJUSTMENTS 
STEEL Construction 


SAND USES 


Desk, h 
e J 


shipping *° 









































SS LIST 
SZ FS.15 Desk Model 15° x 13%" » 11° $1650 
Adjustable beck stop for = Better Dealer Discounts | £5.30 Floor ** 30° + 13%" 11 3150 
short or long forms. - LITERATURE ON REQUEST 








% J. R. GELLER Box 141 Oakland Garden Sta 2 
Mfg. Rep. Flushing, N. Y. ~ 





OO Plaques of Distinction 


Plastic « Walnut e Bronze 


ow 


Per) eetee CWOMS Cee 


= Sm oe se HONOR ROLLS 


for Servicemen and many 
other purposes. 











Prices, 
Information 


NAME PLATES, 


all kinds. Office Identification 
Signs, Door Plates, Directories, 
etc. 


Walter E. Kutch Co p> S36 
(Plague & Nome Plete 9909 W. McNichols Aé., Detreit 19, Mich ADIRONDACK CHAIR CO 


. 
Dept. 1, 1140 Broadway (Nr. 26th St.), N. Y. 1, N. Y. 


e CURMANCO - 


STEEL POST OFFICE BOXES & BILLHEAD CASE 


Mail In or Out. On 
the wall, desk or 
counter. Single, 
Double, or Triple. 
Bill Heads 8'x11-7-5 
or envelopes 6-10” 
hung on wall easy to 
reach. Sell what folks 
want these days. 





All types of wood and steel 
folding, non-folding chairs and 
folding tables in stock. Save 
time! State type and quantity 
under consideration. 














HAND. MATIC 


WeberWey 


OF ADDRESSING 















Today's Most _Saleable 
MECHANICAL ADDRESSER 


Watch for the direct-by-mail adver- 
tising program we've prepared to help 
you sell Weber Addressing Machines and 
a host of other products in your stock. 
Incentive awards—and everything! 





Today's most saleable mechanical ad- 
dresser. Write for 


drening “‘wiccke FREE! ® 










Co., 224 West Cen ane ti — oo . ~~ No. 225 $4.00 
pect iilints. "BOOST SALES «23.225 GYRRIER MFG. CO. 





i i i i i i i i i i hi 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINNESOTA 





_.-Teeeeese-e-see-eee-eeeee.} 





WEBER ADDRESSING MACHINE COMPANY 


m  SALESMEN 
ee 4 1988 1890 > 
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Different? — Yes— but 
exactly alike in their 
dependence upon 
‘BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


Beach Publishing Co. E 
7338 Woodward Ave. - 
Detroit 2, Mich. 


... Feels like a pencil 
LIST PRICE 


25 YY Mla for checks and documents 


Order Sample Display Cord of 24 on approval 


. . . Handles like a pencil 


... Writes as easily as a pencil 


FISHER PEN COMPANY 
757 Waveland Ave., Chicago 13, II! 
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* WIN-DEX THE PLASTIC INDEX + 


s0uD COLORS OR TWO-TONED COMBINATIONS OF SILVER AND BLACK 
MOTTLED, BROWN AND GREEN —_ 


~\ 
ae 
$495 - 
COMPLETE oo | 
s 
eee” 


oe 


500 WHITE CARDS 
TINTED INDEX TABS 





Imprintable Counter Circulars Available 

















bs W444 Hi tip V4 cy 
% ee? : ft 

<d y 42 SIN G49 394 2G 
ij KINETIC NOVELTY CO., INC 
“ad 625 BROADWAY, N. Y.12, N.Y 





All Styles of Ring and Post 


BINDERS | 


A complete line of Binders for College and 
Commercial use 
Quality at an ATTRACTIVE PRICE 


Write for Catalog 
STANDARD LOOSE LEAF & BINDERY CO. 


1717-19 S$. HALSTED ST. . CHICAGO &, ILLINOIS 








Sid fo build a a profitable 


No. 1212 5); / No. 1212 V 
== ume ard [== 


Eee enone . _—e - — 


: ois s one business with = 
=|=)/=/5]=]= ACME 
io am F = 7) Ai 
SS me on Hy = orig ards 
| 
c a. 


don Write oe for Time 
pam Card specimen sheet 
sun price list, and circular 
































36 EAST 23rd STREET 












a new 
repeat 


item! 


UNIVERSAL C. 0.0. LABELS 


New C.O.D. Multiform labels for C.0.D. shippers now 
available for universal use anywhere in the U.S.A. 
one form for shippers everywhere, approved by U. S. 
Postoffice Dept. 

For use with Postoffice forms 38léaS or 38iléaL. 
(Specify which.) 

Quotations furnished in lots of 500 labels and up. 


LANG equipment sales company 


Room. 214—325 W. Huron St., Chicago 10, Ilinois 


WRITE TODAY 








PLAS-T-CAP 


AMERICA'S OUTSTANDING 
toume tack VALUE 


TACK LIFTER om tvEny Packace 
21 DECORATOR COLORS 


NO MORE BROKEN FINGER NAILS 
SAFE PIN WILL NOT PRESS THRU HEAD 


Yuwie ONE DOZEN PACKAGE 
FOUR DOZEN DISPLAY UNIT 
NATIONALLY ADVERTISED 
3 FAST SELLING STYLES 


AMERICA’S LARGEST THUMB TACK MFG 


SHELTON a oe 


SINCE 1836 SHELTON, CONN 














ACME PUBLISHING CO. 


NEW YORK 10, N. Y. 





s 
: 
” 
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' 

CHOICE SEAT MORE PEOPLE ; 

OF TOPS WITH MORE LEG ROOM! f SOLD 
ONLY 
THRU 

DEALERS 


Automatic Lock Secures Legs 
in Place . . . Won't 
Collapse 


























ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
@ Radio @ Appliance Stores 





p CHECK COVERS 





PERSONAL ITO gets 
OKs 
savinas PASSBOOKS st ANNE Pe POSTING PASSSO 
Book s i. STRAPS 
LOAN pase® PASSBOOK eit WRAPPERS 
Conte CMECK cass CoN RULED FORMS 
poc K ENVELOP PEDGER CARDS 


Dime SAVERS 





William lB xX LINE Tue. 


1270 Ontario Street Cleveland 13, Ohic 











Have You 


a Friend— business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A 
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This punch has a 3-INCH REACH 


For punching bonds and other documents, but useful for 
any long reach job. Supplied to punch %”, 3/16” or 4” 
round holes, also assorted standard designs. Letters and 
figures made to order. 


















ASK FOR 
NO. 470 


_ 2 





eet 
Write for circulars and prices i 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven 7, Conn. 


Nenrfield POSTING TRAY 
~~ ENTIRELY NEW STYLE 


Available in 3 sizes, accom- 
modating ledger sheet widths 
from 6” to 15”. Width ad- 
justed by sliding outwards ex- 
tenders holding hinged side- 
rails. Angles of front and 
back slope provide a ect 
posting “V." Specially de- 
signed spacers prevent sheets 
from creeping. th side rails 


















KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


- chairs are scientifically 
designed and engineered for 
true posture seati cosa 
| ned yr ; —~¥ 3-way 
er-tip adjustmen 
ultimate in luxurious pe Ay 
beauty and durability.) Mod- 
ern massive molded a 


WRITE FOR LITERATURE 
& DEALERS’ DISCOUNTS 


CHICAGO 12, ILL. 


can be dropped for offsetting. 
Light Weight—Quality Construction 


INTASCO CORP. 


’ 3021 W. CARROLL AVE. 


= gh 
ona ackrest sw 
make them America's Best Buy! 
Tubular bases and several 
other models available. 


WRITE TODAY FOR OUR NEW 
ILLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 





























ROLLING STORE LADDERS 
“A” Type Ladders e Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 






MUSCATINE, IOWA 











Send for Folder 
and prices. 





4x6 and 3x5 FILES 





Handsome appearance and 
excellent finish of H-O-N card files please your customers, add 
to your profit. The Home-O-Nize Company, Muscatine, lowa. 


Manufactured by Library Style 


Straight Side Style 


D. COTTERMAN “4 "aiicxeo 20 “* 


























| MR. DEALER... Duty + Beauty — Neubauer Steel Shelving 
|_DON’T LOSE THOSE ORDERS a ‘sn 
NEEDLESSLY! + sappees trength. bid 
@ Finest Baked Enamel Finishes. 
IT COSTS YOU LESS TO DRAW © Complete Size Renges. 
FROM OUR LARGE STOCK OF + tee Sian 
WOOD AND STEEL = iid ‘ 
nique (pat. pending) corner 
DESKS - CHAIRS - FILING CABINETS post construction. 
LEATHER FURNITURE and ACCESSORIES @ 30 day delivery on most items. 
IMMEDIATE SHIPMENTS Write today for Brochure and price list. 
Write or call for complete information, 
prices and dealer discounts or arran fe Neutauer MANUFACTURING CO. 
OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
74 Broad St., New York 4, N. Y. BOling Green 9-8231 2080 CENTRAL, AUT oe Fre es 16, Cee. 
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The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


CARDINELL CORPORATION © MONTCLAIR NEW JERSEY 











THE Best ONLY 


e If you want the best in 
Business Card Stock and 
Cases, remember we are 
the originators of the Scored 
Card and have been supply- 
ing the trade since 1902. 








e Carried by the following pa- 
erchants: 


ber m ts Detroit, Seaman-Patrick Paper 

New York City, Allan & Gray <x 

Pittsburgh, Chatfield & Woods Grand Rapids, Carpenter Paper 
Co, Cc 

Cincinnati, The Chatfleld Ia- Houston, L. 8S. Bosworth Co 
per Co. Ir 


Samples on request. 


The John B. Wiggins Company 
634 S. Federal St. . Chicago 5, Ill. 


FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
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® ideal for 

® PLANTS 

@ OFFICES 

@ DORMITORIES 

@ HOTELS 

® GAME ROOMS 
® DENS 

eNIGHT CLUBS 
@ TERMINALS 

® DOCTORS 

e GYMS 

® INSTITUTIONS 


WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 


CS MVE <tc Few 


the NEW, IMPROVED ‘Lecaurest” 


Pat. Me. D/44,677, other Patents Pending 





. » Raise the headpiece to any desired 
position ... it will automatically stay at 
that position . . . To release the ““Magic- 
Hold,” raise the headpiece all the way. 
it can then be lowered to the “flat’’ posi- 
tion. Available in the finest plastic mate- 
rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 





Ww 








FOR FASTER, EASIER TYPING 






Speed Keys mean more speed and comfort for the oper- 
ator—greater economy for the boss—a bigger profit for 
you. 


Sample key, literature and price list on request. 


SPEED KEY CORPORATION 783.6,0°35"°°" NU°y' 


MASTER 


SPEED KEYS 


“The spring's the thing” 
Speed Keys cushion the fingers and 
take the “pound” out of typing. 
The spring action accelerates type- 
bars, lightens touch and improves 
type impressions. Exclusive plastic, 
finger-formed tops retain their shape 
and legibility at all times. 


ORDER NOW! 











DAYTON STENCIL 
WORKS CO. "chic" 

















JOIN THE 
veag” ~'* pad 
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A VALUE WITHOUT PRICE COMs’ 







@ 18 & 24 inch depths. 
@ letter & legal sizes 


AVAILABLE 
WITH AUTOMATIC 





Durable Metal F.O.B. Bklyn., N.Y 


EM O 
CELLULO/O PRODUCTS 





Loose-leaf envelopes, punched; card-cases, any 
yi size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markile Company, Mfrs. 


8633 S. Racine Ave. Chiecage 9, U. 8. A. 


CASH REGISTER 
Var 


WORLD WIDE SERV 


WRITE FOR t OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


2810 W. ADDISON st CHICAGO 18, ILL 


Loose Leaf I 


. better than ever “tN 
lower prices! 


Loose Leaf for Every Commercial Use 











Only Ten Day Delivery on Special Sizes 





ACE LooSE LEAF x 
BINDERY COMPANY $5 


45 S. WELLS ST., CHICAGO 6 
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@ GREEN OR GRAY. 
@ BALL-BEARING 


with or without locks. @ 25 cauce sree 


PLUNGER LOCK. 





ITION! 






CONSTRUCTION. 






FRONTS 







Write for Deale: 
Delivery prox 





mJ. R. GELLER (3. 





OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of 
all dadant typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have fm osen office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 
Write for Full Information 
RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 


TYPE CLEANING MADE EASIER 


with the amazing if 


CLEANS 
© Typewriters 
* Billing Machines 
¢ Adding Machines 




















Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 


—it’s easy to use—no mess © Addressing Plotes 
—no liquids to spill. * Marking Devices, etc. 


*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 
Free sample sent upon request...write to 
NORTA DISTRIBUTING COMPANY 


1123 Broadway, New York 10, N.Y 















Your customers will 
want to know about 


The NEW 


Con-RIGHT 


(line-by-line) 
COPYHOLDER 
Major mechanical i ove- 
ments. Office GRAY finish. 
Defense economy creating 
wide demand . . . from new 
users . . . and for replace- 
ments to speed up for defense. 


Copy Right Mfg. Corp. 
53 Park Place, Dept. D-5 
= York 7, N. Y. 


nadian Agents 
UNDERWOOD Lid Toronto |. 
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Dip and dip again. Wash and mirror-buff. One 
more dip applies a nickel coating and another 
the rich Royal plating itself. That’s taking a lot 
of pains and a lot of time with a piece of tubing. 
But it takes that (and lots more) to bring you 
steel furniture of Royal’s lustrous, enduring 
beauty. 


Come what may these troubled times, we’re 
going to continue giving Royal customers the 
benefit of such quality extras. Although defense 
orders consume a big slice of our production, 
slowing down deliveries to civilian purchasers 
... we will not skip that extra dip . . . the added 
buff . . . the individualized care in all our oper- 
ations. It’s going to be as true tomorrow as it 
is today. 
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We dont skip 
at extra Dip- 


Royal takes the extra time 


to add a fine finish 





to Steel furniture 


Time hardly touches long-wearing Royal Furni- 
ture because Royal takes the time! 


We hope you can wait for Royal . . . but if your 
needs are immediate, may we suggest you see 
our worthy competitors. Many make products 
of good quality which we recommend. 


METAL FURNITURE SINCE '97 


ROYAL METAL MANUFACTURING CO. 


1753 NORTH MICHIGAN AVENUE, CHICAGO 1 


New York + Los Angeles « Michigan City, Indiana 
Warren, Pennsylvania + Preston and Galt, Ontario 
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Now is the time to 





promote this new 
Heyer number and its 
companion .. . the 


popular 
NATIONALLY ADVERTISED TO 40,000,000 


Portable Addresser. 


THE SATURDAY EVENING 
WW Ads on both items 
now running in these 
two most powerful 


magazines 


WRITE FOR FREE TIE-IN MATERIAL 












MODEL 60 








L) PACKED IN COMBINATION 
STORAGE-CARRYING CASE 


4 along with these initial supplies) 
4 Stencils, 2 tubes Black Ink, Ink 
Brush, Correction Fluid, Stylus, 
Writing Plate, Printing Base and 






























Instruction Book 


Complete Portabie Printer 
to retell for only 


= 10° 


ete 


$O EASY TO USE 





Message typed, hand- 
written of irawne on 
ill dew Cost stencil. 
B. Squeeze tube of ink inte 

printer f veral 

tr sal respons, J 

Merely re printer 

er, and . 4 

Dack t le iis. — pegs gS 
PERFECT REGISTRATION — y PRINTS Ah 4OwW COST STENCILS—Strong 
Our new patented base with ink be is me rely li ) and durable—one of the 
TRU-LINE GUIDE SLOTS machine. Ink * printing on art famous HEYER QUALITY stencil 


assures perfect printing on lines. Perfect for typing or 


cvery piece . . . 80 important , aged heey , . 
~ saturating ink } bay 4 : drawing ... easy to change 
when using penny post cards. ; on printer cylinder. 


ELIMINATES OFPSET, because stencil is c 5 Bled 
cards are not normally stacked provided uw be cleane: and file« 


during printing process. 


THE 





17 Bost 17th Street 
New York Tip 





Everybody likes 
them because 


cract \ 
AD) 


THEY'RE ' 


CUT COST et 
PER COPY... ira 


_ with Fanfold or other Continuous Forms and | 
UNDERWOOD CORPORATION MANIFOLDO PACKETTES 


How do you handle Multi-Copy Carbons? | Management 


you re nol ( the 
tinuou kort in 
production 1 | 
using them. but | 

. ’ } Corporat 


slit im oan ( 


Operators prel: 
they re clean and eine 


est hand” in the 


with only a few 1 



















